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THIS LETTER IS 
MUCH NEATER 






Thanks to 
WEBSTER’S MICROMETRIC 


and 


STAR BRAND PRODUCTS 





Ricniniais preference for Webster's high quality mer- 
chandise makes this line the best you can carry, and assures 
you of a steady volume. The Webster franchise protects you 
from unfair competition. Webster research provides the 
features that stenographers and business men want and as- 
sures you of valuable “repeat” business. Stock the Webster 


Line! The demand is greater today than ever. 


F. S. WEBSTER COMPANY 


MY TYPING 
MADE EASIER 



















HELPS YOU 


Consistent National Magazine 
Advertising. Millions of sales mes- 
sages in the Saturday Evening 
Post, and the new magazine, Life. 


The best-known names in the 
quality field— such leaders as 
Micrometric, MultiKopy, and 
Star Brand. 


Better facilities at the service of 
your customers. Our modern 
equipment means better prod- 
ucts, faster servicc. 


Sales helps, window and counter 
displays, mailing pieces, the coop- 
eration of the Webster salesman. 


Protected profits. The Webster 
franchise means fair play and 
steady profits from one year to 
the next. 





13 AMHERST STREET 
CAMBRIDGE, MASS. 








q OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


"No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share n its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
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esesescocecs seee 82, 101 
Elliott-Fisher....Back Cover 
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Ever Ready Calendar Mfg 
Co 110 
Fr 
Faber, A. W., Inc : 185 
Faber, Eberhard, Pencil 
a. amneee » 181 
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Felt & Tarrant Mfe. Co 170 


through the journal. 
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G 


Gaylo Mfg. Co. - 
General Duplicator Corp.. 
General Electric Co. 
General Fireproofing Co 
Globe-Wernicke Co. 

Graff, Geo. B., Co 

Greist Mfg. Co 

Guide System & Supp. Co 


H. A. Ink Eradicator Co 
Hall-Welter Co. . 
Hanson Scale Co 


Harriman-Welts Prod. Co.2 


.209 


182 
183 
187 


»O8 
Harter Corporation 109 
Hellesoe, Hans H. 07 
Heyer Corporation .......211 
Higgins, Chas. M., & Co...127 
High Point Bd. & Chr. Co..164 
Hilisberg Co. ........... 06 
Hotchkiss Sales Co 190 
I 
Imperial Desk Co i  S 
Imperial Mfg. Co 148, 160 
Imperial Methods Co. 125 
Indiana Desk Co......... 194 
Internat’l Bus. Mach. Cp. .157 
Internat’l Typewriter 
Exch, rer htdhbeee 158 
Invincible Metal Furn. 
ca « —-P 140, 141 
J 
Jasper Chair Co.......... 84 
Jasper Desk Co.... .189 
Jasper Office Furn. Co 72 
Jasper Seating Co 180 
K 
David Kahn, Inc......... 198 
Kilian Mfg. Corp......... 168 


L 
Loose Leaf Metals Co... .200 
Lynn Paper Products Co. .200 
Lyon Metal Prod., Inc....191 
M 
Majestic Lounge Co..... 168 
Manifold Supplies Co 78 
Marber Co. _ ivteawens nee 
Marble, The B. L. Chair 
EE ee er a 124 
Markilo Co. .. 206 
Markwell Mfg. Co éceuane 
Martens Type Cleaner Co.208 
Mashek, Frank, & Co. .192 
Meilicke Systems, Inc... .206 
Meilink Steel Safe Co .116 
Metal Office Furn, Co.....166 
Metal Specialties Mfg. Co.196 
Meyer & Wenthe........ 205 
Miller-Bryant-Pierce Co 150 
Milwaukee Chair Co...... 38 
Mimeograph, The ........ 77 
Mitchell Binder Co....... 202 
Mittag & Volger, Inc g9 
Moore Push-Pin Co .204 
Munson Supply Co....... 198 
Murphy Chair Co......... 152 
N 
Nat'l Brief Case Mfg. Co. .155 
Nat’l Business Show Co.. .106 
Nat’l Office Cushion Co...204 
Nat'l Vulcnzd. Fibre Co...261 
Neva-Clog Prods., Inc....120 
Newark Chair & Furniture 
EM bene Sense ecesinesces 115 
New Indiana Chair Co....194 
Niagara Duplicator Co....181 
°o 
Ce Cre. cnc ace nwnen oe 173 
Oxford Filing Supply Co.. 83 


Pacific Cb. & Rib. Mfg. Co. 
... 2, fs ae 
Parrot Speed Fastener Cp. 
Payson’s Indelible Ink Co. 





or to replace the 





U THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have evidence of its proved value. Subscribers’ 
requests for catalogues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 


In the execution 


It answers by per- 


ents and 


er- 
Aven al 


163 
149 
86 


209 








They do, however, offer their services in resolving any disagreements which result from relations established 


Peerless Key-Imperial 
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Technygraph, The .- 205 
Tell City Desk Co... ..199 
Toledo Metal Furn. Co....126 
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eens BE. COs ccececes 195 
Turner & Harrison Pen Co.207 
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Underwood Elliott Fisher 


CA ccencesesans Back Cover 
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Wagemaker Co. 193 
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For the benefit of the subscribers the lines advertised are here cl assified. Many of the 
are represented. Should subscribers be interested in any article of office equipment not 
communicate with the service bureau, through which the information will be promptly 


Adding Machine Parts 
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Unde rwood Elliott Fisher 

bbbnbnbeedebens Back Cover 
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Weis Mfg. Co...99, 100, 101, i. 
Yawman and Erbe Mfg. Co. .153 
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Adams, Henry T., Mfg. Co...208 


dk ieee 173 
Bookkeeping Machines 
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Underwood Elliott Fisher 

eae Back Cover 
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Globe-Wernicke Co. 

Guide System & Supply Co. .122 
Imperial Methods Co 125 
Invincible Metal Furn. Co.140, 41 


Metal Office Furn. Co. ...... 166 
Security Steel a. Ne a -105 
Shaw-Walker Co... 12, 13, t.. 
Warshaw Mfg. Co. ..........19 
Weis Mfg. Co...99, 10@, 101, 102 
Yawman and Erbe Mfg. Co. 2.153 
Cash Boxes 
Be Te GA, anesenasd<soand 204 
General Fireproofing Co. ..... 80 


Casters, Caster Bearings, Slides 
Bassick Company ........... 135 


SE GEE, padcsnaccnaades 184 
Faultless Caster Corp. ...... 144 
Kilian Mfg. Corp. ....scccee 168 
Celluloid Envelopes 
CE ocdabecesineenw 206 
Chair Irons 
Dt Uk. écodisetes stean 135 
Collier-Keyworth Co. ....... 103 
Chair Mats 
Pom, Gee. B., & OS. ..cccedes 182 
Globe-Wernicke Co. ......... 93 
ee Te, Gh bn 6s Shae cde San 139 
aa -Ward Mfg. Co. ..... 96 
Artility Metal Products, Inc..117 
CRORGSET, GRE, cocccccectecons 183 
PUP OEe GR. coccceestucus 183 
anee eee, Gs. sn ceunddiece 171 
General Fireproofing Co. .... 80 
See GOD. ncaccssecvenets 109 
High Point Bd. & Chair Co. .164 
SnGete GHEE DO, cccseictceese 84 
Jasper Seating Co. ......... 180 
Lyon Metal Products, Inc....191 
Majestic Lounge Co. ........ 168 


Marble, The B. L. Chair Co..124 
Milwaukee Chair Co. ........ 138 
Murphy Chair Co. .......... 150 
Newark Chair & Furniture Co. 4 
New Indiana Chair Co. ootte 
Sturgis Posture Chair Co... 137 
Toledo Metal Furn. Co. ..... 126 
Chairs, Foldina 
Gaylo Mfg. Co. 1 
Lyon Metal Products, Inc....191 
Chairs (Posture) 
Artility Metal Products, Inc. .1 


Prete Sees OO. cc ccccdsctiess 183 
Ghote Bie, Ge coccccvcsses 171 
General Fireproofing Co. .... 80 
Waste GOO «ick cas iv cssnen 109 
High Point Bd. & Chair Co..164 
Jasper Chair Co. ..........- 84 
Jasper Seating Co. ......... 180 
Marble. The B. L. Chair Co..124 
Milwaukee Chair Co. ....... = 
Murphy Chair Co. .......... 150 
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Pruitt, Inc. 
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Desk Pending-Letters Holders 

Acco Products, Inc. ........ 146 
Desk Trays 

Aigner, G. J., CO. cncscsecee 184 

Art Metal Construction Co... 97 

Art Steel Co., Inc. .......... 204 

Automatic File & Index Co. .186 

Corry- a a Corp. .143 

Fox, Geo. E., iy citteles ees 182 

General RAR GB. ssoe 

Globe-Wernicke Co. ......... 93 

Imperial Methods Co. ....... "125 

Shaw-Walker Co...111, 12, 13, 14 


Weis Mfg. Co.. 99, 100, 101, ‘102 
Yawman & Erbe Mfg. Co... .158 
Desk Work Distributors 


Aut Died. Ga. ccdnedeceveees 204 
Bristow, Stanley R. ......... 205 
Globe-Wernicke Co. ......+..+. 93 
Lyon Metal Products, Inc....191 
Polar Mfg. Co. .....ccccccce 139 


Ravenswood Office Spec. Co..207 
Weis Mfg. Co...99, 100, 101, 102 
Desks 

Alma Desk Co. .....-..eee0% 187 
Art Metal Construction Co... 97 
Automatic File & vyepeel Co. "186 
Bentson Mfg. Co. ... 

Browne-Morse Co. 
Cameron, Cal. 
Columbia Steel Equip. Co.... 87 
Corry-Jamestown Mfg. Corp.. 148 





Evansville Desk Co. .......- 76 
General Fireproofing Co. .... 80 
Globe-Wernicke Co. ......... 93 
Imperial Desk Co. ........ rt 
Indiana Desk Co. .......-.- 


Invincible Metal Furn. Co. 140, et 
Jasper Desk Co. ........- 89 
Jasper Office Furniture Co. ..172 
Metal Office Furniture Co....16 


Rishel, J. K., Furniture Co. 197 
Securitv Steel Equip, Corp.. 

Shaw-Walker Co 11, 12, 138, st) 
Tell City Desk Co. .......... 199 
Wabash Cabinet Co. ........ 108 
Wagemaker Co. .........++- 193 
Weis Mfg. Co...99, 100, 101, 102 
Yoawman and Erbe Mfe. Co...153 


Directories (Off., Loft, Apt. House) 
Acme Bulletin & Drety. Rd. 


Si 0006 banenaedngeistuate 206 
Drawina Boards 
Marber Co. .ccccccccccccccckS 
— Machines 


Det, A. Te, GR cccocesces o TF 
Elliott yr > Mach. “Co. ms “104 
General Duplicator Corp.....130 
Heyer Corporation, The...... 211 
Mimeograph, The ........... 77 
Niagara Duplicator Co. .....181 
Rivet-O-Mfg. Co. 
Rotospeed Co., The..... es 
Shipman-Ward Mfg. Co. ... 
Smith, L. C., & Corona Tws.. 79 
Speed-O-Print Corporation. ..145 
eee Machines, Used 
Peettt Gey ssscecéigeesecs «2-199 
Duplicating Machine Supplies 
Columbia Rib. & Carb. Co...165 
Dick, A. B., Co. ..... MT 
Dunham-Watson GS. ccoccecesd 
Fibroin Stencil Corp. .......209 


requirements of the modern business office 
listed here, they are cordially invited to 
and cheerfully furnished by letter, 


General Duplicator Corp..... 130 
Heyer Corporation, The...... 211 
Manifold Supplies Co. ...... 78 
Mimeograph, The ........... 77 
Miller-Bryant-Pierce Co. ....150 
Mittag & Volger, Inc........ 89 
Niagara a OO. coeose 181 
Roosen, H. = GR. wicocnces 209 
Rotospeed Co. . ” The ogceesees 188 


Shipman-Ward Mfg. Co. .... 96 
Smith, L. C., & Corona Tws.. 79 
Speed-O-Print Corporation... .145 


Stencilgraph Co. ......+-455 208 

Technygraph, The .......... 205 
Engraving, Copper Plate 

Wiggins, The John B., Co... .207 
Envelope Openers 

Oakville Co. .....++++ 000008 173 
Envelopes 

Globe- eWernicke OO. evescoes 93 


Quality Park Envelope Co... 88 
Envelopes, Celluloid 


Markilo Co. .....-eseeeeeeee 206 
Eradicators, Ink 

Carter’s Ink Co. .......++ 132, 33 

H. A. Ink Eradicator Co..... 207 

Heyer Corporation, The...... 211 

Sanford Mfg. Co. .....+++++. 92 
Erasers, Rubber 

Blaisdell Pencil Co. ......--- 203 

Faber, A. W., Inc. ......-+.+- 185 

Faber, Eberhard, “pencil Co...131 

Oakville Co. .....seeseeeeees 173 
Exhibitions 

Nat’l Business Show Co...... 106 
Eyelets & Eyelet Fasteners 

Bates Mfg. Co. ......+++- 95, 151 

Markwell Mfg. Co. ......+++- 192 

Rivet-O-Mfg. Co. ....+++++- .193 
Fans, Electric 

General Electric Co. ......+-- 174 
File Boxes, Collapsible Corrug. 

Bankers Box Co. .....++- eeee 

Barkley, C. L., & Co. oooee oS 

Globe-Wernicke Co. ......+++ 


Guide System & Supply ae a 
Oxford Filling Supply Co.... 83 
Pronto File Corp 
Weis Mfg. Co.. 

File Boxes, Metal 
Art Metal Construction Co.. 44 
Art Steel Co. .... coaneale 
Corry-Jamestown Mfg. Corp. .143 
Pronto File Corp. ie eee renee] 88 
Rockwell-Barnes 

Filing Cab. Ball & Rotter Bearinas 
Kilian Mfg. Corp. 

Filing Cabinets, Metal 
All-Steel-Eauip. Co. a 
Art Metal Construction Co.. 97 
Art Steel Co. .....+.-- 1204 
Automatic File & Index ‘Co. -186 


eeeeeernee 


6 
"99, 100, 101, 102 


Bentson Mfg. Co. .....+++ oo 185 
Drowns Co. penmeah een 128 
Cameron, Cal. ....++++s+e0+5 183 


Columbia Steel Eauip. Co.... 87 
Corry-Jamestown Mfg. Corp..143 
General Fireproofing Co...... 80 
Globe-Wernicke Co. 93 
Invincible Metal Furn. Co.140, 41 
Metal Office Furniture Co.. call 6 


Peerless Stee! Eq. Co......-- 178 
Pronto File Corp. ..-..-+++> 136 
Remington Rend. Inc. .....-- 118 


Security Steel Equin. Corp...195 

Shaw-Walker Co. ye 12, 13, 14 

Yawman and Erhe Mfg. Co. 153 
Filina C#hinets, Wood 


Globe-Wernicke Co. .....+++> 93 
Imperial Methods Co. ......- 125 
Wagemaker Co. ...+-+-+++++ 193 


Weis Mfg. Co.. 

Yawman and Erbe ‘Mfg. Co.. "153 
Filing Suppiles 

Acco Products, Inc. .......-146 


Aigner, G. J., Co. «.--+.++- 184 
Art Metal Construction Co... 97 
Barkley, C. L., & Co. sn oc 
Browne-Morse nui ated onsnee 


Cameron, Cal. ....--- menses ae 
Corry-Jomestown Mfg. Corp. .143 
Genera! Fireproofing Co. 80 
Globe-Wernicke Co. ......+++ 93 
Guide System & Supply Co. a 
Imperial Methods Co. ... 
Metal Office Furniture Co... ‘les 
Oxford Filing Supply Co. .... 83 
Parrot Speed Fastener Corp.. 86 
Pronto File Corp. .....- 2.0186 
Quality Park Envelope Co.... 88 
Rockwel!-Rarnes Co -167 
Shaw-Walker Co. ..111, 12, Is, 
Wabash Cabinet Co 
Wagemaker Co. ....-+++++e++ 
Warshaw Mfg. Co. 





6 
Weis Mfg. Co...99, 100, 101, 102 
Yawman and Erbe Mfg. Co...153 
Folders (See Filing Supplies) 
Folders, Presentation 
Ellingsworth Mfg. Co. ...... 179 
Fountain Pens 
Autopoint Company ......... 85 
Carter’s Ink Co. ......... 132, 33 
Esterbrook Steel Pen Co 191 
Rahm, David, Inc. ......00<. 198 
Dt a ascscenseees 149 
Sheaffer, W. A., Pen Co..... 123 
Gummed Cloth Rings 
ee , , Go cccccccee 197 
Warshaw Mfg. Co. .......... 193 
Gummed Tape Sealers 
Metal Specialties Co. ........ 196 
Hotels 
EE nen aio a dia 171 
index Card Signals 
Ss MO, Eas OB cccccccces 197 
index Tabs 
Ms Ge Ben OO cicccccccce 184 
Barkley, C. L., & Co. ....... 188 
SM. os cecceceuce 208 
Globe-Wernicke Co. ......... 93 
Guide System & Supply Co...122 
SE EE nn ncn anne oncmmand 206 
Shaw-Walker Co...111, 12, 13, 14 
inks, Adhesives, Ete. 
Carter’s Ink Co. ......... 132, 33 
Harriman-Welts Prod. Co 208 
Higgins, Chas. M., & Co..... 27 
a 2, tk Pere 149 
Payson’s Indelible Ink Co... .209 
LS | earegece 193 
Sanford Mfg. Co. ........... 92 
Sheaffer, W. A., Pen Mfg. Co.123 
Superior Type Co. . - + -205 
Union Rub. & Asbestos Co. .204 
Inkstands 
Weeks, Frank A., Mfg. Co...206 
Intercommunicating Systems 
Be GR a cnccucckees 190 
Chicago Sound Syste We cstek 197 
Webster Electric Co. ........ 121 
Leads for Mechanical Pencils 
Autopoint Company ......... 85 
Faber, A. W., Inc eT 
Sheaffer, W. A., Pen Co...... 123 
Leather Goods 
Doppelt, Charles, & Co. ..... 176 
Mashek, Frank, Co. ......... 192 
National Brief Case Mfg. Co.155 
Stein Bros. Mfg. Co. ........ 189 
Leather Upholstered Furniture 
Bright Chair Co. ............ 178 
See Ge GO. cecccccescs 84 
Majestic Lounge Co. ........ 68 
Newark Chair & Furniture Co.115 
Leathers, Upholstering 
Eagle-Ottawa Leather Co. ...107 
Letter Trays (See Desk Trays) 
Letterheads 
Wiggins, The John B., ¢ 207 
Library Equipment 
All-Steel-Equip. Co. ........ 91 
Art Metal Construction Co... 97 
i TES cheteendoaccans 204 
Corry-Jamestown Mfg. Corp..143 


General F ireproofing Co...... 80 
Globe-Wernicke Co. ......... 93 
Security Steel Equip. C orp... .105 
Shaw-Walker Co...111, 12 13, 14 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. ......... 91 
Art Metal Construction Co... 97 
en Po eb eee cuaceces 204 
Browne-Morse Co. .......... 128 
Corry-Jamestown Mfg. Corp..143 
General Fireproofing Co...... = 
Globe-Wernicke Co. ......... 9% 
Invincible Metal Furn Co.140, i 
Lyon Metal Products, Inc .191 
Metal Office Furniture Co....166 
Security Steel Equip. Co ....105 
Shaw-Walker Co...111, a% ‘13, 14 
Yawman and Erbe Mfg. Co...153 
Loose Leaf Books and Sueieme 
Adams, Henry T., Mfg. Co...208 
Me, GS, Bec GR eccccccccce 184 
Boorum & Pease ah een nes 142 
SR Yo Ape pp eRe S 206 
Sheppard, The C. E., Co..... 175 
Trussell Mfg. Co. ........... 195 
Wilson-Jones Co. ..........+. 1 
Loose Leaf Envelopes, Celluloid 
TE, lene te ne. ches xe 206 
Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co...208 
Loose Leaf Metals Co. ...... 200 
Wilson-Jones Co. ........... 169 
Mail Distributors 
Bristow, Stanley R. ......... 205 
Globe-Wernicke Co. ......... 93 
Maps 
Acme Card System Co. ...... 154 
Map Tacks 
Graff, George B., Co. ....... 197 
Moore Push-Pin Co. ........ 208 
Matched Office Suites 
Art Metal Construction Co.... 97 
General Fireproofing Co. . 80 
Globe-Wernicke Co. ........ - 8 
Memorandum Books 
Boorum & Pease Co. ....... 142 


Ruckwell-Barnes Co. ........ 167 

-)  § *. Saeerrr 195 

Wilson-Jones Co. ........... 169 
Memorandum Devices 

Acme Card System Co. ..... 154 

Ge Beet. GB. ccccccces 95, 151 

Bristow, Stanley R. .........205 
Mending Tape 

WOES GU GOS code cccves 193 
Moisteners 

Metal Specialties Mfg. Co... .196 

MR. ccc cvsebnee 193 
Motors, Electric 

General Electric Co. ........ 174 
Numbering Machines 

American Numbering Mach. 

We ca eebasbdhecuadenceaas 202 

ase 95, 151 
Office Partitions and Railings 

Globe-Wernicke Co. ......... 93 
Pads, Figuring 

Boorum & Pease Co. ........ 142 

Rockwell-Barnes Co. ........ 167 

Wilson-Jones Co. ........... 169 
Paper 

Rockwell-Barnes Co. ........ 167 

Smith, Bradner, & Co 172 
Paper Clamps 

Acco Products, Inc. ......... 146 


Esterbrook Steel Pen Mfg. Co.191 
Paper Clips 


Acco Products, Inc. ......... 146 
Fulton Specialty Co. ........ 187 
Graff, George B., Co. ....... 197 
PC catitvcenninsdee 173 
Parrot Speed Fastener Corp.. 86 
Vail Manufacturing Co. ..... 119 
Paper Fastening Machines 
Ace Fastener Corp. ......... 98 
Acme Staple Co. ........se0. 209 
OP C,.. cvesesnetseuane 162 
EP 95, 151 
Pt [i cucuvadeseceset 183 
Hotchkiss Sales Co. ......... 190 
Sn Gee, S, paeesecces 192 
Neva-Clog Products, Inc .120 


Parrot Speed Fastener Corp.. 86 


Paste (See Inks, Adhesives, Etc.) 
Pen and Pencil Clips 

Se GA. wikenddececceses 173 
Pencil Sharpeners 

Graff, George B., Co. ....... 197 

Re Ge. Séwdvesvenccesee 198 
Pencils, Wood Cpeee Lead 

i. Ms Wee Gh tceenctcee 185 

Faber, E Bt, .— il Co...131 
Pencils, Mechanical 

Autopoint Company ......... 85 

Casters BEE GO. .ccccces 132, 33 

Esterbrook Steel Pen Co. ....191 

i, Sn 2. senedéemen 198 

i en one oe enaaie 149 

Sheaffer, W. A., Pen Co. ....123 
Pencils, Paper Wound 

Blaisdell Pencil Co. ........ 203 
Pens 

Esterbrook Steel Pen Co .191 

Spencerian Pen Co. ......... 147 

Turner & Harrison Co. ...... 207 


Picture Hooks 
Moore Push-Pin Co..........204 
Pins and Pin Containers 
Oakville Co 
Vail Manufacturing Co. 
Platens, Typewriter 
American Writing Mach. Co.. 81 


Ames Supply Co. ..... ccccccls® 

Shipman-Ward Mfg. Co. eecece 96 
Postal Scales 

Borg, George W., Corp..... . -206 

Hanson Scale Co. .......++. 207 

Pelouze Mfg. Co. .......+.+.. 205 

Shipman-Ward Mfg. Co. .... 96 

Triner Scale & Mfg. Co. ....196 
Price & Sign Markers 

Hellesoe, Hans H. .......... 207 

Superior Type Co. .......... 205 
Publishers 

Bridges, F. W., Lid. ........ 209 
Punches 

Acco Products, Inc. ......... 146 

meses Bee. GO. ccccecces 95, 15 

Boorum & Pease Co. ....... 142 

Globe-Wernicke Co. ......... 93 

Metal Specialties Co. ........ 196 

Mitchell Binder Co. ......... 202 

Wilson-Jones Co. ........... 169 
Push Pins 

Moore Push-Pin Co........ --204 
Ribbons and Carbons 

Been & GO. cuswocececcceves 203 

Ames Supply Co. .........--. 129 


Buckeye Ribbon & Carbon Co.156 


Carter’s Ink Co. ........ 32, 33 
Ge Bee. GH. cc ncicdscecs 207 
Columbia R. & C. Mfg. Co...165 
Crown Ribbon & Carb. Co... .201 
Imperial Mfg. Co. ...... 148, 160 
Manifold Supplies Co. ...... 78 
Miller-Bryant-Pierce Co 150 


Mittag & Volger, Inc. ....... 9 


Pacific Carbon & Ribbon Co.. . 
Phillips Process Co. 
Remington Rand Inc...... 
Royal Typewr. Co., Inc. . 
Shipman-Ward Mfg. Co. .... +4 
Smith, L. C., & Corona Tws. 79 

147 


Spencerian Pen Co. ......... 47 
» *} * eee 182 
U ree Elliott Fisher 
GD. acdcncecdesses Back Cover 
U. 8S. Typewriter Rib. Mfg. 
Th b660bnsaedeusesnecens 204 
Webster + * =e 2 
Rubber Bands 
i, dic Wee D. neacevoes 185 
Shipman-Ward Mfg. Co. .... 96 
Rubber Stamps 
Meyer & Wenthe............ 205 
Rubber Type Outfits 
Fulton Specialty Co. ........ 187 
Hellesoe, Hans H. .......... 207 
Safes 


Art Metal Construction Co... 97 
General Fireproofing Co. ..... 80 


Globe-Wernicke Co. ......... 93 
PTE, abcensasketeers 206 
Meilink Steel Safe Co. ...... 116 
Remington Rand Inc......... 118 
Py GP GE. oe cdaseccees 201 
Security Steel Equip. Corp... .105 
Shaw-Walker Co...111, 12, 13, 14 
Yawman and Erbe Mfg. Co...153 
Scrapbooks 
Globe-Wernicke Co. ......... 93 


Weis Mfg. Co.. 
Secretary Desks 


.99, 100, 101, 102 


Art Metal Construction Co... 97 

General Fireproofing Co...... 80 

Globe-Wernicke Co. ......... 93 
Shelving 


All-Steel-Equip. Co. ........ 
Art Metal Construction Co... 97 


Art Steel Co. 


Browne-Morse Co. .......... 128 
Corry-Jamestown Mfg. Corp. .143 
General Fireproofing Co. .... 80 
Globe-Wernicke Co. ......... 93 
Lyon Metal Products, Inc....191 
Security Steel Equip. Corp...105 
Signs (Changeable Letter) 
Acme Bulletin & Drety. Bd. 
Gk. sons ecnnecsnsacsesecuses 206 
Stamp Pads 
PED DE. cncecscesosta 95, 151 
eee Gee GO, ccccecus 132, 33 
Fulton Specialty Co. ........ 187 
Meyer & Wenthe............ 205 
Rivet-O Mfg. Co. .....eesees 193 
Rockwell-Barnes Co. ........ 167 
Superior Type Co. .......... 205 
Stands for Office Machines 
All-Steel-Equip. Co. ........ 91 
BE Te GE. pn odknsascantess 204 
Corry-Jamestown Mfg. Corp. .143 
General Fireproofing Co. .... 80 
Globe-Wernicke Co. ......... 93 
Marte? Cop. cccccccccccccss 109 
PRUE CO. scccccccescoscccce 199 
Sherman-Manson Mfg. Co....159 
Shipman-Ward Mfg. Co. .... 96 
Sturgis Posture Chair Co. 137 


Toledo Metal Furniture Co... 
Staple Extractors 


Ace Fastener Corp. ......... 98 
Markwell Mfg. Co. ..... — 
Staples and Stapling Machines 
Ace Fastener Corp. ........- 98 
Acme Staple Co. .........++- 209 
A-D-K COrp. ..ccccccccccces 162 
Cameron, Cal. ..cccccccccecs 183 
Hotchkiss Sales Co. ......... 190 
Markwell Mfg. Co. .......... 192 
Neva-Clog Products, Inc. ....120 
Gave DO. coccccccecccces 17! 
Parrot Speed Fastener Corp.. 86 
Vail Manufacturing Co. ..... 119 


Stationery, Engraved, Lithogr. 
Wiggins, The John B., Co... .207 
Stationery, Wholesale 
Weeks, Frank A., Mfg. Co... .206 
Stenographers’ Note Books 
Rockwell-Barnes Co. ........- 
Storage and Weaneter Cases 
All-Steel-Equip. ¢ 
Art Metal Construction Co. +97 


Art Beeed CO. .cccccccccccecs 204 
Bankers Box Co. ........++- 197 
Barkley, C. L., & Co. ...... 188 
Bentson Mfg. Co. .......- 2+ 185 
| ee ag TM acceneoves 128 
Columbia Steel Equip. Co. 7 
Corry-Jamestown Mfg. Corp. -143 
General Fireproofing Co. ee 
Globe-Wernicke Co. .......+- 83 
Guide System & Supply Co. ..122 
Imperial Methods Co. ....... 125 
Invincible Metal Furn. Co. _ 41 
Metal Office Furniture Co... .166 
Oxford Filing Supply Co..... 83 
Peerless Steel Equip. Co. ....178 
Pronto File Corp. ........... 136 
Rockwell-Barnes Co. ........ 167 
Securitv Steel Equip. Corp...105 
Shaw-Walker Co...111, 12, 1%, 14 





OFFICE APPLIANCES 


Weis Mfg. Co...99, 100, 101, 102 
Yawman and Erbe Mfg. Co...153 
Strong Boxes, Fire Protected 


Meilink Steel Safe Co. ...... 11 
Swinging Typewriter Stands 
Globe-Wernicke Co. ......... 93 
Weis Mfg. Co...99, 100, 101, 102 
Tables 
Art Metal Construction Co.... 97 
BG TH  Seccccsscconess 204 
Browne-Morse Co. .......... 128 
Corry-Jamestown Mfg. Corp...143 
General Fireproofing Co...... 80 
Globe-Wernicke Co. ......... 93 
Lyon Metal Products, Inc... .191 
Shaw-Walker Co...111, 12, 13, 14 
St. Johns Table Co. ......... 201 


Tabulating Machines 


International Bus. Mchs. Cp..157 
8 


Remington Rand Inc......... 11 
Telephone Accessories 
Associated Patents Cp. ...... 195 
Bates Mfg. Co. .......... 95, 151 
Meilicke Systems, Inc. ...... 206 
SE LE, coccceccses 92 
Speedex Co., The............ 208 
Telephone Stands 
Art Metal Construction Co.... 97 
Pr“) 7 eee 204 
General Fireproofing Co...... 80 
Globe-Wernicke Co. ......... 93 
Shaw-Walker Co...111, 12, 13, 14 
Yawman and Erbe Mfg. Co...153 
Thumb Tacks 
Graff, George B., Co. . ..197 
Moore Push-Pin Co.........- 204 
Gave GO. ce csvcccscecs 173 
Vail Manufacturing Co. ...... 119 


Time Clocks & Recorders 
International Bus. Mchs. Cp..157 
Type, Typewriter 
American Writing Machine Co. 81 
Ames Supply Co. ........... 129 
Shipman-Ward Mfg. Co. ..... 96 
Typewriter Cleaning Material 
American Writing Machine Co. 81 


Clarotype Co. ae 
Marten’s Type. Cc leane r Co... .208 
Mittag & Volger, Inc. ....... 89 


Parrot Speed Fastener Corp. 2 
Rivet-O Mfg. Co. 
Sanford Mfg. Co. ...... ve 


Dr. Scat Chemical Co. . 180 

Shipman-Ward Mfg. Co. ..... 96 

Weboter, F. B., CO. .cccccecs 2 
Typewriter Cushion Keys 

Munson Supply Co. ......... 198 


Parrot Speed Fastener Corp.. 86 
a “ye Key-Imperial Mfg > 
14 


$eS5086eeenbinese 8, 160 
Shipman. Ward Mfg. Co. ..... 96 
Speed Key Mfg. Co. ........ 208 

Typewriter Cushion Knobs 
and Bases 
American Writing Machine Co. 81 
Ames Supply Co. .........-- 129 
Vor, Geo. B., & Co. ......-.. 182 
—— Key- inpe rial Mfg 

eocececoeccececes 148, 160 

Shipman-Ward Mfg. Co. ..... 96 


Typewriter Parts and Tools 
American Writing Machine Co. 81 
Ames Supply Co 1 
Shipman-Ward Mfg. Co 

Typewriters, Mfrs. of 
Corona Typewriter .........-- 79 
International Bus. Mchs. Cp..157 
Remington Rand Inc......... 118 
Royal Typewriter Co 210 
Smith, L. C.. & Corona Tws. 79 
Underwood Elliott Fisher 

Co. Back Cover 

Typewriters, Rebuilt and Used 
American Writing Machine Co. 81 
International Typewriter 


96 


“ray 158 
Pruitt Co. .ccccccccccseccccs 199 
Regal Typewriter Co. ......- 94 
Reliable Tw. & A. M. Corp. or 


Shipman-Ward Mfg. Co. ..... 96 
Visible Systems Equipment 
Acme Card pa Th. sccscenn 
Aigner, G. J., 4 
Art Metal Ph. EE Co. 97 


Automatic File & Index Co. “186 
Boorum & Pease Co. ........ 142 
Globe-Wernicke Co. ........- 93 
Remington Rand Inc......... 118 
Shaw-Walker Co.. ” a 12, 13, 14 
Sheppard, C. E., Co. ....... 75 
Wilson-Jones Co. .........-- 169 
Yawman and Erbe Mfg. Co...153 
Waste Baskets 
American Can Co. ........++.+ 90 
Art Bteel Co. ..ccccccccccce 204 
Camoerem, Cab. .ccccceccccces 183 
Corry-Jamestown Mfg. Corp..143 
Fox, Geo. E., & Co. .......- 182 
General Fireproofing Co. ..... R80 
Globe-Wernicke Co. ........- 93 
Metal Office Furniture Co. ...166 
Nat’l Vulcanized Fibre Co...201 


Shaw-Walker Co...111, 12, 13, 14 








APRIL, 1937 


WANTS AND OR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


CAPABLE STATIONERY SALESMAN is open for new connection. 
Experienced in store work, as outside salesman and as manufacturers’ 
representative selling to stationers. Good record in Middle West and 
California. Now located in East. Will consider any section. Inter- 
ested in opening with established dealer or as salesman for manufac- 
turer. Good references. Address D-122, care Office Appliances, Chicago. 


SALESMAN AND MANAGER of fourteen years experience in commer- 
cial stationery is open for connection. Has sold both inside and out- 
side and acted as buyer. Has ideas for developing the service and earn- 
ing power of the business—is aggressive and capable. Interested in 
making connection where there is opportunity for demonstrating execu- 
tive ability. References. Address D-132, care Office Appliances, Chicago. 
SALESMAN with twenty years commercial and social stationery ex- 
perience, desires to make change. Prefers connection with manufacturer 
in central states but would consider position with established dealer or 
wholesale concern. Address D-131, care Office Appliances, Chicago. 


ACCOUNTANT and former hotel office manager seeks Connection in 
office appliance industry. Well informed on tax requirements. Is a 
licensed lawyer. Interested in accounting capacity or sales. Address 


D-123, care Office Appliances, Chicago. 


YOUNG MAN with 20 years experience in stationery and Office sup- 
plies, desires inside position. Will go anywhere. Can give excellent ref- 
erences. Address D-120, care Office Appliances, Chicago. 


TYPEWRITER MECHANIC with over fifteen years’ experience on all 
makes typewriters—also adding machines, etc. Seeks permanent posi- 
tion with factory branch or exchange. Prefers Texas, 


Oklahoma, Ar- 
kansas, or Louisiana. Married. Have own tools. Address D-125, care 
Office Appliances, Chicago. 


MECHANIC AVAILABLE. 
writers and adding machines, 
Remington Rand mechanic school—prefer outside 
combination service and sales work. References. 
Office Appliances, Chicago. 

EXPERIENCED REPAIRMAN on all office machines is open for new 
connection. Will consider any part of United States. Has had eight 
years experience with leading typewriter manufacturers, five years serv- 
ice work with adding and calculating companies, three years book- 
keeping machines. Thoroughly capable. Send particulars to D-127, care 
Office Appliances, Chicago. 

DUE TO SHIFT of business to another community experienced mechanic 
capable of repairing all makes of typewriters, also adding machines, 
dictating machines and Stenotypes, is open for new connection. Thor- 
oughly dependable. Good references. Prefers Middle Atlantic, East, or 
North. Address D-129, care Office Appliances, Chicago. 


SALESMAN MECHANIC, married, fourteen years’ experie nce “on the 
bench and outside sales on all office machines, knowledge of commer- 
cial stationery, bonded, desires to establish with a reliable firm, will go 
anywhere. Address D-124, care Office Appliances, Chicago. 














Twelve years’ experience all makes ‘type- 
Dictaphones and Mimeograph. Attended 
work. Qualified for 


Address D-121, care 








SAL ESMEN w ANTED 


SALESMEN WANTED tc sell parts for adding, bookkeeping ‘and eal- 
culating machines to office machine dealers. A lively demand exists for 
parts for replacement. Mention territory covered and lines handled. 
A commission arrangement offering good returns to some one contact 
ing this particular type of dealer. Address R-137, care Office Appliances, 
Chicago. 

SALESMEN—WITH EXPERIENCE in Office Furniture Field. Wanted 
to represent leading Eastern Marnafacturer of High Grade line of Up- 
holstered Office Chairs and Upholstered Furniture. Communicate imm« 
diately outlining experience and territory desired. Newark Chair & Fur- 
niture Co., 10 Nuttman Street, Newark, New Je rsey. 


EXPERIENCED TYPEWRITER SALESMAN WANTED—to work East 
St. Louis and adjacent counties for leading typewriter manufacturer. Pro- 
tected territory. Established business. Send complete information to 
R-133, care Office Appliances, Chicago. 
LEADING MANUFACTURER has excellent territory available for ex- 
perienced carbon paper and typewriter ribbon salesmen. Exclusive terri- 
tory for both full and part time representatives. Address R-136, care 
Office Appliances, Chicago. 

MECHANICS WANTED 
PROGRESSIVE WESTERN INSTITUTION desires services of mechanic 
eapable of taking charge of shop training assistants on all makes office 
appliances for typewriter exchange. Give references, exeprience, salary 
expected and full particulars for desiring to make change. Address 
R-134, care Office Appliances, Chicago. 
TYPEWRITER AND ADDING MACHINE MECHANIC wanted by sales 
agency specializing in Underwood typewriters, Sundstrand adding ma- 
chines, Mimeograph, etc. Good position with opportunity for developing 
service department. Located in prosperous growing community in the 
South, modern up-to-date store. Address R-142, care Office Appliances, 
Chicago. 
WANTED—EXPERIENCED BURROUGHS MECHANIC on Moon | Hop- 
kins and Bookkeeping Machines. Our men know about this ad. Ad- 
dress R-128, care Office Appliances, Chicago. 


SERVICE MAN who knows Burroughs adding machines and bookkeeping 
wanted by established dealer in upstate New York. A good ome eT | 
for man with proper qualifications. Must be reliable. Address R-13 
eare Office Appliances, Chicag >. 

MECHANIC WANTED—Elliott Fisher Mechanic trained on New Electric 
Double Crossfooter. State experience and training and salary expected 
in first letter. S. Harris, Sales Agent, Box 216, Shreveport, Louisiana. 
ADDING MACHINE MECHANIC also calculator mechanic wanted. Good 
salary, part or full time, in Chicago. Pruitt Co., 172 N. La Salle St., 
Chicago. 





REPRESENTATIVES AV AILABLE 





Sales Organization with warehouse in San Francisco 
and organization covering group of Western states has capacity for an 
additional line to be sold to dealera. Present line includes daters, num- 
bering machines, stamp pads and similar articles. Has close contact 
with important dealers. Glad to consider any article of merit not com- 
peting with present <x ae unusual facilities for giving good rep- 
resentation. Address D-126, care Office Appliances, Chic ago. 


PACIFIC COAST 











MY 16 YEARS SS PRRIENG E in direct selling and sales’ organization 
is available to manufacturers desiring representation in New York. Ref- 
erences. No investment. 
Pershing Square Bldg., 


Address D-130, care Office Appliances, 1601 


New York, N. Y 


Co., 953 N. 4th St., 


SALESMAN LOCATED in Minneapolis desires to establish connection 
with manufacturer of office specialty. Plans to sell direct to users in 
the Twin Cities and surrounding territory. Interested particularly in the 
smaller mechanical devices but will consider any specialty line with 
merit. Address D- 128, care e Office Appliances, Chicago. 


REPRESENTATIVES WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade Type- 
writer Specialty profitably. Liberal profit on each sale. Protection given. 
Quickly becomes a major line. Write for details, giving territory you 
cover. Address R-135, care Office Appliances, Chicago. 


PROMINENT MANUFACTURER siee!l filing and storage equipment offers 
line to experienced factory representative calling on dealers in New York 
state, exclusive to Metropolitan area. Line well known, fast-moving. 
State lines now handled, exact territory covered. Address R-140, care 
Office Appliances, Chicago. 

SALESMEN WANTED to sell new attractive fountain pen desk set. 
Remarkably low retail price. An excellent sales opportunity. Most sec- 
tions still open. Mention territory covered and lines handled. Corre- 
spondence strictly confidential. Address R-132, care Office Appliances, 
Chicago. 






































WANTED: men to buy used office machines for us in cities outside of 
Chicago. We pay cash. No selling. Write for full details. Pruitt Co., 
1119 Pruitt Bldg., Chicago. 


“BUSINESS OPPORTUNITIES 


BUSINES, 





SUCESSFUL OFFICE MACHINE | leading in sales in its 


territory, offered for sale as whole or part. Purchaser must be able 
to make moderate cash investment, must be good executive, salesman 
and mechanic. This business established by present owner in 1910 


handles standard and portable typewriters, adding and dictating ma- 
chines. Aggressive advertising methods and first class service have made 
it largest in Tennessee Valley area, 1936 net over $7,000. Large rental 
and repair business, well known trademark. Owner now fifty-five, wants 
younger man capable of gradually taking over management. Must have 
A-1 references, habits, health. Send full information, which will be 
kept _ strictly | confidential to R- 129, care Office Appliances, Chica ago. 


FOR SALE—Unusually profitable office supply business, principally car- 
bon and ribbons, in large middle western city. Other business interests 
out of town reason for owner's selling. Will bear strictest investigation. 
Address R-130, care Office Appliances, Chicago. 

WANTED TO BUY small established stationery store. Prefer the gen- 
eral vicinity of Aurora, Indiana, or not far from Houston, Texas. Must 
be location which lends itself to operations over several counties. Send 
full particulars. Correspondence in strict confidence. Address R-141, 
care Office Appliances, hic ago. 


ADDING MACHIN EP ARTS, TY PE, ETC. 


‘37-38 YEAR TYPE—SPECIAL CHARACTER TYPE made to order. 
Orders filled promptly. Send your old type with order. Adding Machine 
Parts—Keytops—Adding Machine Ribbons. I. A. Dehn, Jr., 1450 102d 
Ave., Oakland, Calif. ? NE eS * : 

SALES LETTERS 


LETTERS WILL BUILD SALES: 

















For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on nee. 
Address H. M. Goldthwait, » 12 3 Washington Ave., Santa Fe, N. 























FOU NTAIN PEN REPAIRING 


ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904. 
Standard prices—regular trade discount. All work guaranteed. Prompt 
service. Send all makes to one place—saves postage and time. Send a 
trial package today. Welty Pen & Re pair Co., 38 S. State St., Chicago. 











FOR SALE AND WANTED TO BUY 


ELLIOTT FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machines—Addressographs—bought and sold. Chicago Office Appliance 
Co., 533 8S. Dearborn, Chicago. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 309 W. Kilbourn Ave., Milwaukee, Wis. 


BURROUGHS, MOON HOPKINS, Elliott Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli- 
ances Inc., 326 Broadway, New York City. 


BURROUGHS, DUPLEXES, Moon Hopkins, Bookkeeping Machines, 
Elliott Fisher, Underwood Bookkeepers, Kardex Equipment——bought and 
sold. Moon Hopkins celluloid key cards. Write for prices. Fort Pitt 
Typewriter, 644 Liberty Ave., ‘Pittsburgh, Pa 
ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bidg., 
Milwaukee, Wisconsin. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters Adding Machines. Write for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


FOR SALE—61 Rand Visible Card Units, 12 drawers per unit, for cards 
8” oad iy. Apply Purchasing Dept., 


General “Railway Signal Co. ., Roches- 
ter, 


v ISIBLE, E EQUIPMENT bought and sold—Kardex, Acme, Postindex, ete. 
—1000 * 20°’ Acme panels for flexoline or tubes, 1000 “5x20"’ Kardex 
duplex aie 1000 “8x24” IVI panels with channels, all at $1.00 each. 
Special attention to dealers and detailed information furnished. Com- 
mercial Card System Co., 401 Broadway, New York. 


DICTAPHONES, EDIPHONES—all models, select machines, prompt de- 
liveries, profit-making prices. Sole distributor rights to our Cleartone 
cylinders being granted to dealers. American Dictating Machine Co., 1141 
Broadway, New York City. 


DICTAPHONES, EDIPHONES 
bought, sold—Wholesale, Retail—Write us. 
Co., 19 s. Wells St., Chicago. seth ary 
FOR SALE—AIll models select used and rebuilt Mimeographs for imme- 
diate delive United Typewriter and Adding Machine Company, 813 
14th street, is. Ww Washington, D. Cc : wat 
SAFES—National—renewed 26x18x18” $22.00 each in lots of six or 
more while they last. Inquiries for other sizes invited. 700 renewed 
safes on hand. Acme Safe Co., 216 Centre St., New York L. See 
MULTIGRAPH RIBBONS re-manufactured. 


Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. Lewis 
Milwaukee, Wis. 






































SUPPLIES — headquarters — machines 
Chicago Dictating Machine 




















Export Statistics by United States Department of Commerce 


United States Exports of Typewriters—January, 
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United States Exports of Metal Office Furniture, January, 
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———_—~<_ 
CENSUS OF MANUFACTURES: 1935 
Pencils and Crayons 
Both production and employment in the manufacture of pencils and 


crayons in 1935 showed substantial increases as compared with 1933, 
according to preliminary figures compiled from the returns of the Bien- 
nial Census of Manufactures taken this year, released by Director Wil- 
liam L. Austin of the Bureau of the Census, Department of Commerce. 

The total value of the products of the Pencils and Crayons industry 
in 1935 amounted to $19,999,357, an increase of 38.9 percent as com- 
pared with $14,394,002 reported for 1933. The number of wage earners 


employed in 1935, 5,182, exceeded the 1933 figure by 28 percent, and 
the total wages paid, aggregating $4,235,611, represented an increase 
of 33.8 percent. Of the total value of products in 1935, mechanical 


pencils contributed $4,827,432 and other pencils $10,423,099. 

This industry, as classified for Census purposes, embraces establish- 
ments engaged primarily in the manufacture of pencils, both mechanical 
and other, pencil leads, pencil parts, and crayons. (Prior to this Census, 
crayons were classified in the ‘‘Artists’ Materiais’’ industry, but the 
figures for preceding Census years have been revised by the inclusion of 
data for establishments manufacturing crayons.) 

Statistics for 1935, with comparative figures for earlier years, are 
given in the following tables. All figures for 1935 are preliminary and 
subject to revision. 


Table |.—Summary for the Industry: 1929 to 1935 


(Because they account for a negligible portion of the national output, 
plants with annual production valued under $5,000 


have been excluded since 1919.) 
1935 *1933 *1931 *1929 
Number of establish- 
re 47 43 46 oS 
Wage earners (average 
for the year)'....... 5,182 4,048 3,969 6,247 
We ccccas dackes awe $4,235,611 $3,166,791 $3,700,129 $6,927,063 
Cost of materials, con 
tainers, fuel, and 
purchased energy?... $8,254,061 $5,134,097 $6,128,175 $11,913,787 
Products, total value?.$19,999,357 $14,394,002 $17,237,351 $31,292,780 
Pencils, mechanical 
and other pencil 
leads, pencil parts, 
and crayons ..... $17,027,503 (3) $15,090,374 $22,765,600 
Other products, 
value, and receipts 
for custom and re- 
OOP WEEE cesses $2,971,854 (3) $2,146,977 $8,527,180 
Value added by 
manufacture* .......$11,745,296 $9,259,905 $11,109,176 $19,378,993 
Percent of increase or decrease (—) 


1933-1935 1931-1933 1929-1931 1929-1935 
Number of establishments. . . (5) (5) (5) (5) 
Wage earners (average for 
the year) 605660606660 28.0 2.0 36.5 —17.0 
WEeee canncescs PTT T TTT ee 33.8 14.4 —46.6 —38.9 
Cost of materials, containers, 
fuel, and purchased energy 60.8 —-16.2 —48.6 $0.7 
Products, total value....... 38.9 —16.5 —44.9 —36.1 
Value added by manufacture 26.8 —16.6 —42.7 —39.4 


Table 2.—Pencils and Crayons—Production, by Kind, Number, and 


Value: 1935, 1931, and 1929 
(No comparable statistics available for 1933) 
1935 1931 1929 
Pencils, mechanical and other, pencil 
leads, pencil parts, and crayons. .$20,058,332 $19,285,217 $27,584,645 
Made in the Pencils and Cray- 
GE GHG cadcecessvars $17,027,503 $15,090,374 $22,765,600 
Made as secondary products 
in other industries......... $3,030,829 $4,194,845 $4,819,045 
Pomelis, total WORUO...cscccccoces $15,250,531 $15,175,104 22,490,592 
Percils other than mechanical: 
| Ferret 6,235,582 4,764,002 5,853,713 
ER CED ici neccveussers $10,423,099 $10,008,942 $13,604,718 
Black-lead : 
GE. adcatacsicss 5,028,504 (1) (1) 
We soentusnecddesucresn $8,124,784 (1) (1) 
Indelible and colored-lead : 
errr sebdeeessecs 1,194,055 (1) (1) 
WED snn0d06etecednssiace $2,268,982 (1) (1) 








10 





Other: 

i cccenecktnnens cee “E 13,023 (1) (1) 
WEED cocccccccces eneesese $29,333 (1) (1) 

Mechanica! pencils : 

DD eed setecdéesws 338,921 146,405 165,115 
i  aciiebedacenee's $4,827,432 $5,166,162 $8,885,874 

Pyroxylin : 

Dt Sikbheecteseteuasceun 125,146 81,000 50,661 
DT Gavighects#ieuand $3,663,138 $3,746,235 $4,282,553 

Other: 

i wobbechdeceecseonses 213,775 65,405 114,454 
My seckeeeteenesseeeces $1,164,294 $1,419,927 $4,603,321 
Pencil parts made for sale as such, 

DT  dneededctrasissee ss $2,181,679 $1,685,539 $1,985,835 
Leads for mechanical pencils $1,278,988 $905,726 $989,064 
Leads for other pencils..... $474,630 $579,813 787,840 
ST ED ccdccccoscceses $428,061 $200,000 $208,931 

Crayons, including chalk, total 

Dt svt oatun sé06eteccéesane $2,626,122 $2,424,57 $3,108,218 
Chalk and gypsum......... $794,861 (1) (1) 
De CEE gadcccccseve $1,831,261 (1) (1) 


1 Not reported separately. 


1 Not including salaried officers and employees. Data for such officers and em- 
ployees will be included in a later report. The item for wage earners is an average 
of the numbers reported for the several months of the year. In calculating it, equal 
weight must be given to full-time and part-time wage earners (not reported sep- 
arately by the manufacturers), and for this reason it exceeds the number that 
would have been required to perform the work done in the industry if ali wage 
earners had been continuously employed throughout the year. The quotient ob- 
tained by dividing the amount of wages by the average number of wage earners can 
not, therefore, be accepted as representing the average wage received by full-time 
wage earners. In making comparisons between the figures for 1935 and those for 
earlier years, the possibility that the proportion of part-time employment varied 
from year to year should be taken into account. 

2 Profits or losses cannot be calculated from the census figures because no data 
are collected for certain expense items, such as interest, rent, depreciation, taxes, 
insurance, and advertising 

3 Not reported separately 

* Value of products less cost of materials, containers, fuel, and purchased electric 
energy 


5 Percent not computed where base is leas thaa 100 


! Combined to avoid disclosing data reported by an individual establishment. Pro- 
duction of stylographic pens in 1931 and 1929 amounted to 785 gross, valued at 
$112,813, and 1,945 gross, $284,688, respectively 

2 Not reported separately 

a — 
Slovakia Cancels Exchange Permits 

Czechoslovakia has cancelled exchange permits on several types of im- 
ports, including scales, typewriters, calculating, bookkeeping, addressing 
and franking machines, as indicated by Commerce Reports 


i = 
Turkey Trade with U. S. Larger 


During the first nine months of 1936 (latest available figures) Turkish 
exports to the United States amounted to £T 64,190,858, as compared to 
£T 64,190,858, as compared to £T 53,800,112 in the same period of 1935; 
imports were slightly less than in the previous year, totaling £T 66,655,416 
against £T 67,900,577. As the first quarter is seasonally the most active 
period, the year is expected to close with an export surplus. 

According to American statistics, exports from the United States to 
Turkey the first eleven months of 1936 amounted to $5,421,750 ($4,089,130 
in 1935), while imports into the United States from Turkey totaled 
$7,632,680 ($5,927,920) (Commerce Reports.) 

a 


Japanese Trade with the United States 
Commerce Reports states that Japanese exports to the United States the 
first eleven months of 1937 showed an advance of only eight per cent over 
1935, as compared to an advance of thirty-two per cent in 1935, over 1934, 
while imports registered a gain of but 1.2 per cent compared with a gain 
of 10.5 per cent in 1935. The greatly improved price of raw silk served 
to augment the value of exports, while a slight reduction in Japan’s pur- 
chase of raw cotton prohibited a large gain in imports. Japan’s unfavor- 
able balance of trade with the United States over the eleven-month period 
amounted to 217,000,000 yen, a decline of 11.9 per cent compared to the 
similar period last year 
_ = 
From Commerce Reports 
From Commerce Reports we learn that there is not much fear in France 
of an interruption of business through strikes or lockouts, as these were 
made fllegal through the compulsory arbitration law. The forty-hour week 
has been further extended and appears to be fitting itself into the indus- 
trial scheme 
== - 
Lille Annual Fair 
The Thirteenth annual fair at Lille, France, is to be held from April 3 
to 18 this year. Permanent buildings have been erected to house the dis- 
plays. The exhibition is organized by the chamber of commerce and the 
municipal government of Lille As Lille is near the more densely popu- 
lated portion of Belgium the Lille fair attracts many visitors from that 
country and from Holland. (Commerce Reports.) 
7 > — 
Valuations on Coronation Souvenirs 
Commerce Reports states that Canada has established fixed customs valu- 
ations on coronation souvenirs Effective from January 29 to June 30, 
1937, souvenirs imported into Canada from foreign countries are to be 
valued for duty purposes at an advance of 100 per cent of the invoice 
value 
- oe 
Fountain Pens for Job Applicants 
The South African Stationer & Printer (Johannesburg), referred to dis- 
cussion on the requirement that candidates for positions on the Railway 
Administration provide fountain pens for their use when writing exam 
inations As an alternative it was considered that the applicants for 
positions he permitted to ase indelible pencils 
> 
Office Equipment at Brussels Fair 
According to Commerce Reports, the Brussels International Fair of 1937 
included displays of office equipment. 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 





The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention is made in the item. 


Wants Abroad 


Gotheberg House Wishes Catalogues.—Hellstrom & Hultner, A. B., St 
Badhusgatan 1, C., Gothenburg, Sweden, wishes to receive catalogues from 
manufacturers in the commercial stationery field. The inquiry indicates 
that this house is not interested in office machines. 


English House Seeks Lines 


McGarry & Cole, Aldwych House, W. C. 2, London, England, is inter- 
ested in undertaking representation of any sound proposition in the lines 
of office, packing room and warehouse appliances and supplies. The firm's 
United States connections are chiefly with Bostitch, and the Multislamp 
Company 


Wanted Here at Home 


Boston, Mass.—The Terminal Stationery Company has been established 
at 206 Essex street by Harry Bennett, Harold Lancaster and William 
Hunt. The principals had been associated previously with the William 
M. L. McAdams business. Catalogues are requested. 

Canadian Dealer Asks Catalogues and Information on New Items by 
Manufacturers.—A. Whitley & Company, 140 London street, West, Wind- 
sor, Ont., Canada, asks that manufacturers send catalogues of office equip- 
ment and machines of all types. The company is organized to equip any 
office from the floor up, and maintains a large office machines service de- 
partment. 

Ilinois Dealer Seeks Office Specialties.—J. Worley Wilson, 1101 South 
Bloomington street, Streator, Ill., wishes to receive printed matter concern- 
ing typewriter ribbons, carbon paper and office specialties. 

Office Specialty Lines for Manhattan.—-M. S. Turk, 22 West Twenty-first 
street, New York, N. Y., wishes to secure representation in the metropol- 
itan district for an office specialty. Mr. Turk was formerly secretary- 
treasurer of the Turk Office Equipment Company, Inc., Norfolk, Va. Up 
to 1934 he was exclusive representative in that territory for The Shaw- 
Walker Company, The Meilink Steel Safe Company, Allen-Wales Adding Ma- 
chine Company, Do More Chair Company, Inc. He wishes to bring the 
nucleus of his present sales organization to New York 

Opportunity from Pacific Coast.—Lloyd L. Ingram, manufacturers’ agent, 
230 Bankers Investment building, San Francisco, Calif., wishes to receive 
from manufacturers of office equipment, specialties and supplies. He re- 
quests especially communications from manufacturers who have no satis- 
factory outlet in Northern California. 

Tulsa Printer Asks Catalogues.—The H. G. Chapman Printing Company, 
207 South Cincinnati street, Tulsa, Okla., contemplates putting in a 
modest stock of up-to-date office appliances and shelf stationery. This 
business was established as a job printing and legal blank business, and 
the present plan is to stock stationery and office appliances. Please mark 
mailings for the attention of H. C. Chapman. 


anid 
Germany’s New Patent Law 


A new law enacted by Germany May 5, 1936, and effective October 1, 
1936, respected the granting of patents. Under its provisions patents of 
inventions are granted for a period of eighteen years beginning with the 
day following the date of the application. New inventions which are for 
use in industry may be protected. 

Commerce Reports states the law excepts from the granting of patents 
those inventions the utilization of which would be contrary to law or 
public morals; those relating to food or medicinal products, also those 
relating to substances prepared by chemical processes except insofar as 
the inventions relate to a specific process or preparation of such products 
or substances. 

The novelty provisions of the law require that the application should 
be filed before the invention has been described in printed publications 
or so publicly used in Germany that the invention could be put in use 
by persons skilled in the art to which the invention applies. Publi- 
cation in the United States Patent Office Gazette is not exempted from 
this provision of the law 

Taxes are payable annually, in advance, beginning with the third year 
from the date of the grant. A period of two months’ grace is allowed in 
which to pay the tax; the failure to do so after that period may result 
in a fine. 

The owner of a patent granted under this law must arrange to have it 
manufactured in Germany within three years from the publication of the 
grant. When this period of three years has elapsed, the patent becomes 
subject to the grant of compulsory licenses provided that the public in- 
terest requires that such action be taken. Patentees may declare their 
willingness to grant licenses to manufacture. Such a declaration may not 
be revoked and no exclusive license thereafter may be granted 

Under an agreement between the United States and Germany, American 
owners of German patents will not be required to work the patent in 
Germany provided the invention is worked in the United States. 

Patents may be assigned; but in order that such an assignment may 
be effective against third parties, it is deemed that appropriate record 
be made thereof. The right to the grant of a patent belongs to the in- 
ventor, his legal assignee. An assignee, when applying for a patent must 
indicate in his declaration the manner in which the assignment was 
made. 

The application, which should contain specifications and claims in dupli- 
cate in the German language, should be prepared, together with the power 
of attorney, which need not be legalized. Drawings in duplicate, one on 
bristol board and one on tracing linen, should also be included. The 
size of the drawings should be 33 by 21 or 42 centimeters, with a margin 
of at least two centimeters on all four sides of the drawings 

If the application is made by the assignee, the assignment should be 
legalized by a German consulate, and may be held by the applicant for 
use In the event a contest should arise. The assignment need not be filed 
but the application must give the name and address of the Inventor. 

Under the industrial property convention to which both Germany and 
the United States are parties, a twelve month period of priority in Ger- 
many is granted. This period begins with the date of the earliest appli- 
cation in any convention country. 
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PATENTS 


Copies of patents shown here can be obtained 
from the com missioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





Walter B. Chapman, 


2,071,332. 
1935, Se- 


Telephone Holder. 
Boise City, Okla. Application November 13, 
rial No. 49,579. Granted February 23, 1937. 
é Pencil Sharpener. Edwin C. Meyer, Los 


Angeles, Calif. Application Ay ga ig 1935, Serial 


Granted February 23, 1937. 
2,071,364. Manifold Material. jJoha Q. Sherman, 
Dayton, Ohio. Application April 16, 1930, Serial No. 
444,724. Granted February 23, 1937. 
2,071,387. Accounting Machine. Ernst Breitling. 
Berlin-Tempethef, Germany, assigner te The National 
Cash and. A Company, Dayton, Ohio, a corporation of 


1 i? Application July 19, 1935, Serial No. 32,- 

241. tn Germany September 25, 1933. Granted Feb- 

ruary 23, 1937. ; 
2,071,388. Accounting Machine. Ernst Breitling, 


assignor to The National 


Berlin- Tempethof, Germany, f 
ayton, Ohio, a corporation 


Cash Register Company, 


of Maryland. Application July 19, 1935, Serial No. 
ea in Germany July 15, 1932. Granted February 
3, 1937 

2,071,439. Envelope. Lester R. Snow, Winchester, 


Mass. Application December 6, 1935, Serial Ne. 53,- 
181i. Granted February 23, 1937. 

2,071,501. Adding and Listing Machine. 
Pickering Crosman, Maplewood, WN. jJ., 
Gardner Company, Orange, N. }., 

Delaware. Application Jone 1S, 1936, Serial No. 86,- 
071. Granted February 23, 1937. 

2. Joseph W. Dews, Waterbury. 
Manufacturing Company, 


71,505. Fastener. 
assignor to Scovill 

a corporation of Connecticut. Ap- 

1935, Serial No. 18,824. Granted 

February 23, 1937. 


2,071,586. Computing Machine. Robert H. Strother, 
Montclair, N. J., assignor to Remington Typewriter 
Company, tlion, N. Y., a corporation of New York. 
Application a 28, 1927, Serial No. 209,008. Granted 
February 23, {937. 

2,071,766. Bookbinder Construction. John Schade, 
Holyoke, Mass., assigner to National Blank Book Com- 
pany, Holyoke, Mass., a corporation of Massachusetts. 


Conn., 
Waterbury, Conn., 
plication Aprii 29, 


Application March 23, 1934, Serial No. 716,951. 
Granted February 23, 1937. 

2,071,767. Loose Leaf Book. John Schade, Holyoke, 
Mass., assignor to National Blank Book Company, 
Holyoke, Mass., a corporation of Massachusetts. Appli- 
cation June 15, 1934, Serial No. 730,684. Granted 
February 23, 1937. 

2,071,985. Interchangeable Fountain —y py" Pen 
Henry Oelbaum, Cranston, R. |., assigner te Harold 


Hassenfeld, Providence, R. |. Application July 24, 
1936, Serial No. 92,281. Granted February 23, 1937. 
2,072,134. Portable Manifolding Device. John Q. 
Sherman, Dayton, Ohio. Application June 26, 1933, 
Serial No. 677,629. Granted March 2, 1937. 
2,072,429. —- Machine. John Royden Peirce, 
assig 


New York, nor, by mesne assignments, to 
international Business Machines Corporation, New 
York, a corporation of New York. Application 


Serial No. 558,267. Granted March 

"2,072,546. Loose Leaf Binder. James C. Dawson, 
Webster Groves, Mo., assignor, by mesne assignments, 
to Loose Leaf Metals Company, a corporation of Mis- 
souri. Application December 24, 1934, Serial No. 758, 
901. Granted March 2, 1937. 

2,072,711. Mechanical Pencil. William R. Cuth- 
bert and William H. Lindemon, Fort Madison, lowa, 
assignors to W. A. Sheaffer Pen Company, Fert Madi- 
son, lowa, a corporation of Delaware. Application Au- 
gust 31, 1935, Serial No. 38,672. Granted March 2, 


1937 

2,072,757. Multiple Sheet Pack And/Or Container. 
Harry Landsiedel, Wilton, Conn., assignor te Reming- 
ton Rand, Inc., Buffalo, N. Y., a corporation of Dela- 
ware. Application April 6, 1935, Serial No. 15,007. 
Granted March 2, 1937. 

2,072,878. Typewriting Machine. William F. Hel- 
mond, West Hartford, Conn., assignor te Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application February 23, 1935, Se- 
rial No. 7,679. Granted March 9, 1937. 

2,072,922. Pencil. Clarence F. Norlin, Chicago, til. 
Application a, 19, 1935, Serial Ne. 36,873. Granted 
March 9, 1937 

2,072,989. Calculating Machine. Gustav Lerch, Oak- 
land, Calif., assigner to Marchant Calculating Machine 
Company, a corporation of California. Application Sep- 
tember 3, 1929, Serial No. 390,184. Renewed Septem- 
. 1935. Granted March 9, 1937. 

2,073,049. Loose Leaf Binder. George H. Dawson, 
Chicago, IIl., assignor to Wilson-Jones Company, Chi- 
cago, Ill., a “corporation of Massachusetts. Application 
a ad 29, 1934, Serial No. 759,611. Granted March 


2,073,209. Writing Machine Platen and Method of 
Making the Same. Jesse W. Heitman, Seattle, Wash., 
and james J. Kelly, Portland, Ore., assignors to 
Huntington Rubber Mills, Portland, Ore., a corporation 
of Oregon. Application January 26, 1934, Serial Ne. 
708,459. Granrtec March 9, 1937. 

2,073,233. Holder for Loose Cards, Martin Stein- 
thal, New York, N. Y. Application March 27, 1934, 
Serial No. 717,558. Granted March 9, 1937. 

2,073,262. Typewriting Machine. Walter J. Haus- 
man, Upper Darby, Pa., assignor to Underwood Elliott 
Fisher Company, New York, ation of 
Delaware. Application June 26, 

740. Renewed June 16, 

2,073,337. Loose Leaf Binder. 
George H. Dawson, Chicago, Iil., 
Jones Company, Chicago, Iii., 
chusetts. Application October 15, 1934, Serial No. 
748,302. Granted March 9, 1937. 

2,073,369. Eraser Attachment for Lead Pencils. john 
S. Furst, Philadelphia, Pa. Application September 28, 
1933, Serial No. 691,290. Renewed August 14, 1936. 
Granted March 9, 1937. 


DESIGN PATENTS 


Aare 20, j931, 
1937. 


assignors te Wilson- 


isidor Chesler, 
* + assignor to Eagle Pencil Company, 
a corporation of Delaware. Appli- 
"1936, Serial No. 62,369. Granted 


103,386. Design for a Lead Pencil. 
West Orange, N. 
New York, N. 
cation April 29, 
March 2, 1937. 


a ‘corporation of Massa-/03 402 





207/332 2.074352 





—_)I ~~ 


207/386 


ZOMUASO 


omy \ / | 








oie 
2,074 766 2071767 ” 
2,071, 985 
2, 072546 
20727 
e _ 
pete — 
ej *- 
(dieestate | 
| = 
2072989 














2,072,942 
2: 
2Z O75 233 
= a 2Zo73s262 
| 
peoad 
/O3 425 
1/03 403 


103,387. Design for a Lead Container. Isidor Ches- 
ler, West Orange, J. assignor to Eagle Pencil Com- 
pany, New York, N. Y.. a corporation of Delaware. 
a ae April 29, 1936, Serial No. 62.370. Granted 

arch 2, 1937. 

103,402. Design for a vonell or Similar Articte. At- 
fonso tannelli, Ridge, i1i., aa ner to The Wahi 
Company, Chicago, Ill., of Delaware. 
Application December is. Por Serial No. 66,615. 
Granted March 2, 1937. 

m for a Pencil or Similar Article. Al- 
‘ark Ridge, Ill., assignor te The Wahl 


(936, 


103,403. D 
fonse lannelli, 


207, 364 
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Company, Chicago, I!!., a corporation of Delaware. 


1936, Serial No. 66,616. 


103,425. Design for a Gatentasing Machine “ae 
Shiftable Carriage. Cari M. Friden, Oakiand, Calif. 
assigner to Friden Caleutathg Machine Co., Inc., a 
corporation of California. Appl — January 20, 1936, 
Serial No. 60,668. Granted March 2, 1937. 

103,426. Design for a Bottle. Edwin W. Fucret, To- 

wm 


ledo, Ohio, assicner to The Parker Pen 
Janesville, Wis., a corporation of Wisconsin. 
qe jer 19, 1936, Serial No. 63,381. Granted March 


Application December 18, 
Granted March 2, 1937. 








At One of the Sessions of 
The Wholesale Stationers 


Association Annual Con- 


vention, Held in the May- 
flower Hotel, Washington, 
D. C., March 8, 9 and 10. 





(See Page 60) 
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The Science and Art of Making Prices 


Tuere is a science to the 
making of a resale price, in- 
volving such factors as cost of 
merchandise, cost of handling, 
distribution expenses, and a 
certain percentage of net profit 
all added together to make 
a total retail figure. There 
is also an art to the process 
which concerns the judgment 
of the seller in determining if 
a certain price will be accept- 
able to the market. The judg- 
ment may swing the figure up 
or down from the price arrived 
at by scientific analysis. It may 
determine that the reduction of 
a price is justifiable, not to meet 
competition but to give impetus 
to if not assurance of in- 
creased volume. Conversely, 
the price may be raised above 
the scientifically determined 
figure for the psychological rea- 
son of emphasizing value by the 
setting of a higher price. 

At the 1933 convention of the 
National Stationers Associa- 
tion, Harry G. Horder of Hor- 
der’s Inc., Chicago, delivered 
an address entitled “The Mak- 
ing of Prices—An Art.” One 
comment he made was: 

“One of the most important, 
and probably one of the least 
highly regarded, of an execu- 
tive stationer’s duties is the 
making of the prices at which 


Some Factors in the 
Problem and Digests 
of Responses Received 
to Questions Put to 
Stationers Throughout 


the Country 


his merchandise is to be sold. 
The importance of this function 
lies primarily in that fact that 
it governs the finances and thus 
the perpetuation of a business. 
The lack of regard for this duty 
revolves around failure to rec- 
ognize its importance, failure 
to set aside requisite time and 
in some cases sheer mental lazi- 
ness.” 

This challenging statement is 
recalled by the recent agitation 
for an increase in discounts to 
dealers or an increase in list 
prices with a maintained dis- 
count. The increase in cost of 
manufacture which is matched 
by a similar increase in the cost 
of distribution should logically 
result in an increase in prices. 
The suggestions point to a de- 
sire on the part of the dealer to 
place upon the manufacturer 
the burden of establishing 


prices. Quoting again from 
Mr. Horder’s address, “It is the 
purpose of this talk to convince 
dealers, if possible, that they 
should, better still, must, do 
this job for themselves.” 

How to make resale prices 
and who shall make them is a 
controversial subject. It pre- 
sents plenty of opportunity for 
discussion, from which may de- 
velop an improved technique. 

A Suggestion from the Clothing 
Industry 

An instance from another 
field of merchandising may be 
enlightening. In the clothing 
industry, which is highly com- 
petitive and where the price is 
frequently the determining fac- 
tor in the sale, there is a sug- 
gestion made by Bertram J. 
Cahn, president of B. Kuppen- 
heimer & Company, Inc. He 
says, “We have never at- 
tempted to dictate re-sale 
prices. We believe that it is up 
to the individual retailers to 
fix their re-sale prices on our 
merchandise based on their 
costs of doing business, which 
vary considerably. If our dis- 
tributor in Peoria is able to run 
his business profitably on a 
smaller mark-up than a big de- 
partment store in New York, 
for example, why should we at- 
tempt to force him to charge as 
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much for our clothes as the 
larger store that is obliged to 
charge more?” 

If Mr. Cahn’s logic is sound, 
and the success of his business 
would indicate that it is, the 
procedure followed by his or- 
ganization is worthy of serious 
consideration. 

A further comment he offers 
in relation to price making is as 
follows: 

“Some way must be found to 
educate such retailers in the 
economics of re-sale pricing 
during this recovery period of 
rising price levels. Many re- 
tailers have acquired a price 
fixation. They sincerely be- 
lieve that they can’t raise 
prices, without injuring their 
business. Price, as a matter of 
fact, looms large in such re- 
tailers’ minds. In many in- 
stances it becomes a fetish. It 
is the life blood of business, but 
it must be based on the de- 
mands and requirements of 
business.” 


The Larger Discount Request 


The expressed desire of some 
dealers to have manufacturers 
grant larger discounts seems to 
carry an indication of illogic. 
It would tend to lead to a gen- 
eral cutting of list prices when 
it comes to reselling. More ap- 
propriate is the suggestion that 
manufacturers increase list 
prices and maintain the dis- 
count percentage. In this way, 
the net cost to the dealer would 
be slightly increased, but so 
also would be the net amount of 
the discount. By using the in- 
creased list prices, dealers 
would earn a greater dollar 
profit which would offset in- 
creased cost of operation. 

Analysis reveals the problem 
as more basic. The system of 


manufacturers establishing list 
prices and allowing large dis- 
counts is simply a process of 
following the least resistance 
on the part of the dealer. No 
two dealers, even in the same 
general trading area, would 


have exactly identical operat- 
ing costs. And certainly there 
would be a wide variance be- 
tween the overhead of a sta- 
tioner in a metropolitan center 
and one located in a relatively 
small business community. As 
a consequence, one standard set 
of discounts would not apply 
with equity in all cases. The 
more logical procedure would 
seem to be for manufacturers 
to establish a series of net 
prices to retailers with a reduc- 
tion in unit cost depending en- 
tirely upon the volume pur- 
chased. To the cost of the mer- 
chandise, the dealer would then 
add his individual overhead 
figure plus a certain percentage 
for net profit. 


Knowledge of Operating Costs 
Essential 


Adherence to such a system 
would require the stationer to 
obtain definite information as 
to his cost of operation. He 
could not continue with a hit or 
miss method of having a figure 
presented to him from which he 
would depart as he thought the 
circumstances justified. Of ne- 
cessity he would establish him- 
self upon a scientific basis and 
know everything possible about 
every activity of his business at 
all times. 

Obvious exemptions to the 
system of retailers establish- 
ing re-sale prices are trade- 
marked articles and merchan- 
dise whose re-sale price is ad- 
vertised nationally to the con- 
sumer by the manufacturer. In 
such cases the price is part of 
the value of the product. 

It is probable that there is no 
more important problem in the 
commercial stationery industry 
today than that of making re- 
sale prices. In order to put it 
before the industry as a whole 
for intelligent analysis and in- 
terpretation, and to discover 
what is the general practice 
among dealers, Office Appli- 
ances recently sent question- 
naires to a selected group of 
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stationers throughout the coun- 
try. A large proportion of 
those approached consented to 
participate and returned the 
questionnaires with their an- 
swers. Following are the ques- 
tions and digests of the re- 
sponses: 


Question No. One: Do you 
use a manufacturer’s list to es- 
tablish re-sale prices? 

The great majority of those 
responding did so with an un- 
qualified yes. Some indicated 
it as a general practice with 
certain exceptions for items on 
which freight cost is a factor. 
One unqualified no was received 
without explanation. Another 
indicated use of manufacturers’ 
lists about sixty per cent of the 
time. The general practice 
points to dependence upon man- 
ufacturers for establishment of 
re-sale prices. 


Question No. Two: If a man- 
ufacturer’s list carries a dis- 
count of fifty per cent, do you 
use that list price as a re-sale 
price? If so, what do you do in 
the case of manufacturers 
whose list prices are subject to 
a forty per cent discount? 

The large majority recorded 
adherence to list prices regard- 
less of discount. Some indi- 
cated that the situation was 
equalized by the items carrying 
a forty per cent discount en- 
joying a faster turnover rate. 
Some added cost of transporta- 
tion on items carrying the 
smaller discount. Several fol- 
low the practice of raising the 
price to a figure higher than 
the list. A number stated a de- 
sire to do so but found it pos- 
sible only on a limited number 
of lines because of competition. 
One operates on a straight 
sixty per cent mark-up on cost. 
Several who use the list price 
as a re-sale price regardless of 
discount said that a compen- 
sating factor is found in a 
lower list price in the case of 
items carrying the smaller dis- 
count. 
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Question No. Three: Would 
you prefer that manufacturers’ 
lists show net prices and not 
list prices? Ifso,why? If not, 
why not? 

Of the entire group of re- 
sponses, only one was not defi- 
nitely negative to the idea of 
manufacturers quoting net 
prices. And the one said “not 
definitely committed, but feel 
that manufacturers’ list prices 
have tendency to stabilize com- 
petitive prices.” One admitted 
that “there are still many peo- 
ple in business who don’t know 
how to figure a profit. They 
sell on cost instead of on sale 
price for profit.’”” The frequent 
use of the catalogue in selling 
merchandise was cited many 
times as a reason for publish- 
ing of list rather than net 
prices. Some pointed to the 
necessity for list prices because 
state Fair Trade acts are built 
on the assumption that list 
prices are used. One stationer 
responded by saying, “Our time 
should be spent selling, not fig- 
uring.”” A Southern dealer ob- 
jected to net prices because 
such a system would require 
the individual stationer to print 
a list of re-sale prices instead 
of using those provided by the 
manufacturer. There seems to 
be a general belief that list 
prices help to maintain re-sale 
prices. 


Question No. Four: After 
having established a unit price, 
what do you do to establish 
prices for quantities such as 
dozens and grosses? 

The practice varies consider- 
ably but seems to favor the sys- 
tem of making the price for a 
dozen units ten times the single 
unit price. A smaller group 
multiplies the unit price by 
eleven to establish the dozen 
price. A good many follow the 
percentage discount system, 
most favoring ten per cent on 
dozen lots. Some go as high as 
twenty per cent and others as 
low as five per cent. A majority 


of those responding to the ques- 
tionnaire follow rates recom- 
mended by manufacturers or by 
associations operating in cer- 
tain restricted areas. A few in- 
dicated the necessity for estab- 
lishing dozen and gross prices 
in accordance with competition 
rather than upon any scientific 
basis. 


Question No. Five: Do you 
use the same mark-up from cost 
or discount from list on all 
types of goods in the scope of 
one line? If so, why? 

A few over half of the deal- 
ers responding answered yes to 
this question. Some qualified 
their responses by stating that 
they thought a better way 
would be to make the mark-up 
based on turnover. They ad- 
mitted not doing so because the 
procedure would involve the 
hiring of additional help to 
keep records. Those adhering 
to the single mark-up system 
do so apparently because it is 
easier. Others follow the prac- 
tice because of competition. 
Nearly as large a group ex- 
pressed their preference for the 
system of varying discounts in 
accordance with the quantity 
of the sale and the turnover 
speed of the item. They pointed 
out that a slower moving item 
required a larger percentage of 
profit. Some discriminate in 
favor of the line carried in 
stock, putting a higher price on 
similar articles of the line that 
must be ordered from the cata- 
logue. 


Question No. Six: In the 
making of prices, are you so 
able to balance the small and 
large quantity sales as to ar- 
rive at a preconceived gross 
profit margin? Do you attempt 
to limit quantity sales at 
shorter margins of profits if 
they become so large as to tear 
down the profit made on small 
quantity sales, thus making too 
low the gross profit on all 
sales? 

A majority indicated having 
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given consideration to the fac- 
tors involved. Many have been 
able to strike a balance by lim- 
iting large quantity orders and 
thus maintaining a good aver- 
age gross margin of profit. Sev- 
eral indicated having encoun- 
tered trouble in this respect. A 
number stated that they have 
not attempted to limit large 
volume sales at small profit 
margin but have been able to 
record a maintained average 
gross profit. Many of the re- 
sponses point to a lack of con- 
sideration of the factors in- 
volved in Question No. Six. 
One says, “This is our aim. But 
I am afraid that we are not very 
scientific in arriving at our 
quantity net prices.” Another 
reports, “Probably we haven't 
given this enough thought.” 


Question No. Seven: Assum- 
ing that manufacturers’ list 
prices are used, do you ever 
raise the list price because of 
very small sales volume? 

More than half the partici- 
pants in the survey do not raise 
list prices under any circum- 
stances. A few whose general 
practice is not to raise the price 
do so on exceptional occasions. 
Another large group find it a 
profitable procedure to charge 
a higher price than the manu- 
facturers’ list in order to com- 
pensate for the increased cost 
of handling. Some add the cost 
of transportation to the list 
price, thus technically main- 
taining the list although actu- 
ally increasing the price. One 
dealer adds to the statement 
that he raises list price occa- 
sionally, that should the prac- 
tice be necessary with all lines 
it would become quite burden- 
some and add overhead ex- 
penses without real benefit. 

The preceding digests are 
necessarily quite brief. Many 
of the responses are of a char- 
acter that offer opportunity for 
considerable comment. It is 
our hope to develop the theme 
further in future issues. 
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EDITORIAL 


Commercial Stationery Forges Ahead 


@ Since last September The National Stationers 
Association has been diligent in reporting statisti- 
cally the trend of business indicated by the re- 
ports received from member firms. A scientific 
spirit has governed the consideration given the 
matter, to judge from the fact that unusual gains 
made by specific firms have been reported apart 
from the mass; that is, data that would establish 
figures showing a phenomenal acceleration of ac- 
tivity have been read as such, and so passed on, 
in order that the members of the Association 
would receive an indication of general tendencies. 


| Sept 36 











WHITE COLUMNS SHOW INCREASED ACTIVITY OF NSA 
MEMBERS, AS REPORTED IN NSA RELEASES, COMPARED 
WITH THE BUSINESS THEY DID THE SAME MONTH A 
YEAR AGO.—The black indicates a hypothetical 100% of 
1935 volume—hypothetical because it cannot be assumed 
that business was the same for each month of 1935 indicated. 


The figures show the advance made over the rec- 
ord set in the same month a year ago. 

In November, three districts reporting showed 
decreases of business. One district reported a 
decrease for January. 

The figures that provided the material for the 
diagram printed here are as follows: 

For September and October, one hundred and 
fifty-nine firms issued reports. These showed an 
average increase of business of 18.62 and 13.96 
per cent respectively. One hundred and thirty 
firms reported for November, the average increase 
being 16.29 per cent. District No.1 showed a reces- 
sion of 1.53 per cent; No. 11, 1.33 per cent, and 
No. 13, 3.80 per cent. The record for December 
shows an increase of 24.90 per cent based on re- 


ports from one hundred and twenty-eight firms. 
The average increase for January was 14.07 per 
cent, a hundred and thirty-two firms reporting. 
District No. 11 showed a decline of 1.81 per cent. 


-o- 


Labor News: Sit-Down Sat On 


© February 26, 300 employees of Eagle-Ottawa 
Leather Company, Grand Haven, Mich., moved 
into the plant to stay until danger of a sit-down 
strike, threatened by other disaffected workers, 
was past. 

The sit-down strike, like the chain-letter occu- 
pation, has the attraction of novelty, and seems to 
appeal to people of the numerous group who will 
try anything once, which is not saying that it may 
not be an expedient means of collective bargaining 
to use in some cases. A strike of any kind is war, 
and in wars the niceties of law do not thrive. 
Much better is a course of action that moves 
toward peace, fosters peace, maintains peace. 
Such, apparently, are the labor policies of the 
Eagle-Ottawa Leather Company. In any case, 
their employees recognize a right all too infre- 
quently recognized—the right to govern them- 
selves, to meet an emergency not like so many 
sheep, but like men with a sense of responsibility. 

The key man was Samuel Robbins, veteran of 
fifteen years of service, a circumstance which 
again indicates practical labor policies in the or- 
ganization. 

It is to be hoped that the strike against a strike 
may itself prove to be a contagious idea as catch- 
ing as the idea of the sit-down seems to be—or, 
in general terms, that labor may take upon itself 
its right to control itself for peace, accepting the 
responsibilities of the power commanded by the 
possibilities of mass action, positive or passive. 


o> 


How About Florida Chain Stores? 


#@ In March of 1936 Office Appliances com- 
mented editorially on the movement in Florida to 
eliminate chain stores by the enactment of a bill 
called the Florida Recovery Act. It failed by a 
very narrow margin in the legislature of 1935, and 
efforts are being made to revive it in the current 
session. 

“The attempt to tax chain stores out of exist- 
ence,” reads the editorial of 1936, “proved to be a 
futile effort, even backfiring upon the independ- 
ents who supported the bill. Mr. Givens (Robert 
H. Givens, Jr., author of ‘Outlawry of Chain 
Stores’) says, ‘Independent merchants will do well 
to condemn rather than approve and advocate 
chain store tax legislation.’ ”’ 

It was proposed earlier by a prominent stationer 
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that clubs be organized in the various states to 
further such legislation, regional governors of The 
National Stationers Association being suggested 
as leaders. Office Appliances advocated a policy 
of waiting to see how the legislature in the next 
session would react to the chain store tax plan. 
The “next session” is now before us. It will be 
interesting to note developments. Our guess is 
that Florida will not be impressed greatly by a 
Recovery Act. Recovery by legislation has no 
longer the prestige it formerly enjoyed, and recov- 
ery, apart from legislation, has been speaking in 
language more convincing than the most oratori- 
cal resolution. 


oo 


The Inventor Enters the Office 


@© The Business Show being held in Chicago as 
we go to press impresses the observer again with 
the fertility of the inventive mind of man. Power 
tools have invaded the office—having made their 
conquest of the work shop—and there seems to be 
no routine job, however large or small, that can- 
not be performed faster than ever before through 
the use of some device that makes new applica- 
tions of the old mechanical combinations, or of 
new discoveries, electrical, pneumatic, and chem- 
ical. 

One reason the applications are possible is the 
increased speed with which life goes on today. 
Payday, for example, was once an event. The 
employer handled thoughtfully every coin which 
his workers were to receive. What with the rush 
of modern business, large organizations today 
would in some departments be doing nothing but 
carrying out a round of payments if there were 
no mechanical time savers. The Business Show 
at one exhibit displayed a machine that kept a 
record of all employees as to the time they worked, 
the pay they earned, the amount to be deducted 
for the social security tax. In operation, hypo- 
thetical employed workers were being paid off 
faster than one could mention the name of the 
hypothetical Jack Robinson. 

It has been remarked that all the achievements 
of science and invention in solving problems con- 
fronting humanity open the door to new prob- 
lems. The fact that inventions give rise to a need 
for other inventions is our hope and opportunity. 
The fountain pen—no, the steel nib—eliminated 
the need for the “pen” knife. The perfecting of 
the mechanical pencil has removed the need of 
carrying a pocket knife. Those who mourn the 
passing of the whittler, however, seem. not to 
realize that the decline is not in the mind of men, 
but in the use of a tool out-moded. Man is freed 
to put his creative thought upon other matters, 
and he is doing so, as the Business Show so amply 
demonstrates. Men who no longer slash at wooden 
pocket pencils (and this is by no means to indicate 
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the passing of the wood-cased pencil, which will 
be with us for a long, long time) have conceived 
possibilities which have resulted in the developing 
of new equipment that has reénlisted mechanics 
and laborers and merchandising experts in a new 
army of the employed. Today families are get- 
ting their living because some sagacious soul has 
made an unessential of yesterday so useful or at- 
tractive that it is today’s necessity. 

The achievement of the inventive mind is not 
being expressed these days merely in material 
forms. Many a seeming thing is in fact the symbol 
of an idea. It is precious because of what it means. 
The modern merchandiser no longer sells things; 
he sells values: what things can do. There is an 
infinitely wide market for creative intelligence, 
intelligence that can look beyond the material 
form and perceive how that form can function in 
service. The opportunity for inventiveness is the 
opportunity of the department head, the clerk, the 
office boy, the sales representative, as well as that 
of the laboratory operator. Having entered the 
office, the inventor is casting his eyes afield, and 
finding fresh problems with which to beguile his 
restless soul. And fortunate for all of us it is! 


ca ad 


“ Atta Ol’ Pep!” 


@@ Everybody says things are better. And so 
they are. The comment we reprint below, there- 
fore, taken from the Remington Rand News for 
March, is worthy of emphasis. 

“*No, no, Hederson,’ chided the coach in the 
sporting page cartoon, ‘here’s the high jump over 
here—that’s the pole vault.’ But the exuberant 
young athlete triumphantly cleared the twelve- 
foot bar! That was the way he felt and no mere 
laws of gravity were going to stop his feat for him. 
A marvelous ‘new-record’ was established. 

“A bank official in a mid-western town thought 
a Remington Rand salesman worth cultivating be- 
cause ‘he was always in a hurry.’ There started 
a friendship which led to considerable business. 
It was founded on the assumption that men who 
so briskly walk the streets must have worthwhile 
objectives in view. They must be of a calibre that 
justifies entrusting them with other important as- 
signments. 

“Physical energy can be acquired. It is actually 
a product of the mind. S. H. Pinkham, long a be- 
loved Vice-President of our company, replying to 
a comment that he seemed always rushed, con- 
fessed he was rushed, but added he consciously 
sought to attack his problems with all the vigor 
at his command. Getting them out of the way left 
leisure for constructive thought. It gave him time 
to take his time. 

“Of course you can’t continually ‘run around in 
circles.’ Naturally you must not ‘pick up papers 
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and lay them down.’ The ‘ol’ pep,’ unless it is 
backed up by a certain amount of cerebration, is 
no sure talisman for outstanding accomplishment. 
Tightening up your fists when there’s a job to be 
done won’t carry you through the job without 
activity above the collar band. But given the 
direction of a reasonably agile and productive 
brain, the ‘ol’ pep’ always goes far toward guar- 
anteeing the sort of results with which you can 
be satisfied. 

“And this brings us to the immediate applica- 
tion of the principle. We've just passed through a 
period of better business. We have set some rec- 





OFFICE APPLIANCES 


ords. But at this stage of our progress some of us 
have been tempted to relax. Some of us have 
slackened in respect to the zest, the ardor, the 
sheer gusto for working, which carried us through 
the fall. It may be it’s ‘spring fever’ which has 
attacked us. If so, let us consider that ancient 
malady also a product of our minds, a disease 
which is curable only by prescriptions to be di- 
rected toward our minds. 

“Rabbit Maranville is out there as usual chirp- 
ing and prancing around second base. Can’t we 
do that? Can’t we mix body and brain in the pro- 
portions that produce results for the Rabbit?” 





HOOSIER OFFICE APPLIANCE FOLK 
SERVE IN FLOOD 

The Ohio river flood that caused so 
much damage in January and February 
provided an opportunity for service to 
which several persons in the field of 
office appliances lent themselves. 

Gilbert H. Bosse, president of the 
Imperial Desk Company, Evansville, 
Ind., and George F. Boehne, president 
of the Evansville Chamber of Commerce, 
and for many years manager of the Bur- 
roughs Adding Machine Company's 
office in Evansville, were among the 
forty citizens of that community who 
attended a flood control conference of 
the Mississippi Valley Association March 
13 at St. Louis, Mo. A plan has been 
proposed, involving the construction in 
the Ohio valley of eighty-eight reser- 
voirs at a cost of $602,000,000, and 
dykes and flood walls at $190,000,000; 
it is expected that several million dol- 
lars will be spent in the vicinity of 
Evansville. 

During the flood Mrs. 
Howard, who owns an office equipment 
store in Boonville, Ind., took a leading 
part in Red Cross work in Boonville and 
Warwick County, having charge of one 
of the hospitals in Boonville. Mrs 
Howard, who has been in business for a 
number of years, is one of the few 
women in the state operating an office 
equipment store Her establishment 
WBC 
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is modern. 





A LONG-DISTANCE COINCIDENCE 


When Mrs. F. W. Fogg, wife of the 
manager of the Minneapolis office of 
Royal Typewriter Company, Inc., called 
her sister, Mrs. Wally Simpson, of 
Onawa, lowa, on the long-distance tele- 
phone recently, Mrs. Simpson responded 
immediately. Mrs. Fogg inquired if her 
sister were not surprised to hear her 
voice; the surprise angle reversed itself 
when Mrs. Simpson replied negatively, 
with the explanation that she had just 
put in a call for her sister on her own 
account, and thought the ring came as 


Here and There 


a result of that action. Mrs. Fogg pro- 
ceeded with her original purpose: to in- 
vite Mrs. Simpson to visit her in Min- 
neapolis. And received a second sur- 
prise when Mrs. Simpson gave her rea- 
son for putting in her own call: To 
announce her intention of making just 
that visit! 

One odd little light on the neigh- 
borly spirit prevailing down where the 
tall corn grows comes out in an incident 
that hinges on the co-incident. When 
the lowa operator discovered the incom- 
ing call being placed from Minnesota 
by the very person she was trying to get 
for her lowa subscriber, she suggested 
to Mrs. Simpson that the lowa call be 
cancelled, since Mrs. Fogg had gone 
quite as far as she in incurring the ex- 
pense. 








Chet Williams, Y and E Representative., 
Garbed in Appropriate Costume for a 
Wild West Adventure.—tThe picture was 
taken early in March, when Chet was 
on his way to make a call on Jack Burri 
of J. Burri Stores, Cheyenne, Wyo. Mr. 
Burri is a new Yawman and Erbe agent. 


GEORGE MALCOLM ACQUIRES 
A COAT OF TAN 


Deep-sea fishing in the Gulf stream 
off Palm Beach and testing out the 
southern sun on Sea Island is one way 
to cultivate a covetable tan, as George F. 
Malcolm, general manager of F. S. Web- 
ster Company, has just demonstrated. 
Mr. Malcolm visited Savannah, Ga., and 
Charleston and Camden, S. C., while 





George F. Malcolm 


spending some four weeks in Dixie, en- 
joyed the famed displays of magnolias 
and cypresses, and returned to his desk 
in Boston the picture of vitality. 





AIR TRAVEL AIDS LEATHER 
PRODUCERS 


The efforts of tanners and luggage 
manufacturers to meet the call for lug- 
gage light in weight, suitable for air 
travel, have produced results satisfac- 
tory enough to stimulate sales outside 
of the aviation field. Luggage suitable 
for flying has a specific appeal to a 
good many peopie who do not intend to 
leave the ground. 

Leather and air travel have another 
connection also: upholstery of airplane 
cabins. United Air Lines has launched 
a new Mainliner fleet which includes 
ten Skylounge Mainliners—described as 
the world’s most luxurious high speed 
transports. Eagle-Ottawa leather, well 
known for its application in office fur- 
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niture manufacture, is used for uphol- 
stering throughout the fleet. The lower 
side walls of cabins are done in Prussian 
blue leather. 

The impetus given to air travel this 
year has extended to the activities of 
the leather manufacturers. In 1936, 
more than a million passengers were car- 
ried on domestic air lines. The number 


is increasing. 








Hy Linden and His Boss, William F. 
(Bill) Weber, Vice-president and Sales 
Manager, Ace Fastener Corporation, Chi- 
cago, at Miami Beach, Fla.—Hy spends 
most of his time selling Ace fasteners, but 
when Mr. Weber joined him in the Sunny 
South, he was perfectly willing to in- 
dulge in a round of golf. 





KENNETH PARKER VISITS ORIENT 

Threatened by no Scylla or Charybdis, 
but guiding his fortunes through a route 
as devious as that of old Ulysses himself, 
Kenneth Parker, president of The Parker 
Pen Company, Janesville, Wis., recently 
set off on a tour of the east which is 
making up by speed for any lack of 
legendary monsters. Accompanied by 


Frank W. Matthay he left Janesville Jan- 
uary 23, boarded the Philippine Clipper 
for a two-thousand mile hop to Hono- 
lulu, which took eighteen hours, and 





Kenneth S. Parker 


reached Manila seven days later, by 
way of the Midway Islands, Wake Is- 
land, and Guam. After visiting the trade 
for several days in the Philippines, the 
two men embarked for Singapore, where 
they saw the Parker distributor, and for 
Batavia, Java, where the Zecha firm 
looks after the Parker pen interests. 
Completing the business which brought 
them there, they separated, Mr. Parker 
to return to Singapore. From there he 
made a trip north to Penang, Kuala 
Lumpur, returning to sail in the latter 
part of February for Hongkong. 

Early in March Mr. Parker and Mr. 
Matthay joined forces again. They 
sailed from Shanghai on March 9 aboard 
the S. S. President Hoover. Arrival in 
San Francisco was scheduled for March 
25 as this issue is being printed. It is 
hoped that the details concerning the 
long tour will be available for presenta- 
tion in the March number. 





PRAGMATIC CLASSIFICATION OF= 
COLLEGIATE TYPEWRITERS 
We are obliged to our good friend 
Roy Underwood, of the American Writ- 
ing Machine Company, New York, for 


I AM FEAR 
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a contribution about typewriters as they 
are met in American institutions of 
higher learning. 

A scientific spirit (evinced by the act 
of classification) and a sensitivity to art 
values (demonstrated by the display of 
imaginative capacity) combine to show 
how real and practical college education 
is after all—the typewrito-analysis of 
Phil Dessauer, columnist at Oklahoma 
City University providing a convenient 
source of evidence. Perhaps, though, 
the credit should go to journalism rather 
than to science or art. But then, again, 
is not journalism but an expression of 
these? Anyway, Mr. Dessauer seems to 
have had a fair amount of experience in 
punching keys on machines of the under- 
graduate hero type. (They go to college 
to work their way through and die con- 
tinually for dear old alma mater, never 
quite crossing the line to leave the ivy- 
towered campus by commencement. 
Unlike the hero they do show their age 
in time.) Those that have impressed 
him deeply appear as follows: 

“‘The common type is known as the 
‘Hawaiian’ or ‘Hula model.’ It shimmies. 
Number two is the ‘Love-bird type.’ 
Every part is stuck on some other part, 
and the keys are stuck on themselves. 

“The ‘Hop-skip-jump’ variety is the 
Jesse Owens of its regiment. It always 
goes twice as fast as the typist. 

“‘Number four is the ‘Journalist's Spe- 
cial.’ It is nature’s great boon to the 
lead pencil industry. A sort of aviator- 
type machine. The keys always look 
over the field before they land. 

“The last model is known as the 
‘Secretary.’ It slips into your lap at the 
slightest provocation.”’ 

Other types might be cited also. In 
simple justice, the ‘‘Sub-Freshman,”’ that 
steps all over its own feet, the “Mystery 
Mill,”’ with its missing key symbols, and 
the ‘Silent Night,”’ that keeps all one’s 
fraternity brothers as wide awake as if 
they were anticipating Santa Claus, 
should be included. 


I am the menace that lurks in the path of life, never visible to the eye but ever 
felt in the hearts of timid men. 
I am the father of Despair, the brother of Procrastination, the onemy of Progress, 


the tool of Tyranny. 


Born of ignorance and nursed upon misguided thought, I have darkened more 
hopes, stifled more ambitions, shattered more ideals and prevented more accom- 
plishments than History could record. 


Like the changing chameleon I assume a multiplicity of disguises. I mas- 


querade as Caution. 


I know no master but one. 


His name is Understanding. 


before his gaze. 


I am sometimes known as conservatism. But whatever 
the appelation, I am still fear, the obstacle of achievement. 


I dare not behold his countenance. I quail 


Of myself I have no power but that which the human mind thrusts upon me, 
and I vanish completely when the light of understanding reveals the facts as 
they really exist, for . . . 1 AM REALLY NOTHING. 

(From The Hanson-Weigh, Published by the Hanson Scale Company) 
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More Profits from Filing 


Supplies 


Tue dealer who sells only the 
common items in filing supplies, 
such as straight A-Z guides, lowest 
prices blank and horizontal ruled 
index cards, single top second 
grade folders, often finds himself 
up against stiff price competition 
and may justly complain that 
“there is no profit in filing sup- 
plies.” Most everyone can do that 
sort of an order-taking job. As no 
skill is necessary it is only natural 
that the pay (profit) is low. 

The answer is in doing a con- 
structive selling job and in intro- 
ducing as much of a “specialty” 
Slant as possible. This need not 
presuppose that the dealer pos- 
sesses the knowledge of a filing ex- 
pert. It is the aim in this article 
to offer a few simple hints and 
suggestions which any dealer may 
follow to his profit. 

So many people ask merely for 
“a set of A-Z guides” not knowing 
anything about subdivisions. They 
are usually given just what they 
ask for by a clerk who may know 
even less about subdivisions. The 
results of insufficient guiding are 
misfiling, loss of papers and loss of 
time. There exists, therefore, a 
wide market for A-Z guides in the 
larger subdivisions such as 40, 80, 
120 and so forth. Whether in the 
customer’s office looking at his 
files, or with the customer in the 
store, a few simple questions will 
often bring out the need for a 
larger subdivision and pave the 
way to a larger sale. 


Number of Guides per Drawer 


There should be from 20 to 25 
alphabetical guides per drawer of 
folders. The fellow with one 4- 
drawer letter cabinet full of fold- 
ers should have at least an 80 sub- 
division set of the alphabet. 

In card filing, there should be 
one guide for every 20 to 25 cards 
for best results. A file containing 
2,000 cards should have an 80 di- 
vision set of guides, etc. All that is 





Suggestions in Point to Enlarge the Sales Possibilities 


of the Dealer and His Salesman 


By R. P. Jonas, Oxford 
Filing Supply Company, 
Brooklyn, N. Y. 


required is to find out what subdi- 
vision the customer really needs, 
explain why he needs it, and in the 
majority of cases we have a larger 
sale and an appreciative customer. 

Every opportunity to look at our 
customer’s files should be seized. 
Where tabs are bent and broken, 
he can be sold on the idea of cellu- 
loid tabs or steel tab guides. A 
sample of a steel tab letter guide 
or steel or celluloid tab card guide 
doesn’t take much room in the bag. 
If presented at the right time with 
a suggestion for real economy, it 
often leads to a larger sale. 

While looking at the customer’s 
files, ascertain if the folders sag in 
the file because they are too thin. 
Here is an opportunity to sell a 
heavier folder, a better folder. Are 
any of the file folders grossly over- 
loaded? Here is an opportunity to 
sell some pressboard folders to re- 
place these overloaded ones. Sug- 
gest that these be equipped with 
steel tabs, getting the advantages 
of interchangeable headings and 
making them stand up in the file 
to bring about instant reference 
because the overloaded folders are 
referred to most often. 

Are folder headings handwrit- 
ten, thus presenting a sloppy ap- 
pearance and making reference 
difficult? Here is our opportunity 
to sell gummed labels to provide 
neat typed headings. As gummed 
file folder labels come in several 
colors, the prospect can be sold the 
idea of a color scheme for different 
classes of correspondence, or a 
different color each year to distin- 
guish the correspondence of one 
year from that of another. 


In the customer's file is there a 
definite systematic arrangement of 
guides and folders or just a jum- 
bled up mess? If the latter, there 
is opportunity to demonstrate the 
advantages of filing systems which 
provide a place for everything so 
that everything can be put in its 
place for quick finding. Every “full 
line” manufacturer offers such a 
system and lists it in his catalogue. 
They can be learned very easily. 
Present the idea to the customer 
on the basis of ‘the correct subdi- 
visions for his needs and on the 
basis of steel tab guides as covered 
in the preceding paragraphs. If 
not now familiar with the sale of 
such correspondence filing sys- 
tems, do not be scared by the word 
“system,” as they are really quite 
simple. 

Show the customer the advan- 
tages of using cross reference 
sheets, where papers may be asked 
for under more than one heading. 
Also the use of “Out” guides and 
“Out” folders which act as a proxy 
for papers taken from the file and 
thus prevent their loss. 

Have you made a note of just 
when your customers transfer 
their files? If not, it will pay to do 
so. Call on customers two months 
before their transfer time or even 
earlier. They will appreciate it and 
it gives you an opportunity to sign 
them up for their needs in folders, 
guides, “Miscellaneous” folders, 
transfer cases and the like. This 
method is far better than to have 
the customers “jump on your 
neck” right at transfer time de- 
manding immediate service when 
all manufacturers are overloaded 
and can’t give quickest service. 

There are many opportunities in 
filing supplies for constructive 
selling, for sales of larger units 
and for sales of unusual items. The 
dealer who seizes such opportuni- 
ties will increase both volume and 
profit. 








“Office Appliances” 


An Address Broadcast Over the Columbia Broad- 


>. day a number of years 
ago, a group of men were sitting 
around Kleinstuber’s machine 
shop in Milwaukee, talking. They 
were all inventors, and they used 
to gather in Kleinstuber’s every 
day to tinker with their inventions 
and talk about the things they 
were working on. Over in the cor- 
ner was Carlos Glidden who was 
experimenting with some kind of a 
spading machine which he hoped 
would take the place of the plow. 
Near the stove was Henry W. Roby 
who was at work on a magician’s 
clock. Near the center of the 
group was Christopher Latham 
Sholes, an old-time newspaper edi- 
tor who had gone to work as a 
printer’s devil when he was four- 
teen years old. Sholes had re- 
cently invented a machine for 
paging blank ledgers and other 
books. 

On this particular day, Sholes 
was saying: 

“About the greatest need of the 
world today is a writing machine.” 

“Well,” said Glidden, “why can’t 
you make a machine that will 
print words as well as figures? If 
you can make a paging machine, 
you ought to be able to make a 
writing machine.” 

Sholes studied a moment, and 
then he replied, “I can.” 

And from that conversation 
eighty years ago, came one of the 
great inventions of the ages—the 
typewriter. 

Within the following six years 
Sholes made model after model of 
his typewriter, but he was never 
Satisfied. But at last, in 1873, the 
first practical typewriters went on 
sale and slowly amateur typists 
began to practice that famous sen- 
tence invented by Sholes—‘“Now is 
the time for all good men to come 
to the aid of their party.” 

Of course, in those days, it was 
almost unheard of for a girl to be 
so bold as to earn her own living. 
But the typewriter soon began to 
change all that. In the year 1881, 
the Y.W.C.A. in New York City 
offered the first course of instruc- 
tion for—as they were then called 
—“female typewriters,” and eight 
brave maidens responded. Some 
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people then said that the feminine 
mind and _ constitution would 
surely break down after a six 
months’ course in typing. But the 
first class of graduates found jobs 
waiting and soon women by the 
thousands began pouring into 
business and industry. The Ameri- 
can girl wrote her own Declaration 
of Independence on the _ type- 
writer keys. 


Origin of Adding and Calculating 
Machines 


The fingers and toes, conven- 
iently arranged in groups of five 
and ten, were made use of as 
man’s first adding machine. Next, 
primitive man counted with the 
aid of piles of stones. One sort of 
counting machine in use today 
comes down to us from this an- 
cient custom. This is the Chinese 
counting machine called the aba- 
cus which consists of small coun- 
ters strung upon wires. 

But throughout the centuries, 
although progress was made in 
other directions, the human mind 
remained the fastest machine for 
counting. From dawn until dusk, 
the bookkeeper of yesterday sat at 
his high stool, straining tired eyes 


over endless columns of figures— 
adding, adding, adding. It is said 
that from long practice the old- 
time bookkeeper was able to add 
four columns of figures simultane- 
ously by mental arithmetic. 

And then, suddenly, after cen- 
turies of stagnation, something 
really happened. Within the short 
space of ten years, from 1880 to 
1890, American inventors dazzled 
the world with a series of marvel- 
ous appliances.* 

In Chicago, a twenty-two year 
old boy named Dorr E. Felt was 
running a planing-machine in, a 
machine shop. One day, while at 
work, young Felt had the inspira- 
tion for a real adding machine, 
which would add more figures at 
one time than the fastest human 
bookkeepers of the day. Impa- 
tiently, he waited for a day off in 
which to build a model of his 
dream. Thanksgiving Day, 1884, 
drew near. Felt hastened to the 
neighborhood grocery and bor- 
rowed a wooden macaroni box 
which seemed about the right size. 
For the keys, he secured wooden 
skewers from a butcher, and rub- 
ber bands from a hardware store. 
Early on Thanksgiving morning he 
went to work with a jack-knife. 
Soon after New Year’s, his model 
was ready for the Patent Office. 

As you watch the speedometer in 
your car click off the miles, the 
wheels of the car are turning a 
series of numbered wheels in the 
speedometer, at a speed which you 
may think is fast enough. But in 
a modern calculating machine, the 
numbered wheels revolve with in- 
credible speed! A skilled operator 
may strike over five hundred keys 
to the minute. Example, if one of 
these keys is the number nine, 


* See note at end of article. 
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each single number from one to 
nine must revolve in the space of 
one one hundred and sixty-fifth of 
a second — truly, the speed of 
thought! 

Of course, young Felt did not at- 
tain such speeds with his first add- 
ing machines, which he built by 
hand and sold in Chicago. The 
story is told that one day the in- 
ventor, entering an office where he 
had sold one of his adding ma- 
chines heard a terrific clatter in a 
backroom. Felt said to the store- 
keeper, “Man alive, what’s that 
noise?” To which the storekeeper 
replied, “Oh, that’s our clerk. He 
has worked out a method by which 
he can make an adding machine 
multiply, but it certainly makes a 
lot of noise.” 

So Felt went into the backroom 
and asked the clerk how he did it. 
“Well,” replied the clerk, “I just 
hit the keys a certain way. I don’t 
know why, but when I do the ma- 
chine will multiply.” 

This gave Felt an idea. He went 
to work on it with the result that 
today we have calculating ma- 
chines that not only add, subtract, 
divide and multiply, but we have 
machines which actually solve 
problems in higher mathematics 
that otherwise would require hours 
of intense mental effort. One such 
“human brain” at the Massachu- 
setts Institute of Technology is 
said to weigh more than a ton and 
to include over 13,000 separate 
parts. 


Tabulating Machines Come Into 
Being 

It is said that any routine job 
which must be done over and over 
and over again can be done better 
and more quickly by a machine. 
This idea occurred to a young 
clerk named Herman Hollerith, 
employed in the United States 
Census Bureau during the 1880 
Census. The Nation had grown so 
rapidly since the last census in 
1870 that a huge mountain of re- 
turns had piled up faster than 
they could be compiled. Unless 
something could be done, the re- 
turns from one census would never 
be completed in the space of ten 
years before the next census was 
begun. 

It occurred to Hollerith to punch 
holes in cards of standard size, the 
location of each hole to represent 
a certain bit of information. Then, 
by means of the punched holes, 
machines could count and sort the 
cards infinitely faster than could 
human fingers. 

The punched card system and 


the tabulating machine were used 
in the 1890 Census. In the census 
of 1910, a card punching machine 
was developed by James Powers. 
Only a few weeks ago, the largest 
tabulating job in all history was 
begun at Baltimore, where the 
Social Security Board is keeping 
the employment records of over 
twenty-two million American men 
and women. A stupendous task— 
impossible, many would have said 
a generation ago. But the tabu- 
lated records of these twenty-two 
million Americans are pouring 
from the electric tabulation ma- 
chines at the rate of 600,000 
punched cards a day. And the 
modern electric tabulating ma- 
chine automatically translates the 
meaning of the punched holes 
back into printed words, summar- 
izing all the information which 
these millions of cards contain. 

If we should look behind the 
scenes of a great modern depart- 
ment store at the close of a busi- 
ness day, we would find that thou- 
sands upon thousands of different 
items have been sold that day— 
everything from handbags to golf 
clubs and baby carriages. It seems 
almost unbelievable, but the man- 
ager of the store can tell at a 
glance not only exactly how many 
of each item have been sold—but 
he knows all the other details such 
as price, style, make and color. 


The Cash Register in Function 


And here is an interesting fact— 
the smallest cross-roads store can 
conduct its business with the same 
efficiency today as the largest de- 
partment store—thanks to the of- 
fice appliance industry. As one ex- 
ample, almost every store today 
has a cash register. And the mod- 
ern cash register has been devel- 
oped from a simple device with 
keys which record sales, into a 
complete bookkeeping machine. 

Today, the average American 
businessman seldom writes any- 
thing in longhand excepting his 
own name, and now even his sig- 
nature may be written by ma- 
chines. Checks, for instance, to- 
day are fed into check-writing 
machines which fill in automati- 
cally the name of the payee, the 
date, the amount and signature. 
What is more, letters may be writ- 
ten, signed, folded, inserted in the 
envelope, sealed and mailed with- 
out the touch of a hand. What 
about the stamp? you may ask. A 
mailing machine which prints the 
postage on each envelope has at- 
tended to that, too. 

An American business office to- 
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day is filled with marvels, some 
of which would have seemed unbe- 
lievable only a few years ago. In 
the office of a leading magazine, 
we might see a great machine 
which addresses 96,000 names an 
hour. An electric typewriter will 
operate scores of other typewriters 
simultaneously, and a teletype will 
write out automatically a message 
received over the wires hundreds 
of miles away. Even more won- 
derful is the radiotypewriter, op- 
erated by impulses sent through 
the air from some distant central 
office—perhaps from some stenog- 
rapher across the Atlantic Ocean! 
In many American offices we may 
see a machine which is making out 
bills—thousands of bills each hour. 
Duplicating machines are turning 
out flashing colors and illustra- 
tions, as well as reading matter. 

And office appliances are not 
confined to the office. A traveling 
man may take with him a portable 
typewriter and a dictating ma- 
chine which will take down his 
words in an automobile, on a train 
or even in an airplane. 


Office Machines Make More 
Employment 


All these machines, which are 
performing work formerly done by 
hand, have brought with them 
not less, but more employment! 
The Secretary of Commerce has 
pointed out that in the year 1860, 
when there were virtually no office 
machines, out of every million per- 
sons in the United States there 
were only about four thousand of- 
fice workers; while today there are 
50,000 office workers out of every 
million Americans. 

And besides the multitudes of 
men and women who work in of- 
fices there are 113 firms engaged 
in the manufacture of office ma- 
chines, employing about 34,000 
highly skilled workers. It is esti- 
mated that during the current 
year, the value of their products 
will be at least $150,000,000. 

In every corner of the earth to- 
day you will find these American 
business machines at work, speed- 
ing up business in foreign lands. 
In fact about a fourth of all the 
business machines made in this 
country are sold abroad, and one 
out of every three typewriters 
made in America is typing letters 
in a foreign language. 

Eventually, it is said, every rou- 
tine task in American business will 
be performed by machines. Lead- 
ers in the office appliance industry 
say that the process of mechani- 
zation is only just beginning. In 
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the future, more and more the ma- 
chine will release men and women 
from the drudgery of monotonous 
tasks. The human mind will be 
left free for the sort of work that 
machines cannot do — work that 
requires thinking, planning, im- 
agination, hoping, striving—crea- 
tive work that calls forth the best 
efforts of mankind. 

* Note. — Although great prog- 
ress was made in the development 
of adding and calculating ma- 
chines in the decade following 1880, 
previous attempts had met with a 
degree of success. The first ma- 


Office Supply Merchandising 


Essentials 


|= DAY I opened my business 
back in 1929, a _ successful oil 
man walked in and in his usual 
manner said: “Jack, I hope you 
succeed. You will if you work 
hard, shoot square, watch the lit- 
tle corners, take care of your 
health, be hard with credits, pay 
your bills promptly, always taking 
discounts, and don’t worry about 
the other fellow.” About ten min- 
utes and he was gone. He soon 
moved to Tulsa with a promotion. 
I never forgot his call and what 
he said. 

In covering the state of Wyo- 
ming, I have hired a few salesmen. 
The ones that didn’t succeed 
lacked the first virtue. The bal- 
ance didn’t matter. I often am 
on the road before daybreak. Ar- 
riving in a town, I pass up the 
slow buyers until I have taken the 
calls where I can snap into it. I 
try always to get the customer to 
buy. I don’t like to be sold, and 
I try to let the other fellow feel 
he bought. I’m always in a hurry 
but try not to show it. The boss 
gets the prices, etc., first—we have 
few purchasing agents in our line 
in this state. I always try to give 
them what they need—not what 
makes us the most profit. 

Some months ago I asked a fac- 
tory representative to go 170 miles 





chine to receive practical recogni- 
tion was the Arithmometer, in- 
vented by a Frenchman named 
Thomas in 1820. E. D. Barbour 
came along in 1870 with a machine 
for arithmetical recording, and 
three years later Frank S. Baldwin 
presented an invention combining 
valuable principles in a recording 
calculating machine and a method 
of using roll paper and applying 
the ink by means of an inked rib- 
bon. The Baldwin patents are 
owned by the Monroe Calculating 
Machine Company and have been 
the basis of valuable developments 
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in the calculating machine field. 

Another outstanding figure in 
the invention and production of 
recording adding machines was 
William Seward Burroughs, 
founder of the Burroughs Adding 
Machine Company. 

Just after the turn of the cen- 
tury Hubert Hopkins of St. Louis 
invented a ten-key adding ma- 
chine which was developed and 
manufactured by James L. Dalton 
who first operated under the name 
of the Adding Typewriter Com- 
pany and later as the Dalton Add- 
ing Machine Company. 


A Successful Stationer Reveals Some Methods 


of Effective Operation 


By W/. J. Corbridge, Wyo- 


ming Stationery Company, 


Casper, Wyoming 





Mr. Corbridge 


to make a sale I had worked on. 
It was below zero. He refused, so 
I rode up with a friend who 
planned on returning the same 
day. On the way up a truck 
crashed into us from the rear and 
pretty well wrecked the car. We 
decided the car should be traded 
off upon return to Casper, so just 
had it fixed up as cheaply as pos- 
sible. We came back the same 
day, leaving the other point 


around four P. M. in weather at 
seventeen below zero. We were 
cold when we got in, hungry— 
having had nothing to eat—and 
we were an hour getting warmed 
up, to say nothing of the food we 
consumed. I brought in the busi- 
ness and was proud of the profit 
on such a cold day. Incidentally, 
we tackled that trip with no spare 
tire. 
Scope of Business 

We handle office machines, 
typewriters, adding machines, 
cash registers, safes, and files, and 
do printing. On one occasion a 
poor looking chap about fifty years 
old came in with his wife and she 
asked for a cheap typewriter. I 
pulled down a new one at $110.00, 
a rebuilt at $65.00, and a cheap one 
at $25.00. To my surprise, the man 
in patched overalls pulled out a 
roll of bills and paid for the $65.00 
machine—I didn’t think he had 
ever seen that much money in one 
chunk. I checked into his affairs 
a little and found that he was a 
rancher running a large bunch of 
white-faced cattle and several 
flocks of sheep—all paid for. I 
try to have the force show the 
best first, and then if the customer 
wants the cheaper, there is plenty 
of time to show it. 

I try to take care of the little 











24 


needs, hoping to merit the big or- 
ders when they come along. I 
have thrown aside more business 
than I ever took, but I usually hold 
those I sell. The customer who 
cannot be satisfied, I try to check 
off for good. We sold two Noise- 
less typewriters for cash in the 
past year to men who were not 
used to the latest in typewriters. 
They came back crying they were 
hooked. In each case I offered 
them their money back. They 
kept the machines, and they are 
both satisfied users now. 

I believe my company appreci- 
ates good business more than does 
any other house in Wyoming. I 
think we are one of the few who 


Direct Mail in the Typewriter 


Business 


|; FOUR years ago anyone had 
told me that I would adopt di- 
rect mail advertising as essential 
instrument in the selling of type- 
writers, I would have thought him 
crazy. Of course I sent out Christ- 
mas cards, and blotters and fold- 
ers in the outgoing mail. But this 
can hardly be called direct mail. 
Certainly not a campaign. 

Like other dealers, I had relied 
on newspaper advertising, the 
telephone directory, other miscel- 
laneous display advertising, and 
a good show window display, in 
order to attract customers. Aside 
from that it was up to the sales- 
men to bring in orders without 
additional aid from me. As they 
called regularly on old customers, 
and canvassed for new ones, I 
honestly thought that everything 
possible was being done to bring in 
sales. 

I have since found that I was 
absolutely wrong, and have 
proved it over and over again. I 
have found that a well illustrated 
and carefully worded message, 
sent out economically at regular 
intervals to a selected mailing list, 
will more than pay for itself in 
store sales, and to be of material 
help to the salesman. 


request the customer to take his 
business elsewhere—when we find 
the type of man who never gets 
his money’s worth. 

In selling typewriters to meticu- 
lous people, I never close an or- 
der, but send the mechanic and 
tell him to explain what service 
can be expected. He informs them 
also that other unnecessary calls 
will be charged for. We drove 100 
miles to make one electric ma- 
chine work and found when we 
got there that the switch was 
turned off at the machine! 

I have always found that if I 
land a good order, I can go some- 
where where I have been trying 
long and hard, and usually close 


How Letters Supplement 


proaches of 


By C. E. Bush, Manager, 
General Typewriter Com- 
pany, Washington, D. C. 





Mr, Bush 


You may wonder how I was 
changed from an unbeliever to a 
believer. It was a slow and costly 
process. It was not easy to change 
my viewpoint, especially when I 
had experimented several times in 
years past, with results so poor 
that I had become skeptical. 

How It All Started 
My education really began when 
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easily. Just after a nice piece of 
business if you sit down and ad- 
mire yourself you commit the big- 
gest crime of all. That is the time 
you can knock over the hard ones 
you have been trying to close the 
easiest. Maybe it is a little self 
confidence, maybe it is supersti- 
tion, maybe it is just the fact you 
are up,—and being up helps a lot. 
When you are down you can’t 
make the other fellow say “yes” 
easily. 

Another thing. I have tried to 
sell Jack Corbridge first. That is, 
get my customer’s confidence. 
With that established, the selling 
of merchandise is relatively sim- 
ple. 


the Personal Call Ap- 
Salesmen 


a man came into the store to buy 
a number of typewriters. He was 
in the duplicating business, and 
I knew him fairly well. He was 
willing to buy, but wanted to pay 
part cash, and the remainder in 
services with his company. The 
situation had changed from my 
trying to sell him, to his trying to 
sell me, as I did not readily bite 
on his proposition. Not I. 

I had several grand arguments 
against direct mail. Why should 
I spend money in repeating the 
same story my salesmen were tell- 
ing? Why should I send a letter 
when a blotter or folder went out 
with every bill? 

It is too long ago for me to 
remember his comeback to these 
questions, but one morning I 
walked into a customer’s office. We 
had just sold them a number of 
typewriters, and on each one was 
a new set of rubber keys. I knew 
we had not sold the keys, although 
that very month we had inserted 
a folder on rubber keys with the 
bill sent him. I therefore asked 
the purchasing agent why he had 
not bought from me. He replied, 
“Why I did not even know that 
you sold them.” I then explained 
about the folder sent with the bill, 
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and he explained that bills went to 
the bookkeeper, and that he did 
not see them. That opened my 
eyes to the value of reaching 
direct to the man who does the 
buying. 

Shortly after this I decided to 
take a chance with the duplicating 
man. We made the deal. He was 
to prepare a series of letters, sup- 
ply the mailing list, and do every- 
thing but pay the postage. I 
helped as much as I could in pre- 
paring the copy, in spite of which, 
I think they were not bad. They 
were mailed in due course, and I 
was all set to rake in the shekels. 
Don’t ask me the answer, you 
know it. 

Somehow or other I must have 
a stubborn streak in me, and I 
hated to be beaten. I knew that 
other people must be receiving 
profits from direct mail, otherwise 
my duplicating equipment friend, 
and others like him, would not re- 
main in business. Therefore I de- 
termined to keep at it, for the 
time at least. 

The first letters were sent out 
without regard to any particular 
time, so next I thought of tying- 
in with the season, which was then 
near Christmas. I prepared a let- 
ter featuring portable typewriters 
as gifts, inclosing a beautiful col- 
ored picture of one. Did this pay? 
I don’t know. Business was good 
that December anyway, and I 
could not tell who came in because 
of the letter, or what sales it 
really produced. 

Check of Results Necessary 

After this I studied the question 
for a long time. I could not afford 
to spend money on this sort of 
thing without knowing definitely 
that it was well spent. I had to 
find some way of checking results. 

So next September I obtained 
a list of students attending one of 
our local colleges. I prepared two 
letters, one on rentals and one 
on portables, both of which were 
written, addressed, and mailed by 


“OL’ MAN RIVER” ON THE 
RAMPAGE.—tThis picture of 
the Petery-Hedden Printing 
Company store at New Al- 
bany, Ind., tells a graphic 
story of the thoroughness 
with which the raging flood 


my own office. This reduced the 
expense considerably, and I had a 
good check on those who replied. 
For every rental, and for every 
sale, except for cash, I required in- 
formation to be given showing 
what school attended, if any. I re- 
ceived comforting results, and I 
was sure that I was getting some- 
where. I had learned to select my 
mailing list, to do the mailing at 
a definite time, to produce the let- 
ters in my own office in spare mo- 
ments, and to have some way of 
checking results. 

My next step was to reduce the 
costs further. I went back over 
my files and prepared a new mail- 
ing list of old accounts. I took the 
name of every person who had 
done business with us for some 
years past, and checked them with 
the new issue of the phone direc- 
tory. This did not cost anything 
but spare time. I then prepared a 
series of messages to be duplicated 
on post cards. Thus the cost of 
mailing was a little over one cent 
each. Each card had a drawing, 
illustrating the particular item 
featured. A mailing of different 
cards was made once a month. 
This was carried out for one year. 
The results were astonishing. I 
kept accurate check on the results 
monthly, and while I was showing 
a profit, I was not satisfied. 

The following year I decided to 
improve my message. I went to an 
advertising specialist, had him 
prepare drawings for another ser- 
ies of twelve cards, and to help in 
the lay out. Some of the pictures 
are funny. Some are merely illus- 
trations. Some show the article in 
use. Each card features one item 
only, except for a combination of- 
fer. I try to advertise quality and 
service. There are only two cards 
that offer price cuts, one on repair 
work in the summer, and the other 
a discount on ribbons. Such offers 
as $5.00 down, $1.00 weekly, $19.50 
up, big allowances on trade-ins, 
combination offers, etc., create in- 
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terest. I have received more re- 
plies to some messages that have 
no price cut, than I ever received 
from those that do. 

With the use of precancelled 
one cent stamps, I found that I 
could increase the number of re- 
plies received without additional 
cost by having a return reply card 
attached to the original message. 
The return card bears our name 
and address, and carries a Post 
Office permit so that the customer 
can merely drop it in the box 
without paying postage. 

By this method I am certain of 
keeping in touch with my custo- 
mers. I keep a record of the activ- 
ity of each one, so I can see if I 
have lost one. The mailing list of 
course is growing rapidly. It is 
used as a list of pfospects by the 
salesmen, providing a wonderful 
field for them to work. 

While on the subject of direct 
mail, I would like to mention sev- 
eral other things that may or may 
not appeal. The first is a form 
letter to be sent to a customer ac- 
knowledging receipt of his order 
and thanking him for it. With this 
letter a written guarantee can be 
sent backing up the statements of 
the salesman. 

Another letter can be sent just 
before the expiration of the guar- 
antee period, advising the custo- 
mer of that fact and asking if any 
service is needed. Should this be 
tried, it will result in a surprising 
number of charge calls for clean- 
ing, ribbons, etc., which are not 
included in the guarantee. 

A third letter can be sent two 
years or more after the sale, offer- 
ing to clean the machine, telling 
the customer how long he has had 
it in use. All such letters and cards 
show customers that you have 
their welfare at heart and that 
you are aggressive in asking for 
their business. They keep you in 
touch with customers, make it 
easier for your salesmen, and you 
retain good will and respect. 


waters inundated everything 

within its reach for days on 

end. As soon as the waters 

receded, however, the com- 

pany “dug out” and busi- 

ness was resumed in short 
order. 











Merchandising Office Machines 


with Profit Wilbur E. Walker and Edward W. Harrington Divide 


Responsibilities and Achieve Success 


By Mamie R. Cullen 


sa 

i= retail dealer in office machines should not confine 
himself to selling just one type of machine. He should 
carry at least three,” say Wilbur E. Walker and Edward 
W. Harrington, owners and managers of the Central Type- 
writer Company in Wichita, Kas. “If the dealer’s main 
inclination is for selling typewriters, he should also add 
duplicators and adding machines to his list. If he pre- 
fers to be known as a dealer in adding machines or du- 
plicators he should add the other two or more to his stock. 
Customers seem to expect a dealer in one type to carry 
all three. It is better for sales volume, too, for if you 
are not selling a machine of one kind you are very likely 
to be cashing in on one of the others. And be sure to 
carry good quality merchandise. Selling poor quality 
articles is bad business. 

“Do not stop at just the machines, either. Carry all 
the supplies for each one such as typewriter and adding 
machine ribbons, paper—both carbon and other kinds— 
inks and stencils for the duplicators, etc., and make it a 
point to let customers know that you have these. While 
the margin of profit on them is small, it pays, for it is a 
help in getting people to come into the store regularly. 

“Besides having a good sales department from which 
the new machines are sold, an all around paying business 
requires an expert repair department also, which will pro- 
vide good rebuilt machines to sell as well as expert repair 
service on all makes brought in by customers. A good 
line of rentals should be kept on hand at all times, too.” 

If the service department is not up-to-the-minute in 
efficiency the sales department is handicapped fifty per 
cent in its selling efforts. The fact that Messrs. Walker 
and Harrington have made these two departments dove- 
tail so completely in their business is largely responsible 
for their fine success. Mr. Harrington, who is an expert 
mechanic and manager of the service department, backs 
to the last word the efforts and promises of Mr. Walker 
who is manager of the sales department. They both say 
emphatically that such team work is absolutely necessary 
for building up and maintaining a worthwhile retail busi- 
ness for office machines. Such expert service from the 
service department creates confidence and good-will in 
customers that cannot be gained in any other way. It 
also helps to keep customers coming into the store. 

Another thing that keeps customers coming in reg- 
ularly and often is selling on the weekly payment 
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The Proprietors of the Central Typewriter Company, Wichita, 
Kansas and a Satisfied Customer.—Top left—Edward Har- 
rington. Top right—Wilbur E. Walker. 
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plan. Before these young men tried 
this plan they thought it would be 
a poor proposition for them and 
that they really couldn’t handle it. 
Instead, they have found it to be 
a good business builder. When the 
customers come into the store they 
frequently buy other merchandise. 
The proprietors have a chance to 
get better acquainted with them 
than when they pay by the month 
or cash, and it seems easier to the 
customer to make small payments. 

Then, too, if a customer gets be- 
hind a little with his payments it 
is not so difficult to get him into 
the store to make them up, for it 
is not nearly as hard to make a 
two or three week’s payment as it 
is one for two or three months. 
It also makes them better friends 
of the store to not let them get 
very far behind. 

Choosing the location for the 
store is very important. Get a 
ground floor room on as good a 
business street as you can afford. 
To locate in up-stairs room or off 
on a back street in an out-of-the- 
way place is poor policy. The rent 
may be lower but you will pay the 
difference several times over in ex- 
tra selling effort. “People just will 
not seek out an obscurely located 
office machine dealer,” declare the 
operators of the Central Typewrit- 
er Company. They started in an 
up-stairs room a little over five 
years ago. The unfavorably lo- 
cated dealer has to do more adver- 
tising and put forth greater selling 
effort in every way than the one 
whose location is not against him. 
Layout Should Promote Efficiency 

The arrangement and handling 


of stock should be considered from 
the standpoint of convenience in 
saving time for both the customer 
and salesman. Take show-cases 
for instance. A large per cent of 
retail dealers use small cases that 
hold only two typewriters. Each 
case has a separate glass door 
which must be lifted each time 
either of the two machines is 
shown. The Harrington-Walker 
partnership has improved this 
practice by building large cases 
71% feet high by 7 feet wide by 1% 
feet deep. Each case has six 
shelves and each shelf holds five 
typewriters. When the large glass 
doors to one of these cases are 
open the whole array of type- 
writers inclosed is within 
easy reach of both the customer 
and salesman. With this arrange- 
ment one movement of the hand 
takes the place of fifteen such 
movements required to get to thir- 
ty typewriters encased in show- 
cases that accommodate only two 
typewriters at a time. 

These large cases are also an im- 
provement over the use of counter 
displays, for machines displayed 
on open counters gather dust and 
dirt. In the large glass cases they 
do not. These cases provide 
another protection, too, for the 
machines in them are not fingered 
and played with by every one who 
comes into the store. A few ma- 
chines on the counter for people to 
try out are enough. The rest of 
your stock will stay in better con- 
dition if kept in the large show- 
cases. 

Ribbons for All Machines Carried 

Another time-saving idea used 
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by the Central Typewriter Com- 
pany is not to limit themselves to 
carrying only the ribbons used on 
the makes of typewriters they 
handle but to carry the ribbons for 
all the typewriters on the market. 
Then when a call comes for a rib- 
bon it can be handed to the cus- 
tomer without delay for it is al- 
ready on the kind of spool that 
will fit the machine for which the 
customer wishes it. There is no 
waiting while the ribbon is wound 
onto the proper spool, taking time 
from the salesman as well as the 
customer and running the risk of 
losing the sale and possibly the 
customer, too, on account of his 
impatience. This does not neces- 
sarily compel the dealer to carry a 
large stock. It is really better to 
keep a small stock and order often 
for this keeps a fresher stock, 
which is more desirable. 

To aid their personal selling ef- 
forts and the service they provide, 
the owners of the Central Type- 
writer Company use considerable 
newspaper and radio advertising. 
That the newspaper announce- 
ments pay is revealed by the num- 
ber of people who come into the 
store, call over the telephone, and 
write in for merchandise, mention- 
ing the advertisements specifically. 
The returns on the radio advertis- 
ing seem profitable also but it is 
not so easy to determine just how 
much it pays. They have four an- 
nouncements of fifty words each 
week. The wording of the an- 
nouncements is chosen to fit the 
seasons such as suggesting Christ- 
mas gifts, back to school in the 
fall, etc. 


Not every man can be appointed or elected to a great office. Not every man 
can become a moulder of public opinion, a leader in a profession, a captain 


of industry. 


Not every man can become publicly great, but every man has an oppor- 
tunity to become privately great, great in his own individual character and 


reputation. 


Great men must be honest. America’s two greatest men were proverbially 


honest. 


Any barrel of flour bearing the brand, “G. W. Mt. Vernon,” was exempted 
from the customary inspection in West Indian ports, because it had been found 
a waste of time to look for discrepancies in George Washington's product. 

Any statement made in the courts of Illinois by Abe Lincoln was accepted at 
its face value by judge, jury and opposing attorneys, because it had been found 
that Lincoln would be honest, even at the expense of his own case. 

What great American has been other than honest? Such men as have 
become notoriously dishonest have been buried in ignominy. 

Of all the qualities ascribed to mankind, in popular acclaim none exceeds 
honesty. Nothing so quickly and honestly brings about the disrepute and down- 
fall of a public man as to be caught in dishonest acts. (Frank Farrington.) 


(All Rights Reserved) 
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Practicalities for Furniture 


Salesmen 


Cin will is the basis of all 
successful relationship, whether it 
applies to nations, firms, or indi- 
viduals. Webster defines it: “The 
custom of any trade or business; 
the favor or advantage in the way 
of custom which a business has ac- 
quired beyond the mere value of 
what it sells, whether due to the 
personality of those conducting it, 
the nature of its location, its repu- 
tation for skill, promptitude, etc., 
or any other circumstance inci- 
dental to the business and tend- 
ing to make it permanent.” 


Private Office of Dr. William Lowe Bryan. 
President of Indiana University at Bloom- 
ington, Ind.—The furniture represents a 
touch of Italian influence combined with 
Chippendale. (Photo by Lloyd Evans, a 
student at the university.) 








Suggestions Derived From the Experience of J. J. 


Hanlon of the Banner-Whitehill Furniture Company, 


Indianapolis 


By Katherine Maurine Haalf 


J. J. Hanlon of Banner-Whitehill 
Furniture Company of Indianap- 
olis, Ind., has acquired a reputa- 
tion for skill and artistry in plan- 


ning office furniture installations 
and is known for his artistic abil- 
ity in originating ideas for office 
decoration. Naturally, as a result, 
unsolicited orders and requests for 
appropriate arrangements fre- 
quently find their way to the firm 
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on the strength of Mr. Hanlon’s 
reputation and experience in the 
field. Of course, it is understood 
that the reputation of the store, of 
which the department is only a 
part, is always a big factor in at- 
tracting business to a certain de- 
partment. Likewise, the store’s 
reputation is determined by the 
personality of the management, 
their skill, promptitude, location, 
and fairness in dealing with cus- 
tomers. 

Having had considerable experi- 
ence as a salesman and as de- 
partment manager in the office 
furniture field, Mr. Hanlon is well 
qualified to offer worthwhile sug- 
gestions that help salesmen to sell 
and to reveal themselves at their 
best. 

Gaining and Retaining Good Will 

The first point that he brings 
to attention is one that is well 
worth repeating, namely: that of 
gaining and retaining the good 
will of the customer. “Without 
this,” he says, “you can accomplish 
nothing. With it, the possibilities 
are unlimited.” 

Prestige is a natural outgrowth 
of a good reputation. Mr. Hanlon 
believes that the average salesman 
may not be particularly concerned 
with adding prestige to his name 
but that if he is a consistently 
good salesman, he will do so in 
spite of himself. A good reputa- 
tion always commands respect and 
results in greater prestige. 

In speaking of reputation, one is 
reminded of the much quoted defi- 
nition of the word “character” as 








distinct from the definition of the 
word “reputation,” as applied to 
individuals. It is said, “Reputation 
is what people think of you and 
character is what you really are.” 
Mr. Hanlon believes that a sales- 
man who has a strong character 
will naturally acquire a good rep- 
utation and if one should acquire 
a reputation without real charac- 
ter as a foundation, the good repu- 
tation would soon vanish. He adds 
that no one can expect to climb 
even the first rung of the ladder 
without some undue knocks but 
that if one keeps on keeping on, 
he can eventually overcome most 
of the obstacles. 

“There are many things,” he 
says, “that go into the making of 
a good salesman. It is always a 
good indication to see a beginner 
demonstrate his willingness to 
share his ideas with others on the 
first rung of the ladder or with 
anyone with whom he is employed. 
The salesman who would be a suc- 
cess is always willing to aid the 
customer who is in earnest about 
seeking his suggestions and ad- 
vice. He derives pleasure from 
being able to help others and re- 
ceives, with true spirit, the com- 
pliment extended him by those 
who seek and value his opinions. 
Thus, the salesman has accom- 
plished two very important things 
in his desire to succeed: that of 
gaining and retaining the good 
will of the trade.” 

Emphasizing Need for Better 

Furnishings 
Mr. Hanlon has always ex- 


29 


Trustees Office at Indiana University. 
Bloomington, Ind.—The conference table 


dent at the university.) 


pended a great deal of effort in 
trying to bring about the realiza- 
tion of the need for better office 
furnishings and the psychological 
effect of beautiful surroundings as 
it affects the business mind. It 
was impressed upon the customer 
that the business office is really his 
second home and, as such, is 
worthy of the best in decoration 
and furnishings. 

“There is a right field for every 
person,” says Mr. Hanlon, “and it 
is well for the salesman to stop 
occasionally to analyze himself to 
determine whether or not he pos- 
sesses the qualities that fit him for 
success in the line of salesman- 
ship. If he does not possess them, 
he can acquire many things that 
will help him along the line. He 
must be strong enough in charac- 
ter to fight the battle to success. 
If he has character, he will be able 
to develop the finer points that 
reveal his true character and he 
will improve in personable appeal 
as his mind and practical educa- 
tion improve. 

“Education is important, but the 
ability to apply himself is neces- 
sary to the salesman’s success. One 
must be able to attain knowledge 
and to be able to apply the knowl- 
edge to some practical purpose 
after he attains it. 

“The manner of approach is well 
worthy of study and also the man- 
ner of speech. It is not necessary 
to shout in order to make oneself 
heard. In fact, it is detrimental in 
its effect. Some of the best sales- 
men I have known have a good low 
voice—low, but pleasant and im- 
pressive. A soft voice turneth away 
wrath and also sometimes pre- 
vents wrath from asserting itself. 

Analyzing Customers 

“A salesman can learn to ac- 
quire the art of knowing, in a gen- 
eral way, what to expect of the 
customer, and what the customer 
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expects of him, by studying his 
manner, his appearance, and his 
general reactions. Of course, there 
are always people who do the ex- 
act opposite of what you might 
expect of them, but exceptions are 
not the rule. If a person makes 
the best of his contacts, he can 
learn a lot about human nature 
and, in addition, he acquires a 
sort of sixth sense that comes in 
handy in many difficult situa- 
tions. 

“One learns that, in fifty per 
cent of the cases, the so-called un- 
reasonable customer sometimes 
turns out to be the most consider- 
ate, once you get to know him. 
Personally, I should rather sell a 
hard-to-please customer because 
he is usually the most apprecia- 
tive when you finally effect a sale. 
He does not buy until he is cer- 
tain he will be pleased. He knows 
what he wants. 

“In dealing with the customer, 
the salesman who is the best lis- 
tener is usually the most success- 
ful. Circumstances alter cases, but 
if a salesman says little outside of 
the necessary sales talk, he will 
sometimes convey the impression 
that he knows more than if he is 
a fluent talker. Sometimes, even 
in a strictly business sense, the 
less you tell, the better off you 
are. It may be true, in certain 
cases, that if a person says little, 
he will be taken more seriously. 
A great deal depends upon the 
customer as an individual. In one’s 
enthusiasm, care must be exer- 
cised to refrain from talking one’s 
self out of a sale. 

Answering and Evading Questions 

“As a rule, it is well to answer 
all questions freely. Then again, I 
think the salesman may be justi- 
fied in evading them. It is usually 
better to leave the price question 
until the last as the customer can 
get a better buy when he sees what 
he wants before he knows the 
price. 

“There are various ways in 
which a salesman may learn to 
improve upon his technique and 
enhance his own personality. He 
can make his recreational time 
work for him as well as his regular 
working hours, if he will. Consid- 
er, for example, the movies. Much 
of the appeal of a good movie 
actor, in his various roles, and his 
popularity with the public, is due 
in part to super-salesmanship; in 
other words, the technique of us- 
ing personal appeal. If the sales- 
man is a movie fan, he can adopt 
many ideas from this source in the 
way of acquiring a better person- 


ality and making it work for him 
in business. 

“One can learn from the movies, 
and from his own reactions to 
those on the screen, the value of 
a well-groomed appearance and a 
good personality in business. 

“Then, one can feel grateful to 
the movie producers, from a 
strictly business standpoint, for 
their part in making the business 
world more beauty-conscious when 
it comes to better office furnish- 
ings. The inspiration one gets 
from this form of entertainment 
is, therefore, both stimulating and 
practical. 

“It seems to me that it is un- 
necessary to place too much em- 
phasis upon specific training for 
salesmanship. The important 
thing is to get as much practical 
experience as possible. Theory is 
all right when you can apply it to 
practical everyday business. Home 
study is helpful because it is in- 
spirational as it is practical and 
it helps to broaden one’s entire 
outlook upon life. Academic train- 
ing is always desirable. 

Spiritual Development Important 

“In preparing oneself for a ca- 
reer in salesmanship, it is wise to 
consider spiritual development. 
Spiritual education is worth more 
than commercial education, if 
either must be neglected. A per- 
son’s faith or his form of religion 
does not matter so long as he has 
faith in some good principle. 

“By cultivating his inner self, 
through spiritual development, a 
salesman may acquire what may 
be called ‘depth of personality.’ If 
a person tries to be his true self, 
through this form of development, 
he is better off than the one who 
tries to be what someone dictates. 

“It goes without saying that 
one’s religion and personal belief 
has a great deal to do with his 
command over himself and his in- 
fluence with his associates. All of 
this naturally affects his life in a 
general way and determines, to a 
great extent, his success or defeat. 

“Environment greatly affects 
one’s success in life—especially, 
his environment later in life. Many 
have risen to success out of the 
slums and great men of history 
have been impoverished in their 
youth. Early struggle leads to ad- 
vancement, but as one travels the 
upward path, he should always 
provide the best place for himself 
that he can afford. By way of em- 
phasizing the point, it is interest- 
ing to review what the great poet 
had his character, Ulysses, say: 
‘I am a part of all that which I 
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have met.’ If a person works hard 
to advance himself, he will auto- 
matically attract those who will 
further his advancement and not 
drag him downward. 

“The salesman who depends up- 
on luck to get him across will be 
out of luck, although there seems 
to be an element of luck in busi- 
ness. Success is principally the 
outgrowth of persistent effort and 
patient pursuit. 

Genuine Success Achieved With- 
out Pull 

“The salesman who is a begin- 
ner often feels that he must have 
influence or pull in order to get a 
good position. This is a mistaken 
idea because the successful sales- 
man is usually the one who must 
struggle to make good. He is the 
one who has the best opportunity 
and the one who usually produces 
the most satisfactory work. Lo- 
cating with a good company is an 
important matter to consider and 
has a great deal to do with the 
salesman’s future success. 

“A salesman should have a goal 
to work toward as this keeps his 
interest alive and his aspirations 
high. If he can remember that 
there are times when everyone, no 
matter what his position, grows 
discouraged and feels like giving 
up, he can ride more easily over 
the rough paths and detours. 

“Good health is the first and 
most important consideration in 
salesmanship. Good health is es- 
sential to keeping in the best of 
trim mentally. Everyone can learn 
to follow the rules and regulations 
that preserve the health and lead 
to advancement. 

“Difficulties are to be expected 
and, if one has the preseverance, 
they are conducive to greater ef- 
fort and, therefore, productive 
of greater success. The sur- 
mounting of difficulties and the 
overcoming of disadvantages are, 
in themselves, character building 
and tend to direct the path to- 
ward success. 

“Getting into the right field of 
endeavor is definitely one of the 
most important points to consid- 
er. It is a well-known fact that 
some of the most promising schol- 
ars sometimes fail when they set 
out upon a career because they 
have drifted into the kind of work 
for which they are unsuited. Some 
like regular routine work and 
technical application, while oth- 
ers do their best work when in 
constant contact with the public. 
There is a right career for every 
person and he is fortunate who 
finds it early in life.” 
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Are You Conducting a Safe 


Business ? \/. Rea Myers and L. G. Firkin of the Western Office 


Furniture Company, Long Beach, Calif., Meet Oppor- 


tunities Half- Way 


Orr IN Long Beach, Calif., is 
a branch of the Western Office 
Furniture Company where daily 
W. Rea Myers and his able assist- 
ant L. G. Firkin, conduct a very 
large safe business. As a sort of 
sideline they also conduct a large 
chest business. 

In Mr. Myers’ opinion, too many 
office equipment salesmen over- 
look the special detailed sales in- 
struction and study necessary for 
the sale of safes. In getting one- 
self ready to sell safes and chests, 
Mr. Myers points out, one must 
adopt a psychology similar to that 
used by the best insurance sales- 
men. One must teach oneself first 
of all that selling service is pri- 
mary and that the commodity is 
secondary to the service. Basically 
he is selling an abstract thing 
called protection. Secondarily he 
is selling steel, insulation and time 
locks, etc. 

Just as soon as a safe or chest 
salesman thinks he is primarily 
selling a commodity he puts him- 
self directly into competition with 
another salesman who has a com- 
modity to sell at a lesser price. 
And he thereby paves the way for 
a business licking. 

The Insurance Angle 

When talking chest, the compet- 
itor with the low priced commod- 
ity can be bested in most cases if 
the salesman emphasizes the in- 
surance angle. Mr. Myers just the 
other day sold a $200 chest in com- 
petition with a man offering a $100 
chest, but he proved in a few min- 
utes that with his chest installed 
the customer’s insurance would 
cost him $13.50 per year while with 
the cheaper chest the cost would 
be $40.00 per year. The customer 
being a man susceptible to reason 
was willing to invest an extra $100 
now in order to save some $26.00 
per year. Incidentally he was also 
glad to get the added feeling of 
security. 


By J. Edw. Tufft 














Mr. Myers 


“T am always willing to take a 
man’s order subject to verification 
of my figures by a reliable insur- 
ance company representative. I 
usually tell the customer to call 
in his own insurance man. How- 
ever, I know a thoroughly well 
versed insurance man represent- 
ing one of the largest companies 
in the world who can give the 
necessary figures at any time and 
can offer policies at the proper 
cost even when the uninformed 
insurance agent turns down a bit 
of business through his ignorance 
of the manual. 

“The insurance cost angle will 
always sell chests where commod- 
ity cost angle fails.” 

Scan Papers Morning and Evening 

There is nothing that shocks a 
customer into action in the matter 
of a chest purchase more quickly 
than does a petty robbery on his 
premises. Mr. Myers scans the 
evening and morning papers care- 
fully for accounts of robberies and 
he is on the job right now. This 
system yields more prospects and 
more sales than do building per- 
mits. Striking while the iron is 
hot means everything. 


Selling Safes on the Floor 

Approximately twenty-five per 
cent of the large number of safes 
sold are sold right on the floor to 
customers who walk into the store. 
Mr. Firkin makes a large percent- 
age of these sales and tells how he 
goes at it and the sales problems 
that he has to meet. 

“In the first place,” says Mr. 
Firkin, “the average man coming 
in to buy a safe figures that he 
knows what he wants. He is us- 
ually from Missouri and has to be 
shown, but he must be shown 
cautiously and with good diplo- 
macy. 

“My first question is, ‘Do you 
want fire protection or burglar 
protection?’ Usually it is fire pro- 
tection that is wanted in such 
cases. 

“My job then is to sell the man 
the degree of fire protection that 
he should have, that is a safe giv- 
ing the requisite number of hours 
protection from fire. I have 
learned also that he _ should 
neither be over-sold nor under- 
sold. 

“The next bit of information I 
get is the type of building. If it 
is a fireproof building I may have 
to disabuse the man’s mind of the 
impression that he needs very lit- 
tle safe protection. I must find 
out several things, the chief of 
which are the following: (1) what 
kind of surroundings the building 
has in the way of frame buildings 
or others that are not fireproof; 
(2) location of high tension wires; 
(3) near location of explosives; (4) 
near location of gasoline filling 
stations; (5) near location of pipe 
lines, etc. 

Which Floor Are You On? 

“Then there is another thing I 
must learn and that is the floor 
on which the man’s business is 
located. Few laymen know that 
in case of fire in an adjoining 
building the greatest damage in a 
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fireproof building is going to occur 
above the third floor. Usually, in- 
deed, the fifth floor takes the 
brunt of the heat from the fire 
with the fourth and the six floors 
nosing in for second places. 

“Another thing the average lay- 
man does not know is that most 
damage to papers, etc., is not done 
by direct flame contact but by 
heat. It is necessary usually to 
convince him that a safe that 
merely wards off flame is not 
enough, any safe can do that, but 
a safe that keeps out heat is the 
thing needed. 

“Stressing these things in nearly 
every case wins the confidence of 
the prospect and in selling safes 
winning of confidence is of first 
consideration. As a matter of fact 
no man should attempt to sell 
safes until he has mastered the 
manual. The safe salesman should 
know more about insurance rates 
than any other man in the world 
with the exception of insurance 
agents, and I make no bones in 
saying that we know more about 
insurance rates as affected by dif- 
ferent mediums of protection than 
does the average insurance agent 
selling this type of insurance. If 
we didn’t we would be out of luck. 


Hardwood Veneer For Office 


Walls 


A NEW type of paneling for of- 
fice walls the base of which is an 
inexpensive composition-board 
(Celotex) instead of a more costly 
wood, has recently become popular 
in many sections of the country. 
The use of such wall paneling in 
offices had heretofore been limited 
due to the cost of various types of 
wood in solid planks. 

By the new system, which holds 
great possibilities for the office 
furniture dealer, the paneling 
product may be applied directly to 
old plastered walls and consists of 
genuine hardwood veneers of wal- 
nut, Avodire or mahogany bonded 
to the composition base. 


Selling safes is a semi-professional 
job, it is not merely a matter of 
knowing mechanical construction 
of the commodity sold. 

“We encourage the placing of 
the legend on the door of the safe 
if it is bought for fire protection. 
There is no sense, we tell the cus- 
tomer, in having the door of a safe 
blown or the lock ruined when 
there are no funds to protect. 
Most customers do not have this 
angle in mind, strange to say. 

Banishing Jimmy Valentine 

“We usually have to banish 
Jimmy Valentine. By this I mean 
that most fellows coming in to buy 
a safe feel that any skilled burglar 
can work the combination and get 
into it anyhow, as Jimmy Valen- 
tine did! They have nearly all 
seen the Jimmy Valentine picture. 
We know that is all bunk and ex- 
plain to them very carefully and 
honestly that while no safe is bur- 
glar-proof, that they can all be 
blown, they are proof against this 
Jimmy Valentine type of thing. 
Nine times out of ten we have to 
banish Jimmy in order to sell a 
man what he really needs for fire 
protection but once he is banished 
we are well on our way toward 
what we term a constructive, sat- 

,isfactory sale. 
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“Selling on the outside does not 
differ materially from selling on 
the inside and the same semi- 
professional approach must be 
made. There does seem, however, 
less pre-judgment to overcome. 
The man coming in to buy a safe 
first must usually be disillusioned 
while the man we go out after 
usually has not made up his mind 
on any of the details. In a sense 
it is easier to start at scratch than 
not to start at scratch, but in 
either case we usually make the 
sale.” 

Good Profit, Good Friend Maker 

Mr. Myers states that safes offer 
a good profit and when once 
“placed” prove good friend mak- 
ers. The average customer would 
no more give up his safe or his 
chest than he would his wife or 
his insurance policy. He is satis- 
fied, however, that too many office 
appliance salesmen are overlook- 
ing the chance to sell safes and 
chests possibly partly because they 
do not like to make the complete 
study necessary to make a success 
of it. The Western Office Furni- 
ture Company, however, has 
placed its safes all over Long 
Beach, San Pedro, Wilmington and 
other neighboring suburbs. 


Economical Paneling to Beautify Offices Now Avail- 


able to Dealers 


Each unit is an individual plank 
one-quarter of an inch thick, six or 
nine inches wide and eight or ten 
feet long, with each piece having a 
grain and figure different from 
that of every other. The planks 
have beveled edge shiplapped 
joints and the finished wall, as 
shown in the accompanying illus- 
trations, appears to be solid wood 
beautifully grooved in plank 
formation. 


Varied Effects Available 


Anyone desiring something dif- 
ferent may obtain an attractive 
random width effect by alternat- 
ing the sixth and nine inch widths. 


By this means almost any type of 
wall may be created to match with 
furniture and conform with the 
other decoration effect of the office 
being remodeled. 

The planks are applied on the 
plaster without removing the cas- 
ing or moulding or base and they 
are flexible enough to conform to 
irregular wall surfaces and to bend 
around moderate curves and 
arches. The units are fastened by 
nails driven into the plaster 
through the underhalf of the ship- 
lap at intervals of about six inches, 
all nail holes and heads being con- 
cealed beneath the shiplap joints. 
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Transforming a Cold and Cheerless Room into an Attractive Office by Means of Inex- 
pensive Wood Paneling.—These “Before and After” photographs are clear examples of 
what can be done in applying beauty to walls in harmony with the furniture in an office. 


The planks are also fastened to 
each other with special glue that is 
applied to the shiplap joints about 
thirty minutes before nailing to let 
the glue dry out to some extent. 
After being nailed the glued joints 
are securely bonded to each other 
by firm hammer blows on a hard- 
wood buffer block. 

Then comes the varnishing or 
finishing which is done on the job. 
Although the panels take any fin- 
ish their natural beauty requires 
only a coat of flat varnish preced- 
ed by a coat of clear shellac. 

Stationery and office equipment 
dealers who specialize in complete- 
ly equipping offices appreciate the 


possibilites of this new type of 
walling so far as their businesses 
are concerned. It well may be that 
many a good sale has been balked 
because the conditions of the walls 
of an office about to be refurnished 
served only to make the ensemble 
incongruous and therefore dis- 
pleasing to the prospect. 
Still Another Service 

Still another splendid opportu- 
nity is afforded the up-to-date 
furniture dealer whose boast is 
“complete furnishing.” The low 
cost of the new walling makes it 
possible for the dealer to keep as 
permanent scenery a supply of 
these panels in all of the veneers 


available. With these he can ac- 
tually set up four walls of the ve- 
neer which, in his opinion or that 
of the prospect, best match the 
suite which the dealer hopes to 
sell. The initial cost of the panels 
and the ease with which they may 
be handled would more than repay 
the space required for their stor- 
age when not in use. 

The atmosphere created by the 
paneling is aptly demonstrated in 
the pictures accompanying this ar- 
ticle. The installation job, as 
shown in the “after” picture was 
done by the Celotex Corporation, 
919 North Michigan avenue, Chi- 
cago.—PCH 
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FURNITURE INSTALLED IN THE NEW OFFICE 
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BUILDING OF THE AMERICAN MEDICAL ASSOCIATION BY THE 


GLOBE FURNITURE & STATIONERY COMPANY, CHICAGO 


i. One of the reception rooms, of which there are several fur- 
nished alike. 

2. The filing equipment in the directory department where a 
list of all the doctors in the United States is kept. Some 
of these fling cases were installed twenty-five years ago 
and additional cases have been added from time to time. 

3. The medical library. This equipment is all made of gen- 
uine walnut and the library was laid out and designed by 
B. H. Larsson, designing engineer of the Globe Furniture 
& Stationery Company. 


4. Steel shelving in the library which houses pamphlets, 


A BIG FURNITURE INSTALLATION IN CHICAGO 

One of the outstanding installations of office equip- 
ment made in Chicago within recent months was an 
achievement of the Globe Furniture & Stationery Com- 
pany in the American Medical Association building. 
Many of the pieces of equipment were of a character 
not handled by the average furniture house. 

The installation included special and stock steel fur- 
niture; special and stock wood furniture; chairs, desks, 
carpets, draperies and many miscellaneous items such 
as ash trays, sand urns, etc. All of the old furniture 
not replaced with new was refinished and repaired 


medical magazines, ete., from all parts of the world. 

5. The directors’ room, which also is in genuine walnut. Two 
tables, six feet wide, sixteen feet long, and thirty chairs, 
upholstered in genuine leather. The tables, of course, had 
to be especially designed and made to order. 

6. One of the vaults fitted with steel filing equipment. 

7. The assembly room where meetings and lectures are held. 
The seats in this room were installed by the American 
Seating Company, the drapes and carpets by the Globe 
Furniture & Stationery Company. The colorings in the 
room were selected by Mr. Larsson. 


by the Globe Furniture & Stationery Company. The 
latter work required the services of three to five repair- 
men working continually from June to December in 
1936. 

The entire installation was handled by Paul H. 
Bolten, president of the Globe Furniture & Stationery 
Company, who has contacted the American Medical 
Association for the past twenty-five years. 

The principal manufacturers whose products were 
used included The Globe-Wernicke Co., Security Steel 
Equipment Corporation, B. L. Marble Chair Company 
and the Central Desk Company. 
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Lively Crowd Visitors From All Sections of the Country Attend 


ed did sums on a shovel, 
using charcoal to write with, ac- 
cording to a story of his boyhood. 
How the world has moved on in 
the last few years was brought 
dramatically to mind by a walk 
through the aisles of the National 
Business Show held in the Exhibi- 
tion Hall of Stevens Hotel, Chica- 
go, March 22 to March 27 inclu- 
sive,—as Office Appliances goes to 
press. Today sums are done with 
a rapidity and accuracy surpassing 
the wildest imagining of the most 
fanciful dreamer of Lincoln’s day. 
The modern office worker has the 
advantage of facilities that repre- 
sent refinements added to refine- 
ments. Not only are speed and 
accuracy stressed. A deal of con- 
sideration has been given to ap- 
pearances, comfort. Efficiency in 
the whole day’s work, in the 
week’s routine, is the objective of 
the modern office designer. Mod- 
ern office equipment and furniture 
are made to speed and to save 
human effort. The slogan of the 
National Business Show is “Amer- 
ica’s Efficiency Exposition.” And 
it is appropriate. 

Covering the show in compact 
form and logical order was a ripple 
covered guide, a pamphlet in light 
buff with bright red trim applied 
in modern design. Lists of exhib- 
itors in alphabetical order and in 
classifications according to prod- 
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to View Colorful Displays 


ucts were presented. The center 
spread carried a diagram of the 
floor plan of the exhibition. Foot- 
ing most of the pages were bits of 
practical sagacity worth remem- 
bering—and worth applying to the 
daily routine. 

The show marked a significant 
point on the business barometer. 
Having lapsed during the difficult 
years through which the world has 
just passed, its revival signals the 
return of lively interest in efficient 
office equipment and technique. 
Business forges ahead. The lead- 
ers who glimpse opportunities to 
advance are quick to avail them- 
selves of the time-saving, risk- 
eliminating devices of modern de- 
signers. And those who would 
compete are compelled also to 
make use of them. 

The exposition represents a co- 
operative undertaking. It is the 
office equipment industry’s means 
of showing business in general 
what is being accomplished in this 
specific field. On display were all- 
electric typewriters, machines that 
count, sort, add, and write checks, 
giving their result an extra check- 
ing. There were typewriters that 
“justify” the matter typed, i.e., ar- 
range it on the page with regular 
margin to the right as well as at 
the left. Self-feeding addressing 
machines, electric billing ma- 
chines, mechanical pencils and 
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desk fountain pens in new designs 
were shown, the latter capable of 
drinking in their own ink while 
waiting to be used. Swivel chairs 
made without springs that swing 
comfortably as if they had springs 
in them, portable inter-office com- 
municating devices, presses that 
could print effectively on glass, 
parchment, or cellophane, scales 
that could weigh accurately loads 
ranging from very light to very 
heavy objects, desks and chairs 
made so as to be entirely harm- 
less to fine hose or shoes, were on 
display. 

The Saturday preceding the 
formal opening set a precedent: 
Charles Hunter brought the show 
to the attention of listening thou- 
sands when he announced it over 
the radio from station WENR. 

Attendance was recognized on 
the very first day as unusually 
good. Many visitors from out of 
the city were registered; office ap- 
pliance people from every part of 
the country were seen during the 
very opening hour. The spirit of 
the crowd was perceptibly alert 
and cheerful. Indications were 
noted that corroborated the im- 
pression of observers who regarded 
the show as promising to be very 
successful. 

Office Appliances for May will 
carry a detailed account of the 
event, together with pictures. 
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ROOTHS AT THE BUSINESS SHOW CONDUCTED BY 


Left, tep te bettem: The Bates Manufacturing Com- 
pany: Cosby-Wirth Manifold Book Company, and A. 
W. Faber, Inc. Right, top to bottom: The Smead 


PETERSON BUSINESS SHOW ATTRACTS HUNDREDS 

Nearly 800 persons attracted by an intensive advance 
advertising campaign, attended the “Better Business 
Show” staged in the Paxton hotel, Omaha, Neb., on 
February 22, 23 and 24, by the Peterson Lithograph & 
Printing Compay of that city. 

One of the features of the successful exhibition, ac- 
cording to officials of the company, was the fact that 
the 800 guests to the show were solely business people 
whose admittance was by ticket only. No attempt was 
made to pack the exhibition hall by giving admission to 
the general public. For this reason, it was said, good 
interviews were obtained with business men with the 
promise of excellent results. 

Fifteen nationally-known concerns exhibited mer- 
chandise in attractively-decorated booths. These were: 

The Macey Company, Smead Manufacturing Com- 
pany, Bankers Box Company, Bates Manufacturing 
Company, National Blank Book Company, Victor Safe 
& Equipment Company, DoMore Chair Company, Ace 
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PETERSON LITHOGRAPH & PRINTING COMPANY 


Manufacturing Company; a general view of the of- 
fice furniture exhibit, and Ace Fastener Corporation. 
This show was held in Omaha, Neb. 


Fastener Corporation, Diebold Safe & Lock Company, 
F. S. Webster Company, A. W. Faber, Inc., G. J. Aigner 
Company, Calvert Lamp Company, Sanford Manu- 
facturing Company, and the Cosby-Wirth Manifold 
Book Company 

en 
PLANS COMPLETED FOR ATLANTA BUSINESS SHOW 

With officers and members working day and night to 
assure success of the event. final plans have been com- 
pleted for the annual business show of the Atlanta 
Office Appliance Association which will be held April 6, 
7 and 8 at 60 Peachtree street. 

Acting under the guidance of Howard Selby, of the 
Multigraph Company, who is chairman of the exposi- 
tion, various committees have pooled their efforts to 
bring about one of the largest and most successful 
shows ever staged by the Atlanta organization. Those 
who have ably assisted Mr. Selby in the preparations 
over a period of several weeks are: 

F. A. Horton and E. G. Cheek, space location; Floyd 
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Horton, direct raail publicity; Everett Brown, newspa- 
per publicity; H. J. Garrett, purchasing, and Everett 
Brown, budget expenditure. 

In reporting on the progress of the coming event 
Mr. Garrett, who is secretary of the association, said 
that four new members have been added to the roll of 
the organization. They are W. D. Ward, J. McD. Stur- 
ton and C. O. Hilton, all of International Business Ma- 
chines Corporation, and J. L. Howerton, L. C. Smith 
& Corona Typewriters Inc. 

Among the companies which will maintain attractive 
booths at the three day exposition are the Addresso- 
graph-Multigraph Company, Dictaphone Corporation, 
A. B. Dick Company, Elliott Addressing Machine Com- 
pany, Felt & Tarrant Manufacturing Company, Inter- 
national Business Machines Corporation, Kee-Lox 
Manufacturing Company, L. C. Smith & Corona Type- 
writers Inc. and The Miller-Bryant-Pierce Company. 

—__—__<@-—__—___ 
SUCCESS CROWNS PEORIA BUSINESS SHOW 

With an attendance which totaled nearly 7,000 men 
and women of the business world, the four-day Peoria 
(Ill.) Business Show which closed on March 13 was one 
of the most successful and outstanding events of its 
kind in the entire state. 

From the time the doors were opened at 10:00 A. M. 
on March 10 to the time when they closed on the night 
of March 13 the exhibition hall was the center of a vast 
throng which filled the auditorium from hour to hour 
throughout each of the four days. 

The reward for those who attended was well worth 
the effort. Hundreds of suites of furniture and office 
supplies and necessities were on exhibition, while the 
latest models of practically every type of business ma- 
chine were on display. 

So great was the enthusiasm of the visitors as well as 
the men whose weeks of effort culminated in the suc- 
cessful event that, according to A. E. Hang, of the Mon- 
roe Calculating Machine Company, Inc., and chairman 
of the exposition plans are being formulated which may 
result in the forming of a permanent association of 
equipment dealers and stationers and a consequent 
staging of a show every year. 

Among the companies in the industry which main- 
tained display booths at the show were: John C. Strei- 
bich Company, Addressograph & Multigraph Sales 
Agency, Business Equipment Company, Egry Register 
Company, Wilson-Jones Company, The Ray Defen- 
baugh Company, Marchant Calculating Machine Com- 
pany, Burroughs Adding Machine Company, The Post- 


EXHIBIT OF YAWMAN AND 
ERBE MANUFACTURING COMPANY 
AT THE ROCHESTER DESIGN EX- 
HIBIT.—At the right may be seen the 
old Shannon flat file and Shannon arch 
files. Im contrast is the modern steel 


THE 


desk shown in the center and the visible 
equipment system displayed at the left. 
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age Meter Company, Jacquin & Company, Monroe Cal- 
culating Machine Company, Peoria Typewriter Com- 
pany, Sanford Manufacturing Company, Illinois Office 
Machines Company, National Cash Register Company, 
Remington Rand, Inc., L. C. Smith & Corona Type- 
writers Inc., Underwood Elliott Fisher Company, Dicta- 
phone Sales Corporation, Central Illinois Light Com- 
pany, Ditto Sales & Service and The Ediphone Com- 
pany. 

Among the men who aided Mr. Hang in the task of 
preparing for the big show by heading the various com- 
mittees were W. C. Jacquin, sale of space committee; 
A. H. Kellstedt, publicity committee; R. O. Becker, booth 
and equipment committee; C. E. Cooper, floor commit- 
tee, and W. B. Roberts and T. H. Ubbelohde who were 
associated with Mr. Hang on the executive committee. 

mnmeiiitiatints 
Y AND E EXHIBIT IS FEATURE OF SHOW 

The evolution of design in the field of office equip- 
ment was vividly shown at a design exhibit held in 
Rochester, N. Y., during the week of February 15. More 
than eighteen Rochester firms were represented and in 
various ways showed the many changes that have been 
made in their products during the past thirty or forty 
years. 

One of the interesting displays was that of the Yaw- 
man and Erbe Manufacturing Company which was 
built up around the new “Y and E” round-cornered 
steel desk with metallic gray finish and chromium trim. 
A complete history of the development of filing equip- 
ment was shown by the presentation of an old Shannon 
flat file, a vertical wood file and a modern Empire up- 
right mounted on glass shoes. The evolution of letter 
trays, file punches, Shannon boards and arches and 
personal file boxes was presented through the display 
of actual samples. Other items shown included visible 
equipment, wastebaskets and card and vertical guides. 

The exhibit, which was sponsored by the industrial 
development committee of the Rochester Chamber of 
Commerce was held in the lobby of the organization’s 
building. Inasmuch as this was the first exhibit of this 
type to be held in this country it attracted considerable 
national attention. 

From the “Y and E” exhibit the visitors were made 
conscious of the fact that filing equipment is not static 
but has made definite progress through the years— 
progress that has been reflected in the nation’s offices 
where greater economy of space, efficiency of operation 
and beauty of appearance have been obtained through 
alterations and improvements in design. 
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NEW PAYROLL METHOD 
A new simplified payroll method described as accur- 
ate, economical, rapid, and flexible in application to 
the needs of different businesses is offered by Felt & 
Tarrant Manufacturing Company, 1735 North Paulina 
street, Chicago, producers of the Comptometer. A cir- 
cular explaining the principle and illustrating basic 





BOARD FOR FIGURING PAYROLLS 
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forms is available. It is said that equipment may be 
ordered to serve businesses that follow practices rela- 
tively unusual, for the idea is adaptable, and can be 
used in practically any business. Only three forms 
are required, and one operation affects all of them. The 
forms are perforated to be hung on a peg board. By 
being placed in proper sequence, the payroll check 
of each employee may be written in sequence, while his 
individual earnings are also recorded and the data are 
entered on the payroll register. The plan of opera- 
tion makes it possible for the work to be distributed 
among a number of clerks. With a Comptometer at 
hand, the task is performed accurately and rapidly. 
Designed by the Comptometer research staff of the 
manufacturer, the system will be explained to inquirers 
at Comptometer offices throughout the country. 
a oa 
TWO NEW A.D.K. DEVICES 

A new stapling tool, the A.D.K. automatic stapling 
machine, made by the A.D.K. Corporation, 3445 North 
Racine avenue, Chicago, IIl., is said to staple forty 
sheets of paper as readily as two—with no more physi- 
cal effort than can be exerted by the pressure of a little 
finger. It can be set to do light or heavy work. Built 
of fine quality steel, with all moving parts hardened, 
it is described as a tool that will last well in service. 
Its construction is such that only one staple can be set 
at a time, precluding jamming. It is designed to use 
No. 333 staples, made of the best 019 wire, half inch 
crown and quarter inch legs. These come 5,000 in a 


box, 210 in a strip. A new and improved draw band 
hook is said to simplify loading. 

The A.D.K. automatic tacking machine is so built, 
according to report, that a slight pressure of the hand 
is sufficient to operate it, with no kick-back possible. 
At the time when the hammer is released, the material 
being tacked has been compressed, assuring efficient 
action. It can be used for attaching shipping tags, 
lining box cars, fastening up posters, making screens or 
window shades, etc. Like the stapler, it is made of fine 
steel, with moving parts hardened, to last. It, too, is so 
made as to serve but one staple at a time. The staples 
it uses are No. 444, of 019 by 030 wire, with a half inch 
crown and quarter inch leg, packed 5,000 in a box, 140 





ABOVE, A.D.K. STAPLER; BELOW, 
A.D.K,. TACKER 


in a strip; the loading of the tacker, like the loading of 

the stapler, is facilitated by the new improved draw 

band hook. The A.D.K. Corporation is interested in 

securing the names of dealers, agents, and distributors. 
cnicveieliiariatiinns 


BOORUM & PEASE COLUMNAR BOOKS 


Columnar books in seven practical sizes now offered 
by Boorum & Pease Company, New York, are said to 
contain ledger paper of exceptionally high quality, 
with a liberal proportion of new rag content, assuring 
longer life, smoother surface, and improved erasing 
qualities. Watermarking is offered as a protection 
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against substitution. The covers are of non-warping, 
laminated boards, first grade book cloth, and genuine 
leather backs and corners. Capacities vary from 150 
to 300 pages. A circular offering details is available; 
a quantity of these, with the dealer’s imprint, and a 
card for window or store display, will be supplied with 
orders. There are available also two new low-priced 


columnar books. 
~~ 


NEW DESK SET OF PERMA 
The Perma Products department of George E. Fox 
& Company, 420 Orleans street, Chicago, Ill, nas 
brought out a fourth office utility made of Perma: a 





PERMA DESK SET.—Letter opener to match also 
available. 


three piece desk set. Other recent offerings are chair 
mats, clip boards, and tops for desks and counters. 
The desk set is modern in styling, attractive, and du- 
rable. It comes in soft tones of brown or green, non- 
glaring. The articles in the set are a letter tray, hand 
blotter holder, a desk pad, and a dagger type letter 
opener finished to match the Perma green or brown. 
Perma is said to resist deterioration caused by ex- 
cesses of temperature, dampness, alcohol, abrasion, and 


age. It can be washed with soap and water. 
> 


NEW BATES CLINCHER 
A new device that will be convenient for dealers han- 
dling the Bates L type file fasteners is being offered by 





CLINCHER FOR BATES L TYPE 
FASTENERS 


Bates Manufacturing Company, Orange, N. J., to those 
dealers who handle the fasteners in reasonable quan- 
tities. The device is lent, not sold. It inserts the Bates 
L type file fasteners in press board and manilla folders 
quickly and easily. Details of the terms will be sup- 
plied to dealers by the firm upon application. 
nila binds 

TEST-SCORING MACHINE BY INTERNATIONAL 

A machine to score test papers designed to measure 
a student’s knowledge as indicated by his responses 
to true-false or right-wrong questions is announced 
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by International Business Machines Corporation, New 
York. It computes instantly the number or the per- 
centage of right or wrong answers registered, by the 
student, in one of two, three or four columns in which 
he may mark. Based on the fact that a lead pencil 
mark conducts electricity, it can score approximately 
600 sheets an hour. It is set for each test by the inser- 
tion of a master sheet, properly marked. 

A control panel is provided upon which may be deter- 
mined whether the machine shall indicate the number 
of answers right, or wrong; the percentage right, or 
wrong; the number right minus the number wrong, 
or any fraction or multiple of the number wrong; it 
is possible also to weight percentage grades, in order 
to obtain monthly and yearly averages, and to score, 
with one insertion, a 750 response test, scale, or inter- 
est blank, such as is used in determining vocational 
interests. 

Tests in large public school systems which have been 
heretofore impossible because of the costs that would 
be incurred due to the need for clerical services for 
manual scoring are now possible to institutions that 
have access to this new device, which is said to be from 
sixty to one hundred times as fast as hand scoring. 
As it can be used in connection with inexpensive 
printed answer sheets, with which prepared booklets 
can be used again and again, it can be operated eco- 
nomically. 

> 
STANDARD NEW PROCESS DUPLICATORS 
IMPROVED 

A new automatic master clamp is now a feature of 
all latest model Standard new process duplicators. 
made by Standard Mailing Machines Company, Everett. 
Mass. The clamp is a device that is said to save several 
seconds in the running of each master; whenever a 
large number is run, the time saved is significant, as 
is the labor spared the operator. In employing the de- 
vice, the machine operator places the master in the 
attaching slot and starts the machine. Whether a han- 
dle is turned or a switch is snapped, the master is 
clamped immediately to the drum, and the running 
of copies begins. Inquiries may be addressed to the 
company, duplicating machines division. 

8 eH 
NEW TELL CITY T5000 DESKS 

An entirely new series of desks, the T5000 series, is 
now offered by the Tell City Desk Company, Tell City, 
Ind. They are described as desks of graceful, dignified 





EXAMPLE OF NEW TELL CITY DESK LINE, NO. T5160 


design, with turned legs. Trimmed with fine cast brass 
drawer pulls, equipped with genuine pin tumbler locks, 
and finished in lacquer, they present a handsome and 
distinctive appearance, slightly moderne in effect: 
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they are made in combination walnut, with genuine 
walnut tops, panels, and drawer fronts, of selected, 
clear-grained wood. 
——--——- 
EVER READY CALENDAR WITH CLOCK 

Ever Ready calendars may now be selected with 
plates that support clocks. Binding screws hold the plate 
fast. It can be fixed on all five by eight inch calendars 
except such as are made with a top cover. The clock 





EVER READY CLOCK CALENDAR 


unit is sold separately, and may be ordered by specify- 
ing style No. 50, addressing the Ever Ready Calendar 
Company, 160 Maple street, Jersey City, N. J. 
—- ~~ — 
MASONITE CHAIR MATS BY AIGNER 

Chair mats made of masonite tempered with oil are 
now offered by G. J. Aigner Company, 503 South Jeffer- 
son street, Chicago. A tooled edge is given the mats, 
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AIGNER CHAIR MAT, THREE FEET BY 
IN STANDARD SIZE 
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which thus, with the oil treatment, are said to be made 
much longer-lived. The surface is of increased hard- 
ness, and more lasting. Four colors are offered: black, 
brown, maroon, and green. The color is impregnated 
in the mats; it remains for the life of the material it- 
self. Two sizes may be ordered, the regular, thirty-six 
by forty-eight inches, and the jumbo, forty-eight by 
fifty-four inches. Samples and prices may be requested. 
on eS 
LEATHER RESPIRATOR SEATS BY BICKETT 

The seat cushions offered by L. M. Bickett, Water- 
town, Wis., now include a new development: the Res- 
pirator cushion made with a leather cover. It comes in 
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red, green, brown, and russet, and is said to be a really 
beautiful seat cushion, with unusual wearing qualities. 
Equipment is being added to the plant to increase pro- 
duction to meet the demand expected from domestic 
purchasers; the demand from abroad is said to have 
pushed the company’s production facilities to full 
capacity. 

Eleven types of leather-covered cushions are cited in 
the new list No. L337, which shows sizes, colors, num- 
bers, and prices. Two new special shapes are offered: 
Types 21 and 18J. Cuts showing these will be available 
to dealers soon. 

en ——— 
NATIONAL BRIEF CASE IMPROVES LINE 


The National Brief Case Manufacturing Company is 
reported to have made a number of improvements in 
their line of business cases and portfolios. It is now 
called the NBC line. Newly designed handles, that 
make them easier to carry, disappear when not in use 
by sliding into the inside. New arrangements of pock- 
ets are offered, providing an increase of convenience to 
the user. Greater expansion is possible because of new 
construction. A new line of correspondence cases pro- 
vides space for stationery as well as for business papers. 
Inquiries may be addressed to the company at 512 
South Peoria street, Chicago. 

———__<———_—— 
SOUND-ABSORBENT TYPEWRITER PAD 

A new typewriter pad, suitable for all makes of ma- 
chines, is being distributed by the Shipman-Ward Man- 
ufacturing Company, 325 N. Wells street, Chicago. It is 
called the Burgess Typewriter Pad, and consists of a 
patented perforated metal sheet on a base of balsam 


wool. 
The principle involved in the construction of the pad 





BURGESS TYPEWRITER PAD 


is employed also in the design of the Burgess Acousti- 
Booth, which is lined with Acousti-Pad, as the new 
product is called. This booth is made with no door, and 
with walls that shut off only the upper part, allowing 
free circulation of air. The sound-absorbing capacity 
of the Acousti-pad is said to be so high that factory 
noises are reduced to negligible volume; conversely, the 
voice of a speaker in the booth is prevented from being 
heard outside in any objectionable degree. 

The Burgess Typewriter Pad is described as unusually 
durable, and easy to clean. Underneath the pad is a 
special felt covering with sponge rubber desk grippers. 
The areas at the corners of the pad are slightly de- 
pressed to accommodate the feet of the typewriter and 
prevent it from moving on the pad. 

——$_<——__—_- 
CHANGEABLE SIGN FOR APARTMENT HOUSES 


A federal law which provides for the installation and 
maintenance of directory bulletins in apartment houses 
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occupied by twenty-five or more persons gives new 
point to the changeable signs made specifically for such 
purpose by Acme Bulletin & Directory Board Corpora- 
tion, 214-216 East Thirty-seventh street, New York. 
These signs are made to be used with changeable let- 
ters and embossed name strips such as are produced 
by the Acme embossing machine. The signs are offered 
in various sizes and proportions, with one, two, or three 
panels. Covered with glass and provided with locks, 
they are proof against tampering. Capacities vary from 
fifty to one hundred and four names in the stock sizes. 
Frames are of wood, sheet bronze, or solid bronze. A 
circular describing the signs is available. 





D-40 NEVA-CLOG STA- 


THE 
PLER.—Through error, a descrip- 
tion of this model was illustrated 
last month by the D-30 Neva- 
Clog. The mistake is regretted. 


NEW M. B. COOK RIBBON 


A new patented ribbon, introduced as the Beaver 
Yankee, is offered by The M. B. Cook company, with 
offices at 508 South Dearborn street, Chicago, producers 
of carbon papers, ribbons, and duplicator inks. 

The Beaver Yankee, called also the Ink Master is de- 
scribed as a satinized fabric ribbon with ink control, 
of exceptional wearing qualities. It is said to be ex- 
ceptionally clean, making clear-cut impressions in use. 


DRAW-O-MATIC BOARD FOR DRAFTSMEN 


A drawing board conveniently designed, for use in the 
home, in an Office, or at school, is offered by Marber 
Company, 20 East Jackson Boulevard, Chicago. It is of 
hard, fibrous composition, said to be unaffected by wa- 
ter, acid, or alcohol. Made in three sizes, twelve by 
sixteen, sixteen by nineteen, and twenty by twenty-four 
inches, it varies in shipping weight from three and a 
half to nine pounds. Supports of steel carry rubber 
“feet” at points where the board will bear on a desk or 
table. These supports are of round stock, attached by 
nuts on the face side of the board. They carry pullies 
through which runs a cord fastened to the parallel 
rule, by which the latter is kept in alignment. A 





MARBER’S DRAW-O-MATIC 


special knurled nut in one corner locks the two tri- 
angles in position when the board is not in use. With 
it comes a roll of “Scotch drafting tape,” which elimi- 
nates the need for thumb tacks. The triangles and 
parallel rule are also made of hard composition. 
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CARRON INTER-COMMUNICATOR 


A new instrument for delivering and receiving vocal 
messages is the Carron Inter-Communicator, made by 





INTER-OFFICE COMMUNICATOR 
BY CARRON 


the Carron Manufacturing Company, 415 Aberdeen 
street, Chicago, Ill. It is suitable for use in offices, 
factories, clubs, hotels, and garages. Either direct or 
alternating current may be used; the contact “plug- 
ging in” on an ordinary lighting circuit. Current re- 
quired is said to be negligible. Direct and clear con- 
versation can be carried on immediately after connec- 
tion is made. Four stations may be operated in one 
system. The cabinet provided is of genuine walnut. 
a od 
MARKWELL FASTENER IMPROVED 


An attachment is now available by means of which 
Markwell fasteners RF1, RF2, RFL1, and W1 can be 
operated with greatly increased facility. The attach- 
ment is a new lever handle. It can be attached to the 





MARKWELL ACCESSORY LEVER 


specified fasteners quickly and easily. Details will be 
supplied to authorized Markwell dealers by the pro- 
ducer, the Markwell Manufacturing Company Inc., 200 
Hudson street, New York. 
_—_—~@—- 
IMPROVED CABINET FOR DISPLAY OF 
WRENN BLOTTERS 

The Wrenn Paper Company, Middletown, Ohio, has 
made a number of improvements in the display cab- 
inet they have developed for the use of stationery stores 
handling their blotters. A handy storage compartment 
has been built into the base. Above this compartment 
ten shelves are provided on which the stationer can 
display as many as 500 desk blotters. A glass front 
protects them from dust and handling. The shelves 
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and storage compartment are accessible from the rear. 

The cabinet is of sixteen gauge steel, electrically 
welded, and finished in either mahogany or olive green. 
It is called the Wrenn Showblott, and is available 
stocked with 500 Wrenn embossed desk blotters in 
mosaic, basket weave or cadet design, representing a 
careful selection of seventeen colors. 

———+}> -- — 
NEW FULTON SPECIALTY 

Fulton Specialty Company, Elizabeth, N. J., is the 

manufacturer of a new dater, the Ful-Kleen. It is 





FUL-KLEEN 
DATER 
molded of mottled Lumarith plastic, in such a design 
as to provide the user protection against contact with 
inky type. Only the type that comes in contact with 
the pad and paper being used is exposed. The moving 
parts, except for the edges of the wheels used to shift 
the type, are enclosed. In form and substance it is a 
desk accessory which harmonizes well with modern ap- 
pointments, and its construction is such as to preclude 
the possibility of scratching finely finished surfaces. 
Seven years of dates are provided, the type being of 
deep-cut, resilient rubber making cleancut impressions. 
HI-DIAL SCALE BY HANSON 

The Hi-Dial weight and height scale, made by Han- 
son Scale Company, 525 North Ada street, Chicago, II1., 
has recently been introduced to the market. It is 
available with or without measuring rod, and is listed 





HANSON 
HI-DIAL 
SCALE 


799 


(ae. 


as No. In baked synthetic porcelain finish, with 
chromium trim, rust-proof bumpers and rubber mat on 
the platform, it is attractive in appearance. It may 
be ordered in special colors: grained mahogany or wal- 
nut, black, orchid, blue, or ivory. 

The scale’s capacity is 300 pounds; weights are regis- 
tered on a dial eight inches in diameter thirty-five 
inches from the floor. The platform is ten inches 
square. The scale comes in a heavy, corrugated car- 
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ton, shipping weight forty-five pounds. It is appro- 
priate for doctors’ offices, schools, athletic and golf 
clubs, and gymnasiums. 


MODERN PEN SET AVAILABLE 


The Associated Equipment Company, 1221 Madison 
avenue, Toledo, Ohio, dealers in modern professional 
equipment, is distributing a new modernistic pen set. 
The items are made with bases of chromium, in round, 
square, and diamond shapes, and are said to produce 
colorful effects because if high lights of red, green, 
yellow, and blue that reflect from them. The pen 





DESK ACCESSORIES OFFERED BY 
ASSOCIATED EQUIPMENT COMPANY 
shown in the illustration, with the slender tip, is filled 
by pressing a small button which protrudes from the 
case. 
——<>—_—__— 


KAMKET—NEW LOOSE-LEAF BINDING 


A new loose-leaf binding device is offered by the 
Kamket Corporation, 401 Broadway, New York. It is 





LOOSE-LEAF BINDER BY KAMKET 


called Kamket; a book in which it is incorporated looks 
like a regularly bound book when closed. Pages, how- 
ever, can be readily removed and reinserted. The de- 
vice is said to be suitable for even very thin books, and 
is described as light in weight and inexpensive. It can 
be purchased in any quantity, ready for insertion in 
catalogues, blank books, note books, inventory pads, 
etc. 
~~ 
“EASY FILE” FILING AND TRANSFER CASE 


Experiments over a period of several years have re- 
sulted in the production by two Norwegian inventors 
of a steel and fiber file and transfer case now being 
distributed under the name “Easy File.” P. Brandstrup, 
Wergelandsveien 5, Oslo, Norway, holds sales rights for 
all the patents, and is interested in corresponding 
with possible representatives in the United States and 
Canada. Low in cost, the case is described as rigid and 
substantial, steel being used to reenforce it where the 
greatest strains occur. The front and walls of the 
drawers are of steel. One of the patented features isa 
steel slide construction which locks the fiber boards in 
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the correct position. Sold and stored flat, the case can 
be set up quickly and easily for use without tools. It 
is so designed that a number of units may be assembled 
in vertical or horizontal rows, or both, to form a cab- 
inet-like battery of files which is said to be attractive 





“EASY FILE” OFFERED BY 
BRANDSTRUP, OSLO, NORWAY 


enough to appeal to a critical office man. The color is 
olive green. 

The case can be used for the storage of merchan- 
dise as well as for records. 

——— 
SECRETARIAL-STAND FOR TYPEWRITERS 

A new stand for office use is the Secretarial-Stand of 
all-metal construction now being offered by Shipman- 
Ward Manufacturing Company, 325 North Wells street, 
Chicago. Described as rigid, durable, and light, the 








SHIPMAN-WARD 
SECRETARIAL-STAND 


legs securely interlocking with the top, and lock wash- 
ers on all bolts, it is made in three models, and guaran- 
teed not to tip. Noiseless rubber casters and a sliding 
shelf are provided. The finish is olive green. 
—_<>——___ 
MEMO HOLDER BY CHAS. D. BRIDELL, INC. 

A memo-holder of metal for sheets or cards measur- 
ing three inches by five has been introduced by Chas. 
D. Briddell, Inc., Crisfield, Md., manufacturer of chro- 
mium and bronze desk calendar pads. Its capacity is 
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300 sheets. Designed to be used in offices or homes, it 
comes in lustrous walnut finish under the catalogue 














BRIDELL MEMO-HOLDER 


number M-72W. It can be ordered with a metal cal- 
endar attachment at slightly larger cost. The metal 
top may be printed with advertising matter if that 
is desirable. 
es 
NEW FLEXIBLE RULER 

A flexible ruler that is prevented from slipping by a 
base of red rubber which is riveted on the under side is 
now offered by a European firm, O. Viborg-Larsen, 16, 
Dalforet, Copenhagen S., Denmark. It is made with 
graduations in the metric system, or in inches and frac- 
tions of aninch. In yellow with black printing it makes 
a bright addition to any desk. It may be ordered bear- 
ing an advertising message. Inquiries as to prices for 
quantity lots may be addressed to O. Viborg-Larsen. 

aEeS 
PROTECTORS FOR LOOSE LEAF SHEETS 

Cel-U-Dex Corporation, 1 Main street, Brooklyn, N.Y., 
offers a new product: Cel-U-Dex loose leaf sheet pro- 
tectors. Punched to fit all standard binders, they are 
made to protect pages of loose leaf binders, as their 
name indicates. They are made of a clear material that 
does not shrink or stretch, are waterproof, non-inflam- 
mable, and grease-proof, and impervious to humidity 
and temperature changes, according to report. It is 
said that using such protectors enhances the natural 








CEL-U-DEX PROTECTORS FOR 
LOOSE LEAF PAGES 


color values of material so protected, increases read- 
ability, and adds to the effectiveness of presentation. 
The protectors cling so closely to the sheets they cover 
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that pages of books so treated can be fingered through 
rapidly. Very thin and flexible, they add little bulk. 
They are said not to dry out or weaken with age. Re- 
inforcing eyelets add to the durability of the larger 
sizes. Distribution of the new product will be like that 
of all Cel-U-Dex products: by accredited travelling 
representatives. 
aie n 
POSTURE CHAIR FOR HIGH EXECUTIVES 


The B. L. Marble Chair Company, Bedford, Ohio, has 
developed a posture chair suitable for the high execu- 
tive office. It is specified as No. 2784. Its design em- 
hraces all the posture features important for effective 





MARBLE’S EXECUTIVE'S 
POSTURE CHAIR 


activity at desk work. Pleasing in appearance, it is 
appropriate for a finely appointed office; offered in a 
variety of finishes it can be chosen to go well with wood 
or metal furniture. A groove in the back and a hollow 
at the back of the seat—patented features in B. L. 
Marble posture chairs—prevent pressure on the spine. 
Inquiries about the new chair may be addressed to the 
manufacturer, who will issue a new catalogue, No. 36, 
about the middle of the month. 
- oe — 
INVINCIBLE “MODERNAIRE” DESKS 


A new line of metal desks is now offered by the In- 
vincible Metal Furniture Company, Manitowoc, Wis. 





INVINCGC 3 © eens FURNITURE 
COMP 


NEW DESK BY 


are protected by U. S. design patent 101848, and 
as the Invincible Modernaire line. A 


They 
are referred to 
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simple flat top desk with one drawer at center, a single 
pedestal desk with two drawers of different proportions 
in the pedestal, and a double pedestal desk with a com- 
partment for a typewriter in one are some of the 
models available. 

The letter drawer is easy to operate because of its 
progressive ball bearing roller cradle type of suspension. 
The drawer pulls used are solid cast hardware, proof 
against denting. Drawer heads are tapered; corners 
are welded and smoothed, making alignment correct 
when the drawer is shut. The drawer sides are made 
with inward flanges, turned so as to leave no raw edges, 
and to make for strength and rigidity. Removable 
drawer partitions may be placed so as to make com- 
partments graduated by the inch. 

> _ _ 
MONO-SHARP—SELF-SHARPENING PENCIL 


A mechanical pencil so constructed as to sharpen its 
own leads is now offered by an Austrian firm, Karto- 
Werke, Karl Trostli, Wachtergasse E, Vienna 1, Austria. 
It is called the Mono-Sharp, and it is made with knives 
inside. When the lead is drawn back, a button may be 





PENCIL 


MONO-SHARP MECHANICAL 


pushed, forcing the knives in contact with the end of 
the lead. Turning the end of the pencil puts a point 
on the lead. New knives can be inserted when neces- 
sary. The producer has applied for patent rights in 
the United States, England, France, Italy, Germany, 
Austria, Poland, Hungary, Switzerland, and Spain. 
Where there is no Kartro organization, the company 
will issue licenses to others—specifically, in the United 
States, Brazil, the Argentine, and possibly England and 
the Far East. 
a ee —_ 
NOTOTYP-RUNDSTATLER IN FOUR-BANK MODEL 


The Nototyp, Rundstatler music-writing machine, is 
now available in a four-bank model, described as hav- 
ing a normal keyboard and simple shift. It can write 
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NOTOTYP-RUNDSTATLER KEYBOARD 


all note values from whole notes to sixty-fourth notes, 
and chords, key signatures, volume indicators, and time 
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indicators. It can produce two sizes of scores, a large 
size such as is commonly used for simple folk music, 
and is convenient for reading by students, and a small 
size, such as is useful for writing a complicated sym- 
phony necessitating many lines per page. The key- 
board is patented. An interesting feature of the ma- 
chine is the fact that the platen is not turned by hand, 
but by a light touch on the keys, which makes possible 
a high writing speed. Inquiries may be addressed to 
Nototyp-Rundstatler GMBH, Berlin W35, Liitzowstrasse 
112.—B 














PORT-A-PHONE, BY ELECTRONIC 
DEVICES, INC., CINCINNATI, OHIO, 


REPORTED IN OFFICE APPLI- 
ANCES FOR MARCH. 
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CRYPTOGRAPHIC DEVICE FOR TYPEWRITER 
DESIGNED BY OFFICER OF FRENCH ARMY 


La Revue de Bureau, Paris, recently described a type- 
writer accessory which is likely to arouse interest all 
over the world. Those who understand it can write 
and decode messages in symbols used in a system that 
can be infinitely varied. The inventor is Colonel Bou- 
gier of the French Army, commanding a force of engi- 
neers at Bordeaux. He was trained in the Paris 
Polytechnic school. Born in 1879 at Chateau-Chinon, 
the Colonel has manifested an interest in code writing 
from boyhood, and has displayed creative aptitudes in 
designing various mechanical devices. During the 
World War he developed a detector by means of which 
aviators flying at night could be discovered. 

To the typewriter attachment the name Japy-Crypto 
has been given. When it is employed, material can be 
transcribed directly from texts or telegrams to form 
messages or records indecipherable to those who have 
not the key. With the key, and possessed of the device, 
the decoding is easy. 

La Revue de Bureau points out that with the recog- 
nition of the typewriter as a necessity today and the 
ease of making multiple copies, the preserving of con- 
fidential records becomes increasingly difficult. Items 
of interest can be copied readily, or extra duplicates 
may be run. The device therefore has its uses in busi- 
ness offices when confidential memos must be sent, or 
records must be preserved. It performs with ease op- 
erations which would require considerable concentra- 
tion without it, and it functions with an accuracy 
which would be very difficult to equal without the 
mechanism. 

The principle of the device is the writing of commu- 
nications or records with a jumbled alphabet. It is not 
unlike the kaleidoscope, which can produce an infinite 
variety of patterns by minor changes. The crytographic 
device is capable, however, of establishing a pattern, 
or “jumble,” breaking it up, and re-establishing it. 
The recipient of a code message who has the device 
also, and the knowledge necessary, can set his own 
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to function as did the original when the code message 
was written. Thus decoding is accomplished. 

While the device is mechanical in operation, it is so 
organized as to avoid operating in such a way as to 
betray its purpose through too obvious a recurrence of 
letter-patterns. Electro-magnets, gearing, or a com- 
bination of both, are employed to establish a relation- 
ship between the keys on the typewriter keyboard and 
the letters used in writing the cryptogram. 

Mechanical cryptography involves a three-fold prob- 
lem: to make possible the writing or interpreting of a 
message with a minimum of mental effort; to assure 
secrecy of any given message or reccrd put into code; 
and to prevent the discovery by outsiders of the process 
involved, for example, by making use of several mes- 
sages which might be intercepted. The device designed 
by Colonel Bougier is said to meet all three specifi- 
cations. 


—__—_<>——— 
NEW TYPE SHOWCASES BY SHEAFFER 


New showcases which may be successfully used for 
the display of fountain pens and pencils manufactured 
by the firm in practically any type of store have re- 
cently been created by the W. A. Sheaffer Pen Com- 
pany, Fort Madison, Iowa. 

These cases, according to Grant Olson, advertising 
manager for Sheaffer, are all available to dealers in 
several deal propositions. 

“By scattering the cases throughout related depart- 
ments greatly enhanced sales opportunity is realized 
with relatively small investment in stock or space,” 
Mr. Olson said. “This plan is in successful use in the 
East and on the West Coast. There you see our smaller 
casés in men’s furnishings, shoes, gift and women’s 
wear departments—the latter an especially appropriate 
location because so large a percentage of pen gifts for 
men are bought by women.” 

Under this plan, many a seeker for a tie or polish 
will gain also a new writing instrument. 


——— 
PATTY BUYS MOERKE’S BUSINESS 


Frank L. Patty, for many years one of the leading 
dealers for L. C. Smith & Corona Typewriters Inc., 
with headquarters at Austin, Texas, recently purchased 
the typewriter and adding machine business of F. R. 
Moerke, known as the Typewriter Shop, 4434 Third 
street, Chico, Calif. 

Mr. Patty for the past year has been operating a 
trailer sales outfit in the Sacramento and San Joaquin 
Valleys in California. He missed the former occupa- 
tion, however, and decided to return to it. He said: 

“This is my last move. We like the looks of Chico 
and want to make our home permanently here.” 

Mr. Moerke, one of the “old-timers” in the typewriter 
business in central-northern California, has accepted 
a position with a large grocery concern as advertising 


manager. 
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KOEHLER TO CELEBRATE ANNIVERSARY 


The Koehler Stamp and Stencil Company, 406 West 
Main street, Louisville, Ky., of which Julius Schmutz 
is president and treasurer, will celebrate the fortieth 
year of its founding this year. The firm specializes in 
rubber stamp and quality marking devices and has 
rendered faithful service in the years of its activity 
not only to Louisville but patrons in other parts of 
the south. It maintains a complete repair depart- 
ment.—CG 
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fice equipment concerns abroad, visiting the United States, are cordially invited to make the 
at the main office, 20 North Wacker Drive, 


Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 
are not so many as at Chicago, there 


While the facilities at New York 


ull be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holborn Circus, London EC4. 

Mr. Jackson’s association with the trade and his contacts with its organiza- 

tions afford him information valuable to those desiring to cultivate the Brit- 

ish market. In subscription matters, O. Viborg-Larsen, Dalforet 16, Copen- 

hagen, Denmark, is the authorized representative of Office Appliances in the 
British Isles. 


London, March 9, 1937. 

Warships, tanks, aircraft—these are the words that 
stare at us from the newspapers every day. What of 
office appliances? There is bound to be an expansion 
in some directions and a certain deflation in others. 
For example, the sale of machines and systems deal- 
ing with sales promotion may conceivably for a time 
show a falling off until such time as the expected gen- 
eral trade expansion takes place. On the other hand 
scores of factories, which until recently were just jog- 
ging along, and many others that were practically de- 
funct, now find themselves faced with high pressure 
production. The result—as I know from personal expe- 
rience—means high pressure administrative work with 
the obvious introduction of mechanical methods. Cer- 
tainly there’s several years prosperity ahead but it’s 
a wise man who can predict what will happen after 
armaments have been brought up to full strength. 

A month of so back I mentioned that L. C. Smith and 
Corona Typewriters (the Managing Director of which 
is Mr. Harvey Stiles, Chairman of the Office Appliance 
Trades Association) had moved to new offices. Re- 
cently I had a chance of inspecting these. Mr. Stiles 
was away at an exhibition in Ireland, but I had an 
excellent guide in the person of Mr. S. R. Price, another 
director, and an old friend of mine. 

Altogether the company has 21,000 square feet of 
floor space, occupied by executive and sales offices and 
comprehensive equipment for assembly and repairs. 
The showroom and offices are modern, machines—L. 
C. Smith and Corona typewriters, Corona adders, Mar- 
chant calculators and Colourdex equipment—being well 
displayed, ready for demonstration. I like the private 
office provided for the use of visitors—a good idea to 


make dealers feel at home. The offices are well 
equipped—Dictagraph and automatic departmental tel- 
ephones, indirect lighting, tastefully furnished. Cer- 
tainly there’s a little more room for them to expand 
their well known organisation. Here’s success, Mr. 
Stiles. 

I make no apologies for recording the fact that my 
father, Mr. E. B. P. Jackson, has recently been ap- 





RIGHT, ANANDI PRASHAD KAIKER, MANAGER FOR 
REMINGTON TYPEWRITER CO., LTD., DELHI AND 
SIMLA, INDIA; LEFT, MRS. KAIKER.—The occasion 
is their first visit to Encland; the place, the Dunlop 


Tyre Works. Center, their host. 


pointed to the Advisory Board of Directors of Kenrick 
& Jefferson, Ltd., well known not only as printers, but 
as one of the pioneers of vertical filing, card index, and 
loose leaf ledgers on the English market. This appoint- 
ment is a very popular one amongst the staff at home 
office and the branches in this country and abroad, 
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for K&J’s interests have spread over most of Europe, 
the East, South Africa, and Canada. 

It is naturally of great personal satisfaction and pride 
to myself. I can just remember in my early childhood 
the high roll top desk in an upstairs room at home. 
This was in effect the London office of K&J and here 
my father sat most evenings writing up the orders 
secured during the day. He ploughed a lonely furrow 
in those days—forty-two years ago to be exact. Today 








TOP, NEW DISPLAY ROOM, L C SMITH & CORONA 

TYPEWRITERS INC., LONDON, ENGLAND. BOTTOM, 

PRIVATE OFFICE OF HARRY E. STILES, LONDON 

MANAGER. 
the London House is the most important branch from 
which nearly forty representatives travel daily over the 
metropolis and home counties. 

When I came back from the Great War I joined 
K&J London and I must say that those I have spent 
have been very happy years. We are all proud to have 
such excellent chiefs as Mr. Fred Jefferson, chairman, 
Mr. Edward Jefferson, managing director, supported by 
Mr. Colin Kenrick, Mr. Wynn Kenrick and Mr. Jeff 
Cottrell, directors, together with the advisory board 
comprising Mr. J. Reid Adam, director of sales, Mr. R. 
A. Gifford, director of factories, and now my father. 
My personal happiness in business with the congenial 
atmosphere of London House is due largely to my 
father, with whom—contrary to frequent cases—I have 
worked well “in harness.” 

There have been no trade meetings, this last month, 
but on March 20 the social event of the year—Ladies’ 
night—takes place. I will write of this next month. 

I paid a call the other day to an interesting exhibi- 
tion arranged by Remington—Kardex—Library Bu- 
reau. The exhibition has been specially arranged for 
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professional accountants only, probably one of the most 
difficult prospects to handle. As a profession, account- 
ants have been rather chary of embracing mechanized 
methods, and it was very refreshing to see such a 
goodly crowd at this show. The exhibition was held 
in the spacious rooms of Cannon Street hotel and there 
was ample space for private demonstration and inspec- 
tion of the various systems. A full range of Reming- 
ton accounting machines was displayed in one section 
whilst in an adjoining room a number of accounting 
systems, from the stationery point of view, were very 
intelligently set out on boards. A further corner was 
reserved for Library Bureau and Kardex equipment, 
whilst still further room was allotted to typewriters, 
Remington and Smith Premier. I am very glad that 
my friend, Mr. A. M. Donaldson, A. C. I. F. (Honours), 
joint manager of the accounting machine department, 
sent me an invitation to view this show even though 
I am not a professional accountant. 

I have recently had the pleasure of coming into con- 
tact a fair amount with Mr. H. F. Bazeley, director and 
general sales manager of the Remington Typewriter 
Co., Ltd. Mr. Bazeley rather surprised me when, in 
course of conversation, he told me his age, for certainly 
he has worn well. He has been selling typewriters since 
1902 and seems to have traveled up and down England 
and Scotland till he has come to rest, as it were, in 
the Headquarters in London. Mostly Mr. Bazeley talks 
about the “young” men who are his colleagues in the 
Smith Premier sales organisation and of whom he is so 
proud. I have before me as I write a complete issue 
of the Remington Smith Premier bulletin in which are 
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portrayed nearly 30 pictures of these men—and one 
woman! This lady, Miss Machin of their Glasgow of- 
fice, is described as only a “wee lassie.” Apparently she 
can sell portable typewriters! 

Among the curios which Mr. Bazeley turned out from 
a drawer and showed me was a souvenir medal which 
was issued by the Remington Typewriter Co. at the 
time of the Jubilee of Queen Victoria in 1896. On one 
side appear relief portraits of Queen Victoria, King 
Edward VII and King George V and finally, as a young 
child, the ex-King Edward VIII. I was given one of 
these “coins” as a souvenir on condition that I prom- 
ised not to try and pass it as a coin of the realm! Ap- 
parently the authorities stopped the issue of these as 
some bright spark had discovered that they were ex- 


actly the size of half crowns.—VEJ 
——————_—_ 
BENEFITS OF MECHANICAL ACCOUNTING 
L’Efficience (Brussels) commented on the benefits 
derived from the use of accounting machines. Appar- 
atus of this type is considered among ninety-five ma- 
chines employed in the office. This proves the progress 
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which has been made in the development and appli- 
cation of this type of device. The invention of equip- 
ment for the office has been developed more rapidly 
than the demand. Many important enterprises still 
do not have one-half of the mechanical equipment 
which they should have in order to save money in 
operating. 
ae 
BILANBERT MANUAL FOR 1937 AVAILABLE 


Issued in February, the 1937 edition of “Pour Reussir” 

For Success—the Bilanbert practical manual for effi- 
ciency presents again a wealth of common-sense ideas 
for the young office worker. About four inches wide 
and seven inches long, the volume comes in stiff paper 
covers containing 104 pages, and may be secured by 
writing Bilanbert, 124 rue Vondel, Sch.—Brussels. 
While prepared primarily for the ambitious intellectual 
young person, the little volume contains much that is 
worth the consideration of older persons also, who will 
find on turning its pages a number of things worth 
recalling or worth fresh emphasis to them. 


Ee 
SWISS ASSOCIATION OF FOUNTAIN PEN MAKERS 


From Papier Zeitung (Berlin) we learn that Swiss 
manufacturers of fountain pens have organized an as- 
sociation known as the “Verband der fiillhalter Vertre- 
tungen.” The president is Mr. Hrch. Schaerr, of the 
House of Gunther Wagner. The purpose of this organ- 
ization is to work in harmony with the Swiss stationers. 


> 
SPRING FAIR AT LEIPZIG 


The 1937 spring fair at Leipzig, Germany, saw a 
change in arrangements, affecting the disposition of 
exhibits of office machines and supplies. Office ma- 
chines were exhibited in the general group of machines 
in the special hall assigned to them, No. 6, in the sec- 
tion of the industrial fair ground some distance from 
the center of town. Other exhibits of articles used in 
offices were shown as customarily in the Messehaus 
Jagerhof. More than 200 exhibitors participated. Writ- 
ing paper, instruments, and toys were shown at the 
well-known Messehauser Stenzler’s Hof and Grosser 
Reiter. The use of Hall No. 6 for office machines is an 
experiment to test popular response both as to the 
mass of visitors attracted and the demands for space 
by exhibitors, who desire adequate room in which to 
show their products and receive the public. 

Only dealers were expected to visit the Messehauser. 
In the open areas outside town large crowds of con- 
sumer visitors were expected. Over 30,000 foreign vis- 
itors were reported. Selling was carried on so success- 
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EXHIBITION HALL NUMBER SIX, INDUSTRIAL FAIR, LEIPZIG, GERMANY, SPRING, 
VIEW INSIDE HALL. 
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fully that merchandisers were compelled to ask for ex- 
tended time for delivery, in some instances as much as 
six months. Portable typewriters proved popular, many 
German makes being available, some entirely new. The 
price range showed a variation between different makes 
of as much as 100 per cent. It was reported that a new 
German baby typewriter like that made in Switzerland 
was being made, but none has as yet been seen on the 
market.—B 
en 


G. COMMESNIL MADE OFFICER OF PUBLIC 
INSTRUCTION 


G. Commesnil, director of the internationally known 
publications L’Organisation and le Commerce, is to be 
appointed “Officer of Public Instruction” in recognition 
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of his services as professor, lecturer, and authority on 
commercial organization. An expert on bookkeeping, 
Mr. Commesnil is well known in France and abroad as 
a specialist in budget-control. His works are regarded 
highly. He is Commissary General for the Interna- 
tional and the National Congresses which are to take 
place in Paris at the International exhibition, where he 
will present his work in person. His friends in several 
lands will learn with pleasure of the honor bestowed 
on him. 
—_— a —— 
Z. VAGNER OF BRNO EXPRESSES THANKS 


Zdenek Vagner, of the firm of K. Vagner, Brno, 
Czechoslovakia, having returned to his home city ex- 
tends his appreciation for the hospitality he has en- 
joyed in other lands. Office Appliances is happy to pub- 
lish his statement: 

“Having recently made business trips in various coun- 
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tries I should like through the medium of this maga- 
zine to be allowed to express my high appreciation and 
best thanks for all the many kindnesses extended to 
me by the many people with whom I had the good 
fortune and privilege of coming in contact whilst 
there. I carry away with me happy recollections of 
these contacts, which will, I am sure, prove not only of 
great importance to our firm, K. Vagner, Brno, Czecho- 
slovakia, office equipment and stationery, but will serve 
also to strengthen those bonds of friendship which I 
esteem so essential for the future business connections 
between my own country and those I visited. I should 











ZDENEK VAGNER 


like to think that the connections I was fortunate 
enough to make will not only be lasting, but will con- 
tinue into the far and distant future, so that I may be 
able to fulfil my sincere wish to reciprocate. 

Zdenek Vagner, 

Brno, Czechoslovakia.” 
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MEJIA CELEBRATES THE 
MONTH.—The picture shows substantial growth enjoyed in the past decade. 
Below, left, executives and employees; seated, left, Juan Vilar; center, José Vilar; right, Rafael Mejia. 
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VILAR HNOS. & MEJIA CELEBRATE TENTH YEAR 


In 1927 the firm of Vilar Hnos. & Mejia was formed. 
It is a partnership; the two brothers, J. M. Vilar and 
J. B. Vilar being natives of Spain, and Rafael Mejia 
being of Mexican birth. The partners are celebrating 
their tenth anniversary in business together this year, 
their address: Apartado 1118, Venustiano Carranza, 65 
Mexico, D. F. 

The firm began as a representative of American man- 
ufacturers, a role it filled for four or five years. Dur- 
ing this time it began to develop its own industries, 
however, starting with the production of typewriter 
ribbons. Papeteries followed, then Gem clips and pins, 
and later carbon paper and carbonized paper rolls for 
accounting machines. Typewriter ribbons and carbon 
papers are made with the most modern machinery; the 
raw materials are imported from the Miller-Bryant- 
Pierce Company, Aurora, Ill. The Vilar & Mejia line 
covers a wide range in prices and qualities. 

The company offers the trade the manufactures of 
the American Lead Pencil Company, American Shad- 
ing Machine Company, American Numbering Machine 
Company, American Writing Paper Company, Inc., 
Ault & Wiborg Corporation, Chas. T. Bainbridge & 
Sons, Binney & Smith Company, Cramer Dry Plate 
Company, Canada Bronze & Powder Works, Ltd., Louis 
Dejonge & Company, C. Howard Hunt Pen Company, 
I. D. L. Manufacturing & Sales Corporation, Josephson 
Manufacturing Corporation, Lanston Monotype Ma- 
chine Company, National Blank Book Company, Russia 
Cement Company, The American Steel & Copper Plate 
Company, The Albemarle Paper Manufacturing Com- 
pany, The International Printing Ink Corporation, 
Robert Wilson Paper Corporation, Frank A. Weeks 
Manufacturing Company, and Syracuse Smelting 
Works. 

The staff of Vilar Hnos. & Mejia comprises sixty 


TENTH ANNIVERSARY OF THEIR FIRM THIS 
Above, left, general office. Right, a stock 
Lower right, 


a corner of the store. 
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persons, including executives and laborers, a definite 
indication of its growth. At the start the partners were 
assisted by only an office boy. Then they rented a 
small office for about $30 a month, Mex. Cy.; now they 
require space that costs about $1000 per month. 

The firm owns a factory for the production of 
gummed paper, which operates under the name of 
Raye, S. A. It produces also rolls for adding machines 
and type made with Monotype machines manufactured 
by the Lanston Monotype Machine Company, an or- 
ganization which is itself represented by Vilar Hnos. & 
Mejia. 

Branches and agencies are maintained by the part- 
ners at Torreén, Guadalajara, Monterrey, Mérida, and 
Mazatlan. Two travelers are constantly visiting other 
cities in which no branches or agencies are maintained. 

According to J. M. Vilar, the demand for quality 
merchandise is increasing continually in Mexico; the 
use of better grades of stationery is increasing by leaps 
and bounds. The firm has built up a significant pres- 
tige, numbering among its patrons the best customers 
in the republic, and enjoying the sympathy and good 
will of all of them. 

Interesting to note is the brand name under which 
all the firm’s products are sold: Rajoju. It is derived 
from the given names of the partners: Rafael, José, 
and Juan. 

— ae — 
POONA INDUSTRIAL EXHIBITION 

March 7 was the date of the opening of an inter- 
provincial industrial exhibition which is being held at 
Poona, India, organized by the Board of Trustees of 
the Lord Reay Industrial Museum. It is being patron- 
ized by the government of Bombay, Poona City muni- 
cipality, commercial and industrial establishments of 
the country and by the general public. The Rajasaheb 
of Aundh State has offered 2250 rupees for cash prizes, 
the object of which is the encouragement of invention 
and improvements in manufacturing technique. 

The manual issued by the officials states: “The ex- 
hibition will comprise Industry, Commerce, Forestry, 
Agriculture, Cooperative activity, Rural uplift, Edu- 
cation, Handicrafts, Entertainment, Hygiene, Indus- 
trial and Commercial lectures, Students’ work, Tech- 
nical School Exhibits, Printing and allied trades, Indus- 
trial and Technical Library, a Comprehensive sector 
for absent exhibitors, Agency section for the sale of 
goods in the case of select and approved goods, Tech- 
nical and Industrial Demonstrations, Conferences, etc.” 
Inquiries may be addressed to K. A. Bhagat, president, 
Poona City Municipality, Trustee, Lord Reay Industrial 
Museum. 

— = 
FRENCH JOURNAL ENTERS THIRTY-EIGHTH YEAR 

“Le Sténographe LIllustre (Paris) has entered its 
thirty-eighth year, which gave occasion for a review 
of the accomplishments of that journal. Among its 
readers and contributors are men in the eighties, and 
one is in his nineties. This long and continued interest 
in stenography should give confidence to the young men 
who are carrying on the traditions of the profession. 
The official organ of an active group, it has cut noth- 
ing from the budget of the Institute. The organ will 
continue to support the Stenographic Institute and 
aid in the development of its activities. 


STENOGRAPHY IN ADVERTISING 
The Reichszeitung der Deutschen Stenographen (Na- 
tional newspaper of the German stenographers) com- 
mented on the frequency of shorthand notes published 
in the text of advertisements. 
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ICEBREAKER WITH PRINTSHOP IN ARCTIC 

The Irish Printer refers to icebreakers operated in the 
far north which are equipped with print shops. These 
are operated by Russia to supply newspapers for the 
natives of Chukotsk, Bering and Itara seas. 

—_——_———_ 
RADIO ADVERTISING IN AMERICA 

Oficio Moderno (Milano) commented thus on the 
radio situation in the United States: “Radio adver- 
tising in America has reached such a state of develop- 
ment that there has been established a special broad- 
casting service which permits the hearing of various 
programs with the advertising suppressed. In order to 
be rid of radio advertising the subscriber pays a sum 
of fifteen liras per year.” 

— : 
EXPOSITION AT RIGA 

Zeitschrift fur Organisation (Berlin) reports that 
the Industry and Chamber of Commerce, Riga, Lett- 
land, is planning an exhibition of office practice and 
office equipment from April 9 to 18. 

a = 
FRENCH SHORTHAND BODY HAS NEW HOME 

Deutsche Kurzschrift (German Shorthand) reports 
that the large French group of shorthand writers using 
the Prevost-Delaunan system has moved its official 
headquarters. 

> - 
PAPIER-ZEITUNG—SPRING FAIR EDITION 

The Spring Fair edition of Papier-Zeitung, a copy of 
which was received by this journal, carrying a story of 
the Leipzig fair, merits comment. A full 88 pages, with 
many gay supplementary sheets showing new papers 
and printing effects achieved by German technicians 
and artists, it makes an interesting compilation. The 
cover is of heavy paper finished so as to offer the sub- 
stance of foil; green-gold in hue and gloss, it bears 
printing in dark blue, making a novel and arresting 
appearance. 

Characteristic of a German publication are numer- 
ous drawings showing the construction of devices from 
an engineering viewpoint—drawings such as are usu- 
ally absent from trade journals in other lands, save as 
they are specifically for engineers. The “Briefkasten,” 
or letter-box, is an interesting feature. Questions sub- 
mitted by readers are answered in the language ex- 
pressing them; at any rate, replies in English and 
Spanish are offered in this issue. 

Of interest to readers of Office Appliances will be the 
publication in German on page 280, of the views of 
trade potentialities in many lands, taken from Office 
Appliances for January. 

ee 


ITALY REQUIRES CERTIFICATES OF ORIGIN 

Commerce Reports states that the Italian Ministry 
of Finance has issued an order whereby certificates of 
origin are required now on all shipments to Italy, ef- 
fective November 18, 1936. The sole exception to this 
requirement under the revised regulations is for goods 
imported by parcel post or first class mail. 

—— 


VENEZUELA TARIFF BILL AFFECTS OFFICE 
MACHINES 
The National Congress of Venezuela recently passed 
a tariff bill which increased duties on a number of 
products, says Commerce Reports, including typewrit- 
ers, calculating machines, cash registers and other 
manufactured products. 
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FOREIGNERS REQUIRED TO REGISTER IN CUBA 
The Department of General Census of Foreigners in 
Cuba has been established to keep a record of all 
foreigners. The new office will maintain a register of 
all foreigners in the country, as well as pertinent data 
such as race, sex, profession and residence. The present 
inspection service will be supplemented by traveling 
inspectors in the interior of the island. (Commerce 
Reports.) 
——— 
POSITIVE ORIGIN STATISTICS 
The United States Department of Commerce an- 
nounces a new departure in reporting import statistics. 
The treasury department and the state department are 
now in a position to indicate the actual country of 
production in the case of imports into the United 
States. Heretofore this information was not available. 
Exporters are required to indicate on their invoices the 
actual country of production of imports. 
a 
ADDITIONS TO BRITISH FREE LIST 
Commerce Reports stated in a recent issue that a 
number of additions have been made to the free list 
of the United Kingdom. Included in this section is 
permission to import ink drawings, framed or un- 
framed, trade catalogues, trade lists and advertising 
material in a packet containing not more than one 
copy of any catalogue, list or other document. 
oa 
WORLD TWO-WAY TRADE FAIR 
Commerce Reports states that satisfactory progress 
is being made in the “World Two-Way Fair” to be held 
May 10, 22, 1937, at New York. The United States 
Bureau of Foreign and Domestic Commerce will be rep- 
resented by a booth. The functions of the bureau will 
be explained, and assistance given to those interested 
in the export trade of the United States. Details can 
be secured from Alvin E. Dodd, president, A. M. A., 330 
West Forty-second street, New York, N. Y. 
AUSTRALIAN CHANGES ON IMPORTS 
A number of changes have been effected by the 
Australian government in its import duties. Included 
is a change which exempts typewriters and covers from 
primage. 
> 
VENEZUELA HIKES DUTIES ON MANUFACTURES 
Commerce Reports states that the government of 
Venezuela has increased duties on a number of manu- 
factured products, including typewriters and accesso- 
ries, calculating machines and cash registers. 
=  — 
RAW MATERIAL SHORTAGE IN GERMANY 
The Tenger Papier -und Schreibwaren Zeitung 
(Vienna) reports that the manufacturers of fountain 
pens in Germany are concerned over the shortage of 
raw materials. For pen points the Germans are using 
an alloy of palladium. This is said to give service 
equivalent to that of platinum. 
 — — 
URUGUAY REDUCES TARIFF ON LEADS 
A presidential regulation of Uruguay, according to 
Commerce Reports in a recent statement, reduces the 
duty on colored pencil leads of graphite, paraffin, 
chalk and similar substances, within the raw materials 
section of the Uruguayan import tariff, dutiable at 
fifteen per cent, plus a surtax of twenty-one per cent 
of the official valuation of 0.50 pesos per gross. 


51 


A. R. MARTIN COMPANY ESTABLISHED 


After nine years of experience as a representative of 
the Systems Division of Remington Rand Inc., covering 
the thirty-four counties surrounding the city of Mobile, 
Ala., A. R. Martin has entered business for himself in 
that city, at 103-105 St. Michael street, establishing his 
firm under the name A. R. Martin Company. His spe- 
cialty is modernistic office furniture; other stock con- 
sists of safes, desks, filing equipment, bank supplies, 
and visible and loose leaf systems. Well-known manu- 
facturers he represents are the Metal Office Furniture 
Company, Victor Safe and Equipment Company, 
Browne-Morse Company, Fritz-Cross Chair Company, 
Evansville Desk Company, and C. E. Sheppard Loose 
Leaf Company. Mr. Martin is contemplating the open- 
ing of a stationery department in the near future, and 
is interested in communicating with manufacturers of 
stationery items. 





A TRAVELING DISPLAY ON 
WHEELS.—tThat is an appropriate 


description in five words of the new 
and unique trailer recently put in 
service by the Eberhard Faber Pencil 
Company. A story of this mobile dis- 
play appears elsewhere in this issue. 


SS 
ST. LOUIS “SPOKES” FETED BY “HUB” 

The Hub Club of St. Louis, an organization of man- 
agers of various office appliance branches, entertained 
the members of the Spokes Club, an auxiliary associa- 
tion of sales representatives, March 3. Although a Hub 
affiliate, H. G. Duffey, sales manager of S. G. Adams 
Company, local stationers, proved no mean spokesman, 
for he delivered the principal address of the evening, 
after the enjoyment of a delightful dinner. He pre- 
sented some very timely and inspirational ideas on the 
subject: “Why the Lucky Seem to Have All the Luck.” 
His discourse was listened to attentively and thor- 
oughly appreciated by all. 

The members were then entertained by a wrestling 
and a boxing bout, which waxed hot and furious, and 
proved to be such stirring events as to evoke lively 
partisanship. George Scobel, manager for the Inter- 
national Business Machines Corporation, showed diplo- 
matic skill and generalship in handling a situation in 
which both Spoke and Hub members gave indication 
of warm feelings. 

The annual meeting of the Hub Club on February 
24 was the occasion for the installation of the new 
officers: president, Ed O. Herget, Atlas Linen & Towel 
Service Company; vice-president, M. J. McMurry, Acme 
Card System Company; treasurer, R. H. Denckhoff, 
Missouri Envelope Company; and secretary, Ralph 


Niemoeller, Sortograph Company. 
—<j —__— 


LOOSE LEAF DEVICES FOR SOUTH AFRICA 
The United States Department of Commerce has re- 
ceived an inquiry from Durban, South Africa, for loose 
leaf devices. Inquiry 2261. 
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FRANZ HONORED BY ROYAL 

Having completed twenty-five years of service with 
the Royal Typewriter Company, William Franz, of the 
portable department of the company, was recently pre- 
sented with a gold watch in recognition of his achieve- 
ment. 

“Bill” Franz was first employed by the company in 
February, 1912, in the foreign department. He re- 
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mained there until 1918 when he joined Uncle Sam’s 
forces in the world war. 

Returning from the army in 1919, he entered Royal’s 
export department and stayed there until 1927 when 
he was appointed assistant to Mr. Montgomery in the 
portable department. He held this position until 1929 
and in that year was promoted to his present position. 

All who know Mr. Franz are familiar with the energy 
which characterizes him. He is constantly on the job 
and has acquired a thorough knowledge of portables 
and portable merchandising. 

joule . 
FIRM SELLS AND USES SHAW-WALKER 
EQUIPMENT 

The old adage to “do unto others” is a fine motto 
to follow, but it remains for Clarke & Courts, the office 
furnishing house and Shaw-Walker dealer of Houston, 
Texas, to exemplify it in a big way. 

Listed as one of the largest and most modern estab- 
lishments of its kind throughout the state of Texas, 
the company sells high-grade merchandise of every 
type in the office equipment line. But that isn’t all. 
In addition they also use it. And so it is that a visitor 
to the Clarke & Courts plant will find Shaw-Walker 
“Skyscraper” desks in use throughout. 

As explained by one of the executives of the firm, 


CLARAEB & COURTS PRACTICES 

WHAT IT PREACHES.—Here is a gen- 

eral view eof the dealers’ offices com- 

pletely equipped with Shaw-Walker 

desks for which the company has the 
agency in Houston. 
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there are three good reasons for this carefully- 
thought-out plan. The official said: 

“In the first place we like Shaw-Walker desks for our 
own personal use. In the second the psychological 
effect on a prospective customer is good when he sees 
an array of desks of the type we seek to sell him being 
actually used by the would-be seller. And third, the 
installation turns our own business offices into a huge 
display room without the necessity of setting up such 
a display as a separate unit.” 

a ae 
THIRD BUSINESS SHOW OF PROGRESS 
By Ward Harris 


With business conditions definitely on the upward 
trend, modern industry is beginning to concern itself 
seriously with the necessity of putting its house in 
order to care properly for the increase in activity that 
is here and the still greater activity that we are led 
to expect in the near future. Factories are checking 
up on their physical plants, new machinery is being 
ordered, buildings are being enlarged and improved. 
For five or six years improvements have, of necessity, 
been held in abeyance. Now, however, industry has 
taken heart and careful consideration is being given 
to every improvement or equipment addition that will 
conserve man-power and improve out-put. 

Of great importance in this forward trend towards 
improvement and plant betterment, is the equipment 
used by the office force and personnel. There is a 
definite trend of office management towards modern- 
ization and it is very timely because most firms have 
continued to make use of old and obsolete equipment 
that has out-lived its usefulness and by reason of its 
high upkeep, is expensive and uneconomical to main- 
tain. 

This trend of office management towards moderniza- 
tion of their equipment has become so obvious that the 
leading office equipment manufacturers and dealers in 
the San Francisco district felt called upon to codperate 
in this wise and worthy modernization movement. 

With this thought in mind and with the definite ob- 
ject of bringing to the attention of industrial manage- 
ment the latest in office appliances and equipment, the 
“Third Business Show of Progress” has been organized. 
This exhibit will be held at the Palace hotel in San 
Francisco, opening at 11 A. M., April 20, 1937, and con- 
tinuing daily from 11 A.M. to 10 P.M., until its close 
at 2:30 P.M., Saturday, April 24. 

The entire south end of the Palace hotel will be 
utilized for the exhibit. Fifty large booths will be 
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arranged in the gold ballroom, concert room, Parlors 
A and B, the connecting corridors and vestibules. The 
booths are 10 x 10 feet, or 10 x 15 feet in size and several 
firms have engaged two or more booths. A very attrac- 
tive uniform design has been worked out for the booths 
and the interiors will be presently arranged to make 
visitors feel at home while having the various types of 
equipment demonstrated. The color scheme is silver 
and black, topped off by a georgeous display of growing 
ferns. 

The “Third Business Show of Progress” will offer an 
excellent opportunity for office executives, purchasing 
agents, and department managers to have demon- 
strated to them the latest in office machines, business 
equipment and supplies. Here will be shown type- 
writers, adding and calculating machines, voice writing 
instruments, autographic registers, desks, chairs, files, 
bookkeeping and accounting machines, check signers 
and writers, inter-office telephone equipment, ma- 
chines for mailing, such as scales, postal meters, ad- 
dressers and tyers, duplicating machines, time clocks, 
visible records, copy holders, as well as supplies for the 
maintenance and use of all office equipment. 

The exhibition is being put on by the “Business Show 
of Progress Association, Inc.,” a non-profit organiza- 
tion, composed of various representative members of 
the office equipment industry for the purpose of main- 
taining the industry in the high esteem of the general 
public and bringing before the business fraternity such 
new office machines as are developed from time to time. 

Being a non-profit organization, it is evident that in 
the staging of a Business Show, certain individuals 
must be assigned various duties and the success which 
is assured the show reflects great credit upon the men 
who have taken the leadership and upon whose shoul- 
ders has fallen the brunt of the work of arrangements. 
It is recognized that no assignment is more important 
than any other, but the following group has been work- 
ing in perfect harmony for the development of this 
exhibition: 

C. C. (Doc.) Fiske, Northern California manager of 
the National Postal Meter Sales Company, is president 
of this year’s Business Show of Progress and his duties 
consist of general supervision of the entire organiza- 
tion. He is also in direct charge of advertising, pub- 
licity, and arrangements. 

A. L. Papworth, San Francisco sales manager for the 
Pacific Manifolding Book Company, is in full charge of 
finance and purchasing; Bill Percival, manager for the 
Dictograph Company, is responsible for the physical 
operation of the show, including booths, decorations, 
general equipment, etc.; Jim Warren, San Francisco 
manager for Comptometer, is responsible for the de- 
sign and supervision of all printing, such as tickets, 
posters, stickers, invitations, programs, directories and 
advertising copy and literature. 

The first “Business Show of Progress” was held the 
early part of 1934 and it is interesting to note that 
practically every exhibitor not only displayed at the 
second show, held in December of 1935, but has also 
reserved space for the 1937 event. 

In the various booths the following merchandise will 
be placed on display: 

Addressograph, Allen-Wales adding machines, Comp- 
tometer, Dictograph, DoMore chairs, Ediphone voice- 
writers, Elliott addressing machines, Friden calcu- 
lators, Marchant calculators, Mimeograph, Multigraph, 
Niagara duplicators, National postage meters, Rodman 
duplicating machines, Royal typewriters, Rucker-Fuller 
Company desks, Stromberg Electric Company time 
clocks. Other companies which will display their prod- 
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ucts are B. H. Bunn & Company, C. W. Hunt, Jr., Pacific 
Manifolding Book Company, Schwabacher-Frey Com- 
pany, Underwood Elliott Fisher Company, Visible 
Records Equipment Company, West Coast Carbon & 
Ribbon Company, Woodstock Typewriter Company. 
a ES. 
STEIN BROS. AGAIN EXPANDS PLANT 

Stein Bros. Manufacturing Company, Inc., makers of 
practically every type of leather goods used in the office 
equipment industry, this month will celebrate its twen- 
tieth anniversary by moving into a new and modern 
plant in the Jackson-Green building, Jackson and 
Green streets, Chicago. 

Coincident with announcement of the move, which 
will be completed about April 10, Leo Stein, president 
of the company, revealed several other important fac- 
tors of the firm’s expansion program. Chief of these 
was the appointment of E. R. Manning, former New 
York sales representative of the company, as vice-pres- 
ident in charge of sales and advertising. Mr. Manning 
will be established at the home office. 

Mr. Stein began his career as an office boy in a 





E. R. MANNING 


LEO STEIN 


leather factory. After four years learning the manual 
side of the business he spent another five years selling 
leather goods to dealers throughout the country. Fully 
equipped with first-hand knowledge of the business, he 
opened a small establishment on the South side of 
Chicago in 1918. Only three years elapsed before busi- 
ness had grown to the extent where the firm was forced 
to seek larger quarters and it leased a loft at 155 South 
Clinton street. 

In 1924 another move was necessary and the com- 
pany was established at 701 West Washington street. 
Meanwhile Mr. Stein admitted his brother, Michael 
Stein, into the business but in 1926 the latter resigned 
to reénter his former occupation, that of optician. 
Shortly thereafter Leo Stein again moved his plant, 
this time to the present location, 564 West Adams 
street. 

In 1933 Leo Stein employed his brother, George Stein, 
as traveling salesman in the middle western states. In 
the past two years, George Stein did special sales work 
until the first of this year, when he left the company. 

The new building is one of the finest in Chicago and 
will give the company 22,000 feet of space in which to 
expand the manufacture of the well-known Stein 
Stebco line of zipper envelopes, ring books, portfolios, 
etc. 

eo 
BIRMINGHAM COMPANY MOVES 

The Office Supply and Outfitters Company, Inc., for- 
merly of 1921 Fourth Avenue North, has moved to 211 
North Twenty-First Street, Birmingham.—_RHB 
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WARD'S. OF BOSTON, IS PROUD OF ITS NEW 
FURNITURE DEPARTMENT.—And well it might 
he if the two Ulustrations presented here are in- 
dications. The new department was officially 
epened on February 15 with a beautiful display 
of merchandise of the Globe-Wernicke Co.; Vic- 
tor Safe & Equipment Company, Sturgis Posture 
Chair Company, Sight Light Corporation, Com- 
mercial Furniture Company, Tell City Desk Com- 
pany, Leopold Company, B. L. Marble Company, 
Waite Chair Company, Nichols and Stone, Jasper 
Desk Company. A story covering the official 
epening of Ward’s new department appeared on 
page 74 of the March issue of Office Appliances. 


“Y AND E” SERVICE DEPARTMENT BUSY 


Although the entire plant of the Yawman and Erbe 
Manufacturing Company at Rochester, N. Y., is working 
overtime to step up production to the 1929 level, one of 
the busiest of the various divisions is the system de- 


partment. 
This organization functions for the purpose of pre- 
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TWO VIEWS OF THE YAWMAN 
ERBD SYSTEM SERVICE DEPARTMENT. 
—This department has been exceptionally 
busy during the past several months, indi- 
cating a healthy activity among Y and E 


dealers. 


paring an extensive series of sales helps as a means of 
increasing profits for “Y and E” salesmen and dealers. 
At the present time it is engaged solely on the new 
direct vision items, especially the demonstration outfit 
of the new Direct Vision filing systems. Incidentally, 
this system has undergone a two-year test period in the 
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files of many companies that have permitted the use of 
their files as a laboratory for “Y and E.” 

The filing system, according to officials of the com- 
pany, is the result of six years of research work on the 
part of experts on the Yawman and Erbe staff. 

<i 4 
WELL KNOWN OAKLAND MEN ESTABLISH NEW 
OFFICE APPLIANCE RETAIL STORE 

Andreasen & Chambers, Inc., organized in February, 
has taken over the Oakland, Calif., store of the M. G. 
West Company and will act as the latter’s distributor. 
The new company will also enjoy the exclusive dis- 
tributorship of such lines as Stow-Davis Company, Art 
Metal Construction Company and the Sikes Company. 
Their territory covers all of Alameda and Contra Costa 
counties, which includes the cities of Oakland, Berke- 
ley, Alameda, and Emeryville and a large number of 
smaller suburban cities. 

To meet the demand for a broader service, this corpo- 
ration will add, at an early date, a complete home fur- 
nishing department. 

Merchandising operations are to be under the super- 
vision of Claude G. Andreasen who has been identified 
with the furniture business for the past twelve years. 
He was a member of the firm of Hall-Glockler & Prost, 
Inc., in charge of their Oakland store, dealing in busi- 
ness furniture and equipment. For the past five years 
Mr. Andreasen was with the Breuner Company as as- 
sistant sales manager in the interior decorating de- 
partment. 

George R. Chambers, Jr., formerly of Gladding-Mc- 
Bean & Company, with whom he had been identified 
for the past fourteen years, is in charge of the business 
and administrative end of the business. 

Fred R. Broadhus, who has been in charge of the 
Oakland store of the M. G. West Company the past 
few years, is associated with the new company and will 
continue to give the same service extended by the 
parent company in the past.—Bart 
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THE GUEST BOOK 


D. C. Neuhaus, who resides in Kansas City, Mo., and 
covers a large territory in the middle west and south 
for the H. M. Storms Company of Brooklyn, N. Y., in- 
scribed his name in the guest book on March 8. He was 
in Chicago on business and reported a healthy increase 
of activity among dealers throughout his territory. 


Frank E. Tupper, president of the National Business 
Show Company, New York, signed the Guest Book 
March 16. He came to Chicago early for the show, 
which opened at the Stevens Hotel March 22. He ex- 
pressed satisfaction over the fine progress and the 
reception accorded the show by the manufacturers, 
which resulted in almost a complete sell-out of space 
before he left New York. A preliminary account of the 
Chicago show, one of the most colorful and interesting 
ever held, appears elsewhere in this issue. 


E. F. MacIntyre, vice-president of the Defiance Sales 
Corporation, New York, N. Y., and L. P. Wingert of St. 
Louis, representative of the Defiance Sales Corporation 
and of the General Pencil Company, dropped in for a 
brief visit on March 18. As usual Mr. MacIntyre had 
been literally flying all over the country. He left New 
York on Lincoln’s birthday and flew directly to San 
Francisco. After spending a week in that city, he flew 
down to Los Angeles and remained for a fortnight. 
Then, he boarded an airplane and was back in New 
York on March 2. He stepped into another plane and 
went down to the Wholesale Stationers Association 
Convention in Washington. After returning to New 
York for a short stay, he hopped another plane on Sun- 
day, March 14, and flew to Chicago. His schedule at 
the time of the call involved flying visits to Cincinnati 
and St. Louis before returning to New York city, where 
he contemplates remaining until the National Station- 
ers Convention in Chicago next September. 

It is always stimulating to engage in conversation 
with Mr. MacIntyre. He has the knack of going places 
and getting things done. His constant use of airplanes 
as a means of transportation is an indication of his 
modern viewpoint and his practical appreciation of the 
progressive spirit of our present day. 

Mr. Wingert expressed himself as being in accord 
with the idea of airplane riding—for somebody else. 
He said that he expects to confine his use of transpor- 
tation facilities to the type that sticks to the ground. 

—_$$<g—___ 


SEEK TO FORM MANUFACTURERS ASSOCIATION 

Called for the purpose of deciding on the advisa- 
bility of founding a manufacturers association in the 
office equipment and stationery industry, a meeting 
was held last month at the Hotel Biltmore, New York, 
with several leaders of the industry in attendance. Fol- 
lowing the appointment of a committee, a second 
meeting was called for April 8 at which time a con- 
crete plan of the proposed organization and its aims 
will be disclosed. 

EE 


TYPEWRITER PRICES RISE 


In line with many other types of merchandise in use 
in the office equipment industry, the prices of standard 
and portable typewriters have been raised to go into 
effect immediately according to a survey made recently 
among the various manufacturers. 

: a 


ITALY-SWEDEN COMMERCIAL AGREEMENT 
Commerce Reports states that a commercial agree- 
ment between Italy and Sweden is now effective. Cal- 
culating machines are included in this pact. 
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N. 8S. A. PLANS SALES INSTITUTE 


The National Stationers Association will conduct a 
sales institute for retail salesmen at the N.S. A. Annual 
Convention in Chicago on September 27, 28, 29, and 
30. According to a statement issued by Charles P. Gar- 
vin, general manager of the association, regular classes 
will be conducted by experienced people and on the 
second afternoon of the Institute, examinations will be 
conducted wherein salesmen will be rated on the basis 
of what they have learned at the meeting. Certificates 
will be issued to the salesmen who go through the two- 
day course. 

According to Mr. Garvin, all phases of selling will 
be treated with and will include—The Model Sales 
Meeting, Time Efficiency, Sales Accounting, Self-Ex- 
amination, Window Dressing, New Ideas in Selling, 
Help for the New Man, How to Plan, Fine Points of 
Selling, Sales Refreshment—for the Experienced Man, 
Fundamentals of Selling, and Selling from Every Angle. 





MURPHY CHAIR DEFIES FLOOD.—At the left is pictured 
Murphy chair No. 204 taken in the store of Howard D. Happy, 
office equipment dealer in Paducah, Ky., after being under 
nine feet of water for eighteen days. The chair was phote- 
graphed just as it was found after the water receded. 
Although the finish was damaged, the glue joints were intact. 
At the right is a Murphy chair No. 252 pictured in the South- 
ern Limited, Inc., bus depot in Paducah, Ky., after being sub- 
merged in the Ohio river flood from January 25 to February 
12. The chair was salvaged by Mr. Lagomarsino, bus com- 
pany agent. The chair was cleaned and the frame revar- 
nished. No other repairs were necessary and the chair is now 
in use in the depot. 


ee 


FLORIDANS ATTACK CHAIN STORES 


The Better Business Association of Florida met re- 
cently at Ocala and made plans to forward an attempt 
to secure the passage in the State legislature of a bill 
known as the Florida Recovery Act, designed to have 
a drastic repressive effect upon chain store activity in 
that state. In 1935, $11,000 was raised by the Associa- 
tion and spent in promotion of the purpose, which 
failed in the senate by one vote. Members of the legis- 
lature present at the meeting gave assurances of sup- 
port of the bill, which classifies all businesses with 
which it is concerned in specific terms. Of interest to 
readers of Office Appliances is the section reading “ (i) 
Office Equipment and Supply Business, which shall be 
construed to include the sale of office furniture and 
other office equipment, store furniture and fixtures, 
stationery, books, writing instruments and other office 
supplies and all other merchandise usually included in 
and relating to that class of merchandise;” which is 
found under Section 9 of the bill—HWL 


a 


COMMERCE DEPARTMENT OPPORTUNITY 
The United States Department of Commerce has an 
inquiry for used cash registers from San Juan, P. R. 
Ask for No. 2263. 
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REMINGTON RAND STRIKE NEARS END 


With an agreement reached between James H. Rand, 
Jr., president of Remington Rand, Inc., and the Amer- 
ican Federation of Labor during a conference with Sec- 
retary of Labor Perkins, the strike which has curtailed 
production in the company’s several plants has ap- 
parently been concluded as this issue goes to press. 

The agreement, however, must be ratified both by 
the strikers and the board of directors of Remington 
Rand, Inc., before the strike officially comes to an end. 

Although the actual terms of the agreement were 
withheld, Miss Perkins declared that they involved the 
rehiring of 1200 of the 4000 strikers. This phase of the 
situation recalled to many that the paramount demand 
of the strikers was that the entire number be permitted 
to return to their work. 

A few days prior to reaching the agreement referred 
to above, the National Labor Relations Board issued the 


following order: 

I. The decision orders the Remington Rand com- 
pany to “cease and desist” from: 

A. Interfering with, restraining or coercing its em- 
ployes in the exercise of their rights to self-organiza- 
tion and bargain collectively. 

B. Dominating or interfering with the formation or 
administration of its employes organization or contrib- 
uting financial or other support thereto 

C. Discouraging membership in any of the labor 
organizations affiliated with the Remington Rand Joint 
Protective Board. 

D. Refusing to bargain collectively with this union 
as the exclusive representative of the maintenance and 
production employes of the Tonawanda, North Tona- 
wanda, Ilion, Syracuse, Elmira, N. Y., plants, the Mid- 
dletown, Conn., and Marietta, O., plants or its former 
Norwood, O., plant. 

II. The company is ordered to: 

A. Withdraw all recognition from the Ilion and Mid- 
dletown Remington Rand Employes association for pur- 
poses of dealing with the company on grievances, labor 
disputes, wages, rates of pay, hours of employment or 
conditions of work, and completely disestablish these 
organizations. 

B. Offer to the following “immediate and full rein- 
statement to their former positions without prejudice 
to their seniority, or other rights and privileges pre- 
viously enjoyed.” 

Alfred L. Kloss, Earnest Quenneville, Joseph Dreyer, 
Viola Rose Demmin, and Blanche Smith (Group A). 

Harold Beer, Clair Bellows, Vernon Crofoot, Ear] La- 
branche, Kenneth C. Brunnell, William Dunn, August 
Lingyak, George Slade, Burton Reyonne, George Bowen, 
Eugene Palmenter, Walter J. Boyle, Albert Galipeau, 


Alexander Smith, Stephen Estey, Peter Witcher, John 
Syckler, Edward J. McCoy, David Lozo, Walter G. Gaul, 
Walter J. Todd, Floyd J. Young, Felix Monnier, William 
Townsend and Charles Cooper (Group B). 

C. Give back pay to those employes in Group A from 
the date of discharge to the date of offer of reinstate- 
ment, and to those in Group B from the date operations 
in their eye began after the plants had re- 
opened to the date of offer of reinstatement. 

D. Reinstate all production and maintenance em- 
ployes at Ilion, Tonawanda, North Tonawanda, Syra- 
cuse, N. Y., plants and at its Middletown, Conn., Mari- 
etta, O., and former Norwood, O., plant who have not 
since received regular and substantially equivalent 


work elsewhere. 

E. Upon request, bargain collectively with the Rem- 
ington Rand Joint Protective board of the District 
Council Office Equipment Workers as the exclusive rep- 


resentative of the workers. 
F. Post for 30 days notices in conspicuous places in 


its plants agreeing to the order. 

III. The allegations in the complaint relating to the 
discharges of Daisy Johnson, Dolores Green, Freda Fer- 
ris and Susan Ferris and of the Norwood, Ohio, em- 
ployes are hereby dismissed 

Immediately following publication of the Labor Rela- 
tions Board’s order, Remington Rand, Inc., issued the 
following statement from the company’s headquarters 
in Buffalo: 

“To All Employes of Remington Rand: The attor- 
neys for Remington Rand are immediately taking steps 
to protect the company’s 12,000 factory workers from 
discharge on account of the National Labor Relations 
Board decision. That decision must be affirmed by the 
federal courts before it can be binding. In the opinion 
of the attorneys the decision cannot be sustained in 
the federal courts.” 

a 
THREE ADDED TO SHEPPARD SALES STAFF 


Addition of three men to its executive sales staff has 
been announced by the C. E. Sheppard Company, man- 
ufacturers of loose-leaf forms and record-keeping 
equipment, through C. E. Sheppard, president of the 
organization. 

The newcomers are: William J. Thiese, for seventeen 
years connected with Remington Rand, Inc.; Albert G. 
Brason, for many years representative of the Post- 
index Company, and George Hoppert, former sales pro- 
motion manager for International 16 MM Pictures, Inc. 

According to the announcement these additions have 
been made in line with the company’s plan for expan- 
sion during the current year. 
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SHEAFFER’S ADVERTISING PLAN EXPLAINED 

“Tested Selling Phrases” and their uses over the 
counter and in advertising were explained last month 
by Grant Olson, advertising manager for the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, in a state- 
ment concerning the company’s enlarged advertising 
plans for 1937. 

“The tested selling phrases we employ were quite 
literally tried out and found to work before we used 
them,” Mr. Olson explained. “They are magical short 
lines of conversation that arouse the prospect’s inter- 
est and clinch the sale by driving home a convincing 
point quickly and skillfully. Last year we had ‘Only 
Sheaffer Has all Seven of Today’s Most Desired Pen 
Features.’ Used in all our advertising and repeated 
over the nation’s pen counters it helped the salespeople 
do a grand job of selling. This year, without aban- 
doning last year’s theme, we feature another phrase, 
geared to the times, terse and convincing.” 

Mr. Olson explained that the proposed 1937 schedule 
includes greatly enlarged advertising space in several 
more magazines and positions in color in newspapers 
and hundreds of metropolitan newspapers. A daily 
broadcast over fifty-five radio stations will also feature 
Sheaffer products. 

Coincident with Mr. Olson’s statement, Harry Wal- 
dron, vice-president and manager of pen sales, an- 
nounced plans for a huge drive on Sheaffer Pen-Skrip, 
and adhesives which include the Para-Lastik cement, 
Skrip-Grip paste and mucilage. 

“A large part of the plan devotes itself to the moving 
of goods which are easily forgotten by the buyer,” 
Mr. Waldron explained. 

eH 


GLOBE-WERNICKE APPOINTS DRANE 

The appointment of James P. Drane as Globe-Wer- 
nicke representative in Florida, Georgia, North Caro- 
lina, and South Carolina, is announced by H. C. An- 
derson, general sales manager, who states “Mr. Drane 
comes to his new position well qualified by several 
years’ experience as a retailer of office equipment and 
stationers products in the South. He has a good knowl- 
edge of conditions in the industry and problems con- 
fronting dealers, as well as modern merchandising 
methods. 

“Due to marked improvement in our business and 
the general upward trend we are increasing our field 
organization and expanding sales activities. This will 
make possible more frequent contacts with the trade 
and permit us to give better service to dealers.” 

Mr. Drane is now making his first trip through the 
territory to which he has been assigned in order to 
become acquainted with the many Globe-Wernicke 
dealers there. 

pasties 
FELLOWES VISITS SOUTHERN TRADE 

Harry L. Fellowes, president of the Bankers Box Com- 
pany, 536 South Clark street, Chicago, last month left 
on a tour of the southern states which included attend- 
ing the fourth regional convention at New Orleans. 
Mrs. Fellowes also made the trip. 

Commenting upon trade conditions before his de- 
parture Mr. Fellowes said: “We have just completed 
our records and find for 1936 an average increase in 
sales per dealer of about fourteen per cent over 1935. 
This average is substantially higher than the average 
for any year since 1929. Asa means of maintaining this 
fine lead we have in preparation a number of promo- 
tional plans with which to make 1937 an equally suc- 
cessful year for the dealers.” 
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U.E.F. BOOSTS EMPLOYES’ PAY 

Becoming effective on March 29 a salary increase for 
its 5800 employes was announced by the Underwood 
Elliott Fisher Company. The pay raises vary from five 
to ten per cent. 

According to Col. Frederick U. Conrad, works man- 
ager at the Hartford, Conn., plant, hourly rate workers 
received a flat raise of five per cent while others em- 
ployed on piece work received boosts from five to ten 
per cent. At the same time it was announced that all 
salaried workers at $46 a week or less will be increased 


five per cent. 
—_—_—_—_<——_—_ 


NATIONAL BRIEF CASE APPOINTS STEIN SALES 
MANAGER 


The appointment of George R. Stein as sales manager 
was announced last month by the National Brief Case 
Manufacturing Company, 512 South Peoria street, Chi- 
cago. In addition to his duties of directing sales, Mr. 
Stein will personally contact the trade in the territory 
in which he has served for many years. 

Mr. Stein takes to his new position a keen sense of 





GEORGE R. STEIN 


merchandising and an eagerness to codperate at all 
times. Through these and other pleasant traits he 
has acquired a host of friends throughout the country. 
He also possesses many years of experience in the field 
which will react to the benefit of both his company 
and the dealers upon whom he will call. 

According to officials of the manufacturing company 
production has greatly increased within the past few 
months and already plans are under way to enlarge the 
size of the National factory. At the same time many 
new features have been created for the concern’s lines 
of zipper brief cases and portfolios and men’s and 
women’s fitted cases and fitted overnight cases. 

During his many years in the field, Mr. Stein’s in- 
genuity is credited with having resulted in the creation 
of many distinctive ideas which have contributed to the 
popularity of zipper brief cases. 

Later in the month, Mr. Stein traveled to New York 
on behalf of the company where he appointed Frank 
Baumel to represent National in New York City. At 
the same time Mr. Stein sent to the home office an 
enthusiastic account of the reception received in the 
East by the 1937 NBC line which resulted in the open- 
ing of several new accounts, he said. 

Associated with Mr. Stein is his son, Sheridan Stein. 

—_—_ 
NORTH DAKOTA GETS FAIR TRADE ACT 


The governor of North Dakota late last month signed 
the bill giving North Dakota a Fair Trade act identical 
with that of California. 
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CURRENT CORPORATION STATEMENTS 

Burroughs Adding Machine Company and subsid- 
iaries report for 1936, as certified by independent au- 
ditors, net income of $6,944,442 after depreciation, 
domestic and foreign income taxes and provision for 
Federal surtax on undistributed profits, etc., equivalent 
to $1.39 a share on 5,000,000 no par shares of capital 
stock. This compares with net income in 1935 of 
$5,113,528, or $1.02 a share. Current assets as of De- 
cember 1, 1936, included $14,269,701 cash and United 
States government and other marketable securities, 
amounted to $28,161,192, and current liabilities were 
$3,038,923, compared with cash, United States govern- 
ment securities and other marketable securities of $14,- 
355,583, current assets of $27,076,095 and current liabili- 
ties of $2,282,808, at the end of the preceding year.— 
(New York Herald Tribune, March 3, 1937.) 


. « 7 


The Continental Diamond Fiber Company has de- 
clared a dividend of fifty cents, payable March 1 to 
stockholders of record March 17. (Chicago Tribune, 
March 25, 1937.) 

> > . 

In a statement issued recently the Dictaphone Cor- 
poration disclosed the following figures for the year 
just passed: Net profit for the year 1936 was $775,020.29, 
which is equivalent to earnings of $5.58 per share on 
the common stock. This compares with net profit of 
$561,463.34 and earnings of $3.86 a share on the com- 
mon stock for the year 1935. Regular dividends were 
paid on the eight per cent preferred stock and divi- 
dends totaling $5 per share were paid on the common 
stock. Net current assets at December 31, 1936, were 
$1,682,596.44 compared with $1,605,985.00, at the end of 
1935. The ratio of current assets to total liabilities was 
5.9 to 1. 

> > > 

The largest earnings in its history were reported 
last month by the International Business Machines 
Corporation for the year ended December 31, 1936. 
Net profits, including foreign subsidiaries and branches, 
were $7,552,956 after all charges and federal taxes, in- 
cluding tax on undistributed profits, compared with 
such net profits in the previous year of $7,090,530. 


> . * 


Marchant Calculating Machine Company reports for 
the year ended December 31, 1936, net profit of $654,006 
after charges and taxes, equal after seven per cent 
dividend requirements to $2.80 a share on 226,642 com- 
mon shares. This compares with $394,741, or $1.94 a 
share on 194,270 common shares in 1935. (Wall Street 
Journal, March 8, 1937.) 

> > . 

Pitney-Bowes Postage Meter and subsidiaries for 
1936 net profit, $554,693, or sixty-two cents a capital 
share; for 1935 net income, $427,833 or forty-nine cents 
a share.—(N. Y. Herald-Tribune, February 24.) 


Directors of Remington Rand, Inc., last month de- 
clared a special dividend of fifteen cents on the com- 
mon stock and the regular quarterly dividends of fifteen 
cents and one per cent in stock, all payable March 26 
to stock of record March 10. The regular quarterly 
dividend of $1.124 also was declared on the $4.50 pre- 
ferred stock, payable April 1 to stock of record March 
10.—(N. Y. Herald-Tribune, February 24.) 


> > . 
Royal Typewriter Company and domestic subsidiaries 


reported today for 1936 a net income of $2,627,774, equal 
to $8.79 a common share, or $5.26 a share on common 
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stock in 1935. (Chicago Daily News, February 25, 1937.) 
~ 7 + 

Scovill Manufacturing Company has declared a div- 
idend of fifty cents, payable April 1 to stock of record 
March 15. (Chicago Daily News, February 27, 1937.) 

> «© > 

Directors of the L. C. Smith & Corona Typewriters, 
Inc., late yesterday declared an extra dividend of 1242 
cents a share on the common stock, in addition to the 
regular dividend of twenty-five cents per share. The 
regular quarterly dividend of $1.50 on preferred stock 
was also declared. The dividends are payable April 1 
to stock of record March 22. 

H. W. Smith, president, stated that the plants of the 
company are continuing to operate at a record high 
level, with extra shifts employed. (Syracuse Journal, 
March 11, 1937.) 

+. . > 

Underwood Elliott Fisher Company reports for 1936 
net profit of $3,838,704, or $5.05 a common share; for 
1935 net profit, $3,094,870, or $4.38 a share. For quarter 
ended December 31 net income $1,693,182, or $2.31 a 
share; for December, 1935, quarter net income $1,099,- 
951, or $1.58 a share. (New York Herald Tribune, Feb- 
ruary 20, 1937.) 

— 
GILLIES JOINS WATERMAN COMPANY 

The L. E. Waterman Company last month announced 
the appointment of James P. Gillies as executive vice- 
president and general manager. Mr. Gillies was for- 
merly vice-president and general manager of the Ma- 
sonite Company of Chicago, and is known in the busi- 
ness world as an authority on management, production 
and distribution. 

According to the announcement of his appointment 
Mr. Gillies will make his headquarters in New York. 
At the same time it was announced that F. D. Water- 
man, president of the company, will remain in an offi- 
cial capacity, but owing to his desire to be relieved 
of the details of management will restrict his activities 
to an advisory relationship. 

oe —— 
WEINER OPENS OWN BUSINESS 

Leonard Weiner, who for many years was, and still is, 
associated with the Woodstock Typewriter Company, 
recently opened his own business under the name of the 
Capitol Office Machines Company at Harrisburg, Pa. 

Associated with Mr. Weiner in the management of his 
new venture is John Moul who has held the position of 
service manager with the Harrisburg Typewriter Com- 
pany for the past fifteen years. Previous to forming 
that connection he was with the Underwood Typewriter 
Company for a considerable time. 

Mr. Weiner possesses considerable experience in the 
office machine field. He has seen service with the Royal 
Typewriter Company, the former Wales Adding Ma- 
chine Company and the Victor Adding Machine Com- 
pany. 

Beginning his service with Woodstock as the Boston 
branch manager Mr. Weiner also served that firm in 
Pennsylvania and California. He explained that in ad- 
dition to running his own business he will retain the 
distributorship for the Woodstock in the Harrisburg 
district and will still be district manager in charge of 
distribution in Pennsylvania. He will also retain the 
distributorship for the Allen-Wales adding machine. 
> 

TANNER COMPANY MOVES 

The Tanner Printing Company, formerly located at 
532 Broadway, New York City, has moved to larger 
quarters at 568 Broadway. 
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MALLESON CELEBRATES 25TH ANNIVERSARY 

Recently T. T. Malleson, foreign sales director of 
the Royal Typewriter Company, completed twenty-five 
years of distinguished service with the company and 
was presented with a beautiful gold watch by Royal’s 
president, E. C. Faustmann, in recognition of his contri- 
bution to the company’s development. 

Mr. Malleson joined Royal in 1912 and shortly there- 
after was selected to make his initial South American 
trip, during which he carried out his new duties excep- 
tionally well, and earned immediate recognition for his 
selection, appointment and training of dealers in im- 
portant territories, some of whom have been con- 
tinuously associated with Royal ever since. This ability, 
so well demonstrated on that initial venture, quickly 
won for him the position of export manager, and sub- 
sequently his present post as foreign sales director. 

In the capacity of export manager he commenced 
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his innumerable trips to the continent, and since this 
synchronized with the outbreak of the world war, he 
was subjected throughout that period to the hardships 
and risks attendant with the bombings, submarine 
hazards, food shortages, scant transportation facilities 
and difficulties of like nature. 

During this period, the American office equipment 
industry in foreign fields was practically in its pioneer- 
ing days and Mr. Malleson had to encounter and over- 
come the resistance to new ideas and methods of the 
older period. He can therefore be numbered among 
the early veterans who spread the gospel of American 
office machine efficiency throughout the various geo- 
graphical divisions of the world which he visited. 

RARER Sah 
M. C. BOAS VISITS U. S. 


Toward the close of January, M. C. Boas, Amsterdam, 
the Netherlands, paid a short visit to the United States. 
Agent for the tabulating machine division, Interna- 
tional Business Machines Corporation, he attended the 
100% Club convention held by that organization in 
New York January 25-28. He visited the main plant 
and laboratories at Endicott, New York. As president 
of the International Union of Office Appliance Trades 
Associations, Mr. Boas was called on to address some 
informal remarks to the Office Equipment Manufac- 
turers Institute on current business trends. 

> 
A. B. DICK APPOINTS RUCKER COMPANY 


K. G. Rucker Company, 502 Deaderick street, Nash- 
ville, Tenn., has been named by the A. B. Dick Company 
as authorized Mimeograph representatives. The store 
has a factory-trained personnel and complete stocks 
for Mimeograph users in Nashville and vicinity —CG 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


Masce in California came in like a lamb, but 
about midway of the month began to take on leonine 
characteristics. On the fifteenth, after raining inter- 
mittently throughout the day, old Jupiter Pluvius 
really got down to business and let go of more than an 
inch of rain after 4:30 P. M., quite effectively tying up 
traffic in down town Los Angeles for two hours. But no 
damage was done except perhaps to clothing, and the 
morning of the following day was bright and clear. 
Which reminds the writer that the rule here for ama- 
teur photographers is “stop down your lens!” The 
California air is comparatively free from smoke, and 
dust storms are infrequent. The same may be said of 
earthquakes. Serious seismic disturbances are rare. 
U. S. Navy target practice sometimes deceives the un- 
initiated. 
+ * . 

Rappaports Greet Son.—Melvyn Alan Rappaport is 
the name of a son who arrived in the household of Mr. 
and Mrs. Harold Rappaport of Los Angeles on February 
25. The youngster’s dad is an executive of the Angelus 
Typewriter Company, Inc., 528 South Spring street. 

Congratulations and good wishes are in order. 

+ * * 


Ribbon and Carbon Men Discuss Various Topics.— 
The Ribbon and Carbon Association of Southern Cali- 
fornia at its monthly meeting on March 4 talked over 
general conditions in the industry, after which the dis- 
cussion veered into the historical, and the develop- 
ment of silk ribbons was taken up. Members recalled 
that the first silk ribbons were known as the “Black- 
bird” line. Characteristic of silk ribbons, it was said 
that they are very durable and give sharp impressions. 

John Ruff, of the California Carbon and Ribbon 
Company, Second and Hill streets, Los Angeles, an- 
nounced two new ribbons—silver and orange, for spe- 
cial uses. Beautiful and effective. 

Present at the meeting were W. E. Sibertson, Ameri- 
can Ribbon and Carbon Company, president; H. A. 
Ecclestone, Remington Rand, Inc., secretary; E. W. 
Billings, Jr., Winn Billings Company; A. M. Heck, Co- 
lumbia Carbon Company of Dayton, Ohio; C. H. Bland, 
Western Carbon Paper Manufacturing Company; A. H. 
Miller, Kee Lox Manufacturing Company; William V. 
Bohn, Pacific Carbon and Ribbon Manufacturing Com- 
pany; John V. Ruff, California Carbon and Ribbon 
Company; and the representative of Office Appliances. 

+ * * 

New Offices.—E. A. Zundel of the Zundel Seating 
Company is making his headquarters at 317 South 
Palm, Alhambra, where he is superintending factory 
work on his new products. 

Alderson & Leebody, who represent the sales end of 
the Zundel products, have taken a neat and well- 
lighted sales room at 2707 West Seventh street, where 
the complete Zundel lines are demonstrated. 

o * . 

Display of Fine Color Printing.—Blake, Moffitt & 
Towne, 242 South Los Angeles street, having recondi- 
tioned their sales and display rooms, present a strik- 
ing display of color work done on fine papers for which 

=< turn to page 86, please 








MEETINGS—CONVENTIONS—DINNERS 


WHOLESALERS CONVENTION AT WASHINGTON 

Washington, D. C., and the Mayflower hotel proved 
ideal hosts for the Wholesale Stationers Association 
convention on March 8, 9,10. Enthusiasm for the Con- 
vention in the historical background of America’s num- 
ber one city was voiced by the two hundred odd whole- 
Salers and manufacturers who attended. 

Due to the devoted efforts of M. G. Pierpont, general 
chairman of the convention, and H. C. Whittemore, 
convention manager, and their respective committees 
the various activities, business and social, proceeded 
with promptness and dispatch. Everyone received 
thoughtful, courteous attention to his every want. 

The Convention was opened at 9:30 Monday morning 
with President Edgar M. Berry of Loring, Short & Har- 
mon, Portland, Maine, wielding the gavel and intro- 
ducing a representative of the Commissioners of the 
District of Columbia who bid the assembly welcome on 
behalf of the district officialdom. 

Opening his annual address Mr. Berry expressed keen 
satisfaction in the representative group assembled and 
was gratified to report that the desire to codperate and 
conciliate in the solution of the many problems was 
everywhere in evidence. With particular pride he ob- 
served that most of the manufacturers and wholesalers 
were adhering to the high ethics of the NRA code 
periods. It was because of these high ethical standards 
that many of the difficult situations had been bettered. 

Mr. Berry dwelt briefly on the Association program 
for the past year sketching the results of territorial 
group conferences held in key cities throughout the 
United States. He expressed definite conviction that 
these conferences were highly successful from all angles 
and strongly recommended their continuance. He was 
pleased to report a growing membership. Mr. Berry 
urged a greater cooperative attempt on manufacturers 
and wholesalers—urged that manufacturers recognize 
the importance of the wholesaier and his place in the 
scheme of distribution. He believes manufacturers’ 
salesmen could be more helpful to wholesalers. Re- 
minding all of the high ideals of the association and 
the determination of the membership to carry out these 
ideals, Mr. Berry said it had been an honor and a privi- 
lege to serve as president. He voiced his gratitude to 
Vice Presidents M. G. Pierpont and Andy Maish as well 
as to H. C. Whittemore, secretary-treasurer. In closing 
he pledged his wholehearted codperation with the new 
officers to be elected. 


Finances Are Good 


H. C. Whittemore, secretary, spoke briefly of the past 
year’s activities and submitted the secretary-treasurer’s 


report. In this he touched upon various matters which 
occupied the organization’s attention through the year 
including meetings and conferences, Robinson-Patman 
bulletin service and information service. 

He said that prompt coéperation of the membership 
as to dues and a care in planning expenses had resulted 
in a satisfactory condition of the treasury and submit- 
ted as the organization’s net worth the sum of $15,- 
433.40. 

Chairman Berry then appointed the auditing and 
nominating committees. Turning to the facetious for 
a moment, the chairman publicly introduced “two am- 
bassadors from the foreign countries of Maine and Ver- 
mont,” the brothers McAuliffe. It transpired there 
were others from these states who chose this moment 
to introduce themselves. 

As “Andy” Maish of the Dennison Manufacturing 
Company took the speakers’ table to discuss his subject 
of “Coérdination Through Codperation,” the favorite 
cat of the hotel was discerned in the doorway. Of 
ready and spontaneous wit, Mr. Maish introduced the 
feline to the assembly as either a new wholesaler or an 
investigator of the Federal Trade Commission. After 
this auspicious beginning Mr. Maish plunged earnestly 
into his subject pausing briefly to pay tribute to the 
sterling efforts of Mr. Berry. He was impressed with 
the strong delegation from New England hazarding the 
opinion that their presence in such numbers could be 
accounted for by the fact that they realized that this 
was the one opportunity they or their forefathers ever 
had of being in the “Mayflower.” 

Mr. Maish was very sincere in his praise of the asso- 
ciation’s progress during the past year, saying that the 
greatest of care had been exercised to serve the in- 
dustry and yet remain free from entanglements. Re- 
ferring directly to his subject, “If you have cooperation 
you have coordination,” he said he found plenty of evi- 
dence of the codperation of manufacturers in their 
merchandise where in spite of rising cost of raw mate- 
rials and the ever present temptation to cut corners, 
quality has been maintained—in the intelligent sales 
organizations schooled and educated to assist whole- 
salers—and in advertising material and sales promo- 
tional activities. In closing Mr. Maish charged the 
wholesale members to get all the help they could draw 
from the manufacturers’ representatives whose knowl- 
edge of the merchandise and selling methods would be 
worth much to them. 

The Robinson-Patman Law was the subject of a dis- 
cussion led by Henry Schuman of Liebowitz and Schu- 
man, attorney for the association, who explained the 
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WHOLESALE STATIONERS CONVENTION AT WASHINGTON, D. C. 


1. L. te R.: E. F. Dooley and F. U. Haines, Wilson-Jones Co. 
2. Harry A. Erny, C. Howard Hunt Pen Company; Albert 
MeLane and H. B. Hebb, Spencerian Pen Company. 

t E. TT. Macintyre, Defiance Sales Corporation. 

4. Murray Vernon, 8S. E. & M. Vernon, Inc. 
5. J. E. Moir, Brown Bros. Ltd.; Il. M. Levy, 
pany, Ine. 
McAuliffe, McAuliffe Paper Company; James Arming- 
ton, Mohican Pencil Company. 

Higgins, Charles M. Higgins & Company; Harry 
Tehan, Charlies M. Higgins & Company; Charles P. Garvin, 
general manager, National Stationers Association. 

8. J. B. Kemp, Ever Ready Calendar Manufacturing Company. 
% H. Fensterheim, 8. E. & M. Vernon, Inc.; Ben Simon, 8. N. 
A. Stationery Company; Henry Bowman, American Pencil 
Company; Leo Wertheimer, James Redegeld & Company. 
10. Ben Sandner, Russia Cement Company; A. I. Goldberg, 
A. Il. Goldberg & Bro. 

il. G. F. Griffiths, Noesting Pin Ticket Company; Ben Jo- 
sephson, Josephson Manufacturing Company. 

12. George A. Nitschke, Automatic Pencil Sharpener Com- 
pany; E. G. Stacy, Spencerian Pen Company. 

13. L. U. Jerman, Hotchkiss Sales Company; A. E. Johnson, 

Hotchkiss Sales Company. 
J. Pfaff, H. B. Van Dorn, Joseph Dixon Crucible Co. 
Brown, Eberhard Faber; J. 8. Bainbridge, Bain- 
bridge, Kimpton & Haupt. 


Art Steel Com- 


6. R. L. 


7. Tracy 





14. A. 
15. L. M. 


law as being directed against subsidy and as an attempt 
to drive piratical operators from the scheme of dis- 
tribution. He outlined two basic principles as caution 
for all who would stay within the bounds of this law— 
1. Do not grant or receive subsidies except those actu- 
ally earned and—2. Give precisely the same treatment 
to every customer in the same competitive sphere of 
action and functional position. A lengthy discussion 
followed. 
Stresses Opportunity 

Monday afternoon session found Vice-President M. 
G. Pierpont in the chair. He introduced F. J. Nichols 
of United Management Corporation of Dayton, Ohio, 


16. Col. William Nelson Pelouze, Pelouze Manufacturing Co. 
17. Ed. Kilfeather, American News Company; A. M. Graf- 
mueller, Arco Playing Card Company; Ralph Moore, host of 
golfers; Larry Schmidt, Taylor-Atkins Paper Company. 
18. J. E. Moir, Brown Bros. Lid.; Norman L. Pearce, Eber- 
hard Faber; H. L. Lynn, Esterbrook Steel Pen Manufacturing 
Company. 
19. J. K. Edwards, manufacturer's representative; Harrie 
Copeland, Wilson-Jones Company; W. G. Whittmore, Ameri- 
can News Company; J. J. McDonough, Plymouth Rubber 
Company. 

20. R. J. Urmston, J. 8S. Staedtler Company; Julius Kahn, 
David Kahn, Inec.; H. J. MacNeill, Binney & Smith Company; 
L. H. Tavernier, Fulton Specialty Company. 

21. H. S. Saunders, Stationers & Publishers Board of Trade; 
Mrs. D. Frank Deneen, Reyburn Manufacturing Company. 
22. H. C. Whittemore, manager, Wholesale Stationers Asseo- 
ciation; E. M. Berry, Loring, Short & Harmon; M. G. Pier- 
pont, Loewy Drug Company, Baltimore, new association 
president; Andy Maish, Dennison Manufacturing Company. 

23. David Koeller, Jr., Blackwell-Wielandy Company. 

24. J. P. Moriarty, E. Morrison Paper Company. 

25. Otto A. Cavanaugh, Plimpton’s; Herman Von Frank, Oak- 
ville Company. 

26. James Armington, Mohican Pencil Company; W. F. Wy- 

man, Carter’s Ink Company; E. J. Huott, Frank A. Weeks 

Manufacturing Company; A. L. Salomon, A. L. Salomon Co. 


who spoke on “Marketing, Merchandising and Selling 
Problems.” Mr. Nichols dwelt at some length on the 
opportunity before this industry suggesting that some 
of the older heads who had taken their respective ships 
safely through the storm of the depression promote 
themselves to advisory capacities and thus give new 
opportunities for the younger men in their organiza- 
tions and save them from stepping away to other or- 
ganizations and other opportunities. Asking “Do you 
know your markets? Your products? Is your styling and 
packaging modern?” Mr. Nichols brought home many 
pertinent facts. He contended that this industry had 
done little to educate the business man to equip his 
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office in the modern manner. “Why are credits so lax 
in this industry?” he asked and charged all to tighten 
up their credits all the way along the line. Mr. Nichols 
opined that these were the times for courageous selling 
—selling that looked the facts squarely in the eye and 
offered solutions. In closing he enumerated ways in 
which wholesalers and manufacturers might take ad- 
vantage of current trends and situations. 

Adjournment of the day’s business session gave the 
convention the first real opportunity to study the man- 
ufacturer’s exhibits located in the lobby adjacent to the 
meeting parlors. They were well worth careful perusal 
A list of exhibitors attached. 

Among the firms which maintained impressive and 
attractive exhibits were: Arrco Playing Card Company, 
Inc., New York; Automatic Pencil Sharpener Company, 
Chicago, Ill.; Bachmann Bros., Inc., Philadelphia; Bert 
Manufacturing Company, New York; Boorum & Pease 
Company, Brooklyn; Chaney Manufacturing Company, 
Springfield, Ohio; Dennison Manufacturing Company, 
Framingham, Mass.; Diecasters, Incorporated, New 
York; Ellingsworth Manufacturing Company, Chicago; 
Esterbrook Steel Pen Manufacturing Company, Cam- 
den, N. J.; The George Frank Sons Company, Balti- 
more; Germanow-Simon Machine Company, Rochester, 
N. Y.; The Globe-Wernicke Co., Cincinnati; Glolite 
Corporation, Chicago; Fred Gretsch Manufacturing 
Company, Brooklyn; Charles M. Higgins & Company, 
Inc., Brooklyn; C. Howard Hunt Pen Company, Cam- 
den, N. J.; David Kahn, Inc., North Bergen, N. J.; Miller 
Brothers Pen Company, Meriden, Conn.; Mohican Pen- 
cil Company, Philadelphia; Moore Push-Pin Company, 
Philadelphia; Noesting Pin Ticket Company, Mt. Ver- 
non, N. Y.; Parrot Speed Fastener Corporation, Long 
Island, N. Y.; Puritan Stationery Company, New York; 
Reyburn Manufacturing Company, Philadelphia; Rite- 
Rite Manufacturing Company, Chicago; Scripto Manu- 
facturing Company, Atlanta, Ga.; Spencerian Pen 
Company, New York; The Water Pen Company, New 
York; Weber Costello Company, Chicago Heights, II1.; 
Frank A. Weeks Manufacturing Company, New York, 
and Wilson-Jones Company, Elizabeth, N. J. 

Monday night all assembled in the Italian Gardens 
to take part in the “Old Fashioned Auction Night.” 
Under the expert handling and rapid-fire comment of 
Ralph Weschler, a professional auctioneer, members 
and their guests engaged in spirited bidding for many 
valuable articles. The tender was stage money, of 
course. 

A cocktail party and reception in the Chinese Room 
through the courtesy of Binney & Smith Company was 
the scene of a lively and informal hour or so. Great 
hosts Messrs. Gemmill and MacNeill, genial Binney & 
Smith representatives. 

Group Meetings 

Tuesday morning sessions were devoted to individual 
group meetings of the Wholesalers with C. F. Schwarz 
in the rostrum and the manufacturers with R. A. Maish 
presiding. In these meetings was the spade work of 
the convention accomplished and here the intimate 
details of the work of the Association were discussed. 

Promptly at 1:30 p.m. Tuesday a large and enthusi- 
astic group entered busses for a sight-seeing trip of 
Washington. Passing most of the important federal 
administration buildings the party made its first stop 
at the Federal Bureau of Investigation (the famous 
F.B.I.). Here was a real opportunity to see the “wheels 
go around” in this institution—and the group made the 
most of it. Here was real system applied to the science 
of criminal detection. The recording and finding sys- 
tems of finger prints was a revelation in speed and 
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accuracy. The methods and weapons used in crime 
detection and criminal warfare were explained to the 
interested group. 

Other points of interest, the Senate building, the 
house, new Supreme Court building where resided the 
famous “nine old men,” and the White House were seen 
while en route to the Franciscan Monastery at Mount 
St. Sepulchre in Washington. Here were many repro- 
ductions of shrines and architecture in the Holy Land. 
And a roundabout route covered most of the interest- 
ing sights of Washington, across the Potomac briefly to 
catch a glimpse of Arlington Cemetery, across the Ar- 
lington Bridge to the Lincoln memorial and Washing- 
ton Monument—and back to the hotel. 

Tuesday evening found all assembled in the mer- 
chandise exhibits where some very fine prizes were 
awarded at the conclusion of a perusal of the exhibits. 

Wednesday morning session was opened by President 
Berry. Routine work of the convention took but a few 
minutes and Mr. Berry introduced Howard S. Sanders, 
executive credit adviser, The Stationers and Publish- 
ers Board of Trade, Inc., the speaker of the morning. 

Mr. Sanders likened business to the Everglades, full 
of swamps and quicksand waiting for the unwary, and 
declared that management is the only guide through 
them. Poor management is a result of lack of knowl- 
edge, incompetence or carelessness—one or all of them, 
he contends. It is his opinion that the percentage of 
men who do not understand their business is too high, 
most failures occurring from incompetence and inex- 
perience because such are seldom capable of self-analy- 
Sis. Failures also result from competition, or from poor 
merchandise, but most pregnant of all causes is poor 
management. Not enough attention is given to finan- 
cial statements and inventories to keep the business in 
a liquid condition. The ratio of current liabilities to 
current assets should be watched carefully. The old 
idea of two dollars in current assets for one dollar in 
liabilities is still a good standard was his opinion. In- 
ventory must be studied to keep it in line with other 
factors. Quick assets should be in excess of debt and, 
when they are that way, a business is known as “liquid” 
claimed Mr. Sanders. 

“Know Your Business” 

Mr. Sanders gave the intimate details of several 
businesses which had come under his observation of 
late. Discussing their problems and the right way to 
handle each situation he concluded with “My last word 
to you is, know your business when it is your business; 
that’s proper management.” 

The committee reports were received with approval. 
The nominating committee brought forth a slate to 
which no additions were suggested from the floor so 
the following were unanimously elected: 

M. G. Pierpont, president, Loewy Drug Company, Bal- 
timore, Md.; David Koeller, Jr., first vice-president, 
Blackwell-Wielandy, St. Louis; J. E. Moir, second vice- 
president, Brown Bros., Toronto; G. F. Griffiths, third 
vice-president, Noesting Pin Ticket Company, Mount 
Vernon, N. Y.; H. E. Whittemore, secretary-treasurer. 

Board of Control. C. F. Schwarz, Schwarz Paper 
Company; W. G. Whittemore, American News Com- 
pany, N. Y. C.; E. M. Berry, Loring Short & Harmon; 
M. D. Wittleshofer, Beecher Peck & Lewis, Detroit; A. L. 
Salomon, A. L. Salomon Company, N. Y. C.; J. P. Mori- 
arty, E. Morrison Paper Company, Washington, D. C.; 
J. G. Bainbridge, Bainbridge, Kimpton & Haupt Inc., 
N. Y. C.; E. J. Huott, Frank A. Weeks Manufacturing 
Company, N. Y. C.; H. L. Chandler, Adams Cushing & 
Foster, Boston; R. A. Maish, Dennison Mfg. Company, 
Framingham, Mass.; J. B. Kemp, Ever Ready Calendar 
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Manufacturing Company, Jersey City, N. J.; H. E. Cope- 
land, Wilson-Jones Company, Elizabeth, N. J.; H. J. 
MacNeill, Binney & Smith, N. Y. C.; Julius Kahn, David 
Kahn, Inc., North Bergen, N. J. 

Wednesday afternoon was not a day ideally suited for 
golf but fifteen hardy souls played the beautiful Con- 
gressional Country Club course some fifteen miles out 
in the Maryland countryside. 


The Grand Finale 


The annual banquet and dance—the grand finale— 
was presided over by Louis Tavernier of Fulton Spe- 
cialty Company, New York City, as toastmaster. After 
a delightful meal of guinea hen and all the trimmings, 
Mr. Tavernier welcomed the gathering and introduced 
E. M. Berry as “the First Distinguished Foreigner.” Mr. 
Berry’s remarks were brief and to the point. He said 
he had had much pleasure in serving the association 
and was gratified to know he was leaving the presi- 
dency in such good hands as those President-elect Pier- 
pont. 

Characteristically, Mr. Pierpont expressed his pleas- 
ure in the confidence the association had placed in him 
in affording him its highest honor. He voiced his sin- 
cere thanks and pledged his best effort. 

Mrs. M. G. Pierpont was given a big hand when intro- 
duced in recognition of her untiring effort in conven- 
tion activities. 

R. A. Maish was next called upon and here he gave 
his ready wit full run to the utter delight and appre- 
ciation of the diners. His gibes and good humor were 
very well received. Turning to the serious he acknowl- 
edged a number of the diners who had made real con- 
tributions to the success of the convention. 

David Koeller, Jr., of Blackwell-Wielandy, vice-presi- 
dent-elect, expressed his thanks and appreciation. 

H. E. Whittemore gratefully acknowledged the codp- 
eration of all who had contributed their time and 
energy to make the convention successful. In conclu- 
sion he honored each of the past presidents of the asso- 
ciation with a token of esteem. 

Congressman Koeller gave an entertaining address 
speaking in tribute to those qualifications the past 
presidents must have had. 

R. J. Urmston, J. S. Staedtler Pencil Company, then 
announced the winners of the golf tournament and 
presented them with handsome prizes. Low net was 
A. M. Grafmueller, Arco Playing Card Company, N. Y. C. 

The Pennsylvania Railroad Keystone Quartet pro- 
vided an interesting quarter hour with rousing songs 
as only a good quartet can. 

Door prizes were awarded and then the evening was 
turned over to dancing in which Jack Lederer’s “Mary- 
landers” furnished the inspiration. And so “far into 
the night” the convention wound up in a blaze of glory. 


REGISTRATION—-MEN 


A 


Bert Abrams, Modern Stationer. 

James Armington, Mohican Pen- 
cil Company. 

R. E. Ayers, U. S. Playing Card 
Company. 


B 


J. G. Bainbridge, Bainbridge, 
Kimpton & Haupt, Inc. 

G. H. Barber, Ray-O-Vac Manu- 
facturing Company. 

A. C. Barnaby, Atlas Stationery 
Company. 

Alfred Berolzheimer, Eagle Pencil 
Company. 

E. M. Berry, Loring, Short & 
Harmon. 

T. FP. Blakeman, Spencerian Pen 
Company. 

Henry W. Bowman, American 


Lead Pencil Company. 

J. E. Bradshaw, Southwestern 
Drug Company. 

L. M. Brown, Eberhard Faber 
Pencil Company. 


Cc 


O. A. Cavanaugh, Plimpton’s. 

H. L. Chandler, Adams, Cushing 
& Foster. 

Fred Christensen, S. E. & M. Ver- 
non. 

Harrie Copeland, Wilson-Jones 
Company. 

W. C. Cravens, Walcott-Taylor 
Company. 


D 
J. F. Deaney, Miller Bros. Pen 


Company. 
D. Frank Deneen, Reyburn Manu- 


facturing Company. 

William S. Donnelly, Modern 
Stationer. 

E. T. Dooley, Wilson-Jones Com- 
pany. 


E 


Arthur S. Edelhoff, General Pen- 
cil Company. 

J. K. Edwards, Joseph Dixon 
Crucible Company. 

Harry A. Erny, C. Howard Hunt 
Pen Company. 


F 


Harry Fensterhein, S. E. & M. 
Vernon. 

Frederick W. Fogg, Cook, Everett 
& Pennell. 

R. Franz, Parker Pen Company. 

Arthur L. Frey, The Globe-Wer- 
nicke Co. 


G 


Bob Gemmell, Binney & Smith 
Company. 
“= Goldberg, A. I. Goldberg & 
ro. 
~~ Goldberg, David Kahn, 


nc. 

E. M. Gooding, Loring, Short & 
Harmon. 

A. M. Grafmueller, Arco Playing 
Card Company. 

Fritz Gregg, Practical Drawing 
Company. 

G. F. Griffiths, Noesting Pin 
Ticket Company. 


H 


F. U. Haines, Wilson-Jones Com- 
pany. 

Joe D. Hale, Rite-Rite Manufac- 
turing Company. 

R. P. Hale, C. E. Bradley Cor- 
poration. 

Van Holt Hall, Scripto Pencil 
Company. 

F. W. Harper, E. Morrison Paper 
Company. 

Horace B. Hebb, Spencerian Pen 
Company. 

Tracy Higgins, Charles M. Hig- 
gins & Company. 

Guy D. Hills, Seneca Falls Rule 
& Block Company. 

H. C. Hooks, Moore Push Pin 
Company. 

J. J. Hopkins, Binney & Smith 
Company. 

E. J. Huott, Frank A. Weeks 
Manufacturing Company. 


J 


S. Jacobs, Norma Pencil Company. 
E. W. James, James & Law Com- 


pany. 

L. U. Jerman, Hotchkiss Sales 
Company. 

A. E. Johnson, Hotchkiss Sales 
Company. 

E. P. Joseph, Scripto Pencil Com- 
pany. 

Ben Josephson, Josephson Manu- 
facturing Company. 


K 


Julius Kahn, David Kahn, Inc. 

J. B. Kemp, Ever Ready Calendar 
Manufacturing Company. 

T. Harris Keon, Mohican Pencil 
Company. 

David Koeller, Jr., Blackwell, 
Wielandy en = 

John G. Kolb, oward Hunt 
Pen RK, 


L 


G. D. Leonard, Sanford Manufac- 
turing Company. 
= M. Levy, Art Steel Com- 


Saah ; Site. Parrot Speed Fas- 
tener Corporation. 

Harry L. Lynn, Esterbrook Steel 
Pen Manufacturing Company. 


E. T. MacIntyre, Defiance Sales 
Corpeceee 

H. MacNeill, Binney & Smith 
ane any. 

Andy ish, Dennison Manufac- 

ae Se 

Dave nley, Modern Stationer. 

A. J. Marchant, Russia Cement 
Company. 
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Elmer Mayer, American Crayon 
Compony. 
EB. McAuliffe, McAuliffe Paper 
Comgees.. 

R. L. McAuliffe, McAuliffe Paper 


Com ° 

E. H. McCully, Wallace Pencil 
Company. 

J. J. McDonough, Plymouth Rub- 
PS Company. 
P - McElroy, Weber Costello 


Alvert t McLane, Spencerian Pen 
m) ° 
Ralph P’ Meader, Water Pen 


om ° 

0. P. Merryman, R. P. Andrews 
Paper Company. 

J. EB. Moir, 2 Bros. Ltd. 

J. P. Moriarty, E. Morrison Pa- 
a nnn Be 

J. Mortimer, Frank A. Weeks 
eR — F Company. 


J. E. Neary, Geyer’s Stationer. 
George A. Nitschke, Automatic 
Pencil Sharpener Company. 


P 


Col. R. B. Paddock, Wallace Pen- 
cil Company. 

F. E. Palmer, Brown, Eager & 
Hall Company. 

Sherman L. Parmenter, American 
Crayon Company. 

George R. Parsons, W. A. Sheaffer 
Pen Company. 

N. L. Pearce, Eberhard Faber 
Pencil eyo 

Col. William Nelson Pelouze, Pe- 
louze Manufacturing Company. 

A. J. Pfaff, Joseph Dixon 
Crucible Company. 

M. G. Pierpont, wy Drug Com- 


pany. 

W. E. > Marx Printing 
Compan 

a 4 Price, Eagle Pencil Com- 
pany. 


Samuel Richards, Washington 
News Com _. 

I. I. Ritter, Glo-Lite Corporation. 

W. 8S. Rosenfield, Quality Art 
Novelty Company. 

S. Rubin, 8. Rubin. 

W. A. Bucker, Parker Pen Com- 
pany. 


A. é ga A. L. Salomon 
ompan 

yr. W. "Samson, Moore Push Pin 
Com 

B. T. ner, Russia Cement 
Company. 

Larry Schmidt, Taylor-Atkins 
Paper Company. 

A. J. Schubert, Jr., Western 
Wholesale Stationers. 

Henry Schuman. 

Charles F. Schwarz, Schwarz Pa- 
per Company. 

C. C. Shee, Oakville Company. 

B. Simon, 8. N. A. Stationery. 

F. E. Smart, Stationers of 


Canada. 

Leo Solinger, Eagle Pencil Com- 
pany. 

Elmer G. Stacey, Spencerian Pen 
Company. 

F. G. Steinhilber, Geyer’s Sta- 
os 

W. W. Sunderland, Western 
Tablet & Stationery Company. 

T 
L. H. Tavernier, Fulton Specialty 


Cae. 
Harry Tehan, Charles M. Higgins 
& Company. 


U 
Ray Urmston, J. 8. Staedtler, Inc. 
Vv 
H. B. Van Dorn, Joseph Dixon 
Crucible Company. 
Murray Vernon, 8S. E. & M. Ver- 
non. 
H. Von Frank, Oakville Company. 
Ww 
Charles Wadsworth, American 
Lead Pencil Company. 


H. Wertheimer, Best ufactur- 
ing Company. 
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Leo Wertheimer, Joseph Redegeld Mrs. L. U. Jerman 


Company. Mrs. A. E. Johnson 
George C. Wheeler, Office Appli- Mrs. J. B. Kemp 

ances. Mrs. T. Harris Keon 
R. G. White, Fulton Specialty Miss J. Kilpatrick 

Company. Mrs. Harry Lynn 


Mrs. P. E. McAuliffe 
Mrs. R. L. McAuliffe 
Mrs. J. J. McDonough 
Mrs. Glen Moir 
Mrs. J. E. Moir 
Mrs. J. P. Moriarty 
Mrs. J. E. Neary 
Mrs. George A. Nitschke 
Mrs. F. E. Palmer 
Y Miss Jean Palmer 
Mrs. A. J. Pfaff 
Mrs. M. G. Pierpont 
Mrs. Herman Price 
Mrs. Samuel Richards 
Miss Fay Rubin 
Mrs. 8S. Rubin 
Mrs. Larry Schmidt 
Mrs. B. Simon 
Mrs. L. A. Sproul 
Mrs. A. C. Taylor 
Mrs. F. Trachtenberg 
Mrs. Ray Urmston 
Mrs. H. B. Van Dorn 
Mrs. R. G. White 
Mrs. H. C. Whittemore 
Mrs. W. G. Whittemore 
Mrs. M. D. Wittelshofer 
Miss Norma Wittelshofer 
> - 
ERIKSEN’S HOLDS CELEBRATION 
The fifteenth anniversary of the founding of Erik- 
sen’s, Inc., was celebrated recently with an open house 
in their new store at 319-321 North Erie street, Toledo, 
O. Arnold Eriksen, general manager, believes he is the 
oldest active carbon paper and typewriter ribbon spe- 
cialist in Toledo, having served in this territory since 
1919. Associated with him are his brothers, Leif Erik- 
sen, president and northwestern Ohio representative; 
Edwin Eriksen, secretary and office manager; Paul 
Eriksen, Cleveland representative; and a sister, Thelma 
Eriksen, stenographer and sales clerk. The six Toledo 
salesmen are headed by T. Hoyt Boden. Herbert Gas- 
con is in charge of the typewriter and adding machine 
departments, and Donald Hill of the duplicating ma- 
chine department. Robert Guss and Dale Palmer head 
the service department. Lawrence Romer, bookkeeper 
and assistant secretary, has been associated with the 
firm more than twelve years. The company opened 
fifteen years ago in the Smith and Baker building as 
the Eriksen Ribbon and Carbon Company, and as the 
business grew the firm moved to the Nicholas building 
in 1923; 310 Erie street in 1929; and 808 Madison avenue 
in 1932. Harold Mielke is vice-president of the firm, 
which maintains branch offices in Columbus, Cincin- 


nati, and Cleveland.—AK 


W. G@. Whittemore, 
News Company. 

M. D. Wittelshofer, Beecher, 
Peck & Lewis. 

R. N. Wood, Esterbrook Steel Pen 
Manufacturing Company. 

Walter F. Wyman, The Carter's 
Ink Company 


American 


Harry Yager, David Kahn, Inc 


REGISTRATION-LADIES 


Mrs. A. C. Barnaby 
Miss Jean Berres 

Miss R. Bowers 

Mrs. L. M. Brown 

Mrs. H. L. Chandler 
Mrs. Harrie Copeland 
Mrs. D. Frank Deneen 
Mrs. William S. Donnelly 
Mrs. J. K. Edwards 
Mrs. C. W. Ellingsworth 
Mrs. E. M. Gooding 
Miss Edith Hollway 


a 
MICHIGAN STATIONERS CLUB ORGANIZED 

With twenty-five charter members whose object is, 
among other things, to “elevate the standards of our 
business” the Stationers Club of Michigan was organ- 
ized in Lansing, Mich., recently. 

Those elected to guide the organization through its 
first year are: President, C. W. Seely, Tisch-Hine Com- 
pany, Grand Rapids; Vice-president, R. C. Nichols, The 
Daniels Company, Muskegon; Vice-president, Hubert 
C. Pratt, Emery-Pratt Company, Lansing; Treasurer, 
Jerry W. Grunner, Franklin De Kleine Company, Lan- 
sing, and Recording secretary, C. W. Leonard, Leonard 
& Company, Detroit. 

Directors of the newly-formed organization are: 
Walter Leonard, Doubleday Bros. & Company, Kala- 
mazoo; Dean A. Hall, Gage’s, Battle Creek; Fred 
Holmes, Prompt Press Company, Detroit, and George 
W. Baxter, Saginaw Publishing Company, Saginaw. 

Although all of the above officers were elected at the 
time the club was organized, they were unanimously 
reélected when the organization held its first regular 
meeting on March 10. 
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FOURTH DISTRICT HOLDS ROUSING MEETING 

The annual meeting of the fourth district of The Na- 
tional Stationers Association was an important event 
from the standpoint of attendance, interest and accom- 
plishments. Two hundred twenty registered, more 
than half of them dealers. 

It will be a long time before the entertainment is for- 
gotten. The Travelers’ party, which was attended by 
more than three hundred people, furnished a delightful 
evening. Mrs. Henri Petetin and Mrs. J. B. Stites gave 
a luncheon to the ladies at Kolb’s restaurant, a de- 
lightful eating place in the French quarter or Vieux 
Carre, as it is better known. Leaving Kolb’s the ladies 
were ushered to many points of historical interest in 
that section. They finished their trip at the Patio 
Royal where light refreshments were served. A golf 
tournament with prizes for every one was held the 
second afternoon. 

The sessions were held at the Roosevelt hotel. The 
convention was called to order by Morris E. Hansell I 
of F. F. Hansell & Bro. Ltd., who, with Ivan Allen, Jr., 
of Ivan Allen-Marshall Company, shares the governor- 
ship for the district. 

Mr. Hansell introduced Theodore M. Simmons of the 
Pan-American Life Insurance Company, who delivered 
a hearty welcome to the visitors. Another address of 
welcome was given by Henry Baudean of Baudean, Inc., 
who spoke in behalf of the stationers of the city. Mr. 
Baudean remarked that there never was a finer spirit 
of coéperation among New Orleans stationers than 
exists today. He referred to the Louisiana Fair Trade 


ON OPPOSITE PAGE ARE SOME OF THE FOURTH RE- 
GIONAL CONVENTIONITES. 
1. John D. Hanson, Perry & Buckley; L. Henry Baudean, 


Baudean, Inc., New Orleans. 

2. John Fischer and Austin Leftwich, Tropical Printing and 
Stationery Company, New Orleans. 

3. Mr. and Mrs. Harvey E. Rivera, Dameron-Pierson Com- 
pany. 

4. Henri Petetin, Henri Petetin, Inc.; Harry Tehan, Charles 
M. Higgins & Company. 

5. A. E. Felis, Powers Company, Mobile; Lou M. Ebeling, 
W. T. Richardson, Columbia, 8. C 

6. J. J. MeMahon, The Powers Company, Mobile; Charles 
Davis, Bingham Stationery Company, Birmingham, Ala. 

7. Tem Riley, Eberhard Faber, ex-president, Southern 
Travelers Club, being congratulated by Jim Cooper, re- 
tiring president. for excellent work of entertainment 
committee. 

Ss. Mr. and Mrs. H. F. 
Chicago. 

® Bill Smith and Joe Hildreth. 

10. T. A. Clarke, E. H. Clarke & Bro., Memphis, Tenn.; J. R. 
Norris, National Blank Book Company. 

11. Al Marschall, The Carter’s Ink Company; Ben MeGinty, 
Yawman and Erbe Manufacturing Company; Charles 
Hucke, manufacturers representative. Members of the 
committee which provided elaborate entertainment for 
the visitors. 

12. H. O. Welff, G. 
pany. 

is. William Hoege, General Fireproofing 
Gram, The J. L. Hanson Company. 

14. J. B. (cigar Jim) Stites, manufacturers representative; 
Frank J. Link, Art Metal Construction Company; Ed. V. 
Bogart, manufacturers representative. 

15. Twins: Lillian Pitkin, Dameron-Pierson Company, New 
Orleans; Ethel Cryer, Hagerstown, Md. 

16. Stanley Woodruff, Weis Manufacturing Company; W. F. 
Kale, Kale-Lawing Company, Charlotte, N. C. 

17. Lienel Colomb and Stanley Woodruff, Weis Manufactur- 
ine Company; P. K. Smith, P. K. Smith Company, Jack- 
sonville, Fla. 

is. W. M. Strobel, Lou Obstfeld, H. G. Kietzien, all Markwell 
Manufacturing Company. 

i” Hy Linden, Ace Fastener Corporation; H. C. 
The Globe-Wernicke Co. 

2. J. W. Goodhew, Jr., Mrs. Goodhew, Mrs. 

Alex Patterson, All-Steel-Equip Company. 

i. O. D. Mann, Mrs. Mann. 

22. Mr. and Mrs. H. W. Traugh, Louis Melind Company. 

t. C. Guy Loewe, manager, Office Supply Company, Jackson, 

Miss.; Norman Gerth. only wood desk manufacturer. 

24. J. B. (Cigar Jim) Stites, manufacturers representative; 
Joe Hildreth, representative extraordinary Esterbrook 
Steel Pen Manufacturing Company, retired. 

25. A. J. Land, R. G. Shelp, F. 8. Webster Company. 

26. Fred W. Kushmer, Bradentown Office Equipment Com- 
pany; W. A. Morton, Bryant Office Supply Company; 
J. G. Chesnut, Chesnut Office Equipment Company, 
Gainesville; Walter A. Boren, Miami Stationery Com- 
pany; Cosmo Williams, Williams Stationery Company, 
Sarasota; C. M. Long, Bryant Office Supply Company, 
Miami; part of the Florida delegation. 

27. Shelton Jenkins, Office Equipment Company, Tampa; G. 
T. Buchanan, Buchanan Stationery Company, Wichita 
Falls, Tex. 


Fellowes, Bankers Box Company, 


W. Gibbins, W. H. Guniocke Chair Com- 


Company; Jack 


Anderson, 


Alex Patterson, 
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Act and mentioned that full codperation is necessary to 
make it useful. 

William Clegg, president of the National Stationers 
Association, was introduced. Also Ivan Allen and J. 
Ogden Pierson, former presidents. 


Clegg’s Address 


Mr. Hansell called co-Governor Allen to preside. He 
called upon President Clegg, who spoke on the subject 
Why Is It? The “why” had to do with sales results of 
outstanding dealers. To obtain his answer, he made 
a list of staple articles sold in a stationery store. Next 
he wrote manufacturers of these products for the 
names of dealers doing outstanding sales jobs with 
their merchandise. These dealers in turn were written 
for the methods used. Many fine replies were received. 
Excerpts from some of the letters were read showing 
how being alert to opportunities frequently stepped up 
volume. Among the recommendations were one that 
ribbons and carbons be established as a special de- 
partment in charge of a capable ribbon and carbon 
man. Another was that the dealer should carry a full 
line of fountain pens and magazine pencils. There 
was no comment as to the number of lines being car- 
ried, but emphasis on having the stock complete. An- 
other suggestion had to do with selling more desk ac- 
cessories by displaying them on desks. For posture 
chairs the recommendation was that the dealer talk 
about correct sitting. Another suggestion had to do 
with the ability of salesmen, the statement being made 
that too many expect low-priced salesmen to be expert 
in fifty lines. He told of successful contests in his own 
store which had greatly increased the sale of lamps and 
visible systems. 

Harry Tehan, of Charles M. Higgins & Company, 
spoke on The Value of Association Membership. He 
told of the large growth last year and of accomplish- 
ments at the Chicago convention. He also outlined 
various forms of assistance which come from head- 
quarters in Washington. 

The subject, The Steel Office Furniture Situation, 
was covered by E. A. Keeling of Art Metal Construction 
Company. He remarked that the industry was un- 
usually active. Manufacturers are somewhat behind on 
delivery. He recommended that larger inventories be 
carried to enable dealers to serve customers better. He 
referred to the label system adopted by the Steel Office 
Furniture Institute and said that the labels were now 
appearing on most of the files delivered by Institute 
manufacturers. Referring to sales, he said dealers 


should sell high-grade files and should train their men 





— 
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with that thought in mind. He also related new devel- 
opments concerning prison-made goods. 
“Obsolescent Market” 

In the afternoon session, Warren Mossman of The 
Diebold Safe & Lock Company spoke on The Obso- 
lescent Market. He dwelt particularly on obsolescence 
as applying to sales. Possibilities of steel safes replac- 
ing old iron ones and even old steel safes were shown. 
Some good sales suggestions were given. He remarked 
that most businesses had insufficient safe capacity, a 
situation which presents a good opportunity for crea- 
tive selling. 

The Robinson-Patman Act was the subject of a dis- 
cussion by General Manager Garvin. He went into 
some detail on provisions of the act. He mentioned 
that twenty states now have fair trade laws, while 
thirty-two have anti-discrimination laws. The plan of 
the government, he said, was to be codperative and not 
vindictive in applying features of the Robinson-Pat- 
man Act. 

Following Mr. Garvin’s address was a report on Con- 
ditions, Accomplishments and Troubles by a represen- 
tative from each state in the district. The speakers 
included W. W. Hogan of Marshall & Bruce, Nashville, 
Tenn.; George Moore, Pound & Moore, Charlotte, N. C.; 
P. K. Smith, P. K. Smith & Company, St. Petersburg, 
Fla.; Dick Gassenheimer, Mercantile Paper Company, 
Montgomery, Ala.; Henry Coleman, Nathan Coleman & 
Sons, Savannah, Ga.; C. G. Lowe, Office Supply Com- 
pany, Jackson, Miss., and Edgar Jordan, Standard 
Printing Company, Alexandria, La. In general, condi- 
tions were good and cooperation more prevalent than 
ever before. One of the principal hurdles was price 
cutting, including that of mail order competition. 

In the evening, the Travelers entertained the dealers 
and some of their friends at a party in the Monteleone 
hotel. This included a buffet supper, an excellent floor 
show and dancing. 

The second morning’s session was opened by Wash- 
ington L. Jaques of Jaques & Company, New York, N.Y., 
his subject being The Commercial Stationer in New 
York. He related some of the difficulties stationers 
there had to contend with, many of them having their 
origin in the credit departments of manufacturers. He 
remarked that indiscriminate selection of distributors 
and the injudicious extension of credit interfered se- 
riously with the normal functioning of a retail dealer. 

Sales Training Stressed 

The subject, Sales Meetings, was covered by H. C. 
Parker, Sr., of H. C. Parker, Inc. Mr. Parker spoke on 
the value of sales training. Quoting a recent article in 
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AT NEW ORLEANS.—Some more 
pictures at the fourth regional 
meeting. 1. Cap Evans giving 
Charlie Garvin some pointers on 
association matters before an in- 
terested audience. Reading left 
to right: Harry Tehan, Charies 
M. Higgins Company; Wash 
Jaques, Jaques & Company, New 
York, N. ¥.; William Clegg, pres- 
ident, National Stationers Asso- 
ciation; S. R. (Cap) Evans, manu- 
facturers’ representative; M. R. 
Stallings, The Office Equipment 
Company, Tampa; Ed. L. Little, 
Wabash Cabinet Company; 
Charlies P. Garvin, general man- 
ager, National Stationers Asso- 
ciation. 2 Ivan Allen, Jr., Ivan 
Allen-Marshall Company, Atlanta, 
Ga. 3. Some of the ladies at Patio 
Reyal after completing an after- 
noon journey through the Vieux 
Carré. 4. Some of the members of 
the New Orleans committee: H. 
Cc. Parker, Jr., H. C. Parker, Inc.; 
A. W. Hyatt, Hyatt Stationery 
Company; H. C. Parker, Sr., H. C. 
Parker, Inc.; L. H. Baudean, Bau- 
dean, Inc.; H. J. O’Donnell, O’Don- 
nell Bros.; Morris Hansell, F. F. 
Hansell & Bro.; W. E. Eldridge, 
assistant secretary, New Orleans 
Stationers Association; Paul 
Mule, New Orleans News Com- 
pany. 5. J. Ogden Pierson, Dam- 
eron-Pierson Company, New Or- 
leans; Ivan Allen, Ivan Allen- 
Marshall Company, Atlanta; 
Frank Morse, Browne-Morse 
Company. Ivan Allen termed this 
group of two former presidents 
of the national association and 
one manufacturer as “three gray 
locks.” While they don’t look it, 
these three old friends who were 
together at New Orleans for the 
first time in several years, repre- 
sent nearly two hundred years of 
accumulated wisdom. 6. President 
William Clegg, National Station- 
ers Association; Wash L. Jaques, 
Jaques & Company, New York. 7. 
A colored boy whom some one 
brought in during an intermis- 
sion and who furnished lively ex- 
temporaneous entertaining. 8. 
Some who helped make the trav- 
elers’ party an outstanding suc- 
cess. 
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SOME MORE DELEGATES AT 


1. George H. Meore, Pound & Moore Company, Charlotte, 
N. ©C.; William Hege, The General Fireproofing Company; 
H. N. Waddington, Mittag & Voiger; John Courtenay, Car- 
rithers, Courtenay, Wallace, Inc., Atlanta, Ga. 2 H. A. 
Hooker. Universal Paper Products Company; W. L. Paetz, 
Latil Stationery Company, Baton Rouge, La.; C. J. Latil, 
Latil Stationery Company; J. C. Smith, Jr., George C. Everett 
Company, Baton Rouge. 3. Seated: Mrs. Albert Marschall, 
New Orleans: Mra. George H. Moere, Charlotte, N. C.; Mrs. 
Lienel Colombe, New Orleans; Mrs. Tom Riley, New Orleans. 
Standing: Frank Hodgkinson, Eagle Pencil Company; Lionel 
Colombe, Weis Manufacturing Company; Tom Riley, Eber- 
hard Faber Pencil Company. 4. H. L. Fellowes, Bankers 


Office Appliances, he remarked that “what you don’t 
know does hurt you.” Among the assets of a good 
salesman he mentioned appearance, poise and the abil- 
ity to learn. He favored college men because they have 
learned how to study. He told of sales meetings which 
he held when he came to New Orleans years ago as 
district manager for a manufacturer. The topics dis- 
cussed then, he said, still were live. 

One point which Mr. Parker brought out is that the 
manufacturers should dramatize their lines for dealers’ 
sales meetings. He wants to have just as much train- 
ing for himself and his men as required by a doctor or 
other professional man. 

Mr. Parker’s talk was followed by an impromptu dis- 
cussion on manufacturer and dealer codperation led 
by H. C. Anderson of The Globe-Wernicke Co. He ad- 
vanced some unusual ideas for consideration at a later 
date. 

The next speaker was John D. Hanson of Perry & 
Buckley Company, New Orleans. His topic was You 
Are in a Billion Dollar Business. The business of out- 
fitting and servicing offices, he said, normally is a bil- 
lion dollar industry. The increase in number of office 
workers provides for enormous increases in output of 
office furniture, stationery and other requirements. 
Business wants value but not necessarily price. 

Mr. Hanson’s remarks had largely to do with furni- 
ture. Everything used in an office, he reminded his 
audience, is used on desk, stand or table. Every desk 
requires a chair or two. Speaking of replacement, he 
said that most office furniture is more than ten years 
old. He said that a trade-out system such as employed 
by manufacturers of typewriters, adding machines, 
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FOURTH REGIONAL MEETING 


Box Company; Warren Mossman, Diebold Safe & Lock Com- 
pany. 5. Seated: C. M. Long, Bryant Office Supply Company, 
Miami; Miss Muriel Williams; Tom Quickel, Postindex Com- 
pany. Standing: Fred Kushmer, Bradentown Office Equip- 
ment Company, Bradentown, Fila.; Ed. Keeling, Art Metal 
Construction Company; W. W. Kale, Kale-Lawing Company, 
Charlotte, N. C. 6. William E. Smith, Ace Fastener Corp.; J. 
E. Conlon, Rockwell-Barnes Company; Paul Cheney, South- 
worth Company: H. C. Anderson, The Globe-Wernicke Co. 
7. Ed. L. Little, Wabash Cabinet Company. 8. H. Colomb and 
Vv. L. Colomb, Palfrey, Rodd, Pursell Company, New Orleans; 
Unele Charlie Small, manufacturers’ representative; C. 
Thomas, Palfrey, Redd, Pursell Company. 


cash registers and other specialties is something for 
dealers to consider in connection with furniture sales. 
Influences were cited which favor the dealer in his 
sales efforts. One was the prestige value of modern 
equipment. Another, the effect on the company’s mo- 
rale in having the office up-to-date. Another, the 
effect of women in business. Others included recom- 
mendations of architects and interior decorators and 
the shewing of modern offices in motion pictures which 
get over to many business men the deficiencies of their 
own offices. 

The next address was delivered by Ivan Allen, Jr., the 
subject being Keeping Tab on Sales. The first major 
point covered was that of reducing the cost of distribu- 
tion. The expense of doing business is a point which 
needs constant attention. Next was training salesmen. 
A third, developing a style and service consciousness as 
an offset to selling on price. Such points as prospect 
information, daily reports and sales control records, 
were covered at length. The lack of a definite policy 
on price maintenance was mentioned as a difficulty to 
profitable merchandising. A fair attitude toward com- 
petition was recommended, also that under no circum- 
stances should a competitor’s name be mentioned by 
salesmen. 

The Amateur Hour 

The Amateur Hour by N. S. Aiders followed the ad- 
dresses. With Charlie Garvin as announcer, and va- 
rious members of the convention as actors, some excel- 
lent points were put over on merchandising fountain 
pens, filing equipment and supplies, stapling machines 
and office furniture. Those participating in the skit in- 
cluded John Patterson of The Conklin Pen Company; 
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F. L. Arbogast, The Parker Pen Company; Harry An- 
derson, The Globe-Wernicke Co.; L. H. Baudean, Bau- 
dean, Inc., and Morris Hansell II, F. F. Hansell & Bro. 
Ltd. 

The resolutions were presented by Ivan Allen, Jr. 
They included thanks to the New Orleans stationers 
for their hospitality, a recommendation that a commit- 
tee be appointed to work out simplification and stand- 
ardization of filing folders, a suggestion that steel office 
equipment manufacturers set up a forty per cent dis- 
count and a statement that manufacturers should ab- 
sorb one-half of the discounts allowed on national con- 
tracts. 

The next item of business and one of the most im- 
portant was the election. The new governors-elect are 
Paul W. Bumbarger, Bumbarger’s, Hickory, N. C., and 
Mr. Griffith, of Halsey & Griffith, West Palm Beach, 
Fla. 

eS 
N. Y¥. TYPEWRITER DEALERS STAGE FINE BANQUET 


With 458 members and their friends present and a 
splendid spirit of friendship predominating, the second 
annual dinner-dance and revue of the National Type- 
writer and Office Machine Dealers Association of New 
York was held in the Hotel McAlpin, New York, on 
Saturday, February 27. 

The big event was held as a testimonial to Retiring 
President Peter J. Carroll, of the Globe Typewriter 
Exchange. True to his promises, however, Mr. Carroll 
made no speeches and insisted on dedicating the eve- 
ning to fun, surprises, an excellent dinner and a good 
show. 

The huge crowd turned out early and stayed late. 
The desire to linger was encouraged by the seemingly 
endless array of talent from WHN and elsewhere as 
well as by the splendid music furnished by Teddy Eddy 
and his band. 

Everyone present united in voicing sincere thanks to 
Anton J. Pohl, Jr., and Edward W. Staats who did a 
fine job as an entertainment committee and are de- 
serving of the highest compliments. 

Among the various companies and organizations in 
the industry who were publicly thanked on the meet- 
ing program for their generous contributions in pro- 
viding the talent, were: 

Addressing Machine & Equipment Company, Amer- 
ican Writing Machine Company, Ames Supply Com- 
pany, Canal Plating Works, Checkwriter Company, 
Adam Kunze, Morse Typewriter Company, Noiseless 
Writing Machine Company, Parr Typewriter Keys, 
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George Pfister, Queen Ribbon & Carbon Company, 
Peerless Key Company, Remington Rand, Inc., Royal 
Typewriter Company, Shipman-Ward Company, L. C. 
Smith & Corona Typewriters, Inc., Superior Typewriter 
Company, Typewriter Circle, Underwood Elliott Fisher 
Company, Union Plating Works, Universal Japanning 
Company, United Typewriter Company. 
+ - 
CHICAGO OFFICE APPLIANCE MANAGERS LOOK 
TO THE FUTURE 

About twenty members of the Office Appliance Man- 
agers Association met for the regular monthly meeting 
at the Medinah Athletic Club on Friday evening, March 
12. Following good fellowship during the cocktail hour 
and a delectable meal, President E. L. Capehart called 
the meeting to order and announced that A. H. Fox- 
croft of L. C. Smith & Corona Typewriters Inc., had 
been chosen as the successor of A. L. Dunphy of Ditto, 
Inc., as vice-president of the organization. 

After some other preliminaries, the speaker of the 
evening, W. O. Wylie, chief accountant of the Pure Oil 
Company, was introduced. His subject was “What the 
Present Office Equipment Manufacturer Must Do in 
Order to Meet Future Demands of Business.” Instead 
of making a prepared address, Mr. Wylie spoke infor- 
mally with the purpose in mind of developing a dis- 
cussion among those present. He was successful in his 
purpose and thus made the meeting one of the most 
interesting and informative of the year. 

He laid the foundation of the discussion by outlining 
the three periods of business which had been recorded 
during the past eight or ten years. The first was typi- 
fied by the year 1929 when selling was comparatively 
easy. Then came the nadir of selling results in 1933 
when virtually no buying was done. The third period 
is the present one, in which there are bigger budgets 
and more buying done for some time—but the buying 
is done carefully. The office manager turns to machine 
applications to help him keep costs within “explana- 
tion.” 

Business secrecy, Mr. Wylie pointed out, is a bad thing 
and is fast becoming a relic of a past era. Contempo- 
rary practice is to exchange ideas and to counsel to- 
gether rather than to remain encased in what is sup- 
posed to be absolute privacy. The problems of mechan- 
ical development rightfully belong to the manufac- 
turers. The matter of applications, however, should be 
at least in part up to the user. The office manager has 
as part of his task the co-ordinating of the three sides 
of the triangle—methods, machines, and men. There- 
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fore, he should have a voice in determining applica- 
tions. 

Mr. Wylie complimented the office equipment indus- 
try by saying that it has contributed more to efficient 
management in business than any other factor con- 
cerned. But in making this contribution, the indus- 
try has been independent instead of inter-dependent. 
The latter policy Mr. Wylie recommends for the future. 

Following Mr. Wylie’s comment was a lively discus- 
sion which benefited all those present. 

_ i 
CONNECTICUT VALLEY STATIONERS MEET 

With forty members and visitors present, a meeting 
of the Connecticut Valley Stationers Association was 
held at Richey’s restaurant, New Haven, Conn., on 
Tuesday, March 16. Sidney Challenger, president of 
the organization, was in charge of the meeting and he 
expressed his appreciation of the work done by Ray I. 
Cowles, New Haven, in successfully getting together 
such a representative group. 

Leo Burt, governor of Regional District No. 1, was 
present and announced that the date for the meeting 
for his district had been changed to June 17 and 18 at 
New London, Conn. He also gave a brief summary of 
the plans as arranged so far and urged all those who 
could attend to be present when the meeting opens. 

Mr. Challenger after announcing an executive meet- 
ing of the association to be held March 29 at the City 
Club in Hartford, Conn., and a regular meeting for 
April 15 at Springfield, Mass., said the organization 
would hold regular monthly meetings from now on. He 
announced the speakers at the April gathering as 
James Feeley of the Springfield Office Supply Company, 
and Arthur King of Ward’s, Boston. Their addresses 
were to be respectively, “Advertising to Bring Custom- 
ers into the Store,” and “Merchandising and Window 


Display.” At the same time Mr. Challenger said there 
would be another meeting at Hartford, Conn., on 
May 11. 


The speaker of the evening was L. B. Lambert, dis- 
trict sales superintendent of the Southern New Eng- 
land Telephone Company, who spoke on “Selling by 
Telephone.” The gist of his speech was that selling by 
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telephone is not taken advantage of to anywhere near 
its full extent of value. He listed the grocery business, 
automobiles, plumbing and laundry work as some of 
the industries which do take full advantage of tele- 
phone business. 

Mr. Lambert spoke at great length in lauding the 
telephone as communication for every type of business, 
particularly that of the stationery and office equipment 
industry. He backed up his address by distributing 
small pamphlets which he said were issued as aids to 
those using the phone in their business. 

>—__—- 
NORTHERN JERSEY STATIONERS ANNUAL 
BANQUET 


A rollicking, happy, representative crowd of station- 
ers, wholesalers and manufacturers representatives 
were prompt in answering the mess call sounded for the 
annual banquet of the Stationers Association of North- 
ern New Jersey, Inc., at the Hotel Douglas, Newark, 
N. J., on St. Patrick’s day, March 17. 

A delightful dinner was served after which a real 
entertainment in which the twinkling toes of the beau- 
tiful girls, acrobatics, black magic, sleight of hand and 
what not earned the enthusiastic approval of all. 

Many appropriate and desirable gifts generously do- 
nated were distributed to the more fortunate. Each 
diner was presented with a new Autopoint pencil and a 
siren whistle through the courtesy of the Autopoint 
Company of Chicago in conjunction with the Mutual 
Stationery Company, Inc., of New York City. 

—> 


MONTREAL STATIONERS HOLD ELECTION 


In order to fill the vacancy of the president’s chair 
brought about by the recent death of the late Thomas 
V. Bell, the Stationers Association of Montreal last 
month held an election of officers with the following 
named men placed in office: 

President, O. H. Manning, O. H. Manning Company; 
vice-president, Ed. Gariepy, Granger Freres, Ltd.: vice- 
president, J. Sutherland, C. F. Dawson Company, Ltd., 
and secretary-treasurer, Victor Jacques, Thomas V. 
Bell, Ltd. 





INTRODUCING THE NEWLY-ELECTED OFFICERS AND SOME MEMBERS 
OF THE STATIONERS ASSOCIATION OF GREATER ST. LOUIS.—Standing, 
I. te R: Ernest Blest, Oxford Filing Supply Company; Isidore Voda, Wallace 


Pencil Company; T. J. Barthels, Boorum & Pease; J. F. Cook, Eberhard Faber 
Pencil Company; William Bohart, Eberhard Faber Pencil Company; M. T. Wein- 
gaertner, Egyptian Stationery Company; Al Bartens, Shallcross Printing & Sta- 
tionery Company; Frank Palmer, Levison & Blythe Manufacturing Company; 
Frank Decker, Decker-Fostage Company. (Seated L to R) William Fisse, Black- 
well-Wielandy Company; Charles T. Spalding, Spalding Stationery Company; 
Walter Ruedy, 8. G. Adams Company, new vice-president; William Schmiederer, 
Buxton & Skinner Company, member executive committee; Chester A. 
Kennedy, William J. Kennedy Stationery Company, new president; E. L. Ket- 
tenbrink, Modern Press & Stationery Company, new secretary; Harley Wantz, 
Skinner & Kennedy, new treasurer, and George Dyson, Mittag & Volger. 
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NINTH DISTRICT HOLDS FINE MEETING 


With a record-breaking attendance plus a splendid 
and representative list of speakers, the Ninth regional 
district held its annual meeting at the Roosevelt Hotel, 
Waco, Texas, on March 18 and 19. 

Sam Darden, representing the City of Waco, gave 
the address of welcome, recalling that on a previous 
occasion when the stationers had met in Waco, scores 
of names, familiar to the stationery and business equip- 
ment trades, were found on hotel registers and named 
several popular members who were accorded appro- 
priate cheers. 

Charlie Garvin, kingpin of the stationers, introduced 
members of his troup, naming, in turn, Washington L. 
Jaques of Jaques & Company, New York City, William 
C. Clegg of San Antonio, president of the National Sta- 
tioners Association; Ted Caswell, The F. S. Webster 
Company of Boston; Ed. Little, Wabash Cabinet Com- 
pany of Wabash, Ind., and Harry Tehan, vice president 
of the sales manager division of the NSA. 

Governor Otto Eisenlohr announced the members of 
the nominating committee as follows: L. B. Clegg, San 
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RUSSELL P. GRIEVE 


Antonio, chairman; L. B. Gardner, Waco; Henry Dorsey, 
Jr., Dallas, and E. Cliff Wilson, Houston. 

Speaking on the subject, “Why Is It?” Mr. Clegg, na- 
tional president, pointed out that many stationers over 
the country were making an outstanding success in the 
sale of “not out-of-the-ordinary” items, while others 
were letting this opportunity slip by. He explained 
how he had written to stationers over the country, and 
had received numerous replies explaining methods they 
used in doing a good job of selling Grouping these, he 
pointed out that one credited good selling to good sales- 
manship, another to nine-tenths perspiration and one- 
tenth inspiration, and a third to good management. 
His address covered such common items as paper clips, 
typewriter paper, desk items, etc. Inasmuch as Presi- 
dent Clegg’s address will be the same before other dis- 
trict meetings in the future, he requested that it be not 
reported in full; thus only the outline has been given. 

Charlie Garvin followed Mr. Clegg, pointing out that 
during the depression a number of trades and busi- 
nesses faded completely, and during the time of the 
NRA codes, many showed that they could not stand up 
under the pressure. But that the stationery business 
continued to progress because “we are one business that 
know where we stand,” and this has enabled us to show 
Washington that we are one of the most important. “I 
have preached one thing for years,” Mr. Garvin said. 

... no business can hope to confine competition 
within itself and hope to succeed. If we were fighting 
a losing fight, I would come to you with a different 
message; but we are not. Seventy per cent of all manu- 





71 


factured goods in some lines of business are consumed 
by business itself, and we happen to be one of those. 
The job we are trying to do is to help the people in our 
industry to plan ahead. We have got a definite job to 
do. We have men like Bill Clegg who have given of their 
time and best effort for what?—so that this industry 
might carry on. Cliff Wilson went on when his health 
was bad. We want men who have a very definite in- 
spiration and who have the initiative to get there. The 
reason we do all the things we do is because we know 
the commercial stationer is to go on, and we hope 
you'll help us solve these little things, for they are the 
big things of tomorrow.” 


Tehan Addresses Meeting 


Speaking on the subject of “The Positive Value of 
Association Membership,” Harry Tehan, vice-president 
of the sales manager division, stated that “the station- 
ery business is out to do big things.” The association 
has the cream of experience from 1,000 successful deal- 
ers which is assembled in Washington and can be sent 
to you upon your request. Mr. Tehan also reviewed the 
association aids and activities designed to benefit the 
members. 

Washington L. Jaques, Jaques & Company, New 
York, stated, “In New York there are so many firms 
grouped as commercial stationers that it is difficult to 
get a cross-section of the trade. The good manufacturer 
cooperates with the association and does everything 
he can to promote the welfare of the trade. Then there 
is the selfish manufacturer who would like to see this 
association split up so he would be in a position to do 
as he pleased. 

“It is strange that many manufacturers who enter- 
tain in their rooms at conventions fail to get down to 
brass tacks when called upon to cooperate in some plan 
which would benefit the trades.” 

Discussing policies which, he claimed, caused chaotic 
conditions in New York, Mr. Jaques named the fol- 
lowing: 

1. Interference with credit department authority— 
and “I mean by this pressure by sales executives to 
extend credit because of desire to increase sales and 
obtain wider distribution when there really was no basis 
for credit . . . The lack of consideration of the ulti- 
mate effect the price cutter has on the credit worthi- 
ness of the legitimate dealers .. . And the perpetuat- 
ing distributors whose policies are demoralizing and a 
menace to good business.” 

2. Indiscriminate selection of distributors—“‘and I 
mean by this, unrestrained sales to new outlets in 
territories already overcrowded . . . The permitting of 
new outlets without first insisting upon reasonable 
evidence of good moral character, managerial ability 
and sufficient capital ... The allowance of extreme 
discounts to dealers who are inadequately financed, or 
who do not maintain a legitimate store or inventories 
... The diverting of business by manufacturers 
through channels where it is known that resale prices 
are not adequate to carry overhead (price cutters) ... 
The failure to distinguish between jobbers who serve 
the trade and direct selling, so-called ‘contracting sta- 
tioners’ . . . And lack of cooperation by manufacturers 
to build up a better class of dealers, thereby raising the 
standards in the industry.” 

3. Injudicious extension of credit—“and I mean by 
this, the lack of coordinate credit policies among manu- 
facturers ... The failure of many manufacturers to 
establish credit limits in keeping with capital invested 
... And the indulgence of extremely slow pay mer- 

==—p Turn to page 175, please 
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STATIONERS BOARD OF TRADE MEETS 


With a record crowd, an impressive list of speakers 
forming the high lights of the event, a meeting and 
dinner of the Stationers and Publishers Board of Trade, 
Inc., was held on March 19 at the Biltmore Hotel in New 
York City. The affair was listed as the organization’s 
annual forum and dinner. 

According to figures released by the secretary of the 
Board of Trade, there were one hundred and twenty 
persons present when the meeting opened at 5:30 
o'clock. In addition to the forum, there was a splendid 
program of entertainment including many prominent 
stage teams, and a fine orchestra which provided music 
for dancing. 

One of the speakers was A. Popper, attorney for the 
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Board, whose address was on the “New Debtor Psy- 
chology.” Although extemporaneous, Mr. Popper’s ad- 
dress was of great interest to the listeners and was 
based upon a change of viewpoint of the average debtor 
which, the speaker said, was due to governmental relief 
activities which created the attitude of being entitled 
to relief and clemency, no matter how the debtor con- 
ducted his affairs. 

Frank Stumpf, credit manager of the Boss Manufac- 
turing Company, devoted his address solely to affairs 
of the association. He, too, dwelt at some length upon 
the debtor situation, but along lines different from 
those of Mr. Popper. He explained that in establishing 
the functions of an executive credit advisor, the organi- 
zation undertook a progressive step which many 
thought could not be accomplished. He said: 

“One of the main purposes for the being of our 
executive credit advisor involves the handling of in- 
volved debtor situations. In that respect, your Board 
endeavors to differentiate between businesses as to 
those that have a definite and worth while place in the 
economic business picture of the community, and those 
that have not. 

“Tt may interest you to know,” the speaker continued, 
“that involved debtors come to your board in several 
ways. Since the purpose of our credit advisor became 
known, some of our members bring such debtors to our 
office for a three-cornered conference as between cred- 
itor, debtor, and credit advisor. In other cases, creditors 
have suggested that the debtor visit the office of your 
Board of Trade for the purpose of conferring with our 
credit advisor relative to their difficulties.” 

Before concluding his address, Mr. Stumpf cited sev- 
eral instances in which his organization had been of 
material help to members and voiced the hope that this 
help would continue to grow in relation with the or- 
ganization’s growth. 
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Howard S. Sanders, secretary of the board, was an- 
other speaker whose address dwelt upon the question 
of credit. In opening, Mr. Sanders quoted a statement 
made by him at a meeting in Washington in which he 
said that business is like the Everglades—full of swamps 
and quicksands—that you had to know your way 
through them and that you had to watch every step 
you took—you have one mis-step and you would find 
yourself up to your waist—sinking until you were 
helpless. 

The speaker said that every credit man must realize 
that a business depends upon management to guide it 
through the swamps and quicksands which infect busi- 
ness. After touching upon this angle to some extent, 
Mr. Sanders then spoke of the reciprocal interchange 
report. The benefits to be derived from the report, the 
speaker said, included permitting the credit executive 
to watch the payment trend. It frequently tells whether 
to speed up or tone down the severity of collection let- 
ters, it prompts a frequent review of credit files, it 
prompts a checking of many questions which were not 
asked at the time the account was opened, it some- 
times warns the credit executive of the fact that he is 
being lulled into a sense of false security and it forcibly 
impresses upon the executive the fact that the debtor 
may discount with him because the debtor has to have 
his goods. 

Mr. Sanders also touched upon many other angles 
concerning the debtor question and concluded his ad- 
dress by saying: 

“There is one thought, however, that I want to leave 
with you. You know it has been said that eternal 
vigilance is the price of liberty. I think it may be said 
with equal force that eternal vigilance is the price of 
profitable sales.” 

“Credit Weaknesses in Our Defense Against Those 
Unworthy of Credit” was the title of an address deliv- 
ered by Mr. Unser, credit manager of the General Pencil 
Company. This talk was based upon a statement attrib- 
uted to a debtor who charged that a well-meaning cred- 
itor had actually “killed” him with “kindness.” This 
“kindness,” the speaker pointed out, was nothing more 
or less than unwise credits. These unwise credits, Mr. 
Unser said, were generally the result of one of two 
factors. Namely, the fact that the credit department 
had been asleep or that the sales department has 
exercised too much pressure or influence in having the 
credit approved. “I don’t pretend to be a very good 
credit man,” Mr. Unser told his listeners, “or to know 
all about sound credit practice, but I think it is sig- 
nificant that the accounts which have given our com- 
pany the most trouble and caused the greatest loss are 
those whose orders were passed under some sales pres- 
sure and I know others whose experience parallels 
mine.” 

He said that sales executives usually know a good 
or a bad risk when they see one, but that they are oft 
times unduly influenced by the excusable desire for 
distribution. The speaker said that if the sales exec- 
utives would place their complete story before the credit 
department, it would not as a rule readily turn down 
such an account provided there seemed to be possibili- 
ties of doing business “at a profit and with honor.” He 
concluded by saying it takes courage sometimes to make 
a credit decision, but if we notice the danger signals in 
time, we will save ourselves many an avoidable uncom- 
fortable situation and many preventable bad debt 
losses. And when making future credit decisions, it 
might be well to ask ourselves ‘Am I going to be helpful 
to this debtor by being lenient or am I going to kill 
him with kindness?’ ” 
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IN ATTENDANCB AT THE STANDARD 
MAILING MACHINES COMPANY CON- 
FERENCE.—L to R: Bob McCuen, Balti- 
more; Ed. Slick, Albany; Lee Sweetiand, 
Buffalo; Bob Carlile, Pittsburgh; Dick 
Baker, Philadelphia; Al Bruce, assistant 
sales manager; A. W. Van, vice-presi- 
dent and sales manager; Al Tice, Syra- 
euse: John Seott, Rochester; Frank 
Masmer, Boston; Mark Weisberg, New 
York City; Ray Alexander, Hartford; 
Joe Addio, Newark, and Joe Gowa, New 
York City. 


STANDARD HOLDS EASTERN SALES CONFERENCE 


Marked by a spirit of enthusiasm and goodfellowship 
which spoke volumes for the organization’s business 
outlook for the balance of 1937, the Standard Mailing 
Machines Company, Everett, Mass., held its annual 
Eastern sales conference at the Hotel New Yorker on 
February 18, 19 and 20. 

Following an excellent dinner those in attendance 
at the conference adjourned to a special suite on 
Thursday, the opening day, and the actual meeting 
began with Al Tice, of Quota Club vice-presidential 
fame, plunging into a vivid and colorful talk on “How 
to Sell the New Process Duplicator to Schools.” Mr. 
Tice’s record is mute evidence that he knows whereof 
he speaks when it comes to selling. 

A revealing and highly instructive talk which was 
much appreciated by the delegates was that of Ray 
Alexander who spoke on “Factory Production Systems.” 
His address was quickly followed by one on “Office Sys- 
tems” by Frank Mesmer. 

It was a happy circumstance that presidents of the 
Quota Club in both divisions attended the meeting. 
After luncheon on the closing day of the conference 
Al Bruce drew a laugh by presenting the wrong cup 
to Joe Addio, of division No. 1. This little slip was rec- 
tified but another laugh was occasioned when Ed Slick, 
of Division No. 2 told the grinning audience that the 
presentation was fine all but the fact that his name 
was spelled wrong on his cup. 

At this time recognition was also given the perma- 
nent members of the 1936 Standard Quota Club. The 
balance of the day was devoted to acquainting some of 
the company’s newer men with the veterans of the 
organization. 

Those who attended the three-day conference were: 

Bob McCuen, Baltimore; Ed Slick, Albany; Lee 
Sweetland, Buffalo; Bob Carlile, Pittsburgh; Dick 
Baker, Philadelphia; Al Bruce, assistant sales manager; 
A. W. Van, vice-president and sales manager; Al Tice, 
Syracuse; John Scott, Rochester; Frank Mesmer, Bos- 
ton; Mark Weisberg, New York City; Ray Alexander, 
Hartford; Joe Addio, Newark, and Joe Gowa, New 
York City. 

= - ow 
VARIED PROGRAM FEATURES SEATTLE DEALER’S 
MEETING 


Questions and answers relative to the operation of 
the Patman Bill, with the latter being direct steno- 
graphic replies, featured the March 2 meeting of the 
Seattle Typewriter Dealers Association. 

Pawnshop reports, bad credit reports, reports of at- 
tendance and publicity committees, and general dis- 
cussions on the labor and economic conditions of the 





trade summarizes the results of two meetings held in 
February. 

A special meeting was held February 23 in honor of 
Mr. Ames of Chicago and Mr. White of San Francisco. 
Mr. Ames gave an interesting account on the conditions 
of the typewriter business throughout the country. 

Manager F. H. Norby of the Seattle office of the Royal 
Typewriter Company announced March 2 that Stanton 
Langs had been named assistant manager and that 
either one would make a practice of being present at 
all gatherings. Mr. Norby also announced to the deal- 
ers that “in order to permit the service department to 
give their undivided attention, without interruptions 
and delays, it had been found necessary to set aside 
one hour daily—10:30 to 11:30 a.m. for the exclusive at- 
tention to the trade” and asked the typewriter dealers 
to coéperate and make it a practice to purchase all 
needed parts during this hour of the day selected. 

Two lengthy communications from L. C. Smith & 
Corona Typewriters Inc., were read at the February 
meetings relative to elimination of the majority of dis- 
counts and especially stressing definite instructions to 
all offices on teachers’ discounts, “insisting that teach- 
ers or members of educational institutions be sold at 
full list prices unless they can obtain bona fide purchase 
orders from the educational institution with which they 
are connected and in such instances machines will be 
billed directly to the school and paid for by that insti- 
tution,” thereby prohibiting teachers from buying port- 
ables for friends. The “granting of indiscriminate dis- 
counts to individuals not entitled to them” was also 
ordered “absolutely discontinued.” Government orders 
were to be filled only on genuine government requisi- 
tions —_JCJM 

<> 


N.O.M.A. CONFERENCE SET FOR JUNE 7 


The eighteenth annual conference of the National 
Office Management Association will be held June 7 to 9 
at the Stevens hotel in Chicago. The theme of this 
year’s meeting is “Tuning-up Men, Methods and Ma- 
chines—a 1937 Office Problem.” 

In addition to the presentation of papers on per- 
tinent subjects within the field of office management, 
the conference will have an exhibit of office machines 
and also an exhibit of certain office systems and meth- 
ods used by a number of large industrial and financial 
institutions. 

Among the nationally known speakers scheduled to 
deliver addresses are: Dr. Samuel Stevens, Northwest- 
ern University, “Employment—Selecting the Right Per- 
son”; J. H. MacDonald, National Broadcasting Com- 
pany, “Budgeting Time and Money for Control of Cler- 
ical Service Activities”; Dr. Donald Laird, Colgate Uni- 
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versity, “Effect of Physical Factors on Office Efficiency,” 
and Harry Arthur Hopf, Hopf, Kent, Willard & Com- 
pany, “Management Is a Profession.” Other speakers 
of equal ability and prominence are being scheduled. 

Round table discussions held on such subjects as 
“Purchasing & Control of Office Supplies,” “Indexing 
and Filing” and “Balanced Personnel Policies for Office 
and Factory Employes.” 

A feature of the conference will be the awarding of 
the N.O.M.A. Chapter Trophy for chapter excellence 
during 1936-37. 

_ ; 
WIS-ILL CLUB HOLDS ELECTION AND BIRTHDAY 
PARTY 

The annual election of officers of the Wis-Ill Club 
was held February 26 at the Eitel restaurant in the 
Field building,Chicago. The officers-elect are as follows: 
President, Charles Consodine, Wallace Pencil Com- 
pany; first vice-president, John Gilbert, Office Appli- 
ances; second vice-president, E. G. Harpold, J. L. 
Hanson Company; third vice-president, R. J. Vojta, 
Frank Mashek Company; treasurer, Ray Eichenlaub, 
Service Steel Products Company; secretary, Tom Gil- 
lice, Rockwell-Barnes Company. The term of the new 
officers will start immediately after the regional meet- 
ing in Milwaukee. 

The first point of meeting was the election of seven 
new members, several of whom were recommended by 
President Ralph Maneval. 

Several amendments to the constitution and by-laws 
were adopted, one of which changes the club year to 
conform to the calendar year. 

Flowers were voted for the funeral of Pat Riddle of 
Associated Stationers Supply Company, who passed 
away the evening preceding the meeting. 

The birthday party was held in the evening at the 
College Inn. It was attended by members and their 
wives. The program consisted of the regular College 
Inn floor show and dancing. 

a 
GRIEST STAGES UNUSUAL MERCHANDISING 
CAMPAIGN 

Residents of New York City last month were given 
an intensive and educational campaign on the LESS. 
better light-better sight lamp when retailers of that 
city joined the Griest Manufacturing Company in a 
plan conceived at the Griest I.E.S. “Seeing Is Believing” 
jubilee dinner, held February 23 in the Hotel Vander- 
bilt. 

Retailers were provided with an impressive assem- 
blage of merchandise aids including complete demon- 
stration and display material prepared in conjunction 
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with the General Electric Company and the Westing- 
house Lamp Company. This was supplemented by 
special campaign pieces prepared by Griest. 

Lighting specialists served in the stores during the 
campaign. They were on duty at the request of re- 
tailers and in addition to answering questions for cus- 
tomers, instructed sales personnels in the technique of 
merchandising light. 

CONVENTION HEARS SHEAFFER POLICIES 

Marked by a fine display of new merchandise and a 
record-breaking attendance of the firm’s representa- 
tives and executives, the W. A. Sheaffer Pen Company, 
Fort Madison, Iowa, held its annual sales convention 
recently. 

The principal speaker at the gathering was Craig 
Sheaffer, vice-president and treasurer of the company, 
and he confined his address principally to outlining 
Sheaffer policies and to giving instructions to the sales 
forces to carry out these policies to the letter. He said 
in part: 

“Your company intends to maintain its old-time 
policy of fair play to all who touch Sheaffer products. 
It has been and is Sheaffer’s responsibility to respect 
and support the good dealer’s sense of responsibility 
to his customers by making worthy products, fairly 
priced and merchandised to produce a fair profit.” 

Mr. Sheaffer pointed out the policies to which he 
referred include providing a profit for dealers, paving 
the way for increased sales by advertising, to make 
no attempt to undermine the dealer or, to deceive the 
public. 

— 
ELECTION BY COAST TYPEWRITER MEN 


The recent monthly meeting of the San Francisco 
Typewriter Dealers Association was also the annual 
election of officers. 

Louis Smith, of the Typewriter Company, 116 Sutter 
street, was elected president, succeeding Richard 
Revalk, of the Revalk-Perry Company. H. J. Hastings, 
of the San Francisco Typewriter Exchange, was elected 
vice-president. Miss Marion Leibbe, of the Holaday 
Typewriter Company, 358 Market street, was continued 
in office as secretary-treasurer. 

The series of “host luncheons” that the Association 
has inaugurated is arousing sufficient interest to justify 
continuance. 

Harry Thor, of the Royal Typewriter Company, Inc., 
was “host” February 19 at the Fly Trap restaurant. 
A. Goyette, of the L. C. Smith & Corona Typewriters 
Inc., was made “host” for the meeting of March 19. 
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SMITH-CORONA BOWLERS ON PARADE.—tThis splendid team of expert 
bowlers represented L. C. Smith & Corona Typewriters, Inc., when the 
recent bowling tournament opened in a blaze of glory in New York any A 
The Smith-Corona champions were made up of 165 men from the L. 
Smith plant at Syracuse, and eighty from the Corona factory at Groton 
and formed one of the largest entries of any industrial concern in the 
country. Although every man of the team went to the tournament to 
cooperate to the fullest extent with his team-mates in bringing honor 
to the Smith-Corona organization as a whole, there is a friendly but 
keen spirit of rivalry between the two “gangs” from Groton and Syracuse 
over the respective ability of their own individual organizations. 


HAMPDEN APPOINTS TOMPKINS PRESIDENT 

At a meeting of the directors of the Hampden Manu- 
facturing Company, Inc., 17 Warren street, New York, 
held on January 28, Allen D. Tompkins was unani- 
mously elected president and treasurer of the company 
to succeed the late George C. Hemenway. 

Mr. Tompkins has been associated with the company 
for over eleven years in various capacities. Starting as 
a salesman, he advanced to the position of office man- 
ager and then to that of sales promotion manager. 
For the six months prior to the recent death of Mr. 
Hemenway Mr. Tompkins was in active executive con- 
trol of the company, advising and directing all its 
policies. 

Through his intimate knowledge of the business Mr. 
Tompkins goes to his new position well qualified to 
successfully conduct the affairs of the company and to 
further promote his sincere desire to serve the trade 
courteously and honestly. 


> ——— 
AUTOPOINT TO BE FEATURE OF ROTARY SHOW 

One of the feature exhibits when the Rotary Club 
of Chicago stages its fourth annual business exposition 
at the Sherman hotel, Chicago, April 27 to 30, will be 
that of the Autopoint Company. 

This booth will contain a splendid array of the prod- 
ucts manufactured by the Chicago firm including its 
pen and pencil sets, Gits-Knives and other office neces- 
sities. 

According to William V. MacGill, chairman of the 
exposition committee, the show will be one of the larg- 
est and most varied in the history of the local Rotary 
club. 


N. Y¥. TYPEWRITER DEALERS MEET 


The regular monthly meeting of the National Type- 
writer & Office Machine Dealers of New York was held 
at the Hotel Dixie on March 8. A large gathering was 
present indicating that dealers are becoming more in- 
terested in the affairs of their association. There was 
an. interesting discussion between Nick Fucci, secretary 
of the association, and Ed Staats, of the Ames Supply 
Company, on what steps to take as a means of inter- 
esting the members of the organization. 

The next monthly meeting is scheduled for Thurs- 
day, April 7. 

ee ee 
STATIONERS SQUARE CLUB MEETS 

The regular monthly meeting of the Stationers 
Square Club of Greater New York No. 576 was scheduled 
to be held on March 18 in the Greeley room of the 
Governor Clinton hotel. In an advance notice of the 
gathering, Albert M. McLane, secretary of the club, an- 
nounced that in addition to a program including a 
prominent speaker for the evening, members of the or- 
ganization would be given details of the club’s annual 
dinner dance to be held at the Waldorf-Astoria hotel 
on April 24. 

—_——~_——_ 
PHILADELPHIA STATIONERS MEET 

Devoted entirely to a discussion of plans for the com- 
ing regional convention, the regular monthly meeting 
of the Philadelphia Stationers Association was held on 
March 18 at the Bellevue-Stratford hotel. According to 
George Wustner, secretary of the organization, a record 
number of members attended the meeting and dinner. 
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National Association News 


Information Concerning the Activities of The National Stationers Association 


President: William C. Clegg, The 
Clegg Company, San Antonio, 
Tex. 


Vice-President & Chairman, Dis- 
tributors Division: Harold J. 
Hampton, Indianapolis Office 
Supply Company, Indianap- 
olis, Ind. 

Vice-Chairman, Distributors Divi- 


sion: Arthur L. King, Ward's. 
Boston, Mass. 


Vice-President & Chairman, Man- 
ufacturers Division: R. A. 
Maish, Dennison Manufactur- 
ing Company. Framingham, 
Mass. 


OFFICERS 


Vice-Chairman, Manufacturers 
Division: Craig Sheatfer, W. A. 
Sheaffer Pen Company, Fort 
Madison, Iowa. 

Vice-President & Chairman, Of- 
fice Furniture & Office Ouitfit- 
tings Division: Charles W. Roth, 
Roth Office Equipment Com- 
pany, Dayton, Ohio. 

Vice-President & Chairman, Man- 
ufacturing Stationers Division: 
William H. Schmiederer, Bux- 
ton & Skinner Printing & Sta- 
tionery Company, St. Louis, Mo. 

Vice-President & Chairman, Sales 
Managers Division: Harry Te- 
han, Charles M. Higgins & 
Company, Brooklyn, N. Y. 


REGIONAL GOVERNORS 


Vice-President & Chairman, Field 
Division: Fred Schaefer, San- 
ford Manufacturing Company. 
Chicago, Ill. 

Vice-President & Chairman, 
Wholesalers Division: Alvin R. 
Skibbe, Associated Stationers 
Supply Company, Chicago, IIl. 

Treasurer: William E. Stockett, Jr., 
Stockett-Fiske Company, Inc., 
Washington, D. C. 

Auditor: Woodson P. Waddy. 
Everett Waddey Company. 
Richmond, Va. 

Secretary & General Manager: 
Charles P. Garvin, 740 Invest- 
ment building, Washington, D. 
Cc. 





No. 1: Leo Burt, Burt & No. 4: Ivan Allen, Jr. (East- 


Jetiers, Inc., Hartford. ern Div.), Ivan Allen- 

Cona. Marshall Company, At- 
No. 2: A. G. Preston, Utica lanta, Ga. 

Office S Co ; 

Utica A — No. 5: Harold Hampton, 


Indianapolis Office Sup- 
ply Company, Indianap- 


No. 3: Dan Smith, Jr., Smith 
Printing Company, Inc., 


No. 4: Morris Sensei 0. —— 

lo. 4: 
(Western Div.), F. F. Han No. 6: Harry Sylvester. 
sell & Bro., Lid.. New Sylvester-Nielsen, Inc., 
Orleans, La. Appleton, Wis. 





No. 10: E. B. Healy, Santa 
Fe Book & Stationery 
Company, Santa Fe, N. 
M. 


No. 7: Ed Hansen, Miller- 
Davis Company, Minne- 
apolis, Minn. 

No. 11: Tom F. Pelly. Low- 


man & Hanford Com- 

pany, Seattle, Wash. 
No. 12: Jim Parsons, Smith 

Bros., Oakland, Calif. 


No. 13: A, J. Kerin, Tower 
Bros. Stationery Com- 
pany. New York, N. Y. 


No. 8: John Ford. Jr., Peter- 
son Litho. & Printing 
Company. Omaha, Neb. 


No. 9: Otto Eisenlohr, The 
Dorsey Company, Dal- 
las, Texas. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 
Place and Date of Next Annual Convention—Chicago, Sept. 27, 28, 29 and 30. 


FIFTH DISTRICT READY FOR MEETING 


A program of unusual interest is promised for the 
Fifth District regional meeting of The National Station- 
ers Association to be held in Cincinnati, April 16 and 
17, at the Netherland-Plaza hotel. Members of the Sta- 
tioners’ club of that city have extended an invitation to 
all stationers and office equipment dealers in Ohio, 
Indiana, Kentucky, West Virginia and Michigan to at- 
tend the two-day sessions, which promise to be the 
best ever held in that district. 

There will be talks by Charles P. Garvin, general 
manager of The National Stationers Association and 
other speakers of renown. Subjects will cover matters 
of importance to stationers, including discussion of 
ways to improve conditions in the industry, and in- 
crease sales and profits. An attractive entertainment 
program has been arranged, with special features for 
the many ladies expected to be present. 

Following are members of the various committees: 

General Convention: Chairman, Harry C. Dick, 
Redeker & Dick; Mart Armstrong, Armstrong Station- 
ery Company; W. M. Perin, The Gibson & Perin Com- 
pany; H. G. Pounsford, The Pounsford Stationery Com- 
pany; Frank Willenborg, sr., Willenborg Stationery & 
Printing Company; Carl Spitzfadden, Woodrow-Weil- 
Stanage Company; Fred Ziegler, Ziegler, Inc. 

Reception: Chairman, H. C. Anderson, The Globe- 
Wernicke Co.; Harry C. Dick, Redeker & Dick; Mart 


Armstrong, Armstrong Stationery Company; W. M. 
Perin, The Gibson & Perin Company; H. G. Pounsford, 
The Pounsford Stationery Company; Charles Fahrer, 
W. F. Schafer & Company; Frank Willenborg, sr., 
Willenborg Stationery & Printing Company; Carl 
Spitzfaden, Woodrow-Weil-Stanage Company; Fred 
Ziegler, Ziegler, Inc.; Howard Armstrong, Armstrong 
Stationery Company; J. Kuresman, The Pounsford Sta- 
tionery Company; Doss Kinsey, Art Metal Construc- 
tion Company; A. F. Lindhorst, The Gibson & Perin 
Company; H. C. Schmidt, The Pounsford Stationery 
Company; N. W. Thul, The Pounsford Stationery Com- 
pany; George C. Redeker, Redeker & Dick; Ed. Crus- 
ham, W. F. Schafer & Company; Frank Willenborg, jr., 
Willenborg Stationery & Printing Company; Carl Spitz- 
faden, Woodrow-Weil-Stanage Company; James D. 
Dryden, Ziegler, Inc.; R. J. McNamara, Ault & Wiborg 
Corporation; C. L. Downey, C. L. Downey Company; E. 
Lohmeyer, Dennison Manufacturing Company; Colter 
Rule, The Champion Paper & Fibre Company; Anson 
Fry, Gibson Art Company; Jack Schafer, Wahl Com- 
pany; Matt Dimmitt, Wilson-Jones Company; Ed. 
Perry, Trussell Manufacturing Company; Stanley 
Evans, Parker Pen Company; J. R. Ackerman, W. A. 
Sheaffer Pen Company; E. G. Harvey, F. H. Lawson 
Company; A. F. Stanley, U. S. Playing Card Company; 
Stanley Pounsford, The Pounsford Stationery Com- 
pany. 

Finance: Chairman, A. F. Lindhorst, The Gibson & 
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VISION ALWAYS HAS BEEN A 
HIGHLY PRIZED ASSET 


And it is apparent that today \merican business needs 











vision as it has never needed it before. It helps to put 


the whole man on the job. » » » Farsighted operators 





of the Mimeograph are ever insistent upon using the 

complete process, wherein all things work together for 
good. Every coordinated factor in the process has been 
developed in our laboratories. And these factors have 


brought the fine art of stencil duplication to a high state of 











efliciency. Not one of them can be neglected, if the speedy 
duplication of forms, letters, graphs, etc., is to be done with 
precision— and low cost. A unit process hacked by an organ- 


ized responsibility! For help in your duplicating problems write 





A. B. Dick Company, ( ‘hicago—or see phone book for local address. 
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| Perin Company; H. C. Schmidt, The Pounsford Sta- 
tionery Company; E. Lohmeyer, Dennison Manufactur- 
ing Company. 

Publicity: Chairman, J. Kuresman, The Pounsford 
Stationery Company; C. W. Hamilton, The Globe- 
Wernicke Co.; E. G. Harvey, F. H. Lawson Company. 

Hotel: Chairman, Chas. Fahrer, W. F. Schafer & 
Company; J. Kuresman, The Pounsford Stationery 
Company. 

Program: Chairman, Fred Ziegler, Ziegler, Inc.; J. 
Kuresman, The Pounsford Stationery Company; Matt 
Dimmitt, Wilson-Jones Company. 

Ladies: Chairman, James D. Dryden, Ziegler, Inc.; 
Mrs. Stanley Pounsford; Mrs. Harry C. Dick. 

Registration: Chairman, Frank Willenborg, Jr., Wil- 
| lenborg Stationery & Printing Company; Ed. Perry, 

Trussell Manufacturing Company; Stanley Evans, 
| Parker Pen Company. 

Entertainment: Chairman, Carl Spitzfaden, Wood- 
row-Weil-Stanage Company; Harry C. Dick, Redeker 
& Dick; Stanley Pounsford, The Pounsford Stationery 
Company. 

Ladies’ Entertainment: Chairlady, Mrs. Stanley 
Pounsford, Mrs. Harry C. Dick, Mrs. Howard Armstrong, 
Mrs. Matt Dimmitt, Mrs. J. Kuresman, Mrs. Henry C. 
Schmidt, Mrs. H. C. Anderson, Mrs. E. Lohmeyer, Mrs. 


eeeee If Your Typewriter A. F. Lindhorst, Mrs. Chas. Fahrer, Mrs. James Dryden. 


—_—~>_—_ 

C ld O / ‘ S k f SIXTH REGIONAL PROGRAM RELEASED 
ou it 'Y pea - Coincident with the completion of plans for the Sixth 
regional meeting, to be held in the Plankinton hotel, 


Milwaukee, on April 12, Governor Harry Sylvester re- 
leased the following program of speakers and their 





It would tell you which type- 


subjects: 
writer ribbon carries the ink-mile- W. C. Clegg, president of The National Stationers As- 
sociation, “Why Is It?” 
age... word-mileage. Governor Sylvester, “You Are in a Billion Dollar In- 
dustry.” 
Charles P. Garvin, general manager, NSA, “Training 
The new ‘“‘Satinized Ink-Con- and Developing Salesmen.” 
7 x . R. M. Tussing, president, Victor Safe & Equipment 
trol Ribbon gives you that mile- Company, “We Need More Good Men.” 
age! Ralph Maneval, A. W. Faber, Inc., “Selling from the 
g Traveling Man’s Angle.” 


The amateur hour by N. S. Aiders. 

General discussion on specialty selling, advertising, 
etc. 

Harry Tehan, Charles M. Higgins & Company, and 
vice-president of the NSA sales managers division. 

W. L. Jaques, Jaques & Company, New York, “The 


Commercial Stationer in New York.” 
Ma k e There will also be several important discussions on 
conditions in various parts of the district and on com- 
petitive conditions and, in addition to holding an open 


Your strongest letter hangs by 


a ribbon. ... 


forum on the Robinson-Patman Bill, Mr. Garvin will 
[ also speak on “What’s Ahead for Business Legisla- 
tively.” 


The banquet, which will be one of the highlights of 


Y 
INK - C ON / R — | f the convention will be given under the auspices of the 
. Wis-IIl Club of Chicago. 


a 
| DISTRICT 3 READY FOR CONVENTION 

With the announcement that the Bellevue-Stratford 

| hotel in Philadelphia will be headquarters for the con- 

e | clave, final plans have been completed for the Third 

| Regional District meeting on May 10 and 11, according 

| to Ben Wachtel, chairman of the publicity committee. 

MAN i FOLD SUPPLI ES COMPANY At the same time it was announced that included in 


Manufacturers of PANAMA ang BEAVER | the fine program arranged for the benefit of the visi- 


| tors will be a splendid show which will be staged at the 
iss THIRD AVENUE, BROOKLYN, N. YY. 





*Ask your PANAMA or BEAVER man 





annual banquet by the Penn-Mar-Va Club. This, how- 
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Thorough final 
inspection by 
experts, without 


We broke production records on Corona in which no Coro- 
na ever leaves 

1936—but the demand for the new “Speed a Corona 
actory. .. 








Models” keeps right on. 





One thing, however, you can bank on. No 
matter how great the demand Corona’s rigid 
inspection standards will not be relaxed in the 
slightest. The first portable in history is also 
the first in quality—and it always will be! 


LC SMITH & CORONA TYPEWRITERS INC 


SYRACUSE N Y 
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DEALER AIDS 
Illustrating a few of 

the sales promotional pieces 

that have been supplied dealers. 


THE GENERAL FIREPROOFING COMPANY - YOUNGSTOWN , OHIO 





and of DISCERNING DEALERS 


Today the surge forward in business is so unmistakable 
that analysts claim great prosperity ahead. This con- 
tinuing betterment in the business forecast is especially 
significant to GF dealers. 


Normal demand for office equipment is now increased 
by this general business activity—by immediate and 
progressively planned modernization programs to replace 
the obsolete and to balance the recent years of inactivity. 
The sales curve of the GF dealer is an especially happy 
one. 


Check tor yourself the significance of the fact that only 
buyer preference for a superior product can account for 
today’s unparalleled acceptance of GF equipment—now 
the recognized standard of modern business. 
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ever, will be but a small part of activities arranged for 
the entertainment of the delegates. 

According to Mr. Wachtel the registration fee, set at 
$6, will include two luncheons and the banquet, while 
rooms with bath may be obtained at the Bellevue- 
Stratford hotel at $3.50 per day. 

The business program will include information on 
training and developing salesmen; selling from the 
traveling man’s angle; sales meetings; reports on con- 
ditions in various sections of the district; a forum on 
the Robinson-Patman Bill, and an address on “What’s 
Ahead for Business Legislatively,” by Charles P. Gar- 
vin, general manager of the national association. Also, 
according to the publicity committee, there will be a 
report on the steel office equipment situation, a talk on 
keeping tab on sales, and other matters equally as im- 


portant. 
—_____<—___—. 
SEVENTH DISTRICT COMPLETES PLANS 

With the various committees having completed their 
tasks of assuring a record-breaking meeting when the 
regional district meeting opens on April 9, at St. Paul, 
Minn., Governor E. M. Hansen issued the following 
statement to everyone in the district: 

“An earnest and sincere invitation to attend this af- 
fair is extended to all dealers—whether members of the 





ED HANSEN 


association or not. This also includes wholesalers, 
manufacturers and travelers. 

“An excellent program has been mapped out for the 
business sessions which will be very instructive and in- 
teresting. William C. Clegg, president of our associa- 
tion, and Charles P. Garvin, the general manager, with 
their troupe of prominent business men in our associa- 
tion will be on the program. 

“In addition to the business meetings there will be 
plenty of entertainment for both ladies and gentlemen. 
The Northwest Travelers Club will have charge of the 
entertainment Saturday afternoon, April 10.” 

In the meantime other officials of the regional dis- 
trict aided their governor by issuing a last call to those 
who intend to be among those present at the opening 
of the convention. Their efforts were in turn ably 
backed up by Governor Hansen who gave further de- 
tails of the events planned for the meeting. 

In addition to outlining the program which, he said, 
will include the appearance of President Clegg, General 
Manager Garvin and The National Stationers Associa- 
tion Lecture Troupe, Governor Hansen pointed out that 
the conclave almost demands the appearance of sta- 
tioners interested in the welfare of their business, the 
change of national affairs and the advancement of “our 
cause and our industry.” In concluding Governor Han- 
sen said: 

“Remember the Northwest Travelers Club is on the 








HERE'S YOUR 
SPRING TONIC! 


Here is a prescription 


for a spring tonic that 





will ‘‘pick you up” in 
It was compounded by a well 


a jiffy. 
known typewriter man many years ago 
and has never failed. Some of the in- 


gredients have been improved but in 


the main the prescription remains 


unchanged. 


First take one new AWMCO “‘stripper”’ and 
remove all worn and tired platen covers. 
Send cores to AWMCO for recover or re- 
place with genuine “‘Invincibles.”’ (Accept 
no substitutes and don’t let anyone try to 
fool you with something ‘‘just as good’’.) 
Now add a reasonable quantity of Premier 
Factory Rebuilts (insist on Premiers for 
best and lasting results). Or if you have 
only a mild case of spring fever and can still 
Remington 


wiggle a finger, try some 


Roughs. To these add generous portions 


of genuine AWMCO Parts and Supplies. 


Follow directions carefully and you will be 
delighted with the results. Typewriter 
men everywhere swear by this prescription. 
It’s pleasant and easy to take. Don’t let 
another day go by without using it. If 
you want to know any more about it 


simply write to 


AMERICAN WRITING MACHINE CO. 


115 Worth St. New York, N. Y. 














Bring Your 
Dead Records to Life 


By means of this new combination card the 


Elliott Statistograph addresses and simulta- 
neously indicates on the addressed form as 
many as 105 facts pertaining to each address. 
The lower half is the famous Elliott Address 
Card. 


In the upper half are holes that indicate 
statistics concerning each customer. This is a 
unique and valuable service to Sales, Order, 
Shipping Departments, etc. By this invention, 
for the first time in business history, vital 
statistics are brought to life and transferred 
from the master cards to the addressed forms. 
The same holes automatically cause the 
machine to print or skip addresses. 


Let us send you a catalog and specific information 
about this or any other Elliott machine. 


Salesmen and office equipment dealers who 
know of prospects for addressing machine 
equipment will receive a proposition to their 
advantage by applying to our nearest branch 
office or by writing us direct. 


ELLIOTT ADDRESSING MACHINE COMPANY 


143 ALBANY STREET, CAMBRIDGE, MASS. 


Sales and Service Offices in all Principal Cities 
See Telephone Directory 







In Canada, 640 Craig Street West, Montreal 


ELLIOTT ADDRESSING MACHINES PRINT FROM 
ADDRESS CARDS THAT LAST INDEFINITELY .. . 

’ , QUICKLY TYPED ON ANY 
REGULAR TYPEWRITER 
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job to entertain you Saturday afternoon. The ladies 
committee is also on the job to entertain and take good 
care of all the ladies present. 

“Let me urge all stationers, wholesalers, manufac- 
turers, and travelers, whether they be members of the 
national association or not, to make every effort to at- 
tend this convention and help make it one of the most 
successful ever held. I am expecting you.” 


nailed. 
11TH DISTRICT ALL SET FOR MEETING 
Headed by the officers of their organization, various 
committee members of the Pacific Northwest Stationers 
Association have completed plans for and are awaiting 
the delegates to the Eleventh Regional District meet- 
ing at Seattle, April 2 and 3. 
The three executives who have worked day and night 





TOM F. PELLY 


to assure success to the meeting are President Tom F. 
Pelly, Lowman & Hanford Company; Vice-president 
W. J. Ortel, Shaw & Borden Company, and Secretary- 
Treasurer C. H. Armstrong, The Stationers, Inc., Ta- 
‘oma, Wash. 

The spotlight of the annual meeting will be focused 
on William C. Clegg, president of the N. S. A.; Charles 
P. Garvin, general manager of the national organiza- 





ARMSTRONG 


w. J. ORTEL c. H. 


tion; F. H. Caswell, F. S. Webster Company, Boston; 
|Harry Tehan, Charles M. Higgins & Company, Inc., 
Brooklyn; W. L. Jaques, Jaques & Company. 

This delegation of celebrities plus Seattle stationers’ 
| famous hospitality, plus a full program of discussions 
of important trade matters promises to make this 
twenty-eighth convention outstanding in its inspira- 
tion and accomplishments. 
—_——_—> 
| TENTH DISTRICT MEET ADVANCED 

The date of the regional meeting of the Tenth Dis- 
| trict of The National Stationers Association was stepped 
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The Oxford Follower Block 
makes current filing prac- 

ticable in any corru- ant 
gated board file, 4. \\\ 
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OXFORD STANDARD » ‘The lowest cost. 
drawer file on the market! 


rices are close to those 
prevailing on ordinary to Sing storage boxes, 
and these files can be stacked up to six feet high, 
without shelving. 
This is the file to show your customer who wants 
convenient reference to stored records at the very 
lowest cost. Available in sizes for all commonly 
used papers and office forms. 


OXFORD HEAVY DUTY FILE. Widely favored 
because it compares in sturdiness and appearance 
with wood or steel cases costing three times as much. 
Recommend it wherever service is severe, and space 
is at a premium. They can be stacked right up to 
the ceiling fully loaded, and still the bottom drawer 
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ds of users testify to the 
duty” files in fact as well 







OXFORD SEMI-STEEL FILE, The file with the 
appearance and sturdiness of ex e all-steel, 
roller-equipped transfer cases, at little more than 
half the cost! 


Open and close a loaded drawer . . . feel it rolling 
smoothly on the four steel bearings and steel tracks. 
Smooth looking, too, with its heavy gauge steel front 
finished in furniture green. 


It’s the file that “has ev ” ... and with the 
use of the neat, effective ord Follower Block, is 
thoroughly practical for current filing. 


With this complete line of Oxford Files behind you, you can go after the 


corrugated board file business in your territory with 


Write us today for prices and particulars. 


profit. 


assurance of success and 


OXFORD FILING SUPPLY CO. 


340 Morgan Avenue, Brooklyn, N. Y. 


125 South Sth Street, $t. Louis, Mo. 
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No. 869 





No. 868 


JASPER CHAIR COMPANY 


leather upholstered chairs EXPRESS SUCCESS 


Every office interior tells a story and wields an 
influence. Positive business men like the positive 
assurance pervading every detail of design and con- 
struction, and the genuine quality in materials and 
methods employed in production of JASPER 
CHAIR CO. office chairs. 


In the privacy of executive offices, genuine leather 
upholstery is usually to be found. Good fellowship 
and supple response engender in the atmosphere of 
luxury and attainment thus produced. Our chairs 


built of genuine walnut and birch, are offered in a 
variety of leathers: Dixie Vealskin, New Eagle Grain, t 
Moorish Grain and Full Top Grain, and a choice of t 
many colors. Collier-Keyworth latest improved . 
rubber cushion irons are standard equipment on all 

our better grade revolving chairs. Office Furniture 

Dealers who have investigated this line thoroughly ‘ 


are booking good profits. Inquiries invited. 


JASPER CHAIR COMPANY 


JASPER INDIANA 





REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. James S. Fowls (Southern) E. W. Thomas (Southwest) 5S. H. MacDonald (West) W. HH. Brown (Chicago-Midwest) 
RK. J. Freeman (Eastern) $414 Euclid Heights Blvd Daytona Beach, Fla. 521 Lloyd Bldg., 6708 Glenwood Ave., Chicago 
Seattle, Wash. (Phone ROGers Park 3644) te 


505 Fifth Ave., New York, N. Y. Cleveland, Ohio 
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forward to March 22-23. Dick Healy, of Santa Fe, the | 
regional governor, presided. The Rocky Mountain Trav- 
elers met at the same time. In addition to the regular 
business, liberal entertainment features were provided. 
These included a luncheon for the ladies attending at 


Nh * 
one of the old cliff dwellers’ houses. 
—< 
REGIONAL MEETING DATES | . 
Here are the hotels, cities and dates of the forthcom- | 
ing regional meetings of The National Stationers Asso- TO MAKE | 
PRODUSI SALES JUMP: 










ciation: 
District No. 1: Griswold hotel, New London, Conn. | 
June 17 and 18. 
District No.3: Bellevue-Stratford, Philadelphia, May 
10 and 11. 

District No. 5: Netherlands Plaza hotel, Cincinnati, | 
April 16 and 17. 
District No. 6: Plankinton hotel, Milwaukee, April 12. 

District No. 7: Lowry hotel, St. Paul, Minn., April 9 
and 10. 

District No. 8: Muehlebach hotel, Kansas City, Mo., 
April 6 and 7. 

District No. 11: Washington hotel, Seattle, April 2 
and 3. 





EIGHTH DISTRICT READY FOR MEETING 
With the various committees having completed their 
tasks and an elaborate banquet arranged as the high- 
light of the meeting, Governor John Ford, Jr., and his 
aides are all ready to welcome delegates to the Eighth 
Regional convention at the Muehlebach hotel in Kan- 
sas City on April 6 and 7. 
In announcing the end of preparations for the b . . 
, BA ne ce ee 


meeting, Governor Ford issued an appeal to everyone 

in the industry to attend the convention which he said 

would be one of the largest ever held by the regional LOOKS LIKE $3.00 

organization. Mr. Ford said in part: 
“Whether or not you are a member of The National 

Stationers Association or the Mid-West Travelers Club, 


we wish to extend to you a cordial invitation to join 


us. We honestly feel that we can guarantee you a 
profitable trip if you come—bring your men—attend HERALD ED N aa 


the business meetings.” 


cmcaco notary exeosmnox raven | NATIONAL MAGAZINES! 


Plans have been completed for holding the fourth @ It’s a natural for faster pencil sales . . . this smartly streamlined 
annual business exposition of the Rotary Club of Chi-| new AUTOPOINT! Made of gleaming Bakelite, with smart 
cago at the Sherman hotel, April 27 to 30. William V.| “diamond-cut” cap, streamline clip and gleaming gold-filled trim. 

il] j : : More than that, this pencil incorporates all the exclusive finer 
oe ovine caaeene “ wr te scagstopnd CORNENSTSES. AUTOPOINT features that make AUTOPOINTS the choice of 
ns o ne principal exhibitors at the show will be! minions. Extra writing ease!—only 2 moying parts!—famous 
the Chicago Multigraph Sales agency which will fea-| “Grip-Tip” that keeps leads from wobbling, twisting, sliding and 


ture in its booth its latest type of office duplicating | makes leads last, down to the final eighth of an inch. 
Mail the coupon now and get a sample. You'll want to be stocked 


machine. when National advertising breaks; we’re starting it in “Saturday 
_ le CO :  “0ey: ” “ . ” 
Evening Post,” “Life’’ and ‘‘Cosmopolitan.’’ Over five and a half 


CONSOLIDATED AIR CONDITIONING ISSUES million selling messages for the beginning alone! See this pencil; 
find out about the complete AUTOPOINT group of pencil values. 


— USEFUL BOOK , ‘ Discover why so many stationers are making AUTOPOINT their 
Containing twenty-seven pages, each of which is| jcading pencil line. 


replete with worth while information concerning the | ayropomr COMPANY, Dept. OA-4, 1801 Foster Avenue, Chicago, Ilinois 
activities and the products of the company, a new and 
handsome booklet has been issued recently by Consoli- 
dated Air Conditioning Corporation, 114 East Thirty- 
second street, New York, N. Y. The # Better Pencil 
In addition to being a complete catalogue illustrating | | 

the application of the company’s Consolidated odor | AUTOPOINT COMPANY, Dept eae 
absorbers to ventilating and air conditioning systems, Please send me a sample of your new streamlined AUTOPOINT pencil, 
the booklet also contains a number of charts and illus- | 

| 

| 





al 


Name 


No. 48GT and information about the AUTOPOINT LINE. 
trations of intense interest to those seeking informa- 
tion of the principles governing the installations. 
Copies of the new booklet may be obtained by writing 
to the company’s home offices. |_ Town ——_ 
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A MILLION 
BRAND NEW 
CUSTOMERS 


“Brand new customers” refers not neces- 
sarily to established users of file fasteners— 
but to the hosts of students, tradesmen, 
smaller offices, etc., who will buy Speedway 
“Tens” from the smart display carton on 
your counter. They don’t require many 
fasteners at a time but their combined pur- 
chases mean bulk sales and quick repeating 
profits for dealers everywhere. 

There is a punching gauge in each box of 
ten Speedways. 












List Prices: Speedway 
“Tens” $20.00 per 1000 
sets (10 cartons of 10 
boxes). 


Speedway ‘* Fifties’ 


$14.50 per 1000 sets (2 
cartons of 10 boxes). 


PARROT SPEED FASTENER CORP. 
37-18 Northern Blvd. Long Island City, N. Y. 




















OFFICE APPLIANCES 


(Seen & Heard in So. Cal.—continued from page 59) 
Blake, Moffitt & Towne are the agents. The spacious 
offices have been rearranged and redecorated. Coun- 
ter-high partitions are freely used, also higher parti- 
tions on which printing samples are displayed. Racks 
are employed also. 

The company handles a wide variety of paper and 
board products, novelties, etc., at wholesale. 

x * * 

Corbett Completes Long Trip.—Matt M. Corbett re- 
turned about the middle of last month from a semi- 
annual trip throughout his territory. He represents 
several office furniture lines in the West, and has offices 
with the Pacific Desk Company, 1031 South Hill street, 
Los Angeles. 

” *k * 

Desk Concern Dolls Up.—The California Desk Com- 
pany, 542 South Los Angeles street, have rearranged 
and redecorated their salesrooms, both inside and out. 
The front of the building has been cleaned and a neon 
sign has been erected. The company’s big salesroom 
has been decorated and rearranged to accommodate a 
more diversified stock, which has been placed to the 
best possible advantage. 

The company handles the Hoosier Desk Company 
lines made at Jasper, Indiana. 

7 a * 

Variable Space Typewriter.—Halco-Grams for March 
—official house organ of the Shallcross Company, Los 
Angeles—presents an article by Ed. Winslow in which 
he describes a new variable space typewriter, known as 
the Vari-Space, made by the Hooven Automatic Type- 
writer Corporation of Hamilton, Ohio. Briefly, the de- 
vice—attachable to standard typewriters—makes short 
lines longer and long lines shorter—within reason. Mr. 
Winslow says the attachment, if such it is, is a boon to 
Mimeographers. 

Halco-Grams contains other articles, wise and witty. 
‘Tis an interesting little publication — Mimeographed, 
with right and left margins justified, all as though done 
on the Vari-Space. 

+ « * 

Some Underwood Changes in Southern California.— 
Several staff changes and transfers are reported to 
have been effected by District Manager J. A. Johnson 
of the Underwood Elliott Fisher Company in Southern 
California. Office Appliances hopes to give details in 
next month’s issue. Mr. Johnson reports an increase in 
business for the first quarter of the present year. 

+ 7 * 

Phoenix Dealer Takes Smith Lines.—W. G. Shivers, 
17 West Jefferson street, Phoenix, Arizona, has recently 
been appointed dealer for L. C. Smith & Corona Type- 
writers Inc., and will cover Central and Northern Ari- 
zona. He has been in the typewriter business for sev- 
eral years and is a progressive and energetic young 
man. 

. *~ « * 

Success.—“Success does not consist in doing extraor- 
dinary things, but in doing ordinary things extraordi- 
narily well.”—Quoted from memory; being a saying 
under the glass top of the desk of J. A. Johnson, Los 
Angeles branch manager, Underwood Elliott Fisher 


Company. 
* e * 


International Business Machines Corporation Erects 
New Office Building at Los Angeles.—About May 15 the 
I. B. M. Corporation will complete a new building at 
Burlington and Wilshire boulevards, Los Angeles, at a 
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Academies 
Accountants 
Advertising Agencies 
Apartment Hotels 
Architects—aArtists 
Attorneys 
Auctioneers 
Automobile Manufacturers 
Aviation 
Bacteriologists 
Sankers—Banks 
Beauty Shop 
Biological Laboratories 
Boat Builders 
Bonding Companies 
Bond Houses 
Bookbinders 

Book Publishers 

Box Manufacturers 
Broadcasting Studios 
Brokers—Builders 


Bidg. & Loan Associations 


Bus Lines 

Caterers 

Cement Manufacturers 
Cemeteries 

Chemists 
Chiropractors 
Churches—Clergymen 
City Governments 
Clothing Houses 
Clubs 

Collection Agencies 
Commission Merchants 
Confectioners 
Consulates 
Contractors 

Dairies 

Decorators 

Dentists 

Department Stores 
Druggists 

Electricians 
Employment Agencies 
Engineers 

Engravers 

Exporters 

Express Companies 
Foundries 

Fraternal Orders 
Garages 

Glass Manufacturers 
Grocers 

Hairdressers 
Hardware Manufacturers 
Hospitals—Hotels 

Ice Cream Manufacturers 
Insurance—Investment 
Jewelers 

Laboratories 
Laundries 

Lawyers 

Libraries 
Lithographers 

Lumber Merchants 
Lumber Yards 
Machinists 

Magazine Publishers 
Mail Order Houses 
Memorial Parks 
Mercantile Agencies 
Mill Supplies 

Motion Picture Studios 
Motion Picture Theatres 
Music Publishers 
Musicians 

Newspapers 

Oil Companies 
Opticians 

Orchestras 

Paint Manufacturers 
Paper Manufacturers 
Photographers 
Physicians 

Piano Manufacturers 
Printers—Publishers 
Radio Manufacturers 
Railroads 

Real Estate Offices 
Restaurants 

Rubber Manufacturers 
Rug Manufacturers 
Sanitariums—Schools 
Shipbuilders 

Shoe Manufacturers 
Steamship Companies 
Stock Brokers 

Storage Houses 

Street Railways 

Sugar Manufacturers 
Surveyors 

Telegraph Companies 
Telephone Companies 
Textile Manufacturers 
Theatres 

Tire Manufacturers 
Tobacco Manufacturers 
Tool Makers 
Translators 
Typewriter Manufacturers 
Undertakers 

United States Government 
Warehouses 

Watch Makers 

X-Ray Equipment Mfrs 


SHOULD YOU CHOOSE 
COLUMBIA 


FILING CABINETS? 


Bocause 








Everywhere—in Commerce and Industry and 
Offices Their Three - Fold 
Value— 


in Professional 





QUALITY 
VARIETY 
SERVICE 


is demanded 


And Because 


=] Progressive Dealers Have Learned That They 
= Can Establish and Maintain Goodwill and 
= Profit by Selling 


COLUMBIA 
FILING CABINETS 








Manufactured by 
COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA, PA. 


OFFICE AND SHOWROOM LINCOLN-LIBERTY BUILDING 











SOLD THROUGH DEALERS ONLY 






































The only File Pocket made with 
reinforced corners... . The 
place that always wears out 
first... . Without doubt 
the finest and most durable 


File Pocket being made today. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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cost of approximately $60,000. The new structure will | 
have 16,000 square feet of floor space, and will be ar- | 
ranged so as to house all of the corporation’s several | 
divisions. | 


* * 4 






















Do you know 


Some Promotions in U. E. F. Ranks.—On March 1 
W. O. Bryant, manager of the Underwood Elliott Fisher 
sub-branch at Santa Barbara, Calif., was promoted to 
the position of assistant manager at Los Angeles in 
charge of the Adding Machine Division. Mr. Bryant 
has been with the company since 1914, first in the 
service department at Omaha, Neb. He has served in 
various capacities since that time—as accounting ma- 
chine salesman in the Los Angeles territory; accounting 
machine department manager at San Francisco, and 
for the last four and one-half years he has been in 
charge of the Santa Barbara branch, representing the 
entire U. E. F. line. 


we specialize in 
the manufacture 
of Hektograph 
supplies for both 
Gelatin method 
and Direct Spirit 
Process such as 


* 7 * 

Purchasing Agents to Hold Show. The Tenth An- 
nual Industrial Exposition of the Purchasing Agents 
Association of Los Angeles will be held at the Biltmore 
hotel, Los Angeles, on Wednesday or Thursday, April 14 
or 15. The cost of exhibition space is nominal. Com- 
plete information may be obtained by addressing 
Arthur Baker, editor of the Southwestern Purchasing 
Agent, Room 281, Chamber of Commerce building, Los 
Angeles. 


* Carbon Papers 
* Carbon Rolls 
* Ribbons 

* Inks 


* Hand Cream 





* * * 


P. R. Zimmerman, assistant manager of the Los An- 
geles branch, who has successfully headed both the 
Accounting and the Adding Machine Divisions of the 
U. E. F. for the past year, will now devote his entire 
time to the Accounting Machine Division, which is off 
to a good start in 1937, with 100.5 per cent of quota in 
January and 213.3 per cent of quota in February. 

* 


> * 


Not only have “M&V" chemists 
made Hektograph supplies for 
nearly fifty years, but they are 
recognized masters in the com- 
pounding of well balanced Hek- 


tograph formulae. 


Willis H. Ransom, who has been with the Underwood 
and its successor, the Underwood Elliott Fisher Com- 
pany, for a number of years, part of the time as man- 
ager at El Paso, Texas, has been transferred to Santa 
Barbara, where he is in charge of the sub-office. 

+. * ca 

S. D. Cox, formerly in the Underwood Elliott Fisher 
Service Department at Long Beach, California, has 
been put in charge of the new sub-office at Ventura. 

* * - 

J. E. Holloway, formerly in charge of the U. E. F. 
sub-branch at Holloway, has been transferred to Los 
Angeles, where he will cover a main branch territory. 


* * * 


I. A. Cleveland, who has been with the company for 
fourteen years, part of the time as manager at Okla- 
homa City, Oklahoma, and Portland, Oregon, and who 
for a few years has been absent from the Underwood 
service, has come back and is in charge of the Holly- 
wood sub-branch. 


“M&V" can meet every condi- 
tion and fill every requirement. 
Our trained experts are always 
ready to serve you, may your 
needs be large or small. 











Consult us freely 


* & + 


Raleigh Crist, brother of the old-time typewriter 
man, Walt Crist, of Butte, Montana, will also be sta- 
tioned at Hollywood, from which point he will cover 
Beverly Hills, Culver City, and points west. 

+. * * 

William C. Joy, formerly with the Underwood for 

fifteen years, has rejoined the organization as a sales- 


WRITE FOR CATALOG e 


Mittag & Volger 


man in the southeast Los Angeles territory. Inc 
* * * 
Ralph Call, of the Los Angeles U. E. F. service depart- PARK RIDGE, 
ment, has been promoted to the position of salesman NEW JERSEY, U.S.A. 








in a southwest Los Angeles territory. 








AND GANCO BASKETS 


HAVE THREE BIG 
ADVANTAGES 


THEY'RE GOOD-LOOKING 
... THEY LAST LONGER 
... THEYRE ECONOMICAL 


Beautifully lithographed in real- 
istic wood finishes, or in popu- 
lar colors. Made of sturdy steel, 
they last and last and last, And 
they are priced so that you can 
turn over your stock very fast. 
These three big advantages 
spell “PROFITS”. Write for 


complete information. 


Galvanized Ware Department 








OFFICE APPLIANCES 


DEVICE ASSOCIATION PLANS 
CAMPAIGN 

An extensive merchandising plan is being developed 
by the Marking Device Association for its members, to 
be executed, when organized, by Buckley, Dement & 
Company, Chicago. 

It has become established in the minds of some of 
the Association members that their industry has been 
receiving much too little attention from an advertising 
point of view. Individual companies carry on a certain 
amount of publicity work for themselves, but their ef- 

| forts often are patterned after those of others, and in 

a large sense involve repetition and overlapping, so far 
as the interest of the trade at large is concerned. A 
description of the situation and an explanation of the 
projected plan is available under the title, “General 
Outline of a Merchandising Plan by the Marking De- 
vice Association for Its Members.” It may be secured 
by addressing the Association at 431 South Dearborn 
street, Chicago. The increasing competition for the 
consumer’s dollar by members of the trade, and the 
diversion of business into other lines, is pointed out, 
emphasizing the importance of creative activity in the 
discovering, developing, and merchandising of new 
markets. 

That a merchandising plan of benefit to the members 
can be worked out is convincingly set forth. The plan 
proposed calls for the printing of four types of matter. 
One is elaborate booklets dealing with the industry as 
a whole, covering such subjects as “Marking the Prod- 
ucts of the World,” “Marking Devices in the Home,” 
and “Things to Come,” the latter dealing with the 
trade’s capacity to meet new situations in which mark- 

|ing devices can play a part. A second type of matter 
‘consists of folders dealing with the specific services 
| performed by the instruments, such as dating, number- 
| ing, timing, trade-marking, directing or routing, show- 
ing performance (rating or grading), organizing and 
systematizing. A third type deals with the specific in- 
struments themselves: rubber stamps, steel stamps, 
brass dies, checks and badges, seals, pressed metal 
lates, and stencils. 

The plan is designed to define the problem before the 
industry, show the need for action, suggest a program, 
and make clear the meaning of the Better Marking 
Institute. A manual of instruction will explain how 
the literature prepared by the Better Marking Insti- 
tute should be used, and how a good list of prospects 
may be compiled. It will also treat price lists. A mer- 
chandising manual will show how to relate the adver- 
tising matter with other promotional work: the use of 
| the Institute insignia, window decoration, counter and 
| store display, and direction of sales persons. The prep- 
| aration of advertising material to be used in follow-up 

work is also to be treated. 


MARKING 





en 

BUSINESS MACHINES HOUSE AT McALESTER 

A. T. Webb and C. H. Garland have opened the Mc- 
Alester Adding Machine & Typewriter Company in 
the Telephone Building at McAlester, Okla. The com- 
pany is authorized dealer for the Allen-Wales add- 
ing machines, and Royal typewriters. A specialty is 
|made of repairing all types of Burroughs machines; a 
| complete line of office supplies is carried. 

Both members of this business had been connected 
in the past with the Burroughs Adding Machine Com- 
| pany—Mr. Webb twenty-three years and Mr. Garland 
|fourteen years. Both members of the business are 


A M E R j C A N C A N C 0 M PA N Y | optimistic with the prospects of future business and 


CITY PARK AVE. & HAMILTON ST., TOLEDO, OHIO 


| have done well thus far, both in sales and service. 
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-is making new 
SALES PEAKS for Dealers = 
® Sales and profit curves go up when A-S-E constructed to give years of trouble-free service. A 
Files and Cabinets are part of the appliance The electrically welded case around the rigid, 
~ 
. . . e . = 
fine. In appearance, size, type and price, the heavy steel frame and the ample cross bracing 
A-S-E line offers cabinets for every storage need, assure perfect, permanent alignment and “finger- ~ 
; — 
tabinets with many sales advantages that make tip” operation, even with capacity loads. This is ~ 
them easier to sell. but one of the many salable features. A-S-E Files 
\-S-E “Aurora” Files sell faster. Their clean are expertly finished in standard olive green. 
mes, sleek finish and smooth action make the Grained walnut and mahogany finishes are avail- 
jurchaser say “Aurora” when he able at slight additional cost. 
— 
juys his first files; their rugged Let A-S-E Files and Cabinets help 
bependability makes him repeat you make your sales curves hit new 
. * . . . 
\urora” when he buys again. heights. Write for catalog and com- 


\-S-F Files are designed and plete information today. 





ORDS 
Patented 


Rubber sot 
Bristle BRUSH 








is as far ahead of the old- 
fashioned wood handle 
brush as the stream- 





lined train surpasses | 


the ox-cart. 


offer the Trade the much 


er, were gratified by 
the instant acceptance 
of their Perfect Brush. 


All Sanford’s High- 
est Quality Adhesives 
now carry this greater 
sales patented Brush. 


Sanford Manufacturing Co. 


Chicago, Illinois 


Congress & Peoria Sts. 





OFFICE APPLIANCES 


ROYAL ACTIVITIES AT CHICAGO 


Manager Paul Jones of the Chicago office of the 
Royal Typewriter Company reports that A. E. Mather 
and A. D. Hammill have been placed in charge of na- 
tional accounts, and W. H. Fox in charge of railroads. 

* + . 


The Ghicago office continues to break records in sell- 
ing. Its February quota was reached on February 17. 
The March record was equaliy impressive. Back in 
1933, the year of the bank moratorium, the Chicago 
office increased sales 92.3 percent over 1932. In 1934, 
the record was 41 percent better than 1933. Again in 
1935 the increase in sales was 19.2 percent over 1934 
and the Chicago staff—sales, clerical and mechanical— 
was almost doubled. In that year the best record made 
in the district up to that time was established. In 1936 
the staff was increased again and sales built up to 29.8 
percent above the 1935 figure. Mr. Jones says that 
most of this increase in business is represented by ma- 
chines sold to new accounts. Many large users with 
offices throughout the country purchase through the 
Chicago office of Royal. 

- . * 

An interesting experiment is being conducted in the 
mechanical department of the Royal Chicago office. 
Four months ago, it was determined to establish an 
apprentice school for mechanics giving the appren- 
tices a six-months’ training period with pay. Only 
young men graduated from technical high schools are 
eligible to apprenticeship. Those who are now being 
trained have shown exceptional aptitude and have con- 
vinced Mr. Jones that the experiment will be a success. 
It is hoped in this way to be able to supply other Royal 
agencies in the Chicago area with trained mechanics 
on demand. 

> > = 

Another Royal development in Chicago is taking 
of more space. Thirty-two hundred square feet have 
been added, making the total nearly sixteen thousand 


square feet. 
— eG 


EAGLE-OTTAWA ACTIVITIES INCREASING 
The Eagle-Ottawa Leather Company, with plants at 


| Grand Haven and Whitehall, Michigan, reports that 


Sanford, first to 





the trend toward leather as a furniture upholstering 
and decorating material is steadily gaining momentum. 
Through its nationwide organization of branch offices 


° ° | and its large sales staff, the company has been able to 
imitated rubber spread-. ; are 


keep in close and constant touch with developments in 
the field of furniture upholstery and decoration. Ac- 
cording to officials of the company, a special survey 
undertaken recently among designers, decorators, man- 
ufacturers, dealers, and consumers, indicated a greatly 
increased demand for leather in its application to fur- 
niture. More and more it is being specified for a wide 
diversity of decorative uses, as well as for upholstering 
home and office furniture. 

To enable manufacturers and dealers to take full ad- 
vantage of this trend, the Eagle-Ottawa firm has ex- 
panded its activities in the upholstery leather division 
since the first of the year. The company’s color ex- 
perts have worked closely with leading designers and 
decorators in bringing out lines that would prove pop- 
ular. The current Colonial Grain Full Top Steerhide 
line, for example, includes thirty-five standard colors, 


| nineteen of which are carried in stock for immediate 


shipment. The new Guildhall line of Snuffed Top 
Grain Leathers contains seventy-five different colors 
and tones, with twenty-nine of the more popular num- 
bers available for immediate shipment. The Dixie line 
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UTILITY 
INDEX TABS 


Size Desired 


; UTILITY 
“Wernicke = ining TABS 


STRIP TYPE 


Can be typed with any 
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with blank insert labels. 
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There are many dependable G/W office 
accessories you can sell your customers— 
useful business helps that speed up routine, 
increase efficiency and enable people to 
do more work with less effort and expense. 


The demand for office equipment and sup- 
plies is growing rapidly. Don’t lose sales 
by failure to have what the customer wants 
when he is ready to buy. Stock up on 
fast-moving Globe-Wernicke merchandise 
that offers a good profit and helps build 


repeat business. 


Write for catalog and price list of sta- 
tioners’ products, together with information 
about an attractive proposition to dealers. 





CARD INDEX TRAYS BOX FILES CLIP BOARDS 
With or without hinged Meet almost every filing pa wood or Mason- 

cover for 3°x5", 4"x6" need — 15 sizes with ite .. . powerful spring 
and 5” x 8” cards many styles of indexing. clip . . . note, letter, cap, 








CMe 


and waybill sizes. 
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EVERYDAY FILES 
Handy...needed in every 
office... made with sev- 
eral styles of indexing. 


WOOD DESK TRAYS 

Rigid ... well-made... 

a variety of finishes... 
letter and cap sizes. 


MY FILE 


Has 7 letter size com- 
partments, each with flat 
insertable celluloid tab. 





WASTEBASKETS 
Made of steel .. rounded 
corners, easy to keep 
clean ... sanitary ... with 

or without legs. 





Globe-Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4 


ITEMS NEEDED IN | 
{ Wood Office Furniture, Filing Equipment, Bookcases, Par 
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of leathers contains forty-five colors, with thirty-two 
colors ready for immediate delivery. Finishes of these 
leathers are waterproof and washable, and guaranteed 
against sticking, cracking, or crocking (loss of color on 
clothing). 

Sample books of the various Eagle-Ottawa lines are 
available without charge to manufacturers, upholster- 
ers, designers and decorators. They can be obtained by 
writing the general offices of the Eagle-Ottawa Leather 
Company at Grand Haven, Mich. 

> —— 
NORTHWEST TRAVELERS NOTES 


On February 17 the boys got together to hold a fifty- 
year party for Howard L. Wheeler and turned out 150 
strong. Highlights of the event, which was held in the 
Crown hotel in Providence, were the excellent dinner, 
fine speakers and profusion of gifts with which his 
friends showered Howard. 

« a * 

A new business was born in Boston last month with 
the advent of the Terminal Stationery Company lo- 
cated at 206 Essex street. Three of our old friends, 
formerly associated with William M. L. McAdams, are 
heading the organization. They are Harry Bennett, 
Harold Lancaster and William Hunt. 


+ * * 


The Portland Press Herald of February 10 showed 
our old friend Harry Martin right up on the front page. 
He was on the receiving line preceding the governor’s 
ball tendered to Maine’s new governor, Lewis O. Bar- 
rows. 

* * 7 

Among the boys who have been or still are enjoying 
vacation are Louis Narcus, Jim Dugan, R. A. Wilcox 
Company; Barney Palley, Palley Office Supply Com- 
pany; Guy Hart, Dixon Crucible; Paul Cheney, of 
Southworth. 

* 7 * 

The Twin City Office Supply Company has moved 
to larger quarters at 23 Goff avenue, Pawtucket, R. L., 
and the New England Stationery Company of Provi- 
dence, has opened its new branch in Pawtucket at a 
store formerly occupied by the Sunshine Shop. 


” *~ * 

On February 27 was born to Mr. and Mrs. Harold 
Narcus a baby girl. Sam Narcus is quite proud of the 
new title of granddaddy bestowed by the new baby. 

* * 

Congratulations of the club also go to Mrs. Harold 

Taylor who utilized her birthday in bringing into this 


world a baby girl on February 15. The little girl has | 


been named Jeanne Ellen. 


* * * 


Not many members acted upon a suggestion con- 


tained in the November issue to send in ideas regarding | 


the coming golf season. Dick Bohaker, chairman of 

the golf committee, wants to do a good job and is 

awaiting any suggestions the membership might have. 
oe * *” 

The above news items were gleaned from the N.E.T. 
Club News, official organ of the New England Travelers 
Club. 

Ee 
HORN COMPANY CHANGES NAME 

The Horn Equipment Company, 2729 Prospect avenue, 
Cleveland, last month announced the changing of its 
name to the Ohio Business Machines, Inc. The new 
officers are Bob Novak, president, and Ed Pfahal, treas- 
urer. The company specializes in Multigraph and ad- 
dressing machine supplies. 
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Every City, Town and Vil- 
lage is a Good Market for 


this New Bates List Finder 






“FINGER TIP 
CONTROL” 


Slide the red arrow to the 
letter you want, and press the 
spring. Presto! You have it. 





If you aren’t really pushing Bates List Finders, 
you are missing a big bet. From the day we in- 
troduced this popular, reasonably priced item, 
it has gone like wildfire. Useful in home or office 
for man or woman; it sells the year round. It is 
an ideal gift. Space for listing 1380 phone num- 
bers, names, addresses, prices, rates, recipes, etc. 
Thousands of Bates List Finders are being sold 
for advertising good-will builders. 


| THE BATES INDEX 








This famous Bates Index is selling in greater quantity 


this year than in any year since its original introduc- 
tion. It has been re-designed in line, and comes in three 
rich new finishes; Seal Brown, Black with Silver Trim 
and Boxwood Green. “Spin the knob and follow the 
red line,” to find any one of 720 names and numbers. 


Bates 


QUALITY PRODUCTS 


THE BATES MBG. CO., Orange, N. J. + New York Office: 30 Vesey St. 


Makers of Bates Numbering Machines, Bates Sages Bates File 
Fasteners, Bates Eyeleters, Mun-Kee Stamp Pads, etc. 





| 
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EASIER 10 SELL! 


SLIDING 
SHELF 


TRIPLE LOCKED 
LEG 
ONLY ONE SCREW 


PATENT PENDIN( 


4 
A by 
— 


fa 
i) 
NOISELESS 
RUBBER 


THE Improved =‘) ma" 


SECRETARIAL-STAND 





This new all around utility FEATURES 

stand is the last word in ) Simnlit , 

all metal construction. It's - Simplified Assembly. 

rigid, durable and light 2. Positive Rigid Construction—Leg 
Comes in three models and Securely Interlocked with Tor 
beautifully finished in olive . Lock Washers on All Bolts. 
green. The Dealer price is 4. Guaranteed No 7 

unusually low and will * Guaranteed Not to lip. 

give you a big margin of ». Noiseless Rubber Casters. 

profit. 6. Equipped with Sliding Shelf. 


SHIPMAN-WARD MFG. CO. 
325 No. Wells St., Chicago, Ill. 


BRANCH OFFICES: New York City, 321 Broadway. Los Angeles, 
314 W. Olympic Blvd. Minneapolis, 116 S. 4th St. Montreal, Que.. 


20 S Ww 
a James Bt West The Dealers Supply House 


Ee 






oe 
FOR HOME OR 
OFFICE USE 
* 
ONLY 
$4.95 


RETAIL 





a 


ys 


*The Secretarial-Stand is manufactured and sold only by 
Shipman-Ward Mig. Co. 





OFFICE APPLIANCES 





NATION AL Oypewriter & Ollice Machine 
Desks SSOCIATION NEWS 





Lamont H. Wood, President 
Midwest Typewriter Company 
Kansas City. Mo. 


Mrs. Jessie 1. Taylor, Treasurer 
Globe Typewriter Company 
New York, N. Y. 


Ernest E. Thornton, Vice-president 
California Typewriter Exchange 


Los Angeles, Calif. 


J. Paul McWilliams, Secretary 
800 Grand Avenue 
Kansas City. Mo. 





Board of Directors 


Irwin Vincent. Western Type- 
writer Company, Topeka, Kan.: 
James P. Ward, Sr., Shipman- 
Ward Manufacturing Company. 
Chicago, Ill.; Theodore Schafer. 
United Typewriter Company. 
New York, N. Y.; Harry Russell, 
Office Equipment Company, Des 
Moines, Iowa: W. T. Corney. 
Thomas & Corney, Ltd., Toronto, 
Ont., Canada: Clarence Bills, 
Typewriter Sales & Service 
Company, Washington, D. C.; 


G. S. Cambias, G. S. Cambias 
Typewriter Exchange, New Or- 
leans, La.; Hugh J. Williams. 
Iowa Supply Company, lowa 
City. Iowa: Elmer L. Young, 
Young Office Equipment Com- 
pany, Chicago, Ill.; W. F. Claus- 
ing. International Typewriter 
Exchange, Chicago, Ill.; F. C. 
Waltz, Waltz Typewriter & Add- 
ing Machine Company. Cincin- 
nati, Ohio, and R. H. Preston, 
Preston Typewriter Company. 
Knoxville, Tenn. 





Members of the association and the industry in prac- 
tically every part of the country are making prepara- 
tions to attend or take part in the coming annual con- 
vention which will be held on August 2, 3 and 4 at the 
Netherlands Plaza hotel, Cincinnati, Ohio. 

Working in close codperation with President Lamont 
H. Wood, Midwest Typewriter Company, Kansas City, 
several committee chairmen are busily engaged in 
selecting committeemen who will strive to their utmost 
to make the coming conclave one long to be remem- 
bered. At the same time still other activities are being 
placed in motion under the capable direction of Vice- 
president Ernest E. Thornton, Treasurer Mrs. Jessie 
I. Taylor and Secretary J. Paul McWilliams. 

The Netherlands Plaza is one of the finest hotels in 
Cincinnati and is the center of a score of points of 
interest which are at their utmost in attractiveness in 
the Autumn months. These various places, the ease 
with which they may be reached and other pertinent 
facts regarding the convention will be presented in this 
column from month to month. 


~~ -- 


ROYAL APPOINTS NEW MANAGERS 

Due to the continued demand for the company’s 
products which necessitated the establishing of new 
outlets throughout the country, several new branch 
managers have recently been appointed, according to 
a statement issued by the Royal Typewriter Company. 

Ward S. Daniels goes to the Philadelphia office as 
manager. With him he takes many years of experience 
gained in the field since the day, many years ago, he 
walked into the offices of A. W. Barlow in Chicago and 
obtained his first selling job. His volume record started 
with more than a machine a day for the first month 
and has ranged in the upper strata of big producers 
ever since. 

Backed up by a splendid record in the sales field for 
his company, C. M. Murphy was sent to Oakland, Calif., 
where he opened and is in charge of the Royal branch. 

Another appointment is that of S. T. Schell, who 
joined the company as a salesman in the Atlanta office 
on July 6, 1936. The splendid work he performed in 
that connection brought him recognition in the form 
of the managership of the Montgomery, Ala., office. 

H. C. Bishop, who started with Royal as a salesman 
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Double Pedestal, General Office Airline Desk, Style 1760 FB. 
Island Bases Centered Under Each Pedestal Facilitate Cleaning 
and Give More Foot-room. 


Here is a desk that office managers are 
buying in quantity lots. Modern in appear- 
ance and design . . . priced for general 
office use . . . built to give long service 
the Airline Desk meets the demand for up- 
to-date desks in the thousands of offices that 
are now being enlarged and modernized. 


Art Metal Dealers are selling these desks Single Pedestal, Clerical Airline Desk, Style 1745 FB. No Waste 
. Space When Airline Desks Are Adjacent to One Another. 
in numbers that mean extra profits. Here 
is where active office outfitters are cashing in 
on the current period of business expansion. 
Airline Desks are available in a variety of 
models designed to meet every general office 
need suiting all workers from junior execu- 
tive to business machine operator. The Art 
Metal name is assurance to every office man- 
ager of quality construction. 
Write today for information in this 
greater profit opportunity. 


AGENCY DIVISION 
ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, NEW YORK 


Double Pedestal, Airline Typewriter Desk, Style 1755 TW. Drop- 
head Typewriter Shelf Reinforced Vertically and Finely Balanced. 
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STAPLING BUSIN i 
with 






The sunny heights of stapling profits beckon and 
invite conquest. And ACE, the trusty guide, is 
ready to lead you to the top... . For seven years 
the ACE way has been the safe way to success in 
the profitable staple business. And now we offer 
you added security in 
the form of eight 
United States patents 
(as well as foreign 
patents) comprising 
several hundred val- 
uable claims that will 
keep cheap, unsatis- 
factory, and unprofit- 
able imitations off the 
market. 


ACE—PILOT—CADET 


range of tackers and 
stapling machines. 


Staples 


and a full 
special-purpose 
Ace Staple Remover 








is Your Clean-Cut Proposition 
for All Stapling Requirements 


ACE «.’ 


ACE FASTENER CORP. 


3415N. Ashland Ave. Chicago. 
THE WORLDS BEST STAPLING MACHINES 
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OFFICE APPLIANCES 


at Charlotte, N. C., in 1934, has been appointed manager 
of a recently opened branch at Columbia, S. C. Mr. 
Bishop, like the other new appointees, also takes with 
him to his new job an enviable reputation as a first- 
class salesman. 

At the same time it was announced that J. D. Farr 
had been transferred to the managership of the Royal 
branch in Charlotte, N. C. 


> 





EAGLE-OTTAWA LEATHER GOES TO WASHINGTON, D. C., 
TO SERVE THE DEPARTMENT OF THE INTERIOR.— 
Representative items of installation of furniture bid through 
Ww. D. Campbell Company, Washington, distributors for the 
W. H. Gunlecke Chair Company, Wayland, N. Y. The chairs 
are of solid walnut, the all-wood arms being of one-piece 
construction. Seven colors of corrected top-grain leather 
furnished by Eagle Ottawa Leather Company, Grand Haven, 
Mich., were used. About eight hundred pieces of furniture 
were called for. 


> 


HILLSTROM RETURNS FROM PACIFIC COAST 
JAUNT 

Ending a lengthy trip to the Pacific Coast during 
which he combined several important business matters 
with an opportunity to visit friends and relatives, D. A. 
Hillstrom, secretary and general manager of the Corry- 
Jamestown Manufacturing Corporation, Corry, Pa., re- 
turned to the home office late last month. 

Mr. Hillstrom spent several days in San Francisco 
where he visited his brother, P. K. Hillstrom, who is in 
charge of the Bay City office and warehouse, later 
journeying to Los Angeles to see E. G. Wright who su- 
pervises the Corry-Jamestown warehouse and branch 
office in that city. 

While in San Francisco Mr. Hillstrom addressed the 
local steel furniture association, giving them a timely 
message outlining new developments in the industry as 
a result of recent legislation. 

Before returning to the home office Mr. Hillstrom 
also spent some time with another brother, O. R. Hill- 
strom of Chicago, president of the corporation, who 
spends his winters in Long Beach, and his sister, Mrs. 
E. J. Ovington, of Seattle, Wash., who serves on the 
board of directors. 


EE 


Loose Leaf Metals for Toronto 
Commerce Reports published a business opportunity, 
indicating that a business house of Toronto contem- 
plates the purchase of metal parts for loose leaf ledger, 
post and ring books. Trade opportunity No. 2439. 
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He Overlocked a 
source of Profit 


Here’s a quotation from a letter recently received from one of our dealers: 


and I was surprised to discover how many concerns use 
the small account files Right away it showed me what a nice 
source of profit was being overlooked by not pushing the sale of 


the statements that all account files require.’’ 


And now, to make it unnecessary to carry BOTH one-hole and two-hole 
statements, you can procure Weis Account File Statements punched with 
three holes—-no more double stock to meet your customers’ needs—this 
new punching makes statements fit either a one-hole or a two-hole file. 
And don’t overlook the profit to be derived from special printed state- 
ments—blank statements printed with your customer’s business heading, 
instead of our regular stock printed heading. Account File Statements 
provide a nice source of profit—push ’em. 


Monroe ff Cle Michigan 





New York: 54 - 56 Franklin Street 


Chicago: Associated Stationers Supply Co. Boston: Adams, Cushing & Foster, Inc. 






































Benefits of Eas 


“Standard” 





Desk Letter Trays 


Most every business desk requires one or more letter 
trays for holding correspondence or other papers in 
segregated, orderly fashion. 





In appearance a lot of trays look alike, but some are 





Regular Depth Letter Tray so much better made and finished that they last and Deep Letter Tray 
; a ee ; ok good longer than the cheap kind. , fo ws 
Made in two grades—six finishes look good long . a Made in one grade~— six finishes 
—letter and cap sizes—2j" high One of the prideful items in the Weis line is our letter letter and cap sizes 4" high 
trays. Made of wood that is thoroughly seasoned; 
corners that are locked and glued to withstand hard 
usage; three-ply veneered bottoms that are grooved into the sides- they will not warp or split. All tray bottoms are completel 
covered with non-marring material which prevents tray from defacing other polished surfaces. Trays may be assembled two, three 
four or more high by the use of either inside or outside metal posts. Tray finishes are carried to match other equipment 
Stationery, rays 





for Desk Drawers 
Here's a handy device to Pen pencilclip eraser Tray 
put in one of your desk 

Put this tray in the center drawer of your desk —the 
you'll know where to look for pens, pencils, paper clip 
erasers, rubber bands or what have you. Its name? Pe 


drawers to keep papers in 
an orderly arrangement. 
Substantially made of wood =e, ne . ns 
in natural finish. Twenty pencilcliperaser Tray. No. 131. 


one inches long, 3}! inches 





high, 9} inches wide. Sta- 
tionery Tray No. 130. 


"Time Saver ~ 
Stationery Cabinets 


Keep your stationery in an orderly manner by placing 
it in one of these good-looking ‘“Time Saver’’ Station- 
ery Cabinets. Compartments for letter and note size 
papers, long and short envelopes and a drawer for 











carbon papers or miscellaneous items. Two styles 

open vertical front and drop lid. The drop lid helps Stationerv Cabinet No. 140 
. < « s . 

to exclude dust. Made in finishes to match other 


Stationery Cabinet No. 150 equipment. Rubber feet prevent marring of polished with Drop Lid 
N é ( e i -4 VO, ‘ . 

: ; i : surfaces. 
With Open Vertical Front 
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» Necessities—Reap the 


swith Generous Profits 


zh No. 814 


With Six Drawers 





Single and Two Drawer Card Cabinets are made 
standard size index cards and 
Mahogany and Walnut finishes 


for 


Natural 


clips 


Pe 





“Time Saver” 


Legal Blank Cabinets 


Here’s a small capacity legal blank cabinet, with 
six drawers, that always proves to be a handy ac- 
Measures 108" high, 10" 
wide, 154" long; solidly constructed of seasoned 
wood; has rubber feet to prevent marring polished 


cessory around any office. 








surfaces. Made in finishes to match other equip- 
ment. Also made without the drawers and with No. 418 


full length partitions. 


Wood Card Index Trays 
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and Without 
fovers 


When the Weis Midget card 
index outfits were first intro- 
duced to the public some 25 
years ago, their adaptability 
and convenience were immedi- 
ately recognized. Their popu- 
larity as handy units for holding 
small indexed lists or records 
has never diminished and their 
use has become a real office 
necessity. Their range of use 


has extended from the office to the home, the school libraries 
and for use by professional men and women. The wide range 
of finishes and colors obtainable increased their use. 
The quick acceptance of Midget card index outfits by the business and professional world, im- 
mediately created a demand for trays of similar construction but with more capacity. The result is 
the Standard Line, embracing wood trays made in widths to hold any of the standard size indexing 
Finishes to match your office. 


cards, in lengths to accommodate all demands for extra capacity. 





Without Drawers 


“Universal Line” Single and 
Two Drawer Wood Cabinets 


This line of card cabinets is properly named inasmuch 
as a limited or a large amount of card index filing 
can be arranged for by the selection of the proper 
units to fit the requirements. The single drawer cab- 
inets will care for up to 1500 cards. For filing space 
for more than 1500 cards, the two drawer units are 
used. Made in ‘‘Tops’’ and ‘‘Bottoms’’—as many 
Bottoms as necessary being stacked under a Top. 
Very substantially made from well seasoned lumber; 
corner tongue joints; follow blocks to keep contents 
in vertical position; brass finished label holder and 
pull combined. Finishes to match other equipment 
and in most of the standard card sizes. Push these 
‘‘Universal’’—it’s a ‘‘repeater’’ line. 


All trays with covers 
have strong back 
hinges securely at- 
tached by clinched 


rivets They hold. 
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Hse 


Strong 


The wire frame and the iron and 
wood tops make stands strong 
enough to hold any typewriter. 


Stenographers prefer a swinging 
stand to hold note book. Much 
handier then slide shelf of desk. 


Sf Locks in Any Position Slits 


2 -® ° M 
Swinging Desk Stame 
Accelerates Desk Work 


To secure extra working space for 
desk work the adoption of a Weis 
swinging stand becomes quite 


When you want to refer to infor- 
mation contained in a card tray, 
one finds a swinging stand very 


Useful Necessary 
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APRIL, 1937 


NEW HALL BROTHERS’ KANSAS CITY HOME 

Hall Brothers, stationers and greeting card manufac- 
turers in Kansas City since 1912, are all moved into 
their new home—a huge loft building in the close-in 
business area, at Twenty-fifth and McGee, encompass- 
ing 240,000 square feet of floor space. Joyce C. Hall, 
president, and his associates W. F. Hall and Rollie B. 
Hall, remodelled this property to provide for the ad- 
ministrative and manufacturing processes of the com- 
pany’s operations, after exhaustive research all over 





HALL BROTHERS NEW HOME.—This magnificent building 

was recently completed and moved into by the Hall Brothers, 

Kansas City, one of the major concerns of the Missouri city. 

Beautifully decorated within and without, the new structure 

is completely air-conditioned and now houses one of the most 

completely-equipped and modern stationery and greeting 
ecard manufacturing plants in the country. 


the country into the best arrangements for combined 
comfort and efficiency. 

On the top floor, there are no partitions to stop either 
air or light. The north windows afford block-long 
stretches of north light for artists and color workers. 
Large windows are used on all four sides of the entire 
building. 

For the factory office on fourth floor, and the factory 
on third, the workers are all next the windows. 

With only iron division “fences” between offices, 
topped by a brass railing and swinging gates, the open 
effect of the whole floor is preserved. This provision 
is made for directing the flow of traffic. 

Every effort has been made to absorb sound. Finish- 
ing materials aid in this; the entire ceiling is covered 
with acoustical ceiling blocks of unusual noise-deaden- 
ing qualities. All the noise-making machines includ- 
ing adding, billing, and bookkeeping equipment, are 
segregated in one all-glass partitioned section. 

Air-conditioned throughout, and fitted with special 
lighting fixtures to diffuse artificial light with no glare 
or concentration, the plant gives every comfort. The 
same high-class accommodations in cloak and rest 
rooms are afforded executives and employees alike— 
there is no discrimination. 

Walnut paneling is a feature, and, with sheer un- 
framed glass, forms the one main partition down the 
length of the office floor, to separate the casual visitor 
from the working organization. 

So that the editorial and illustrating departments 
can study trends and design, C. C. Culp, head of the 
editorial department, has a series of swinging panels 
with samples of every active card in the line, at one 
side of the top floor. Upon the cards they are mounted 
on, are given their “case histories.” 

Although Hall Brothers maintain an office in the 
Empire State building in New York for eastern sales 
and deliveries, the manufacturing operations are all in 
the Kansas City plant, said to be the largest building 
in the world to be occupied by this type of business. 
—ATW 
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BALANCED ACTION 
CHAIR IRONS 








A HIGH GRADE 
STEEL SPRING 
OFFICE CHAIR IRON 






396 
PATENTED 


Designed for smooth durable rocking action 
with double tension springs made from high- 
est quality wire, specially tempered for this 
purpose. Easy height adjustment with posi- 
tive lock. A serviceable, well built iron. 





A COMPLETE 
LINE OF OFFICE, 
TYPEWRITER 
AND 
STOOL IRONS. 
CATALOGUE 
ON REQUEST. 














NEARLY TWENTY YEARS’ EXPERIENCE 
IN BUILDING OFFICE CHAIR IRONS. 


COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 
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An advertisement from 
the Saturday Evening Post 





I MAKE MY OWN 
ADVERTISING 








THIS NEW 
EASY, POSTALGRAM WAY! 


The Cardvertiser is a quick-action ma- 
chine — quick advertising action — 
quick sales{results—quick response to 
organization notices and appeals. . . 
To GET action—USE action! In ten 
minutesT you can prepare an Elliott 
Postalgram for a special sale, an an- 
nouncement, program, etc.—and an 
hour later you can have 1200 penny 
postal cards all printed and addressed, 
ready to mail! ... The Cardvertiser 
saves you printers’ bills, cost of cuts, 
envelopes, addressing, inserting, seal- 
ing. You can send out printed mes- 
sages at an all-time low cost. With our 
$5 Elioscope and a typewriter 
anyone can stencil pictures 
or text. Or we will furnish 
complete stencil for $1.50. 
Mail the coupon. Convenient 
payment plan, if desired. 





ELLIOTT ADDRESSING MACHINE CO. 3-20-37 
191 Albany Street, Cambridge, Mass. 

2 Send me complete details about the Cardvertiser. 
Give me a demonstration of the Cardvertiser. 
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GEORGIA HOUSE PASSES FAIR TRADE BILL 


The Lindsey Fair Trade Bill has been passed by the 
Georgia House of Representatives by a vote of 132 to 


| thirty-four. It is expected also to pass the state 


senate. 
The measure makes it possible for manufacturers of 
trade-marked merchandise to enter contracts with re- 


| tailers not to sell such goods for less than the contract- 
| fixed price. The furnishing of such contracts may be 


optional with both manufacturer and retailer. 

The bill does not make it illegal to sell goods at 
prices lower than those advertised by the manufacturer 
unless the retailer voluntarily enters into a minimum 
price contract. 

Advocates of the measure state that it is primarily 
designed to stop “loss leader” sales by retailers of every 
sort, including, of course, stationers and office appli- 
ancers.—JHR 


a 


DICTAPHONE PROMOTES SCOTT 
The Dictaphone Sales Corporation last month an- 


| nounced the promotion to the post of executive repre- 
| sentative of F. L. Scott, former manager of the St. 


Louis branch. In his new position Mr. Scott will con- 
tinue to promote Dictaphone interests in the St. Louis 
area where his outstanding personality had aided him 
in building up an impressive record in the field. 

In the same announcement it was reported that the 
post of St. Louis branch manager left vacant by the 


| promotion was filled by the appointment of J. A. Shontz 
| who started with the company as serviceman with the 


Chicago branch in 1919. He was later transferred to 
Kansas City and St. Louis, being appointed a salesman 
in the latter city. 


Ee 


NATIONAL BRIEF CASES TO BE FEATURED 
AT SHOW 
One of the major exhibits of the National Associa- 
tion of College Stores convention, which opens at 
Palmer House, Chicago, on April 26 to 29, will be that 
of the National Brief Case Manufacturing Company, 
512 South Peoria street, Chicago. 
In charge of George Stein, as sales manager, who re- 
cently became associated with the company, the dis- 


| play booth will specialize in the National’s new NBC 


line of zipper and brief cases as well as other leather 
articles and items. The company’s booth is No. 54. 


Ss 


SOUTHERN TRAVELERS ISSUE ROSTER 


A new and impressive roster of members, which was 
distributed at the fourth regional meeting last month, 


_ is being issued by the Southern Travelers Club. In ad- 


dition to containing the names and addresses of the 
members, officers of the organization and state secre- 
taries, the book also lists the various hotels throughout 
the South which cooperate with the club. 


FIRST SHEAFFER CONTEST ENDS 


The first of five national Skrip scrap-book contests 
being staged by the W. A. Sheaffer Pen Company, Fort 
Madison, Iowa, came to an end on March 22. Contes- 


| tants in every section of the country are fighting for 


the prizes which consist of two fully-equipped Ford 
automobiles and 1,000 streamlined bicycles. Winners of 
the first contest will be announced next month by the 
Sheaffer company. 
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In the NEW 
Standard Desk 


hy Security 


Presenting the newline of 
“SECURITY’’ Standard Desks and 
Tables. 


The new line incorporates many sell- 
ing features, among which are—round 
cornered tops and legs, with modern 
type hardware. The constructional 
features include: 











































Heavy gauge top, full reinforced 
by steel channels, eliminating 
sagging and vibration; 


Welded type pedestals through- 
out, making it impossible for 
any parts to work loose, or be- 
come noisy; 





Drawer bodies formed in one 
piece with welded channel sus- 
pensions insuring ease of op- 
eration in the pedestals at all 
times. 


A new catalogue showing all details is 
in the course of preparation, and will 
be available shortly. 


The name “SECURITY’’ on steel 


office equipment symbolizes inherent 
superiority. 
















Security Steel Equipment Corp. 





Avenel New Jersey 
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Common Ground 


—a Meeting Place for those who produce, for those who use... . 
—where are displayed and demonstrated .. . 
—compared and contrasted .. . 

—openly, informally . . . 


. the most advanced, efficient business 
administration methods, machines, instru- 
ments and equipment created by foremost 
progressive manufacturers for carrying on 
business most effectively, most productively 


34th Annual National 
Business Show 


“America’s Efficiency Exposition” 


Commerce Hall 
New York City 
October 18th to 23rd Inclusive 


For information and details about this Show address 


NATIONAL BUSINESS SHOW COMPANY 
50 CHURCH STREET, NEW YORK 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 

The father of Willis Mohn of Holden-Kahler Com- 
pany, Cedar Rapids, Iowa, died on March 11. Condo- | 
lences were sent by the Northwest Travelers Club to | 
the family of Mr. Moen. 

Harold Nygard of Poucher Printing and Lithograph 
Company, recently recovered from an operation for ap- 
pendicitis, is now back on the job at Poucher’s Mar- 
quette avenue store. 





* * * 


The ladies’ entertainment committee for the coming 
regional meeting to be held at the Lowry hotel, St. 
Paul, Minn., on April 9 and 10, is functioning smoothly 
under the direction of that capable Chairman and Den- 
nisonite, Kay Chase, assisted by Harry L. Short, Jimmy 
Smith, Mrs. Chase, Mrs. Jimmy Smith, Mrs. Bob Val- 
leau, Mrs. Sterley Jerue, Mrs. A. J. Nordstrom, Mrs. 
Fred Schaeffer and Mrs. Herb Morgan. This commit- 
tee promises plenty of entertainment for the ladies at- 
tending the meeting. 

Herb Fall is chairman of the publicity committee for 
the stationers, and has sent out several mailing pieces. 
Ed Hansen has sent out a special notice to all dealers 
in the seventh district, as has the St. Paul Association 
of Commerce and the Lowry hotel which is to be con- 
vention headquarters. 


* * * 


Representation from Waterloo, Cedar Rapids, Mar- 


shalltown, Des Moines, Mason City, Dubuque and other 
points in Iowa is assured. Minnesota and North and HAT IS APPARENT 


South Dakota dealers have all been contacted and a 


splendid showing will be made from these three states. : and quality that is real 
7 * * . J : 
Koch Brothers’ new store will be officially dedicated marks furniture upholstered 
on April 12 when the general public, manufacturers, - , aie ; 
dealers throughout Iowa and vicinity will gather at the “ ith Eagle-Ottawa leathers. 
grand opening along with customers, of this long- 
established stationery, office supply and printing firm. COMING SOON 


This new store represents the latest in improved mer- 
chandising fixtures and dealers contemplating new 
stores or remodeling could do worse than visit this 


Complete new lines by the 
splendid store, which has proved a revelation to those | worlds largest tanners of fine 


who have had the good fortune to preview the new sec- 
tion as well as the remodeled store. Everything from 
the front door, to the shipping, receiving and stock 
rooms, has been modernized to the nth degree. 

> * * 

Dick Murray of Koch Brothers is untangling his 
snarled fishing line and getting ready for the fishing 
season, as is Frank Zeller, Win “Joe” Gonser, and Tom The Standard Name jor Fine Leathers 
McCrae, the latter a flyer, who will have Frank and 


upholstery leather. 


Watch for early announcement. 


EAGLE-OTTAWA LEATHER CO. 





Joe as his guests on a flying trip, on the opening fishing | Grand Haven Michigan 
day. They are going to Minnesota-Land O’Lakes. | 7 
ce es SaleGhicage, 812 W. Washington Sid. 
Harry Sylvester, governor of the sixth regional dis- St. Lgule, N08 Lgoust St: iia aii 
trict, announces that the sixth district meeting will be | Los Angeles, 1012 Broadway Place; 
for one day and evening only. This meeting will be | Migh Polat, 0. CoP O! Geass nnn Os 


held in the new Sky Room of the Plankinton hotel at 
Milwaukee April 12. The Wis.-Ill. Club is planning a 
dinner for the dealers in the evening, and Ralph Mane- 
val, past president of the club, has promised an excel- 
lent program for this event. 
> . = 

Verstegen Printing Company of Sioux City, Iowa, has 
taken on the General Fireproofing Company franchise, 
while Perkins Brothers, of the same city, are the new 




















FILING SUPPLIES 


SALES 
BOOSTER 








LET US TELL YOU HOW YOU 
CAN GET THIS ATTRACTIVE 
DISPLAY CABINET.... 


FREE! 


ALL DISPLAY SAMPLES ARE 
CELLOPHANE WRAPPED TO 
PREVENT SOILING. 


SEND COUPON FOR FULL 











INFORMATION 
(Je Wabash Cabinet Co. 
Wabash~IiIndiana. 
The Wabash Cabinet Co., Wabash, Ind 
Please send us full information about your SALES BOOSTER 
and how to get it FREE! 
Name 
Address 
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“Y. and E” dealers, as announced by representatives of 
those manufacturers to this column. 
* “ ao 

Apologies are in order to Cort Horr, Victorite, who 
says the reason he wasn’t seen is that he was too busy 
writing orders and letters—to his wife, the orders of 
course going to his firm. 

* . - 

Roy Umpleby of Des Moines should get together with 
Rudy Johnson, both being adept at that grand old 
game of draw, army style. Roy, unlike Rudy, plays a 
real game of bridge as well as the game where you’ve 
“got to have ’em.” 

Art Grayston, Ed Hansen and Roy Clarke, fishing 
cronies, are oiling up the fishing gear, as is Cliff Talty, 
Fred Vye, Einnar Carlson and Charley Gendreau of 
Poucher’s. 


7 a * 


Other well known fishermen and near fishermen are 
Ray Smith, Harry Wester and John (Mike) Powers of 
Miller Davis Company. Golfers and near golfers in- 
clude Einnar Carlson, Charley Regan of South St. Paul, 
Bobby Roberts, Bob Valleau, Stan Griebel, Karl Castle, 
Kay Chase, “112” Fleet, Billy Allen and Hamilton Ken- 
drick, the perennial youth. 

Sherm Reed of St. Paul Book and Stationery 
Company is sporting one of the new mammoth block 
long Studebaker automobiles. Joe Gonser is another 
of the plutocrat class, as is Herb (Pierpont) Morgan 
and Marion Follin, all sporting brand new automobiles. 
Business must be good. 

* * * 

Hanson Scale Company of Chicago have gotten out a 
clever piece of advertising matter in the way of a deco- 
rative pocket calendar, of which the demand has ex- 
ceeded the supply. It’s a nice piece of artwork and I 
am sure Mr. Hanssen will be glad to mail one or more 
if requested to do so. 

* + * 

Bob Benson, formerly with Klipto Looseleaf Company 
of Mason City, Iowa, is now connected with the Man- 
kato Free Press of Mankato, Minn. L. J. Perdue is now 
in charge of the floor at Klipto’s store on Delaware 
avenue in Mason City. Mr. Perdue has had many years 
of experience in the school supply business, both in the 
sales and executive end of the business. He was at one 
time with the Metropolitan School Supply Company, 
though for the past several years has successfully rep- 
resented Klipto as a school supply salesman. 

Harry Sylvester of Sylvester and Neilson Company, 
Appleton, and sixth district governor, was at one time, 
more years ago than he cares to admit, a top-notch 
baseball player, and still awaits the opening of the big 
league baseball season as eagerly as ever. 

. * * 

Archie Hoffman of Japs-Olson Company was once 
“tops” as a professional football player, among the 
fleetest of halfbacks in days when football players were 
giants and the game was plenty rough. Archie is still 
a keen student of this stirring game, though many a 
year has passed since he showed his heels to rival 
tacklers. 

Harry L. Short was at one time a leading contender 
for the world’s bantamweight championship, boxing 
the best men in that division, and still is in fine physi- 
cal condition. 


. 7 . 


Elmer Krumweide is another of the boxing fraternity 
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An Easy, Form Fitting, 
Correct Posture Chair— 
Everything the Name 





Implies 


THE COMFIT 
CHAIR NO. $1 


Specially designed Cag se 
seat — easy and resilient bac 
—quick and positive wheel 
type adjustments. 


Notice—If you are not a Harter dealer perhaps you would like 
to know more about making sales and profits the Harter way 
also Harter dealer co-operation. We invite alert dealers to 


join us. We will be glad to have you write us 


The HARTER CORPORATION 


Sturgis, Michigan 


ATTENTION 
DEALERS! 


@ This brand new posture 
Chair—The Comfit—is the 
latest to be Pveretae! to the 
famous Harter line. It pos 
Notic meelce yr tsilcmeltiete: teleltert 
posture faite teccetiele: as 
the various other members 
of the Harter Posture fami 
ly— plus special feature 

These are OT Ta ar tiremereny 
tive wheel type adjustments 
specially Shaped form fit 
ting seat and resilient back 
All ehtaca: dealers will re« 
Osta EPAce imei len @Meliililartelelenls: 
eriacas profit making op 
portunity. The Comfic fits 
in with both the regular 
posture line and the steel 


rasP tia itll ca Me ielamilslomeliaie a. 


HARTE 


MANUFACTURER OF THE WORLD’S FINEST STEEL SEATING EQUIPMENT 
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DESK CALENDAR 
THAT WILL SELL 
——o. 919—— 


Qa 





Illustrated above is a loose-leaf Cal- 
endar having double pages for each | 
day of the year. The daily date is | 
printed in large type in red ink. Past, 
present, and future months are vis- 
ible on each day. The base is con- 
structed of heavy gauge steel which 
is finished in brown enamel. An 
ingenious locking device holds the 
calendar pad in position. Pads are 
easily replaced on the stand from 
year to year. 


Write us for the new 1938 edition 
illustrated Ever Ready catalog. 


> oO @) 


EVER READY CALENDAR MFG. CO. 
160 Maple St. Jersey City, N. J. | 
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who has made good in the stationery and office supply 
industry. 
*. > 
Vic Irgens of Miller Davis was some pumkins as a 
football player in his day. 
| - > . 
Fred Ohde, a catcher de luxe with the St. Louis park 
team, is in charge of Miller Davis shipping and receiv- 


|ing room. 
| .. 8 = 


Eddie Burton of Koch Brothers is interested in Boy 
Scout work as a scoutmaster in Des Moines, Iowa. 


* * * 


Harry Zahner was a star tackle at Minneapolis South 

high, as was Al Naegle at West high in Minneapolis. 
> . * 

Karl Keisel was a sprinter and football player at 
Grinnel College and the University of Wisconsin and 
later coached football at East high school in Des 
| Moines, Iowa, where he is still known as “Dutch” 
| Keisel, despite his better known talents as a carbon 
paper expert and tarpon and swordfish fisherman. 





nee 


DICTAPHONE PROMOTES POWELL 
AND HALLENBORG 


The promotion of Charles E. Hallenborg and L. M. 
Powell to the important positions of general sales man- 
ager and assistant sales manager respectively last 
month was announced by the Dictaphone Sales Cor- 
| poration, New York City. 
| Both men possess enviable reputations for ability 











LLOYD M. POWELL Cc. E. HALLENBORG 


during their years of service with the organization. 
Mr. Hallenborg began seventeen years ago as a sales- 
man in Boston. Later he was appointed Philadelphia 
branch manager and then assistant sales manager. 
Since June he has served as secretary of the corpora- 
tion. 

Mr. Powell’s service with the corporation began in 
1926. His selling ability soon manifested itself and he 
was promoted to the post of branch manager at Kan- 
sas City. He advances to a position in the executive 
offices well equipped for his new duties. 


eR —— 


HUGHES TO REPRESENT UEF IN MEMPHIS 

Juell Hughes, for the past several months a sales- 
man for the Standard Office Equipment Company at 
Russellville, Ark., resigned recently to accept a position 
with the Underwood Elliott Fisher Company as a rep- 
resentative of that organization at Memphis, Tenn. 
Mr. Hughes left Russellville late in March to take over 
his new duties. 











































FACTS ABOUT 


EXTRA PRC 


PROFIT MAKING FEATURES OF 
THE SHAW-WALKER FRANCHISE 


ita “BUILT LIKE A SKYSCRAPER” SELLS 





To the buyer the slogan “Built Like a Skyscraper” 
is the symbol of quality merchandise. 


The man jumping in the file drawer is the best known 
office equipment trade-mark. 


Shaw-Walker products are of an exclusive design. 


Shaw-Walker products embody superior operating 
features quickly recognized by Mr. Consumer. 


Shaw-Walker prices are always competitive. 


2— Biyea Noe ys le) ee Ot.) ee. fere). 89.0. 0.0:) Bo 


The enormous “Built Like a Skyscraper” line fills 
every office requirement. 


3— BYES ae 2.00) 360.0;) 8 ae >. CORO As mee 


Among the 4000 items in this enormous line are 
many fast selling repeat items that cannot be purchased 
from anyone but the Shaw-Walker dealer. 


vem SALES HELPS FOR SALESMEN 


Shaw-Walker supplies you with a constant flow of 
resultful sales helps created by men who know your 
selling problems because for many years they, too, were 
retail salesmen. 


pie The BUYERS’ GUIDE SIMPLIFIES SELLING 


To dealers and their men the BUYERS’ GUIDE means 
more sales calls and orders every day because all perti- 
nent facts,— pictures, descriptions, dimensions and 
prices are in one catalog. This is the only complete 
sellers’ and buyers’ catalog in the industry. 


Crem ONE MANUFACTURING SOURCE 


To you, a single source for 4000 articles adds to your 
net profits because it means — standardized selling . . . 


simplified inventories . . . concentrated purchasing — 
quantity discounts . . . home office dealer sales schools 
. accounting with one supplier . . . one line selling 


which makes better salesmen. 


For the MAJOR SOURCE OF EXTRA PROFITS 


See Next Page 





oFIREFHEES... 


The MARK of the oS 
MODERN OFFICE 


1890-1909 — Wood Files 
1910-1936 — Steel Files 
193 6 «0-20 — Fire-Files 


ERE’S WHY Fire-File sales are produc- 

ing thousands of dollars in Extra Profits 
every month for all dealers in the “Built Like 
a Skyscraper” family, regardless of size. 


FIRE-FILES are not an experiment. 
They have protected their contents even in 
the most severe fires. 


FIRE-FILES embody the operating 
features of a good file and the fire protective 
qualities of a good labeled safe. 


FIRE-FILES are one premium, paid 
up fire protection for correspondence and 
other business records. 


FIRE-FILES are stocked in two grades 
— They carry one-half hour and one hour 


labels. 


Study the facts in these four pages — 
then ask yourself — Could we do better with 
this enormous Shaw-Walker line? 


All correspondence relative to the 
Shaw-Walker franchise is confidential. 


“Built Likes 
raper” 


GHAW-WALKER 


MUSKEGON, MICHIGAN 


act MANUEA RERS MATION 4 
+ 5 
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THE MAJOR SovuRCE 
3. OF EXTRA PROFI 
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EXTRA PROFITS | 
IN 
FARGO, N. D. 








Products in the 
Fire-File Line 


| 

| 
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UPRIGHT 


STEEL FILES 











































Regular Height 
Five Grades, All Sizes 


Counter Height 
Three Grades, All Sizes 


Five-Drawer Height 
Three Grades, Two Sizes 


Desk Height 
Three Grades, Two Sizes 


Single Drawer 
Two Grades, Two Sizes 


All Shaw-Walker steel files 
bear the Steel Office Furniture 
Institute label. 


STEEL SECTIONAL FILES 





Full Width, All Sizes 
Half-Width, Al! Sizes 


SOLID CARD CABINETS 


Two-Drawer, Al! Sizes 





Single Drawer, Al! Sizes 


TRIPLE-DUTY 


COUNTER EQUIPMENT 





Counter Height Files 
Three Grades, All Sizes 


186 Stock Files with 

which you can assemble any 
counter arrangement 
Complete Layout Service 
Factory assistance and blue- 
print service 


S20) :):) 8 ae.) Re. & ¢.) 


A device that transforms card 
drawers into visible equipment. 


Also reduces operating costs of 
letter files. 


BUSINESS FURNITURE 
A complete, distinctive line of 


Steel Business Furniture— that 
sells on sight. 


STORAGE CUPBOARDS 
AND WARDROBES 


Seventeen different sizes and 
combinations. 


ALUMINUM CHAIRS 


Complete Line 
Distinctive Styles 


WOOD CHAIRS 


Distinctive Line 





MACHINE BOOKKEEPING 
EQUIPMENT 


Twenty Posting Trays 
Seven Open Side Styles 
Three Closed Box Styles 
Seven Drop Arm Styles 
Three Box Styles (No. 2) 


Fire Protected Trays 
Two Sizes 


Ledger Cards 
167 Stock Forms 


Facilities for producing any 
Special Forms 


Ledger Indexing 
Five Grades, All Sizes 


FIRE PROTECTED FILES 


Fire-Files, Regular Height 
Two Grades, 11 Sizes 


Fire-Files, Counter Height 
One Grade, 11 Sizes 


Fire-Files, Desk Height 
One Grade, 9 Sizes 


Fire Protected Posting 
Tray Cabinets 
Two Sizes 


Fire Ledger Cabinet 
One Grade 


Fire Ledger Desk 
Standing Height, Two Grades 
Sitting Height, One Grade 


Executive Safes 
Complete Line of Moderate 
Priced Safes, Single and 
Double Door. 


VERTICAL 


FILING SYSTEMS 





Six Complete Systems of 

Applied Indexing 
Ready Made Index 
Controlling Index 
Super Ideal Index 
Numerical Index 
Geographic Index 
Subject Index 


oF, 4 88) 
FILING SYSTEMS 


Three Complete Systems 
Ready Made Space-Saver 
Tailor Made—Ins. Cell. 
Tailor Made—Metal Tip 


INSTALLATION SERVICE 


A specialized department of 
operators trained in the instal- 
lation of systems. 


FILE GUIDES 


180 Stock Numbers 
Two Grades, 10 Styles 








FILE FOLDERS 


212 Stock Items 
Three Grades, Four Weights 


CARD GUIDES 


221 Stock Numbers 
Two Grades, 6 Styles 


CARDS 


Unprinted 
Six Grades, Four Weights 


Printed 
253 Stock Form 


Unequalled facilities for pro- 
ducing special forms 


TRANSFER CASES 


23 Different Cases 


VISIBLE EQUIPMENT 


Vertical Visible 
Wobble Block Visible 


STATIONERS’ ITEMS 
26 fast selling over-the-counter 


items — Joggers, File Boxes, 
Clip Boards, etc. 


STATE LINE 


A complete line of popular 
priced merchandise — It’s a 
complete line within the Sky- 
scraper line. ° 


BANK SPECIALTY 
EQUIPMENT 

Vault Trucks 
Fire Savings Desks 
Fire Ledger Trays 
Fire Check Filing Desk 
Fire Check Files 
Securities Files 
Safe Deposit Files 
All Bank Systems 
Bookkeepers’ Desks 
Sorting Racks 
186 Stock Forms 


13010) 4 oF...) 


Wood — Three Sizes 
Steel — Three Sizes 


MAP & PLAN SECTIONS 


LIBRARY BOOK STACKS 


Four Units, — End panels, 
shelves, etc. 


HI LINE EQUIPMENT 


18 Different Units 


Shaw-Walker wants to improve its representation in 
certain cities— Yours may be one of them—ACT TODAY! 
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Calendar of Industry 
Activities 


Chronological Arrangement of 
Major Events For Easy Reference 


April 2 and 3. N.S.A. Eleventh regional meeting, 
Washington hotel, Seattle, Wash. (Governor) Tom F. 
Pelly, Lowman & Hanford Company, Seattle, Wash. 


« » 

April 6 and 7. NS.A. Eighth regional meeting, 
Muehlebach hotel, Kansas City, Mo. (Governor) John 
Ford, Jr., Peterson Litho & Printing Company, Omaha, 
Neb. 

« » 

April 9 and 10. N.S.A. Seventh regional meeting, 
Lowry hotel, St. Paul, Minn. (Governor) Ed. Hansen, 
Miller-Davis Company, Minneapolis, Minn. 

« » 

April 12. N.S.A. Sixth regional meeting, Plankinton 
hotel, Milwaukee, Wis. (Governor) Harry Sylvester, 
Sylvester-Nielsen, Inc., Appleton, Wis. 

« » 

April 16 and 17. N.S.A. Fifth regional meeting, Neth- 
erlands-Plaza hotel, Cincinnati, Ohio. (Governor) Har- 
old Hampton, Indianapolis Office Supply Company, 
Indianapolis, Ind. 

« » 

May 4 and 5. Illinois Booksellers & Stationers Asso- 
ciation convention, Rockford, Ill. (Secretary) A. J. 
Markelz, 118 North Chicago street, Joliet, Ill. 


« >» 

May 10 and11. N.S.A. Third regional meeting, Belle- 
vue-Stratford hotel, Philadelphia. (Governor) Dan 
Smith, Jr., Smith Printing Company, Inc., Williamsport, 
Penna. 

« » 

June 17, 18 and 19. Marking Device Association 
convention, Edgewater Beach hotel, Chicago, IIL, 
with an exhibition hall. (Secretary) W. S. Lord, 431 
South Dearborn street, Chicago, Il. 

« » 

August 2, 3 and 4. National Typewriter and Office 
Machine Dealers Association convention, Netherlands- 
Plaza hotel, Cincinnati, Ohio. (Secretary) J. Paul 
McWilliams, 800 Grand avenue, Kansas City, Mo. 


« » 

September 27, 28, 29 and 30. The National Stationers 
Association convention, Palmer House, Chicago, with 
an exhibition hall. (General Manager) Charles P. Gar- 
vin, 740 Investment building, Washington, D.C. 

« » 

October 18 to 23. National Business Show, Commerce 
Hall, New York City. (Secretary) E. O. Tupper, 50 
Church street, New York, N. Y. 

—_——_>——_— 
MONROE FORT WAYNE BRANCH MOVES 
The Monroe Calculating Machine Company has 





leased the storeroom at 706 South Clinton street, Fort | 
Wayne, Ind., and will open showrooms and offices in | 


the quarters, the business to be moved there from the 
Citizens Trust building, on April 1. The lease is for 
two years. The storeroom has 16,000 feet of square feet 
of floor space—AK 


115 














NO. 3555 ARM CHAIR 


CUSTOM QUALITY! 


@ Careful Tailoring 

@ Best Quality Fillings 

@ Springs Tied by Multiple Twining 
@ Moulded for Restful Comfort 


@ Guaranteed to Please the Discriminate 


@ Prompt and Efficient SERVICE 


Dealer franchises still available for cer- 


tain territories. 


Write for new catalogue. 


NEWARK CHAIR & FURNITURE CO., Inc. 
2-34 NUTTMAN STREET 


NEWARK, N. J, 





No. 4201 ARM CHAIR 
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Again we say 
Sell MEILINK 


Record Protection 





Meilink 


Fire-Resistive Chest 


be 


Meilink 
Safe Drawer 


Meilink 
Small Safe 











Meilink 
Double Door Safe 


You can make a 

* profit with the 

Meilink line— it’s com- 
plete. 


Offices are need- 
ing and buying new 
equipment to protect 
the various records 
that are being request- 
ed by new legislation. 


9% New mechanical 

equipment in the 
office calls for new 
modernized record pro- 
tective units. 


Meilink 

tective units have 
proven service records 
that assure you and 
your clients the safety 
of proper protection. 


fire-pro- 


Let us tell you more 
about the Profitable 
Possibilities in Selling 
Meilink Proven 
Protection 


Meilink Fire-resistive Products Pro- 
vide “Better Protection” for Every 
Business Office and Home Use. 36 
years’ Protection Service. Also Mod- 
ern Systems of Cash Protection, 


WRITE OR WIRE 
MEILINK STEEL SAFE COMPANY 





TOLEDO, OHIO 
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“BLAZING A TRAIL THROUGH RAG CONTINENT 
JUNGLES” 

As a means of providing printers and consumers with 
specific information concerning the use of rag-content 
papers, the L. L. Brown Paper Company, Adams, Mass., 
is now distributing a unique booklet entitled, “Blazing 
a Trail Through Rag Continent Jungles.” 

As the title indicates, the booklet presents rag-con- 

















THE FIGURATIVE JUNGLES.—Above repro- 
duction is a replica of the cover of an inter- 
esting and fact-containing booklet recently 
issued by the L. L. Brown Paper Company. 
The book was written and published solely as 
a guide for paper buyers and others who de- 
sire to possess pertinent facts regarding the 
merchandise they are handling. 





tent papers as a vast and bewildering continent teem- 
ing with pitfalls for the average consumer. Develop- 
ing this theme, it states that the term “rag-content” is 
ambiguous and therefore bewildering. In support of 
this contention the book vividly describes a number of 
factors which make it very difficult to select accurately 
among the various rag-content grades, with the result 
that such papers are not used as efficiently or exten- 
sively as their qualities warrant. 

The booklet points out that there are no less than 
seven grade levels of rag-content papers as determined 
by percentages of rags. As an indication of one of the 
confusing and misleading snags against which the av- 
erage consumer can run, it is explained that the term 
“rag-content” applies equally to the lowest grades (the 
twenty-five per cent level) and to the highest (the one 
hundred per cent rag papers). 

Many other “jungle” perils are described by the book- 
let, which consists of two parts. One is a novel chart 
or guide to the correct use of the higher grade rag- 
content papers, while the other is a recommendation 
that buyers consult their printers in reference to the 
twenty-five per cent, fifty per cent and sixty-five per 
cent rag grades. The booklet is profusely illustrated 
and is executed throughout in an original and striking 
manner. 

Copies of “Blazing a Trail through Rag Continent 
Jungles” may be obtained from the L. L. Brown Paper 
Company or any of its distributors. 
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Just Tell Them 
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"and you 


No wonder Artility Posture Chairs are 
bringing quick sales and good profits 
to dealers everywhere! Most Artility 
Dealers offer these popularly priced 
chairs on the ‘*Try It Before You Buy 
It’? plan. Being priced right, made 
right and styled right, the chairs 
literally ‘‘sell themselves.”’ That is 
why, within a short time, these com- 
fortable, adjustable Correct Posture 
Chairs have become America’s fastest 
selling chairs. 


Cash In On 


ARTILITY 


Correct Posture 


SEATING 


Artility Posture Chairs have gained 
national recognition—and you can 
cash in on it. A few of the nationally 
known users of the Artility line are 
Bakelite Corporation Chevrolet 

Chrysler Corporation Fisher Body — 
Sears, Roebuck—U. S. Rubber Com- 
pany U. S. Government Depart- 
ments, etc. Sell these chairs for easy, 
quick, year ‘round profit— at customer- 
satisfying prices. But get started now! 


Write for 
DISCOUNTS! 


Write today for Terms and Discounts 
on Artility Posture Chairs. Don’t 
wait. Write now! 











Lt Before You Buy It 


It” 


/ 





Ll SELL Them. 





Secretarial Chair No. 371. Swivel base of 114" tubular steel. Ad- 
justable height, 17° to 21". Upholstered in a high grade of em- 
bossed genuine leather, blue, green or brown. Shown in Super- 
Softex upholstery. Casters are 154" composition wheel. 


ARTILITY METAL PRODUCTS, Inc. 


401 Monger Bldg., Elkhart, Ind. 


A Complete Line of Artility Chairs for Executive, Stenographic, Office Use 
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Safe-Cabinet Files and safes provide The new Remington Noiseless is the 
world’s finest typewriter. In addition to 


Library Bureau files and fling equipment New Electrified Portable Adding Ma- 

previde the wealth of experience which is chine with direct subtraction. It lists certified protection for business records 

synonymous with the name of the ploneer adds, multiplies and has 10 key accuracy and papers in conjunction with the new quiet, 23 mechanical improvements 
Weighs less than 20 pounds plan “Record Assurance.” assure writing perfection 


“Library Bureau.” 


For Attractive Dealer Profits and Customer Satisfaction 


Remington Rand Products 


LEAD THE WORLD 


Real profit for you and a profitable 
investment for your customers—that’s 
the Remington Rand story in a nut 
shell. Thousands of dealers the world 
over are making it their story. They 
know from experience that no other 
line so completely combines profit for 
them and satisfaction for their cus- 
tomers. The completeness, economy, 
efficiency and matchless quality of 
Remington Rand products are uni- 
versally recognized. They will make 





money for you. 





The Remington Noiseless Portable is 
so silent that it may be used anywhere 





Powers Punched Card methods give 
quick, accurate contro! analyses as a no 
cost by-product while handling routine . ‘RS: »w choic -rri jes are without disturbing those nearby, Pullman 
essounltien with manianuts speed DE ALERS: A few « hoic e territories are Mee pokey oe eee 
available for responsible representatives. 
Write or cable the address below. 











Remington Rand Ine. 


EXPORT GROUP BUFFALO, N. Y., U. S. A. 
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Remington Electrified Bookkeeping Kardex Vertical Visible brings to ledgers Kardex provides the fastest, most con- Remtico Supplies, ribbons and carbons, 
Machine posts ledgers, customers’ state- speed, accuracy and economy plus the venient and accurate method of manage insure clean, sharp originals and copies 
ments and makes columnar distribution signal contro! features which distinguish ment control for any department of any and 4 new economies which ma- 
at one operation. Completely electrified. the Kardex system business, large or small. terially lowers typewriting costs 
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DIEBOLD PROMOTES OLSON 

As a reward for twenty-eight years of faithful and 

energetic service on behalf of the company, Edward 


John Olson last month was appointed assistant sales 


manager of the Diebold Safe & Lock Company, Canton, 
Ohio. 

Under the supervision of Sales Manager Howard A. 
Noble, Mr. Olson assumes his new duties which include 





EK. J. OLSON 


establishing sales quotas, formulating plans for making 
them, analysis of market needs and sales and service 
needs of the many markets served by the company. 

During his twenty-eight years with Diebold Mr. Olson 
has been salesman, assistant manager of the St. Paul 
branch, Omaha and Pittsburgh branch manager and 
sales manager of the Eastern division and Central divi- 
sion. In speaking of Mr. Olson’s qualifications, an 
official of the company said: 

“Just turned forty-five, John brings the vigor and 
freshness of active field experience to his new adminis- 
trative duties. His keen judgment of the problems and 
needs of the trade will be reflected in policies and plans 
directed toward constant improvement of sales and 
service relationships.” 

tities 
FOURTEEN STATES GO SHAW-WALKER 

The ability of the Shaw-Walker dealer to provide a 
complete and efficiently working system together with 
fire protection in filing cabinet form has resulted in the 
purchase of “Built Like a Skyscraper” equipment, in- 
dexing and cards by fourteen of the thirty-six states 
which have passed laws pertaining to unemployment 
compensation, according to officials of the Shaw- 
Walker Company recently. 

According to the report from ten to fifty pieces of 
Fire-File equipment and Shaw-Walker Space-saver in- 
dex guides were included in the shipments made to the 
various state capitols. 

sthieiniaees 
DEALERS WARNED OF STOLEN MACHINES 

Dealers everywhere were asked to be on the lookout 
for two typewriters recently stolen from two Eastern 
companies. The warning was issued through the 
National Typewriter and Office Machine Dealers Asso- 
ciation of New York. 

The Morse Company, 305 Canal street, New York 
City, lost a Corona portable, No. 1C-76889, pica, without 
case, stolen from its store window. 

The Noiseless Writing Machine Company, 123 Cham- 
ber street, New York, lost a Remington Noiseless, No. 
10-389548, stolen from a delivery car. 
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LITTLE THINGS 
THAT COUNT 


AREBIG THINGS 


Vail Products count. 
quality products, made to deliver 
That is 


They are 


service for value received. 
why it pays to stock them. 


A purchaser may not remember the 
He does remember 
getting his money’s worth. He will 
find his way back to that store and 


face of a clerk. 


that counter. 


That is why Vail Products are mak- 
ing money for dealers. Meeting the 
practical demands of the user, priced 
right, 
Vail paper clips, pins, brass fas- 


and packaged attractively. 


teners, staples, and thumb tacks are 
quality merchandise. The customer 


gets what he has a right to expect. 


The Vail dealer naturally shares the 
advantages of the Vail policies and 
principles. Good merchandise must 
be supported by good merchandising 
practices. The Vail dealer receives 
full cooperation. That means prompt, 
efficient service, asound priceschedule, 
and assurance at all times of proper 
backing. 

Wrile for the latest price list and 

specifications. 


VAIL 


MANUFACTURING 


COMPANY 
95th St 


ry 
Chi ag 


"MAIL IT TO VAIL,” 
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e CLOG 


KU A new machine 


tJ A new fastening method 
opening a brand new 
A field of profit for you 





P-50 PIN STAPLER $4.00 


His newly designed Pin Stapler fills a long felt want for 
‘hau banks, printers, and other business institutions. 
It delivers a flat pin staple which has all the advantages of 
the common pin, but without the usual danger. This is 
the ideal fastening device; it is done quickly, surely and 
safely, yet your stock of “pins” is snugly secured within 
the machine in the form of a staple strip. Fastens tem- 


porarily any thin materials, pin removed without damage 
to paper or fabric. 

Users: Wuere Usep: 

Banks Comptrollers Dept. for checks 

Offices Bookkeepers for statements 

Factories Shipping Rooms for B/L and shipping forms 


Retailers for Billing Dept. duplicate invoices 
deliveryslips Sales Dept. for sample enclosures 

Textile Man- Mail Clerks for fastening together pieces for 
ufacturers both incoming and outgoing mail 

Dry Cleaners Printers, for fastening return cards to mailing 

Printers pieces 

Way: 
Anything loose may be lost—resulting in delay and in- 
convenience. Legal for mailing—pins are not acceptable 
to Post Office (Circular C Post Office Dept., August, 
1931). 


This machine is easily taken to wherever fastening is to be done. 
It takes up little space, fits into desk drawer or pocket, or lays flat on 


desk or table. Handy, light, operates quickly—easily—positively. 
An essential product for office efficiency and safety. Ideal for shop or 
production work. 

Finish—Satin Nickel Stapling Depth—2’ Load—105 


Staples used—Neva-Clog DJ-340 


ORDER your stock al once so thal 
your salesmen can start selling. 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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PACIFIC NORTHWEST NOTES 


Capitalized at $25,000, Broad’s Books & Stationery, 
Inc., has been duly formed and incorporated at Yakima, 
Wash., for a general stationery business, with complete 
lines of stationery as well as books. Incorporators of 
the enterprise filing incorporation papers this March 
are C. M. Hull, Bert Broad, Berdie Broad and C. W. 


Halverson. 
. > * 


Most active in the development of the office station- 
ery business in Seattle is the lengthening list of “con- 
tact men” who are women—women contacting women 
stenos and office managers in Seattle business houses. 
Frances Phillips now carries the Northwest Office 
Equipment’s lines into Seattle offices; as does Mrs. 
Maude Clarke Rundle, with her own line of office sup- 
plies and stationery. 

> > > 


With the opening of the new Spring season the Pen 


| Doctor has again hung out his shingle in the John W. 


Graham store, First avenue and Sprague avenue, Spo- 
kane, Wash. General toning up of the system, with 
many adjustments, for fifty cents, is featured by the 
Pen Doctor, who is an institution with the Grahams. 
The fountain pen department through such sales pro- 
motion had a busy week administering Spring tonics to 
sluggish pens. 
7 * > 

Jay Downs has recently joined the sales staff of the 
Victor Adding Machine Agency at Fourth avenue and 
Marion street, Seattle. He formerly managed a sum- 
mer resort in the California desert, and is now cover- 
ing the downtown district of Seattle, swapping sales 
talk with good prospects. H. M. Rosen is the local agent 
for the Victor organization, and handles a complete line 
of new and rebuilt Victor machines, Woodstock type- 
writers, and all lines of office and business machine 
supplies. 

> 7 > 

Going patriotic, Percy A. Smith, president and gen- 

eral manager of the West-Made Desk Corporation, pre- 


| sented the city council of his city of Portland, Ore, with 
two large American flags. Mayor Carson of Portland 


received the two eight-by-twelve foot flags from the 
well known desk man on behalf of the city. In a neat 
speech, Mr. Smith stated in presenting the Old Glories 
that he passed each day the city hall and Auditorium 
and the poor condition of the flags was such as to 
prompt the gift of two bright colored new ones. 

* > * 

The Patten Office Machine Company, which was for- 
merly the Victor Adding Machine and Equipment Com- 
pany, has been appointed as authorized agents in 
Yakima, Wash., for the Victor adding machine and the 
Woodstock typewriter in this fertile fruit center. Be- 
sides, they feature in their new quarters at 102 North 
Second street, rebuilt office machines, office stationery, 
supplies and repair service. 

7 > + 

Seventy-first birthday anniversary of the stationery 
emporium of J. K. Gill & Company is being marked 
this year, since the firm that has become one of the 
major stationery and office supply outlets of the coast 
was established seventy-one years ago by J. K. Gill, and 
therefore became of age a half-century ago. Mr. Gill 
died only six years ago, in 1931, at the age of ninety 
years. Those noting with particular gratification the 
passing of the seventy-first milestone along the busi- 
ness highway of Portland, Ore., where they are an in- 
tegral part of the business life of the community, are 
W. A. Montgomery, son-in-law of the late Mr. Gill, and 
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THE 
WEBSTER ELECTRIC 


‘Teletalk 


is the only complete line of quality built 
intercommunicating systems on the 
market . . . It is fully licensed . . . This 
is important to you. 


Webster Electric Sound Systems are 
licensed by agreement with Electrical 
Research Products, Inc., under patents 
owned by Western Electric Company, 
Inc., and American Telephone and 
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@ Right when you are selling them new desks, chairs, filing 
cabinets—that’s the time to sell them Teletalk. 

You talk efficiency and the importance of creating a good 
impression. Teletalk is the ultimate in office efficiency— 
no piece of office equipment makes a better impression! 

Teletalk saves time, saves steps, saves energy, saves un- 
necessary telephone calls and time-wasting conferences. It 
puts busy executives in instantaneous, conversational con- 
tact with an entire office force. Credits can be checked, 
shipments can be questioned, clerks can be called, instruc- 
tions can be given, orders can be issued—countless tasks 
can be accomplished with Teletalk by the busy executive, 
without leaving his desk. 


Sell ‘em ‘Teletalk when you Sell ‘em 
New Equipment-— Get This Added Profit! 


Telegraph Company. 


] COMPLETE 
MODELS 


for Homes, Offices, Stores, Industrial 
Plants. Every type of business insti- 
tution needs a Teletalk. 





Teletalk is not expensive. It saves its cost in reduced 
telephone expense alone. It is easily installed and when once 
installed involves no maintenance expense. It is good look- 
ing. The cabinets are finished in hand-rubbed walnut. It 
operates on either A.C. or D.C. current. Its tone quality is 
unsurpassed. No howl, no hum, no harsh tones. 

Demonstrate Teletalk and you can get plenty of orders. 
And the profit is ample—surprisingly so on volume busi- 
ness. Dealer and distributor territories are available to alert 
merchandisers. Intensive merchandising assistance will be 
extended. Write today for complete details as to how you 
can add to your profits with Teletalk. 


WEBSTER ELECTRIC COMPANY ¢ RACINE, WISCONSIN 


Established 1909 


Export Department: 100 Varick Street, New York, N. Y. 





leletall 


... Release...and listen 
































<> TRANSFILES 


are a constant source of profit to 

every dealer who knows his cus- 

tomers’ requirements. Being of 
corrugated board they offer easy, 
economical solution to thousands 

4 of filing and storing problems. 
STYLES Reinforced by steel they have the 


bELuxe guts’ to stand up under heavy 


LEADER 
REGULAR use. 


1 3 Sell TRANSFILES every day. 
SIZES GUIDESYSTEM & SUPPLY CO. 


335 CANAL ST.., NEW YORK, N. Y. 





The DE LUXE TRANSFILES Stee! Roller Bearing Drawer 
Suspension—Steel front—Finished in olive green—A 
complete filing unit. 
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at present president and general manager of the Gill 
company; Richard G. Montgomery, his son, an author, 
radio and public speaker, and the assistant manager 
and secretary of the company; Harold D. Gill, vice- 
president and head of the school supply section; Mark 
M. Gill, of the wholesale stationery department; Susie 
M. Gill, gift department; Richard G. Rust in charge of 
sales and promotion, and numerous other executives of 
the large concern. 
> . > 
Interest in the new Dvorak keyboard for typewriters 
grows apace with the issuance of a new typewriter 
manual by Miss Nellie L. Merrick, teaching the new 
Dvorak keyboard to classes of typewriter students at 
Lincoln High school, Tacoma, Wash. Her new book ad- 
vances typing tutelage on Dvorak keyboards. Pre- 
viously Miss Merrick co-authored “Typewriting Be- 
havior,” a psychological work for keypounding teachers. 
* > . 


A. Hart, manufacturer of stationery and greeting 
cards, has taken a lease on 555 Aloha street, Seattle, 
Wash., for the development of this business. 


* * > 


The Wayne M. Haines Writing Machine Service has 
recently expanded with a move to the entire corner 
suite of the Thompson building, Fourth and Cherry, 
Seattle, where Mr. Haines features the Vari-Typer, 
while handling all types of business and office writing 
machines. Mr. Haines has been in business in the Pa- 
cific Northwest for the past twenty-seven years. 

* . > 


Adding to its efficient office equipment, the City Li- 
brary of Seattle has recently purchased for $6.75 an 
electric eraser for removing finger and pencil markings 
by the public from books and magazines. 

> * > 


A special good-will and business development tour to 
Alaska will be made this June under the direction of 
Tom M. Pelly, head of the Lowman & Hanford Com- 
pany at Seattle. Mr. Pelly was named as chairman of 
the special tour committee of the Seattle Chamber of 
Commerce, sponsoring the trip through its Alaskan 
committee. Mr. Pelly will lead businessmen of Seattle, 
“The Gateway to Alaska” into the new pastures de- 
veloping in the Northland with re-opening of mining 
activity and since the colonization by the Matanuska 
project. 

Since becoming president of the pioneer stationery 
and office equipment house, and head of the Pacific 
Northwest Stationers’ Association, Mr. Pelly has taken 
a leading part in the business and civic life of Seattle, 
and new opportunities for extending trade in general 
with the Northland will be opened by the good will and 
friendship voyage of Seattle business men. 

A number of the Seattle stationery houses have been 
earnestly at work cultivating the growing volume of 
Alaskan trade and have special travelers and repre- 
sentatives make the larger cities of the territory about 
once a year. The good will tourists under the leader- 
ship of Mr. Pelly, expect to sail on the “Aleutian” June 
Sth and make a 16-day trip of the principal Alaskan 
settlements.—CML 

—$< __ 
TWO SAN ANTONIO FIRMS ENLARGE 


Purchase of property formerly occupied by the South- 
western Bell Telephone Company and plans for a re- 
modeling of the building for early occupancy, has been 
announced by Maverick-Clarke Litho Company of San 
Antonio. The property purchased includes a six-story 
concrete and brick office building together with an ad- 
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GYous PEN saspected WITHOUT CHARGE _ 
WERE NRO 


PEN INSPECTION wai 


FOUNTAIN PENS 
SHOULD BE INSF 
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TED ANN A 





Get this full color Window Trim—Featuring NO Make of Pen—Yours for less than cost—-$3.00 complete, prepaid. 


Reserve Your Window May 24 to 29—Get the Jump on Graduation in the 


YEAR’S GRANDEST PEN 


Sweerinc into its third spectacular 
year—staged with rare sales showman- 
ship—featured in 4-color national ad- 
vertising and almost daily coast-to- 
coast radio—Sheaffer’s 1937 Pen In- 
spection drive cashes in on 8 intensive 
weeks of public preparation and 3 
years of public appreciation. You’re 
discarding fast, large volume if you 
don’t line up with the most potent, 
proven sales generator in pen history! 


Owners of out-of-service pens won’t 
buy more, and keep others from buy- 
ing. Pen Inspection Week brings them 
in, in droves. As dealers testify, Pen 
Inspection Week develops more store 







store. 


SALES OPPORTUNITY! 


traffic and plus sales than any other 
promotion. Better still, sales improve 
for months after because “today’s 
lookers are tomorrow’s buyers,”’ for 
graduation, weddings, anniversaries! 


Put on an Inspection Week—reserve 
your window now for May 24 to 29— 
sell more pens than you dreamed 
possible—get details at once from W. 
A. Sheaffer Pen Company, Fort Madi- 
son, lowa—Pen Capital of America. 


SHEAFFERS 
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Announcing. 


SENIOR 
EXECUTIVE 


.»» a “DeLuxe” pos- 
ture chair for chief 
executives that opens a 
NEW and UNTAPPED 
market for aggressive 
dealers! | 













No. 27814 
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0. 278' Larger. hee No. 7514 
eta? iad rece re se ra hags,2 for Junior Executives. Ain ex- q 
“\ifgon ER pete 1 oth a tremely comfortable posture us 
1 e to -utiv: chair of pleasing appearance oh 
that really looks like a piece oy 
of furniture. Minimizes fatigue. 
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No,65}4 


for eg he and clerical 
workers. Flexible, spring-con- 
trolled back is adjustable up 
and down, forward and back- 
ward, or can be made rigid if 

wired. Increases clerical 
efficiency. 


THE B. L. MARBLE CHAIR COMPANY 
BEDFORD, OHIO, U.S.A. 
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joining two story structure. Both buildings will be re- 
modeled to suit the business of the purchaser, which in- 
cludes stationery, commercial business forms, greeting 
cards, office furniture and equipment, addressing and 
duplicating machines, printing and publishing. 

Founded more than sixty-three years ago, the Mav- 
erick-Clarke Litho Company has been one of the out- 
standing printing and business equipment firms in the 
Southwest. From a location at South St. Marys and 
Villita streets, the company moved to a new building at 
the corner of Romana and Soledad streets six years 
ago. This building has now proven inadequate to take 
care of the increasing business of this firm. 

In the new location, the first three floors will be de- 
voted to stationery, greeting cards, office furniture and 
business machines, while the remaining three floors will 
be set aside for the large volume of printing and litho- 
graphing which the firm enjoys. 

The new location will bring the firm close to the exact 
center of the business district and is expected to mate- 
rially increase drop-in sales and business from down- 
town office buildings and retail stores. 

Walter Geisecke is president of the company, with 
R. C. Hill vice-president, and R. P. Grieve vice-president 
and general manager. 

Further indications of improving business conditions 
in the stationery and business equipment field were 
noted with the announcement by Andrew Smith, pro- 
prietor of the J. Andrew Smith Company, business 
equipment, that the firm had leased new quarters at 
101 West Pecan street and would move into the quarters 
immediately. The business has been located at 411 
North St. Marys street, where it was established a little 
more than a year ago. 

The new location will provide needed additional 
working space and will take care of expansion for sev- 
eral years to come. 

J. Andrew Smith is well known among the business 
equipment trades having been established as a depart- 
ment manager or in business for himself in other com- 
munities for many years. 
tary of the San Antonio Lions Club, a position he re- 
signed to devote more time to his business ——BCR 

pantianentsiilinialinats 


SENGBUSCH ISSUES UNIQUE BROADSIDE 

A clever and unique broadside, amply backed up by 
a number of envelope fillers, folders and other mailing 
pieces, was issued last month by the Sengbusch Self- 
Closing Inkstand Company, Milwaukee, Wis. 

The outside cover of the broadside bore an exact 
facsimile in colors of a nationally-kKnown magazine in 
which the Sengbusch advertisements are appearing. 
Inside there was a full-page advertisement which is to 
appear in the April issue. In addition there were illus- 
trations of a number of other advertising pieces, in- 
cluding display stands and newspaper mats all of which 
are available to dealers. 

i 


BLACK IS OFFICIAL OF S. F. EXPOSITION 

Frederick Black, former advertising agency executive, 
and advertising manager in Yosemite Park and with 
the Matson Line, San Francisco, has been appointed 
chief of business exhibits at the Golden Gate Inter- 
national Exposition to be held on San Francisco Bay 
in 1939. 

Two acres of floor space will be devoted to exhibits 
representing “the businesses that serve Business.” In 
addition to modern office appliances and systems, em- 
phasis will be placed on advertising media and services 
and on the graphic arts. 





Until recently he was secre- | 

















STATIONERY RACKS 


Oak, Walnut and Mahogany Finish 
For Letter and Legal Size Papers 


No, 22 
Legal 
Size 








No. 20 
Letter 
Size 
Have you our new folders? 
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UHL STEEL 


“POSTUR-CHAIR” 








Swivel 
Seats 
anda 
High 
Grade 
Caster 


DEALER SHI 
Quick Sales — Quick Profits 


No. 9606-17 has quick height adjustment 
from 17” to 2144".. No. 8500-17 has adjust- 
ment from 1634” to 1934” high. 


UHL Steel “Postur-Chairs” are 
the PIONEERS in 


Correct Posture Seating 
Carefully Made from Quality Material 


LOWEST PRICED GENUINE STEEL POSTURE 
CHAIRS ON THE MARKET 


Many Dealers keep a few 
on hand for prompt de- 
livery —a service that 
appeals to every cus- 
tomer. 


ASK US FOR 
MORE DETAILS 


Swivel 
Seats 
and a 
High 
Grade 
Caster 


THE TOLEDO METAL FURNITURE CO. 
1620 Hastings Street Toledo, Ohio 
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PRESCOTT TAKES NEW TERRITORY FOR 
ASSOCIATED 

Harry A. Prescott, who, for the past sixteen years, 
has been connected with the Associated Stationers 
Supply Company of Chicago, last month took over the 
territory of the late P. S. Riddle who died recently in 
an Indianapolis hotel following a heart attack. 

The territory which Mr. Prescott now assumes in- 








H. A. PRESCOTT 


cludes Michigan, Indiana, Ohio, Pennsylvania, West 
Virginia and Kentucky. Mr. Prescott’s old territory, 
which includes Florida, Mississippi, Georgia and North 
and South Carolina will be taken over by Ernest Bro- 
dack who has demonstrated an unusual ability in the 
sales field during his two years with the company. 
—_—<_____ 
OMAHA NEWS NOTES 


The Hammond Liquor Company is just one of the 
many that have lately installed Shaw-Walker desks 
and minor appliances. The private office of the man- 
ager has an aluminum desk with black top, and chairs 
to match, the latter having black leather upholstering. 
All hardware is polished chromium steel. The walls of 
the office are painted to harmonize. G. E. Marian, 
manager for Shaw-Walker at Omaha, reports there is a 
general tendency at this time among business men to 
install the more modern equipment. 

* 7 o 

The General Fireproofing Company reports a decided 
increase in sale of modern equipment. This is partic- 
ularly noticeable with large business houses where 
many clerks are employed. Henry Gaden is manager 
of the Omaha branch. He reports one outstanding 
installation, since January 1, in the offices of the 
Nebraska Consolidated Mills. This is a flour milling 
company operating five of the larger mills of Nebraska 
and has headquarters in Omaha. Fifteen all metal, 
green color desks were installed with chairs to match. 
Each desk included one of the G-F metal files. The 
Nebraska Power Company is another institution that 
is modernizing the office equipment. The latest order 
was for twenty-five aluminum chairs with green leather 
upholstering. 

. * + 

The Omaha Printing Company, possibly the oldest 
supply house in Omaha, has gone modernistic with a 
vengeance. Nine individual display rooms have been 
built in the department which covers the entire second 
floor, 33 by 132 feet. Each of these rooms has its in- 
dividual coloring of walls and ceiling with floor rugs 
to correspond. Each of these rooms is furnished with 
office equipment in some color that the decorator thinks 
fitting, maintaining an individuality entirely apart 
from all other display rooms. These rooms are finished 
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HERE’S HIGGINS WITH A NEW DEAL 





The large display holds 18 bottles 
with a minimum of counter space 
It is printed in 7 colors and gold 
Other units in black and gold—all 
are varnished-7 display pieces in all. 





HERE'S the Higgins family of fine inks—drawing and writing—and adhesives, 
smart and colorful in their new bottles and tubes, ready to go on your 
counters .. . in your window . . . to increase your sales and profits. And 
there’s a special tie-in, too, with your tinted stationery and Higgins colored 
writing inks to match, that will move both ink and paper at a new top-speed. 


HERE'S WHAT YOU GET 


DRAWING INKS: | doz. 34 oz. bottles water- ADHESIVES: | doz. 2\% oz. jars Office Paste 


proof inks with quill fillers as follows + ¥% it s) + 1 doz. 
doz. Black, 2 each Green, Blue, Red. Re- a ae a 
top mucilage. Retail l0c ea. 


tail 25c¢ ea. 


WRITING INKS: /] doz. 2 oz. cubes Blue 


Black - 1 doz. 2 oz. cubes Eternal Black PRICE —s10.00 list, F.O.B.. New York 
- ] doz. 2 oz. cubes Assorted Colors—2 : pene is . ~ 
each Washable Black, Washable Blue, Red, Less regular trade discount. Full retail 
Green, Violet, Brown. Retail l0c ea. value $9.00. 


FREE! Order this deal and you get one dozen tubes of Higgins Photo-Libro Paste 
*s FREE. Cost you nothing, sell for 10c a tube, which means $1.20 extra 
profit. This special deal, complete and priced to your advantage, is guaranteed available 
for the entire year 1937. It is available direct only to wholesalers and to retailers on our 
present customer or prospect lists. Retailers generally should order from their whole- 
saler or send us their order with the name of their wholesaler and we shall see that they 
are supplied. 


savas ene ones MAGGS 
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Browne Morse Company 


STEEL OFFICE EQUIPMENT 
MUSKEGON ) MICHIGAN 
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so that each is appropriate to the cost of the furnish- 
ings. A complete outfit for a private office costing $350 
is shown and from that up to one costing $750. Mr. 
Stricklett reports the idea does sell better office equip- 
ment.—BART 


a oe —— 
PARKER’S MODERN DISPLAY CASE 
Designed in modern streamline style, a new display 
case for the use of stationers exhibiting the company’s 
products has recently been created by The Parker Pen 
Company, Janesville, Wis. 
The new case is executed in a combination of light 


a 
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PARKER DISPLAY IS A MODEL OF 
BEAUTY. 


maple and walnut in natural wood finish. It has a 
glass front and contains two moderne trays in which 
to display the Parker $7.50 and $5 Vacumatic pens and 
sets and the Challenger and Challenger DeLuxe pens 
and sets. It is twenty inches long, seven deep and 
eighteen high. 

Together with a special assortment of pens and sets, 
this case is listed as the Parker case deal No. 323-90. 
The cost to the retailer is completely offset by a $7.50 
Parker Vacumatic pen and pencil set which is included 
in the deal free of charge. 

——_.————— 
FLORIDA STATIONER ACTIVITIES 

Carl Kern, of Lakeland, president of the Florida Sta- 
tioners Association, was not able to make the New Or- 
leans convention March 11 and 12, but he did have it 
arranged with a goodly state delegation that based on 
conditions at home and what came up in the Crescent 
City a full program will be laid out for the Florida fel- 
lows, made largely necessary by the fact that the bi- 
ennial session of the legislature will begin April 6, and 
there is much in the taxing outlook the dealers in 
Florida will and must be wary of and look out for. 

* : . 

The Florida Better Business Association, whose pri- 
mary object is to see enacted at the session of the law 
makers coming on, what is known as the Florida Re- 
covery Act, has many stationers in its fighting setup. 
There is a clause in the bill as it will be introduced that 
deals with and indicates what stationers are in rela- 
tion to it. The friends of the act are making no secret 
of the fact that it is first, last and all the time an 
against-the-chain-stores movement. The backers say, 
and the act itself shows, that if it is passed Florida 
businesses will be owned by Florida citizens. 

” o * 

Because of the great rush of business this winter 

Florida stationers have not been willing to spare the 








How TO MAKE A 
GOOD IMPRESSION 


Good impressions are the result of three 
Rights—all of which are yours by simply 
mailing back the coupon below. 
e The First is the Right Ribbon. 
e The Second is the Right Carbon Paper. 
e The Third is the Right Platen. 


The right ribbons are TRUEMARK ribbons 
and MERCURY pure silk ribbons 


TRUEMARK for all typewriters and 
\ \ adding machines in standard 
lengths, boxed or unboxed, and in 
144 yd. reels. Also 10 yd. ribbons for 
your rental typewriters if desired. 
All colors and inkings. Mercury 
Brand is the pure silk ribbon. 


The right carbon papers are— 
TRUEMARK Carbon Papers 


In sizes, weights, inkings and col- 
/ ors to fit every regular or special 
need, whether general correspond- 
ence, manifolding or hectograph. 


The right platens are— 
LONGWEAR Platens 


This is the one platen that stood the 
now famed 64-hour break-down 

test. Already it is becoming the 
Standard Platen when consistently 
good impressions are wanted. 


AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding 
machine platens—parts—tools—ribbons—carbons and supplies 


564 West Randolph Street CHICAGO, ILLINOIS 
37 Murray Street 583 Market Street 


NEW YORK SAN FRANCISCO 
206 Lane Street 617 Commercial Place 
DALLAS NEW ORLEANS 
Atlanta 
Boston Denver Pittsburgh 
Cincinnati Los Angeles Seattle 
Cleveland Philadelphia Washington, D. C. 


AMES SUPPLY COMPANY 
564 W. Randolph Street, Chicago. 
Please send all information including prices on the following: 
QO TRUEMARK and MERCURY Ribbons. 
() TRUEMARK Carbon Papers. 
O LONGWEAR Platens. 
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The Talk of the Country 


and satisfaction greets GENCO 
wherever it is sold and used. Dealers are de- 
lighted with the quick response it brings from 
veteran duplicator users. It means quick profits 
to them. And they are cashing in. 


GENCO 
STENCIL DUPLICATOR 


is a sensational performer rivaling machines 
thoroughly machined to 


Enthusiasm 


many times its price 


close tolerances. 


Perfect copies, speed, absolute registration, uni- 
form inking, positive paper feed, inside mechan- 
ical ink distribution—what more could you ask 
for $44.00 list? Get full information at once. 


GENERAL DUPLICATOR CORP. 
148 LAFAYETTE ST., NEW YORK, N. Y. 





The new GENCOSCOPE is another sure fire 
winner. An innovation in design, light is dis- 
tributed evenly over the entire working surface. 
Many unique, original features. $15.00 com- 
plete with light and cord, celluloid writing plate 
and 2 styli. 
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time for a convention, President Carl Kern, called a few 
some weeks ago and the response was almost wholly— 
“Not now,” and “too busy.” The approach of the legis- 
lature is going to make a meeting imperative in April, 
it now seems, and what to do and to avoid, as learned 
from the district convention, will be worked out along 
with legislative preparations. “Our problems are not 
acute in a business way,” says President Kern. “On 
both the east and the west coast it has been much of 
a task to keep the goods on hand. In Miami, for in- 
stance, records of $1000 to $1400 a day in sales are not 
uncommon. This is not so largely the record on the 
west coast, but there it is full of activities. We of the 
interior and Ridge section have not done so well, but 
there is a lot to smile over in the total of the daily cash 
register add up.” 
. - > 

Whatever the rest of the country may have to say, it 
is a banner year for Florida. It is safe to say that no 
standard stores in any lines are suffering for trade, and 
that in this situation the stationers find themselves 
right up to the front. An item of value is the great de- 
mand from schools and colleges as a result of large at- 
tendance. At Lakeland, for instance, Southern College, 
with a long time attendance of 500 and less has better 
than 1000 this year. State and government marketing 
headquarters in citrus and vegetables distribution has 


| brought a lot of sales and service orders, and the re- 


flected results of this addition to the buying power on 
all business is moving stationery stocks in a way to 
please the most gloomy.—HWL 
ae 
BALDWIN LAUDS GERMAN CATALOGUE 


D. C. Baldwin, the typewriter veteran of Fort Smith, 
Ark., reports that he has recently received from Bruder 
Bauman, Berlin, Germany, their new catalogue of parts, 
platens and tools for office machines. The book, ac- 
cording to Mr. Baldwin contains 720 pages, not includ- 
ing indices, which are tabbed, and is one of the most 
complete catalogues he has seen despite the fact that 
he is “one of the oldest typewriter men on this mun- 


dane sphere.” 
——————<_>____ 


NATIONAL CASH REGISTER RAISES SALARIES 

More than $1,000,000 annually will be added to the 
payroll of the National Cash Register Company as a 
result of a recent wage agreement, with increases 
affecting about 6800 employes. The new agreement 
provides an eight-cent hourly raise for Class “D” fac- 
tory men, five cents for women, eight cents hourly for 
piece workers until their scale can be adjusted up- 
wards, and $2 weekly extra for salary factory employes 
and office employes now paid less than $40. Changes 
do not affect messengers and repair students ——AK 

—$—_—_>—_____ 
ROSZEL COMPANY IN NEW HOME 


Mr. and Mrs. Emmett L. Roszel, who have operated 
the Roszel Typewriter Service at 111 West Jefferson 
street, Fort Wayne, Ind., for many years, have pur- 
chased the two-story building at 1215 South Calhoun 
street in that city, and have renovated the building be- 
fore moving into it early in March. The property has 
a frontage of 20 feet on Calhoun street, and a depth of 
130 feet—AK 

——_—_. 


CREDIT MEN SET CONVENTION DATE 
The National Association of Credit Men will hold its 
forty-second annual convention and seventh credit 
congress of industry on June 21 to 24 at the Stevens 
Hotel in Chicago. 





























FROM A SALESMAN — 
TO HIS BOS 
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CARTER MAKES A 
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NEW CARTER FORMULAS... 
EVEN FINER INKS! 


Pm QUICKER STARTING — Ink flows the in- 
4 stant pen touches paper. No need to 





“shake” the ink loose . . . no extra pres- 
sure on pen point before writing. Saves time—and 
temper, too... makes for neater penmanship. 


SMOOTHER FLOWING—W hether writ- 
ing is fast, slow or jerky—Carter’s keeps 
pace with it. Ink doesn’t clog or adhere 


to the pen point. From pen to paper it flows evenly 
—makes writing strokes consistent. 


— it dry. Cuts down the risk of messy 

blots and smudges. Particularly helpful 

when writing in check or notebooks . . . any place 
where quick-drying ink is essential. 


@= FASTER DRYING— You can actually see 











RICHER COLORS—Color, like penman- 
ship, adds a definite note of distinction (A 
to writing. Each Carter color has been 

enriched . .. generally “toned up.” And Carter still 
offers an unusually wide selection. 


SMART NEW “PACKAGING” MAKES FOR 
EVEN HIGHER SALES 
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Here’s good news for 
stationers... 


HESE new Carter’s Ink bottles are “‘naturals,” 

especially when you realize that the inks 
themselves set a new pace for deep-toned, free- 
flowing fountain-pen inks. 

We’re certain that Carter’s new formulas and 

smart new labels will meet with the same over- 
whelming success that Carter’s Cubes did three 
years ago when Carter scored a bull’s-eye with 
the better looking and more practical package. 
Carter found that customers want their ink in 
smart, colorful bottles. Wide mouths for easy 
filling and dipping; and built low so they won’t 
tip over. (Carter Cubes stack solidly on your shelf 
or counter. ) 
FOR EFFECTIVE STORE DISPLAY...HIGHER SALES 
— combine these gay Cubes with “Stationers’ Specials” 
—new, colored inks featured with your colored sta- 
tionery; the “Cube-Stands” coupled with desk pads or 
sets ... and all tied into your shop by the even bigger 
1937 consumer advertising campaign that Carter is 
doing in national magazines. 
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CARTERS INK 


FINEST FOR FOUNTAIN PENS. ALSO ADHESIVES, CARBON PAPER, TYPEWRITER RIBBONS, FOUNTAIN PENS 
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By Invitation Member 
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WARRANT 
of QUALITY 


YES-FARIES GUARDSMAN TO0- 


is honestly built, from designs origi- | 
nated in our own factory, and proved 
by a recognized laboratory. Results 

obtained show that the Guardsman | 
exceeds by 50% the accepted standards _ || 
for supplementary desk lighting. De | 
signs may be imitated, but hidden 
values are rarely included . . . honest 
|| workmanship and quality materials are 
usually lacking. You can assure your 
customers of long years of service and 
eye-comfort by selling them Faries 
Lamps, the acme of quality since 1880, | 
produced by a Company specializing ||| 

| 




















in proper illumination. 

Faries Guardsman illumination, like 
properly controlled daylight, avoids 
glare and reduces shadow to the mini- | | 
| mum. 





Sign below, and mail to us for full particulars. 


FARIES MANUFACTURING CO. 
DECATUR, ILLINOIS oa 
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PASSED AWAY. 





P. S. RIDDLE 
Apparently the victim of a heart attack, Paschal S. 
Riddle, well-known representative of the Associated 
Stationers Supply Company of Chicago, was found dead 
in his room in an Indianapolis hotel on February 25. 
He was forty-one years of age. 
Previous to representing Associated for the past six- 








THE LATE P. 8. RIDDLE 


teen years, Mr. Riddle was connected with A. C. 
McClurg & Company and was also at one time an out- 
side salesman for Riddle & Wunderle: He enjoyed an 
enviable reputation in the industry and numbered his 
friends by the hundreds throughout the country. 

During the war, Mr. Riddle served in the navy and 
at one time took a course for the government at Har- 
vard in radio engineering. 

He is survived by his widow, Mrs. Gertrude A. Riddle 
with whom he resided at 1851 Greenleaf avenue, Chi- 
cago. He was a Mason and a member of the Christian 
Science church. 

Ee 
J. F. RALPH MOOZE 

J. F. Ralph Mooze of Haddam, Conn., and owner of 
the Middletown Typewriter Company, Middletown, 
Conn., passed away several weeks ago after a brief ill- 
ness. Until a year ago, he had been in charge of the 
typewriter department of Hazen’s. He was a member 
of Haddam Congregational church, Granite Lodge No. 
119, A. F. and A. M.; Washington chapter No. 6 Royal 
Arch; Columbia Council No. 9, R. & S. M., and Cyrene 
Commandery No. 6, K. T. of Middletown. He was a past 
master of Granite Lodge. He was also a past president 
of the Middletown Lions Club. 

Surviving are his widow, Louise Faartoft Mooze; his 
son, Robert; his parents, Mr. and Mrs. Herman A. Mooze 
of Haddam; two brothers; Arnold E. Mooze, a son, a 
student at Wesleyan University, and Harold A. Mooze, 
of Staten Island, New York; two sisters—Mrs. James 
Packer, Rome, N. Y., and Mrs. Donald MacDonald, of 
Hartford, Conn. 

H. M. PEIRCE 

Another veteran of the industry passed on with the 
death on February 18 of Howard M. Peirce, for more 
than thirty-five years a member of the sales depart- 
ment of the F. S. Webster Company. He was sixty- 
eight years of age. 

Mr. Peirce’s passing brought an end to a long illness 
which attacked him soon after he entered the retired 
list about two years ago. During his long service with 
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THESE ADS: 








AND THESE MAGAZINES 





ARE CREATING FLO-TILT 
SALES OPPORTUNITIES 


TAKE ADVANTAGE OF THEM! 





THE 











\re you taking advantage of the sales opportunity 
“FLO-TILT” offers to dealers selling swivel chairs? 


There’s no other control like it— an entirely new prin- 
ciple of operation with the chair seat suspended and 
floating in rubber. 


No springs to break and cause accidents . . . no squeaks 


. no lubrication needed. 


Thousands of men, readers of the magazines that carry 
“FLO-TILT” interest-evoking advertising, are begin- 
ning to inquire, and duy, “FLO-TILT” equipped chairs. 


“Will they be your customers or your competitors?” 


Leading manufacturers are adopting ““FLO-TILT” Con- 
trol as standard equipment. Write for complete details. 


ru BASSICK COMPANY 


BRIDGEPORT + CONNECTICUT 


WORLD'S LARGEST MANUFACTURER OF CASTERS 
AND FLOOR PROTECTION EQUIPMENT 
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The Now 
SUPER- 


PRONTO 


* Ithas an automatic stop .. 


* It has a sliding suspension 





* Ithas an all steel back.... NO OTHER CORRUGATED 
STORAGE FILE OFFERS SO 
* Ithas érollers........... MANY FINE FEATURES! 


PAT. NOS. 2,012,857—2,061,485 


PRONTO CARD CABINETS 


peace featuring these popular priced steel cabinets 
are opening up a new market—making new customers— 
and reaping handsome profits. You can do it, too. 


e SPRING COMPRESSOR e RUBBER FEET 
e BRASS HARDWARE e OLIVE GREEN 
Made in 12”, 15”, and 18” lengths 












2 DR. 3x5 
$975 
2 LIST 


2 DR. 4x6 
54 


2 DR. 5x8 


*3 Sst 


Order 


sample stock today. 





636 BROADWAY PRONTO FILE CORP. NEW YORK, N. Y. 
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the Webster company, in which he covered the Michi- 


gan territory, Mr. Peirce was a personal friend and | 


trusted associate of the late J. A. White, former man- 
ager of the Chicago office for Webster. 

During his service Mr. Peirce was often placed on 
special work and in this capacity in the utility field 
he developed large contracts for the company at a time 
when public utilities were merging into large national 
distributors of power. In addition his activities with 
the company’s drive crew operations brought to his 
firm many new dealer accounts which are still active 
on the company’s books. 

Mr. Peirce’s son, Kenneth is selling for the Webster 
Company in the same territory which his father once 
covered. 

i oe & 
LOUIS A. HERTER 

Louis A. Herter, who engraved the original dies used 
on Underwood typewriters, died recently at his home 
in Hartford, Conn. He had been active the previous 
day with his duties at the Underwood plant, appar- 
ently in good health. 

He gained a wide reputation as a type specialist, be- 
ing called into many cases where identification was 


necessary to determine facts in questioned documents. | 
Mr. Herter was born at Rahway, N. J., May 28, 1876. | 


Surviving is his widow, Mrs. Anna Bublitz Herter; one 
son, L. Edward Herter; a brother, William C. Herter, 
all of Hartford, and a niece, Mrs. Anna Glazer, New 
York. 

Mr. Herter was a member of St. John’s Lodge No. 
4, A. F. and A. M., the old Germania Guard, the Hart- 
ford Wheel club, and Charles L. Burdett Camp, United 
Spanish War Veterans. He was formerly a member of 
the Hartford Turnerbund. 


7. 7 
ook om 


FERD LEVI 

Ferd Levi, a member of the Levi-Goldsmith Station- 
ery Company, Monroe, La., passed away at his home 
March 4. He was a native of Germany, and as a youth 
of fourteen made the journey to Monroe from his birth- 
place in the Rheinpfaltz, Germany. His first employ- 
ment was in the drygoods line in Monroe. About forty 
years ago he organized the Levi-Goldsmith Company, 
which is one of the oldest mercantile houses in the city. 
He is survived by his widow, one daughter, Mrs. Sey- 
mour Solomon, and a son—Bernard Levi, who was as- 
sociated with Mr. Levi in business. 


H hh 
MRS. F. A. REDINGTON 

Funeral services for Mrs. Frances A. Redington, 
widow of William H. Redington, former president of the 
Sanford Manufacturing Company, were held at Rose- 
hill cemetery chapel, Chicago, on Monday, March 15. 

Mrs. Redington, who was sixty-three years of age, 
died March 10 at the family residence, 1232 Ridge ave- 
nue, Evanston. She was a former president of the 
Lakeview Musical Society and the Bryant Circle of 
Evanston. 

A daughter, Mrs. H. T. Griswold, survives. 


yt h 
H. D. POMEROY 
Harry D. Pomeroy, one of the early engineers of L. C. 
Smith & Corona Typewriters, Inc., passed away at his 
home in Syracuse, N. Y., some weeks ago. He succumbed 
to a heart attack. Following graduation from Cornell 
University, he was engaged in inventive work for the 
L. C. Smith & Corona organization, and was later with 
other Syracuse companies; his most recent affilia- 
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tion was with Gaylord Brothers, Inc., manufacturers 


of library equipment. 
A He is survived by three sons—Donald T., Harry F., 
and William D. Pomeroy, Mountclair, N. J.; one daugh- 


ter, Mrs. Tracy B. Ketcham, and four grand-children. 


POSTURE CHAIR xx 


NEED NOT BE AN UGLY DUCKLING 












THE LATE JOHN M. MILLER 
WHOSE PASSING WAS REPORTED 
IN THE MARCH ISSUE 






K. T. McKINSTRY, JR. 


Funeral services for K. T. McKinstry, Jr., popular 
| salesman with the Ivan Allen-Marshall Company, were 
' conducted on Friday, February 19, from Spring Hill, 

the Rev. William V. Gardner officiating. Interment 
was in West View Cemetery, Atlanta, Ga. 

Mr. McKinstry, who was but twenty-five years old, 

was a native of Atlanta. He attended the Georgia 
| School of Technology and was a member of the college’s 
swimming team and was the Southern junior swim- 
ming champion. He was also a member of the S. A. E. 
fraternity, the Capital City Club, and the First Pres- 
| byterian church. 
Mr. McKinstry was considered one of the most prom- 
| ising salesmen on the staff of the Ivan Allen-Marshall 
Company, although he had been associated with the 
company only a little more than two years——_JHR 














LEE BAUMGARTEN 
Lee Baumgarten, vice-president of the Baumgarten 
Company, Washington, passed away at Washington, 
| D. C., after a brief illness. He was a prominent factor 
| in the marking devices field, and had been in business 
many years. He was active in Jewish religious and 
welfare circles. 

Surviving are his widow, Mrs. Carrie Baumgarten; 
one daughter, Mrs. Dorothy West, New York, two sis- 
ters—Mrs. Mamie Straus and Mrs. Carrie Lissberger, 

| both of Baltimore. 
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S. B. NACE 
Sinclair B. Nace, 65, identified with the Columbus 
Bank Note Company for forty-two years, and its pres- 
ident since 1909, died February 28 of carcinoma. Mr. 
Nace’s father, the late William Murray Nace, founded 


MILWAUKEE, WISCONSIN the company and his brother, Edward E. Nace, is sec- 


| retary-treasurer. Some thirty years he was active in 












PRACTICAL OFFICE ARTICLES 


Desk Pads 


Leather Desk Sets 


20 Styles 4/1 Colors and Prices 


3 Grades, All Colors 


Paper Weight 
and Memo. Pads 


Size 
325 


and 426 


Ash Trays 


3 Sizes 
Non-Shine Chair Pad 


3 Colors—2 Grades 


The Polar Line 


consists of 
100DifferentArticles 


Desk Sets Letter Openers 
Desk Pads Folding Screens 
Cushions Leather 
Chair Pads Waste Baskets 
Waste Baskets Hotel Desk Pads 
Letter Trays Paper Weights 
Chair Mats Money Trays 
Rocker Blotters Blotter Books 
Cigarette Boxes Work Distributors 
Ash Trays Memo Joggers 
Calendars Glass Top Stripping 
Glass Pads Linoleum Desk Tops 
Home Desk Sets Desk Drawer Trays 


ETC.—ETC.—ETC.— 


LINOLEUM DESK TOPS 
ALL SIZES 


2 GRADES 
BROWN OR GREEN 


New Ventilated Health Seat Cushion 


5 Grades of Other Cushions 


POLAR 


MANUFACTURING COMPANY 
Manufacturers of Practical Office Articles 
401 North Broad Street 
PHILADELPHIA, PA. 


WHOLESALE ONLY TO DEALERS 


A new complete Dealers Catalogue at- 
tractively arranged to help your outside 
salesman, sent on request. 
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Desian Patent 101848 
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AS MODERN AS TOMORROW! 


Modern! In every sense of the word! Mod- 
ern in design, modern in construction—that's 
the new INVINCIBLE Modernaire desks, with 
a wealth of profit opportunities for modern 
dealers. Price? Prepare yourself for a big 
surprise! Naturally, you'd expect a top 
price on the Modernaire. But the price is 
just as modern as the design — tuned to the 
times to sell! Frankly, we think the Modern- 
aire desks supply what office furniture deal- 
ers have wanted for several years—a NEW 
sales stimulus! The Modernaire is bound to 
be one of the highlights of 1937 in the office 
furniture trade. Better write or wire for full 


details. . . . “Go ahead with INVINCIBLE!” 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices 
MANITOWOC, WISCONSIN 


NEW YORK — CHICAGO — LOS ANGELES 











Recessed back panel pro- 
vides ample knee space. A 
worth while selling feature! 





“Finger touch" operation of letter 

drawers—velvety smooth action on 

progressive ball bearing roller 
cradle type suspension. 


Tapered drawer heads 


with smooth welded 
F—— 2 _ Built for life-time 


corners. Perfect align- 

DE > service. inside 
construction of 
L \ rigid reinforce- 
a! - ments assures ex- 


Solid cast 
drawer pulls. 
No denting, 
no loosening. 


closed — no rough 
corners. 





Tops of drawer sides 

flanged inward. 

Greater strength, no 
sharp edges. 













ment when drawer is 
———4 traordinary 
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a = . a BIG pemanp 1s COMING FOR 


H tt STANDARD 
Site BOORUM & PEASE 
INVENTORY SHEETS 


| BOUND & WIRE-O STYLES 


euias @ Standard B & P Inventory Sheets are fast sellers all 

a year ‘round, but the demand for them will be at its peak 

. | during the next few months. Now is the time to prepare 
Form S1521—12" x 914 for that demand, particularly because the special quantity 
prices insure you extra profit on every sale. Standard B & P 

= | Inventory Sheets are now available in both bound pads 
anon —s Tim and the popular new Wire-O style. Sheets in both styles 
=F He are identical except that those in the Wire-O pad are per- 
eta sive forated at the top so that they may be easily detached. 


aly Imprinted. with YOUR NAME 


When you order sheets in quantities of 8,000 or more, your name is 
imprinted on each sheet. This gives you advertising value PLUS. 
It builds repeat inventory sheet business, and at the same time, 
attracts extra business in binders and other items. It also reminds 
i —— customers to buy all their stationery items from you. 


a TO COMPLETE 
sala meee BINDERS inventory ourrits 


100 Sheets in pad—5 pads in box 


@® “Standard” Line Ring Binders—Full Green or Blue Canvas 
—stiff cover. Sizes 11” x 8%" and 12” x94" Bound-in 4” 


and 1” rings. Booster levers. 
= 


@ B & P Surelock Sectional and Solid Post Binders. Heavy 
green canvas with red Fabrihide corners. Sizes 11” x 84%" and 
12”x91!6". Solid Post-7250 Line. Sectional Post-6950 Line. 


@ Double and Single Hinge Canvas Sheet Holders. Heavy 
green canvas over heavy board, with corners rounded. Tem- 
pered steel springs have capacity of from one sheet to three 
quarters of aninch. Hard maplewood back. Sizes 11” x 814" 
and 12”x91'.". Single Hinge-7400 Line. Double Hinge- 
7500 Line. 


Order your sheets and binders now and be ready to meet the coming 
demand—be prepared for delivery around June Ist. Take advan- 
tage of the special quantity prices on B & P Inventory Sheets that 
give you additional profit on every sale. 


WIRE-O STYLE PADS BOORUM & PEASE COMPANY 


50 Sheets in pad—10 pads in package 
No. K1531WO—Sheet size 12°x9% 


form same as No. $1521 Brooklyn Boston Chicago St. Louis 
No. K1531-WO—Sheet size 12°x914” 84 Hudson Ave. 29 Otis St. 538 S. Wells St. 212-14 S. 7th St. 
form same as No. $1531 
No. K1512-WO—Sheet size 11” x 814" 
form same as No. K1531-WO VISIT OUR NEW YORK SALES & DISPLAY ROOMat 349BROADWAY 





P. O. Box 272, City Hall Station, New York City 
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civic affairs and was one of the promoters of the Co- | 


lumbus Baseball Company, serving as secretary of its 
board for two years. Mr. Nace was a former director 
of the Columbus Chamber of Commerce and was at one 
time treasurer of the building fund of the Y. M. C. A. 
association. He was affiliated with numerous Masonic 
bodies, including honorary thirty-third degree Scottish 
Rite —AK 
i hh 
HARRY H. LUNT 

Harry H. Lunt, who had been active in the St. Louis 
typewriter field the past thirty-five years, passed away 
February 27, succumbing to a heart attack. He was 
fifty-seven years old, a native of St. Louis, and had 
represented the Underwood Typewriter Company the 
past fifteen years. 

He is survived by his widow, Mrs. Belle A. Lunt, and 
four sons—Harry F., Robert J., and Ralph F. Lunt, of 
St. Louis, and Jack A. Lunt, of Houston, Texas. 

Cc. E. COLT 

Chester Elton Colt, thirty-two years old, former su- 
perintendent of the Seattle branch of the California 
Ink Company, died recently in Shanghai, China, from 
blood poisoning. As Far East manager of the ink com- 
pany, he had been in the Orient since June, 1934, when 
he gave up his Seattle position. He was expected to 
return to Seattle for a visit this June. Surviving are 
a mother and married sister in Portland, Ore-—CML 

i 
ANTON PETERSEN 

Anton Petersen, one of Chicago’s early manufac- 
turers of desks, passed away at his home in Chicago 
last month. He was a native of Norway, and emi- 
grated to Chicago in 1871. He organized the A. Petersen 
Desk Company which he operated until 1914. He was 
one of the founders of the Norwegian Old Peoples 
Home in Norwood Park. He served one term in 1898 
on the Chicago West Park board. Surviving is a daugh- 
ter, Mrs. Eva Virginia Freund. 


oh 
Cc. P. McDONALD 

C. P. McDonald, former secretary to William Jennings 
Bryan, and said to have been a former speed type- 
writing champion, died last month at Miami Beach, 
Fla. The meager report of Mr. McDonald’s passing was 
received in New York by the advertising firm of Ruth- 
rauff & Ryan. 

bt oh & 
DAN WOLF 

Dan Wolf, of the sales staff of the S. C. Toof Com- 
pany office supply firm, and dean of Memphis, Tenn., 
printers and linotype machine operators, died February 
13. He was sixty-eight years of age. In his earlier 
years he had worked on the old Memphis Public Ledger, 
the Commercial Appeal and other papers.—CG 

 & & 
J. C. LUCAS 

Apparently suffering a heart attack during the night, 
J. Carrell Lucas, dean of Baltimore artists and treas- 
urer of the firm of Lucas Brothers, a stationery house, 
was found dead in bed late last month. He was sev- 
enty-eight years of age. 

Born in Baltimore, Mr. Lucas displayed a talent for 
painting at an early age and following instructions by 
Andrae Castaign, a French artist who made his home 
in the city, devoted the greater part of his life to paint- | 
ing water colors and miniatures. 

Mr. Lucas is survived by a sister, Miss Bertha Lucas, 
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Corry-JAMESTOWN’S 
Line of Steel Office 


Equipment offers... 





Range of Styles and 
Sizes to Meet All 
Modern Office Needs 


@ With a selection of over 600 
items, C-J has kept pace with 
the requirements of modern 
business. Your customers will 
marvel at the convenience and 
efficiency of these attractive 
units. You will appreciate the 
wide selection that enables you 
to meet almost any filing prob- 


lem direct from stock. 


@ Feature this line. It is not 
only an immediate source of 
sales and profits—but each sale 
starts an ever increasing volume 
of repeat business as your cus- 


> an 
tomers’ filing needs expand. 


@ The complete Corry-James- 
town line merits your considera- 
tion. Write or wire for detailed 
information today — including 
the attractive exclusive dealer 


franchise. 


CORRY-JAMESTOWN 
MANUFACTURING CORP, 
CORRY, PENNA. 


Export Department — 5713 Euclid Ave., Cleveland, Ohio 
Cable Address; CORJAM 











with whom he lived at 941 North Calvert street. 
























JUST ASK 
THEM TO | 
TRY THE 


“Wobble 
Test‘... 


critical 
buyers 
instantly 
feel the 
superiority of 


FAULTLESS 
CASTERS 


When your most skeptical prospect takes hold of No. 2479 
by the stem . . . he’s laid himself wide open to a sure-fire 
demonstration. Because he'll instinctively note the “feel” 
of precision workmanship—the snugly fitted bearings and 
raceways—the freedom from wobbling! Then you point 
out how 26 hardened ball bearings rolling in two separate 
raceways divide the load usually carried by 14. The rest is 
relatively easy. Another Faultless customer has been put on 


your books. 


Tomorrow morning supply No, 2479 casters to your sales- 
men and ask them to use this simple demonstration to land 
more caster orders. It usually opens the way to extra busi- 
ness on complete installations of office equipment. Write 
now for illustrated catalog and full facts. 


FAULTLESS CASTER CORPORATION 





Dept. OA-4 


Branches in Principal Cities | Canadian Factory: Stratford, Ontario 


Cushion Chair 
Glides 







Faultless qutet 
Cushton Chatr Glides 
are mounted in lice 
rubber. Steel reinforc- 
ing frame prevents natl 4 
roe ow. Base ts of 

rdened steel, copper 
ortdized, impervious to 
wear 





Desk Cups 
Faultiess Unbdreatabdie 
Rocktle Cups and Ruberez 
Cups for heavy nary 
sSurntiure protect floor 
covertngs Round and 
square shapes. Made in 
barmonizing brown shade 
that wlll nat lose color. 























EVANSVILLE, INDIANA | 
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HANOVER FIRE INSURANCE COMPANY GOES 
MODERN WITH G-F 


Between a Friday evening and a Monday morning, 
the office equipment of the Hanover Fire Insurance 
Company, located in the Insurance Exchange Building, 
175 West Jackson boulevard, Chicago, recently was rev- 
olutionized. 

A survey made by the Chicago office of The General 
Fireproofing Company, Youngstown, Ohio, established 
the fact that the furniture and other equipment in the 
offices of the insurance firm had reached a point in 
their age at which their retirement represented a 
profit—through the assets gained by the installation 
of modern equipment. A plan was worked out by col- 
laboration between the two companies, involving the 
selection of modern steel desks and files and the ar- 
rangement that would achieve the greatest savings 
in floor space, convenience in work activities, and at- 
tractiveness in appearance. All of the old wood equip- 
ment, which had been acquired over a period of years, 
and represented a miscellany of styles and designs, 
was replaced by standard equipment. 

The G-F 1600 series of metal desks was specified. 
About three hundred new steel files, most of them of 
the G-F Super-Filer series, were selected. An effective 
arrangement made is the installation of batteries of 
five-drawer letter-size Super-Filers alternating with 
batteries of counter-height, three-drawer Super-Filers. 
The former provide unusual capacity; the latter pro- 
vide convenient working space for reference and sort- 
ing. 

General Fireproofing Goodform Aluminum Chairs, 
both regular and posture type, in bright satin alumi- 
num finish, provide seating. Desks and files are in olive 
green with anodized aluminum trim. The result is ex- 
pressive of efficiency and order, the general appearance 
being very attractive. 

“Before and After” pictures of the Hanover Fire In- 
surance Company offices were presented in the March 
issue on page 32. 

—_<p—__—_- 
“MODERN BUSINESS LETTER WRITING” 


“Modern Business Letter Writing” by Anne Boone, 
recently published by the Ronald Press Company of 
New York is the latest offering for the business office 
library. 

Written primarily as a guide for those who wish to 
produce good business letters, the book itself is, like 
the qualities Miss Boone stresses as necessities for the 
good letter, clear, definite and direct. It contains 
twenty-eight chapters each of which is of paramount 
importance to the letter writer who would avoid the 
rambling, disconnected and sometimes inconsistent 
missive seen too often in business correspondence. 

In her book Miss Boone tells how to use words and 
phrases that count; how to make letters concise but 
complete; how to develop speed in handling and a 
score of other highly important factors which go to 
make up successful letter writing. 

“Modern Business Letter Writing” sells for $2.50. 

—_—_—_——- 
BUTTERFIELD HEADS EVANSVILLE ROTARY 


Sidney Butterfield, president of Smith & Butterfield, 
office equipment dealers at 310 Main street, Evansville, 
Ind., is serving as president of the Evansville Rotary 
Club this year and he is making a fine executive. The 
Evansville Rotary Club was the first luncheon club ever 
organized in Evansville and the late father of Mr. 
Butterfield, A. S. Butterfield, was a charter member of 
the organization WBC 
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CHECK YOUR 


ACCO INVENTORY! 








EZEON CLIP 
The profitable quality clif 
that gets you out of “price 
competition.” 














ACCO FASTENERS 

A complete line covering alli 
commercial centers and a 
capacities 














ACCO CLAMPS 
Sturdy in manufacture, ten- 
acious in grip. A quality clamp 
that shows real profits. Three 
sizes. 








ACCORD FOLDERS The ACCO plant is running day and night! 
\Absolute maximum filé 

sprotection. Made of gen 

uine pressboard 


The demand for ACCO merchandise is mul- 





tiplying rapidly. Are you getting your share? 


Check your inventory and order NOW to 
avoid delay. Look over the items on this page 


and in our catalog. Feature ACCO products 





ACCO COVERS 


7. a immediately to let customers who are ready to 
@ most economica \ b 

binding medium on the 
market. {ll sh 
sizes, all centers 





sheet 


buy know that you are ready to serve them. 





ACCO BRIEF COVERS ACCO PUNCHES 
A complete line. Three grades, three A complete line of quality 
colors. Complete with Acco Fastener, punches for all loose leaf 
the ideal binding medium gauges 


ACCO PRODUCTS, INC. 
39th Ave. & 24th St., Long Isiand City, N. Y. 


Canada: Acco Canadian Ltd., Toronto 
England: Acco Company Ltd., London 
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NATIONAL C. OF C. PROTESTS GOVERNMENT 
COMPETITION 

A report issued by a special committee of the Cham- 
ber of Commerce of the United States on the subject 
of government competition with private industry has 
recently been accepted by the board of directors of the 
Chamber and put into print for distribution. Of inter- 
est to the readers of Office Appliances is the fact that 
among the executives serving on the special committee 
is J. S. Sprott, president of The Globe-Wernicke Co., 
Cincinnati, Ohio. 

The report emerges as the result of a study by the 
committee of a hundred and fifty other reports sub- 
mitted by commercial organizations active in various 
parts of the country. A trend is pointed out, indicating 
the increasing degree of government activity in produc- 
tive rather than purely administrative business, and 
the growth of the governmental machinery and per- 
sonnel. 

Recommendations of the committee include the fol- 
lowing: 

That government permit the production 
of goods to be the work of private indus- 
try, the government’s role being limited 
to specifying its needs. 

That legislation placing special burdens 
upon private business contracting with 
the government be repealed. (Reference 
is made to laws limiting profits on naval 
contracts, and specifying working condi- 
tions to be maintained in the production 
of orders involving amounts in excess of 
ten thousand dollars.) 

That in production made necessary by 
emergency, true costs should be pub- 
lished. 

That grants of public money to business 
enterprises be discontinued. 

That government projects launched to 
serve emergency needs should not be al- 
lowed to become permanently competitive 
with private enterprise. 

The committee offers the opinion that the adoption 
of the recommendations would prove a stimulus to pri- 
vate enterprise, with a resultant increase of employ- 
ment among employable persons, would increase tax 
receipts, reduce public expenditures, and supply sub- 
stantial sums from the liquidation of properties not 
needed for governmental (administrative) purposes. 

apenas 

NEW YORK PAPER PRAISES PORTLAND FIRM 

Headlines and considerable space are given by the 
New York Herald Tribune in its book section to Port- 
land’s 71-year-old J. K. Gill Company. 

“Courage, perhaps,” says the Herald Tribune, “is the 
watchword of this big Pacific coast enterprise. It took 
courage on Mr. Gill’s part to enter the book business 
in the wild west in 1866. It took courage to move the 
struggling concern from Salem, the state capital, to 
Portland in 1871, and it required considerable vision at 
that time to justify the conclusion that Portland would 
outstrip its older neighboring city.” 

The newspaper recounts that J. K. Gill was founder 
and president of the company until his death in 1931 at 
the age of ninety, and that the second of two “per- 
sonalities who stand out” as moulders of the destinies 
of the Portland institution is W. A. Montgomery, son- 
in-law of Mr. Gill and today its president and general 
manager. 

“What Mr. Gill founded and nurtured Mr. Mont- 
gomery has developed and completed, though to the 
agile mind of ‘W. A.’ little is ever really finished,” ac- 
cording to the Herald Tribune’s article. 

Praise, also, is showered upon other executives, in- 
cluding Mr. Montgomery’s son, Richard G. Montgomery, 















“SINCE 1858 THE BEST PEN NAME”’ 
Ld 






PEN COMPANY 


“BIG DIPPER” 


RESERVOIR PENHOLDER 





Sell complete, inexpensive desk sets to 
offices, banks, hotels and students. 


Here’s the three-feature penholder that 
combines the three essentials of perfect, 
comfortable writing performance. 


]— A perfectly balanced, colorful holder 
that handles beautifully and facili- 
tates better penmanship. 


2— Asmooth writing ‘“Everbrite” Rust- 
less Steel Pen that stays smooth be- 
cause it resists longer the corrosive 


action of ink acids. 


3— The “Big Dipper” Reservoir that 
holds enough ink at one dip to write 
up to 300 words. 


This popular pen combines the convenience 
of a desk fountain pen with the flexible 
smooth writing features of the finest Spen- 
cerian steel pen made. 


Reservoir scoops up and holds an amaz- > 


ing quantity of ink. 





The holder fits snugly 
into ink stands made 
by Carter and other 
manufacturers. Fea- 
ture the “‘Big Dipper’ 
and the ink stands to- 
gether. They make a 
fine, inexpensive desk 
set. 





No. 260 Assortment— 
12 “Big Dipper” Res- 
ervoir Pen Holders in 
four bright colors — 
fitted with one of the 
four most popular num- 
bers in the “ Everbrite”’ 
Rustless Steel Pen 
Series. This colorful 
counter card makes its 
own sales. 


SPENCERIAN PEN COMPANY 
349 Broadway Dept. P NEW YORK, N. Y. 
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demonstrating 


Lovely, Youthful Hands 


with the PEERLESS 
Typewriter Key Sampler 


Just ask yourself why typists 
want rubber typewriter keys. 
Partly to improve their work - 
partly to speed it up—partly to re- 
lieve fatigue—but mostly to keep 
their nails and hands _ looking 
lovely. 

@® Peerless has capitalized this 
easy-selling fact in developing for 
you the surest fire sales-help of 
them all—a Peerless Key “Sam- 
pler”’ presented in crystal clear cel- 
lophane with a message that every 
typist will “go for.” 

@ Get some Peerless Key “Samplers” and 
let them do your selling for you. Have 
your clerks, your outside salesmen, your re- 
pair men distribute them to their customers. 
Peerless will demonstrate that Peerless is 
the typists’ favorite—and your best money 
maker. 


Send for a sample and details now. 


PEERLESS 
RUBBER TYPEWRITER KEYS 





Preer.ess Key-ImMpertaL Mrc. Co., Inc. 
Manufacturers of the only complete line of rubber keys sold through dealers. 
GENERAL OFFICE & FACTORY 
407 Mulberry St., Newark, N. J. 

NEW YORK: 321 Broadway CHICAGO: 19 So. Wells Street 


| 
| 
| 
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assistant manager and secretary of the firm; Harold 
D. Gill, vice-president and head of the school supply 
department; Mark M. Gill, wholesale stationery depart- 
ment; Susie M. Gill, gift department; Warren Wright, 
retail book section; Richard G. Rust, sales and promo- 
tion; George Halling, textbooks; Grace Porter, chil- 
dren’s book shop, and Jane Allen, promotion and sales 
of books to libraries. 
ee ae — 
RAND McNALLY OFFERS TOUR SERVICE WITH 
ROAD ATLAS 

The purchaser of the new 1937 Rand McNally Road 
Atlas receives in addition to the large size volume con- 
taining unusually big detailed maps brought up to date 
to show roads that have been recently completed, and 
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1937 ROAD ATLAS 


J 


1937 ROAD ATLAS 





RAND MeNALLY ROAD ATLAS 


changes in state and federal route numbers, the rather 
unique advantage of free tour service. A reply post- 
card that calls for no stamp is provided attached in- 
side the front cover of the atlas, a convenient means 
of requesting the tour routing service, which is provided 
without charge. 

The prediction has been made that 1937 will see the 
greatest amount of motor travel that the country has 
experienced. This will mean a stimulus to the demand 
for road guides. Rand McNally & Company, 536 South 


| Clark street, Chicago, has prepared an attractive dis- 


play piece for dealers to use in their windows or on 
counters. 
<< — 

I. B. M. EMPLOYES RECEIVE WAGE INCREASE 

International Business Machines Corporation re- 
cently announced a wage increase of five cents per hour 
to all hourly employes in its Endicott and Rochester, 
N. Y., and Washington, D. C., plants. 

In making the announcement, the company stated: 
“1936 was the best year in this company’s history. In 


| recognition of the whole hearted co-operation of the 


factory people with the sales force, and in appreciation 
of the improved quality of the factory’s work, which 
contributed to this result, President Watson has asked 


| that this announcement be made.” 


> 


TOOF LETS REMODELING CONTRACT 
S. C. Toof and Company, office equipment house at 
195 Madison avenue, Memphis, Tenn., has awarded the 
contract for the remodeling and enlargement of its 
mezzanine floor to Young & Maury, Memphis contrac- 
tors. The vault will also be enlarged.—CG 
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Don’t Open 





THIS PEN LOOKS OKAY. 
HOW DOES IT FILL? 





















( THAT LEVER DEFLATES 
| THE RUBBER INK SAC- 





What Every Retailer Shold Know 


by Showing a Rubber Ink Sac Pen 


to a Customer who already has one 
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a Pen Sale 











HE THINKS: 


IF RUBBER INK SAC 
PENS ARE STILL HOT 
STUFF, MY OLD ONES 
GOOD ENOUGH. 





























ME SAYS: 


fy WELL-ER-IMJUST 
=} LOOKING TODAY. ILL 
S| COME BACK LATER. 












¥ 7. Y i 
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The Way to Enthuse Him is to Show Him 
FIRST OF ALL. a Sacless Pen—the BEST One 





The average customer who steps up to your pen 
counter probably has a rubber ink sac pen in his pocket, 
whether you know it or not. The principal reason he is 
interested in a new pen is because he has heard or read 
about a revolutionary new Sacless pen having full Visible 
Ink Supply and double ink capacity, although he may not 
ask for this pen BY NAME, 

Hence, the FIRST thing to show him is the Parker 
Vacumatic—the leading sacless pen—not some rubber 
ink sae pen. For the customer is apt to conclude that if 
rubber ink sac pens are still “hot stuff,” his own rubber 
ink sac pen is still good enough. 

Show him, first of all, the new $10 over-size Vacumatic, 
or the $7.50 Vacumatic if the standard size suits his re- 
quirements. Show him that this laminated Pearl Beauty 
has exactly the features he has always wanted—Full 
TELEVISION Ink Supply—102% greater ink capacity 
than old-style—a wholly new and exclusive style—a mar- 
velous Scratch-proof Point of Platinum and Solid Gold. 


Explain why there is a difference of 30 years or more 
between this Miracle Pen and all previous types of sacless 
pens—that the Parker Vacumatic has NO squirt-gun 
piston, NO eye-dropper air-bulb. It completely abolishes 
the mechanical troubles that crippled the earlier sacless 
types. That’s why Geo. S. Parker GUARANTEES this 
pen mechanically perfect. 

Explain that its filler is based on a simple recoiling 
Diaphragm—that its working parts are sealed in the 
top where ink can never touch them, can never corrode 
or disable them. 

Do these things—instruct your sales people to do them 
—and you'll sell more and better pens. Try this 30 days 
and you'll never again show a rubber ink sac model to 
people who will pay $5 or more for a pen. 


THE PARKER PEN COMPANY 
JANESVILLE, WISCONSIN 
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ah sur 


Assurance reposes in the cut of a man’s clothes, the selection of his cravat, the 


fit of his topcoat—the choice of his words, the neatness of his credentials. 


Assurance reposes in the quality of the Inked Ribbon, the effect of the Carbon 


Paper with which those words, those credentials, are flashed across the sensitive 


page of business communication. 


Established 1896 


Assurance that your customers 
will come again—if you invite 
them with 

INKED RIBBONS 


\uy) CARBON PAPERS 
Liney STENCIL INKS 





THE LINE THAT WITHSTANDS COMPARISON 


Manufactured Exclusively by 


THE MILLER-BRYANT-PIERCE COMPANY 


AURORA, ILLINOIS 


Direct Branch Service 
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ROCKY MOUNTAIN NEWS NOTES 
Denver typewriter firms are holding to a ten per 
cent increase over last year according to a general sur- 
vey. Louis Santangelo, manager of J. S. Stahl & Com- 
pany, 926 Seventeenth street, has had an exceptionally 
brisk first month of the year. 
* * > 
Harry Evans, owner of the Colorado Typewriter and 
Equipment Company of Fort Collins, Colorado, also re- 
ports a big increase over last year’s sales and attributes 
it to a steady barrage of ads in the daily paper. The 
ads are angled for special occasions, other just a re- 
minder. 
* * o 
Just back from a headquarters confab in Cleveland 
is M. A. Hodges, manager of the Addressograph Sales 
Agency. He reports good volume with emphasis on 
number of sales instead of increased unit sales for last 
month. 
+ +* + 
Sidney Buka, manager of the Mutual Furniture and 
Fixture Company, Denver, is making a thorough study 
of interior decorating. He feels the trend toward ar- 
tistically decorated offices indicates the need for this 
study. Period furniture is Mr. Buka’s hobby. 
* > 7 
Recent addition to the sales force of the Denver divi- 
sion of the Multigraph Sales Agency is E. C. Gresmann, 
formerly employed in Louisville and Omaha office 
equipment fields. According to C. A. Armstrong, man- 
ager for this agency, sales are twenty per cent over 
those of last year and prospect lists are longer. 
Unusual advertisement was a full page of questions 
and anwers with illustrations of merchandise under 
“copy controversy,” for the stationery department of 
the Denver May Company. Results were outstanding 
in the quick response to the morning ad, according to 
T. J. Maruca, buyer for the department. 
. * 7 
The signature of Governor Ammons is the only re- 
maining step to make the fair trade bill (H.B. 513) a 
law in Colorado. The bill won a decisive victory in the 
legislature, passing with only 3 dissenting votes (1 in 
the house and 2 in the senate). 
eaveiniiiasadtan 
An amendment added in the senate exempting co- 
operative buying organizations doing business under 
the laws of Colorado from the terms of the bill was not 
construed as significant by the Civic Association of 
Colorado which sponsored the bill. The Civic Associa- 
tion is an organization of independent merchants sup- 
ported by stationery and office supply dealers. 
fair trade bill carries the emergency clause which 
makes it effective immediately it is signed by the gov- 
ernor.—_ATW 
oe 
POLAR CATALOGUE IS SALESMAN MANUAL 
A new and beautiful catalogue, issued by the Polar 
Manufacturing Company, Philadelphia, as part of its 
twenty-fifth silver anniversary, has proved itself to be 
an excellent salesman’s manual, according to hundreds 
of dealers all over the country. 
Listed as Catalogue No. 8, and containing forty-eight 
pages, the new book was the outcome of months of 
careful preparation and study, according to M. R. 
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Quality that you and your 
customers can bank on 





Bates Featherweight 
Numbering Machine 
— the acknowledged 
leader the world over 


With business on the up and up, orders 
for numbering machines are rapidly in- 


| creasing. Now is your chance to sell Bates 


Numbering Machines. You can make a 
profit, and give your customer a quality 


_machine good for years of constant heavy 


The | 


Landes, president of the company. A special feature | 
was the arrangement and layout in which most of the | 


articles manufactured by the firm were presented by | Makers of Bates Staplers 


| Mun-Kee Silent Stamp Pads 


attractive cuts of beautifully furnished offices showing 
the Polar merchandise in actual use. 
Dealers and salesmen voiced enthusiasm over the 


work. 

Keep the Bates Trade-In Plan in your 
mind and your customers’. Many a wise 
dealer has found that by suggesting a 
trade-in, he has greatly increased his num- 
bering machine volume. 

And give a thought to special number- 
ing machines—there are countless uses for 
them, and this business is extremely worth 
while. We are equipped to figure on any 
special requirements that you may have. 


Bates 


QUALITY PRODUCTS 


New York Office: 30 Vesey St. 
Bates Eyeleters 
Bates Ink, ete. 

Bates Perforators 


THE BATES MFG. CO., Orange, N. J. + 
Bates Indexes 
Bates Eyelets 
Bates File Fasteners 














Murphy Chairs Stand the Test 


The beauty of its figure—the warmth 
of its color—its strength—-its toughness 

its adaptability to rigid glue joints, 
makes Murphy solid Pecan chairs, har- 
monious and economical units in the 
modern office. And they do stand the 
test for durability under trying condi- 
tions, a fact definitely proved with chairs 
recent Ohio River 


salvaged from the 


flood. 

All Murphy chair frames are assembled 
with hardwood spiral grooved dowels, 
secured with the best animal hide glue. 
Each chair is given a severe test and must 
pass close inspection, before it is released 
for shipment. 

Sixty-four years of uninterrupted chair 
manufacturing, is our guarantee of 
“Quality Chairs Always.”’ 

Office dealers should unite to make the 
office livable —friendly—a pleasant place 
to work, in fact a business ‘“‘home.”’ 
Nothing can replace wood furniture for 
natural beauty and in the Murphy Chair 
line, style and durability are dominant. 


MURPHY CHAIR COMPANY 


INCORPORATED 
OWENSBORO, 


KENTUCKY 
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manner in which this particular feature reacted as a 
silent assistant to salesmen in clinching orders by sort- 
ing out the different grades and qualities and illustrat- 
ing the various types of offices for which each grade is 


suggested. 





The book is impressively printed in three colors on a 
fine grade of dull coated paper and is enclosed in a 
dignified cover in keeping with the products which the 
pages disclose. 

The company was founded by Mr. Landes in 1912 
when he resigned his position as manager of A. Pom- 





POLAR CATALOGUE-MANUAL. — This 

fine catalogue issued by the Volar Manu- 

facturing Company, has won national ac- 

claim among dealers because of its utility 
as a salesman’s manual, 


erantz & Company’s office furniture department in 
Philadelphia to promote the sale of the Non Shine felt 
chair pad which he originated and began to manu- 
facture in the same year. At the same time he dem- 
onstrated his foresight and enterprise by launching a 
wide advertising program which was continued for 
nineteen years and successfully introduced his com- 
pany to many high-class dealers throughout the United 
States. Mr. Landes said: 

“We attribute the success which we have experienced 
through the years to a rigid policy of always sticking 
to the manufacture of only high-grade merchandise. 
During the depression this policy was maintained and, 
although it was necessary to produce some items in the 
lower price brackets, our high standard of quality was 
still prominent. Today, however, and this is a healthy 
sign, practically all orders are for our higher-priced 
office articles.” 

Mr. Landes explained that dealers and salesmen who 
have not yet received a copy of the anniversary cata- 
logue may do so by writing to the Polar home offices at 
401 North Broad street, Philadelphia. 

-_ ed 

BARNUM HAS LARGE SOUTHERN TERRITORY 

Indications that business conditions are rapidly im- 
proving in the South as well as other sections of the 
country are seen in a recent communication from W. 
B. Barnum, proprietor of the Adding & Bookkeeping 
Machine Service, 1308 North Toombs street, Valdosta, 
Ga. 

Mr. Barnum reports a steady and consistent demand 
for both the Allen-Wales adding machine and the L. C. 
Smith & Corona Typewriters Inc., for which he is 
the exclusive distributor in his Southern Georgia ter- 
ritory which comprises twenty counties. 

“There is no question about the business revival,” 
Mr. Barnum said, “and I don’t think there is much 
doubt in the minds of business men in our territory 
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The most economical and fastest known 
method of listing and cross indexing is the 
**Acme way.” 

No matter what type of visible listing 
equipment for reference is required—from 
a small PBX Telephone Unit to a ‘‘Rotary”’ 
holding 147,000 names—Acme makes that 






PBX Telephone 
Unit. For every business 
organization. Operator uses 
but one hand, other hand free to 
write, refer to notes, etc. Right 
or left bracket mounting. Frames 
automatically fall back to closed 
position. Frames 6 or 
12 inches high 







equipment. 






Acme transparent tubes for one and two 
or—Acme Flexoline in \%" and '!,” 
strips—both made exclusively by Acme in 


1, 5. 6, and 8” widths. 









lines 

























Write for free copy of booklet, 
““Buried Treasure Check List.” 


Revolving 
Stand. Filled 
with Acme 
transparent 
tube frames 
or Acme 
Flexoline 
frames. 


ile 


Flexoline Desk Stand. For use on 
desk or table. Suitable for frames 4, 
5, 6, or 8-inches wide. Capacities, 12, 
15, or 30 frames. 





Insite Tube Cabi- 
net. A compact 
reference unit, easily 
and quickly operated. 
Can be locked when 
not in use. Available 
in 14 and 23 trays; 
tubes 5, 6 and 8 inch- 
es in width. 





147,000 Listings 
in Single Unit 





With three units, an operator has 
nearly 500,000 visible listings at 
her fingertips—instant reference 
available from a sitting position. 


Wall Bracket. For Acme transparent tube frames 
or Acme Flexoline frames. Brackets mounted on 
wooden back, with holes drilled for fastening. Avail 
able for 11, 20 or 24-inch frames, and in 6-hole, 12 
hole, 25-hole and 32-hole sizes 


ACME CARD SYSTEM CQO. 


WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 
SSS SS SESS RAR UCAS ESRER OF VISIBLE RECORD EQUIPMENT 
8 SOUTH MICHIGAN AVE., CHICAGO, U.S.A. 
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that the said revival bids fair to bring us all back to 
1929 levels.” 

Before taking over the distributorship of the two 
lines he now handles, Mr. Barnum was with the Bur- 
roughs Adding Machine Company. 

Ie 
AMERICAN WALNUT FURNITURE INSTALLED 
BY MONROE FURNITURE CoO. 

Cultivation extending back about twelve years re- 
cently brought results in an office furniture deal of 
interest from several angles. 


| 


In 1925, Servicised Products Company, 6051 West | 


Sixty-fifth street, Chicago, purchased two drophead 
typewriter desks of square-lined quartered and plain 
oak construction, such as were commonly used in fac- 
tory offices. The Monroe Furniture Company, 116 South 
Wells street, Chicago, supplier of these desks, continued 
from time to time to get other orders for office sup- 
plies. Came the depression, and extended hiatus: no 
orders for furniture or equipment. Then, a few months 
ago, Wylie G. Akenson of the office furniture organi- 
zation renewed his contact. He learned that Servicised 
Products Company was contemplating building an ad- 
dition, and the removal of the office to new quarters 
in the new structure. A. C. Fischer, president, was 
considering the possibilities of refinishing the old 


desks and chairs, and adding supplementary items here | 


and there as necessary. 
Servicised Products Company now has a completely 
new office, however; the old furniture has been elim- 


inated. In the private office of the president is a hand- | 


some Leopold-made Georgian suite in American wal- 
nut. Several other private offices of higher executives 
have the Leopold manufactured Commerce desks. In 
other offices Leopold Service line desks are installed. 
The general office is equipped with the Colonial line, 
Service model desks. 

“It was a source of real satisfaction to me,” com- 
mented Mr. Akenson, “to observe at this time, when 
so many sharpshooters are proffering the secondary, 
‘B’ grades of desks, that the buyer preferred desks 
made by one of the leading dozen builders of fine fur- 
niture in America. 

“Incidentally, the order is one more indication that 
the office furniture industry is getting back into the 
stride of the good old days.” 

The installation made for the Servicised Products 
Company amounted to twenty-five desks and a large 
number of chairs. The choice was for American wal- 
nut throughout. 

————— 
M. S. TURK ESTABLISHES HIMSELF AS MANUFAC- 
TURERS REPRESENTATIVE 

M. S. Turk, who was formerly secretary-treasurer of 
the Turk Office Equipment Company of Norfolk, Va., 
carrying a number of well-known lines on an exclu- 
sive basis in that territory, is now conducting an office 
specialty selling business at 22 W. 21st street, New York, 
N. Y. He is interested in making contacts with manu- 
facturers desiring representation in the New York 
metropolitan area. He has a trained sales staff avail- 
able for the development of sales in New York. 

> — 
BOSSE HEADS HOSPITAL BOARD 


Gilbert H. Bosse, president of the Imperial Desk 
Company, Evansville, Ind., and city controller of that 
industrial center, last month was elecied vice-prezident 
of the board of trustees of the Deaconess Hospital 
Association. Mr. Bosse has been an active worker for 
the Deaconess hospital for many years.—WBC 
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Live Sales Producers 
for Stationers 


The New No. 780 NBC Fitted 
Kary-All and No. 840 NBC 
Zipper Type Ring Binder 





No. 780 NBC Fitted Kary-All Brief case, material and personal articies 
carried compactly in single case. Fitted with eleven piece toilet set. 
Top grain cowhide lined with leatherette. Ample space with partitions 
for articles of wearing apparel 





No. 840 NBC Zipper 
fastener around three 


Ring Bloder Top pe cowhide. 


Talon zipper 


sides. Conveniently arranged pockets 


The two numbers shown above are typical of the 
new NBC line of stationers leather goods. Dealers 
are displaying them in windows and counters. They 
produce excellent sales results. 


The NBC line with its many new improvements will 
be on display at the convention of the National 
Association of College Stores opening at the 
Palmer House, Chicago, Apri! 20. George Stein 
will be in charge. 
NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria Street 
CHICAGO ILLINOIS 














The ALL PURPOSE 
Line 
Typewriter Carbon 





Our National ALL PURPOSE LINE of Type- 
writer Carbon Paper, with its minimum number 
of grades, is being favorably received through- 
out the trade. 


There is an increasing demand for better 
typing and more legible and permanent car- 
bon copies. This can be accomplished with- 
out extra cost to the user if proper analysis 
is made of the requirement. 


Our ALL PURPOSE LINE is classified in its 
application to requirements for both Standard 
and Noiseless Typewriters. This simplifies the 
problem of selection, resulting in the elimina- 
tion of guess work in obtaining better typing. 


Our SUPREME BRAND Typewriter Ribbon, 
noted for excellence in producing better typ- 
ing, supplements our ALL PURPOSE LINE. 


On account of our many years of experi- 
ence, we can be of service to dealers and 
should like to cooperate with them in extend- 
ing their business on the sale of Carbon Paper 
and Ribbons. 


Write us for further details. 


The 


Buckeye 
Ribbon & Carbon Co. 


1458-68 E. 55th St. Cleveland, Ohio 
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BELL BECOMES PARTNER OF PARNHAM 

Emery P. Bell, for the past sixteen years associated 
with the Northwestern National bank and Northwest 
Bancorporation, Minneapolis, last month became the 
partner of Ralph E. Parnham in the office furniture 
business in that city. 

For the past thirty years Mr. Parnham has been the 
Minneapolis representative of a number of eastern 
office furniture manufacturers including the Watson 
Manufacturing Company, Inc., Jamestown, N. Y. 

The partners have opened offices at 504 Northwestern 


Bank building. 
a an 


~ HIGGINS 


L WR TIN <4 


NEW HIGGINS DISPLAY.—Here is the latest offering of the 
Charlies M. Higgins & Company for dealers who desire to 
dress up their counters and windows. The piece is printed 
in seven colors and gold to tie in Higgins colored writing 
inks with the sale of colored papers. This fine display piece, 
which is free to dealers, advertise the entire family of Hig- 
gins inks and adhesives in new bottles and tubes. 


————_—_—_——____ 
FABER USES TRAILER AS DISPLAY 

“Bringing the Mountain to Mohammed” is virtually 
what Eberhard Faber Pencil Company is now doing by 
means of their new trailer—a traveling display on 
wheels. Beautifully constructed both inside and out- 
side; the trailer is painted a rich green color with the 
traditional Mongol pencil shown on one side and the 
slogan “Say Mongol to Your Stationer” on the other. 
The interior is completely equipped with cabinets con- 
taining every item in the extensive and complete Eber- 
hard Faber line. 

New York State was given the first opportunity to see 
this traveling display on wheels. The next states to 
witness it were New Jersey and Pennsylvania where it 
was in charge of Mr. Baynon, who is the Eberhard 
Faber Pencil Company’s representative for these states. 

— -—-~ 
TYKAR WASHINGTON DISTRIBUTOR APPOINTED 

W. J. Curtis, general sales director of the Tykar Cor- 
poration, 238 East Thirty-ninth street, New York, N. Y., 
announced last month that the Walter M. Ballard Com- 
pany, Washington, D. C., has been appointed exclusive 
distributor in the District of Columbia for their Tykar 
automatic typewriter carriage return. 

The company also is the distributor in the District of 
Columbia for the Niagara duplicator. 














APRIL, 1937 


1 PBR OO RRR 


Electric Bookkeeping — 
and Accounting Machines 


For the MODERNIZATION 
of Management Methods 


In seeking ways and means of improving 
business operation and procedure, investi- 
gate the advantages now offered by Inter- 
national Business Machines and methods. 
Find out how the automatic action of 
International Electric Bookkeeping and 
Accounting Machines brings speed to the 
production of detailed reports, records and 
intricate analyses. Find out how Interna- 
tional Time Recorders and Electric Time 
Systems save money and minutes through 
the proper control and coordination of time. 


Investigate the excellence of IBM engineer- 
ing as demonstrated in International In- 
dustrial Scales, International Electric Writ- 
ing Machines, International Sound Dis- 
tribution Systems, Protective Devices, and 
the International Proof Machine for Banks. 
New, illustrated booklet—Modern Methods 
for Modern Business Needs—gives detailed 
information regarding the machines and 
methods which are serving government and 
business in seventy-nine differentcountries. 
Free copy on request. 
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INTERNATIONAL BUSINESS MACHINES CORPORATION 


Branch Offices in i ae Cities 
of the World 





General Offices 
270 Broadway, New York, N. Y. 
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Buy “CUSTOM REBUILT” 


Typewriters 





W. F. (Bill) CLAUSING 


My personal guarantee is back of every 
machine we ship 





More than a quarter of 
a century of satisfactory 
service to typewriter 


dealers all over the world. 














~—S 
Internationals Are CUSTOM Rebuilt 





Rebuilt exactly as they 
are represented 


The “Custom Rebuilt’’ is an individual type- 
writer that has been torn down and entirely 
reconstructed by an individual, expert type- 
writer mechanic. He knows that machine, go- 
ing and coming. It emerges a typewriter that 
can carry the International O. K. 


The International Typewriter Exchange—larg- 
est independent wholesale typewriter house in 
the world—carries at all times an extensive 
stock of machines in excellent condition. At- 
tractive to customers because they are clean 
and bright, they appeal to dealers too, for they 
are priced to allow a reasonable dealer’s profit. 


You can depend on International for quality, 
quantity, price, and service. All standard makes 
are available for quick shipment. Write for 
one of our bulletins of special bargains—all 
sold with the personal guarantee of 


. 








W. F. (Bill) Clausing, President 
International Typewriter 


Exchange 
231-233 West Monroe St., Chicago, Illinois 
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MATTHEWS BROTHERS FURNITURE DEPARTMENT 

Matthews Brothers, Inc., 39-45 Cannon street, Bridge- 
port, Conn., have added an office furniture department. 
This business took over Chamberlain & Shropshire in 
1927. The officers of Matthews Brothers, Inc., are J. S. 








J. S. MATTHEWS, JR. 


Matthews, president and treasurer; C. W. Fitton, sec- 
retary; J. S. Matthews, Jr., assistant treasurer. J. S. 
Matthews is manager of the furniture department. He | 
joined the business after a course in LaFayette College, 
and has since concentrated on building up the equip- 
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INTERIOR VIEW OF MATTHEWS BROTHERS FUR- 
NITURE DEPARTMENT 


ment and stationery lines. The company features Art 
Metal equipment, Harter posture chairs, Gunlocke desks 
and National desks. Mr. Matthews reports a substan- 


tial increase in business the past year. 
fe 


SIMMS REPRESENTS WOODSTOCK IN THE SOUTH 

J. P. Simms has recently been appointed district 
manager for the Woodstock Typewriter Company with 
headquarters at Atlanta, Ga., and a large territory 
which includes Georgia, Florida and part of Tennessee. 

Mr. Simms takes to his new position an enviable 
reputation in the field, having been associated with | 
several of the major companies a number of years. He 
recently celebrated his arrivel in the southern territory 
by selling a large number of Woodstock typewriters to 
the Oglethorpe University in Atlanta. 


159 


anon Al 


TUBULAR STEEL STANDS 


for typewriters and office machines 





Model 33AA with stationery cabinet 


@ Finest tubular steel construction, 
electrically welded, distinguishes Sher-Man Type- 
writer Stands. Their special design, and simple, 
sturdy construction provides light weight plus 
strength and rigidity to withstand constant office use. 

The complete line enables you to meet any needs 
for office, shop, school, or home use. There are 
more than 60 models to choose from. All models are 
available with or without shelves (interchangeable 
right or left) and with steel stationery cabinet if 
desired. Models 23 and 24 have the exclusive 
Sher-Man quick acting toggle joint foot locking 
device, bringing casters or solid legs into action 
with a single movement of the foot lever. 


Dealers using the new Sher-Man envelope enclo- 
sures and other literature find it easy to increase 
their volume of profitable sales. Write for samples. 


Write for circulars and price list 


SHERMAN-MANSON 
MFG. COMPANY, 625 South Kolmar Avenue, Chicago 


Pacific Coast Representative 


C. J. SCHUBERT, Jr., 307 East Third Street, Los Angeles 


Stock on hand for immediate delivery 
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THE 


“(Quality Look | 


| MPERIAL packages have that Quality look that 
spells more sales. But Imperial doesn’t stop with 


the package—the contents too are all quality. 


* You 
perial Typewriter Ribbons and Carbon Papers to 


give that same Quality look to the work they do. 


and your customers—can count on Im 


Clean, clear impressions—long life—economy—a 


grade for every purpose—these are the natural re 


sults of Imperial Manufacturing policy. 


*% Send for samples and prices of Imperial Rib 
bons and Carbons. Test the samples. Compare the 
quality and the prices. Then take a look at what 
Imperial offers you—a four square dealer policy 
a fine line—and the Imperial Merchandiser to in 
sure easier and better selling. The Merchandiser 
alone is reason enough for making Imperial your 
carbon and ribbon line—it gives you and your men 


the information that helps you sell intelligently. 
Write for the Imperial story now. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
The Manufacturer with the Dealer's Viewpoint 
General Office and Factory 

LOL-407 Mulberry St.. Newark, N. J. 


19S. Wells St., Chicago 


321 Broadway, New York 
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INTERNATIONAL ISSUES NEW TYPEWRITER 
PRICE LIST 


A new and more simplified price list covering all 
| makes of typewriters including the wide carriage types 
| has recently been issued by the wholesale division of 
| the International Typewriter Exchange, 231 West Mon- 
roe street, Chicago. The new listing shows the exact 
cost of the machine in three grades—in the rough, over- 
hauled and in the 100 per-cent custom rebuilt grade. 

Previous to working out the new listings, according 
to William Clausing, president of the company, the firm 
had established and used a flat basic charge which was 
added to the rough cost of the typewriter plus an addi- 
tional amount for the wide carriage models. This was 
said to be confusing to any but experienced members 
of the trade. In referring to the new price list Mr. 
Clausing said: 

“Now that the stationery stores throughout the 
country are fast installing typewriter departments, we 
felt that our price list should be simplified to meet these 
new requirements. Those who study the new list will 
note that we have given advantage to the late model 
machines which do not involve the labor in rebuilding 
required by machines of an older type, and naturally 
the cost is not so great.” 

The new list covers every make of typewriter as 
well as the various types equipped with carriages rang- 
ing from ten to twenty-six inches. 

SMITH-CORONA SENDS O’BRIEN TO WASHINGTON 

With twenty-six years of experience at his command, 
Thomas M. O’Brien, who was formerly manager of the 
company’s branch at Baltimore, last month was ap- 
pointed acting manager of the L. C. Smith & Corona 
Typewriters Inc., branch at Washington. 

Mr. O’Brien began his career in 1911 when he was 
appointed by the Curtis Publishing Company as main- 
tenance man for several hundred L. C. Smith address 
stencil machines. Two years later he resigned that job 
to become a mechanic in the Philadelphia branch of 
the L. C. Smith Typewriter Company. He remained 
there until the United States entered the World War 
when he enlisted in the 103rd Regiment of Engineers, 
Twenty-eighth Division, Pennsylvania National Guard. 

Upon returning from France Mr. O’Brien resumed 
his former position in the Philadelphia service depart- 
ment under L. J. Harrington. Six months later he 
became associated with his uncle, Captain J. J. O’Brien, 
developing townsites and railways in Florida. In 1928 
he returned to the typewriter field and was assigned 
to the South Jersey territory. Five years ago he was 
made manager of the Baltimore branch, holding that 
position until his new appointment. 


—>—___ — 


DALY TO DESIGN FOR THREE COMPANIES 

Grover J. Daly, well known industrial designer of 
Glencoe, Ill., last month was retained to do product 
design work for three large companies in the industry, 
| according to a report received just before going to press. 
The concerns are the DoMore Chair Company, Elkhart, 
Ind., Artility Metal Products Company, Elkhart, Ind., 
and the Lyon Metal Products Company, Aurora, III. 

— 
KITTINGER OPENS CHICAGO OFFICE 

The Kittinger Company, Inc., Buffalo, N. Y., has re- 
cently leased 8000 square feet of space on the sixth 
floor of the Merchandise Mart in Chicago. The Kit- 
tinger Company, which specializes in high grade office 
furniture, maintains a large warehouse in Los Angeles, 
Calif. 
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Fielhables 
1937 


OFFICE EQUIPMENT BLUE BOOK 


‘“‘THE BIBLE OF THE INDUSTRY’’ 
Original. and Authentic 





The BLUE BOOK tells you instantly the 

minimum value and SPOT CASH price 

RELIABLE will pay for 

1. Adding-Calculating Machines. 

2. Typewriters. 
(Also shows approximate age of ma- 
chines and manufacturer’s trade-in 
values.) 

3. Billing-Bookkeeping Machines. 

t. Addressing, Dictating, Duplicating, 
and other Miscellaneous machines. 

5. Checkwriters. 











SPECIAL NOTICE 
OO 


This year more so than ever before, you will find it very difficult 
to keep in touch with the many changes that are sure to take 
place in the office equipment industry. 


RELIABLE is in a position to, and will keep you informed of 
these changes by special bulletins. 


The purchase of a BLUE BOOK will entitle you to these special 
bulletins. It, therefore, behooves you to register with RELIABLE. 


As always, progressive dealers everywhere will welcome with 
ey this valuable Office Equipment BLUE BOOK 
or 1937. 


Briefly, it enables wide-awake dealers to keep posted at all 
times on mechanical office equipment valuations. It eliminates 
the element of gamble in buying. And “right” buying is the 
battle half won. 


Valuations have been totally revised over those shown in 
RELIABLE'S 1936 Blue Book. Some have been reduced and 


others again materially increased. 


You are not required to write first . . . ship anything you wish 
and check will be mailed you the same day your shipment is 
received. Many times you will be pleasantly surprised by a 
larger remittance than the Blue Book calls for, because on 
machines heavily in demand liberal premiums are offered. 


RELIABLE'S BLUE BOOK also shows the latest 1937 allow- 


ances made on typewriters by the various manufacturers. 


If properly made use of, this book will earn you many, many 
times its value. 
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BLUE 
BOOK 


A valuation schedule 
of used mechanical 


office equipment 





ELEVENTH YEAR—APRIL 1, 1937 








TYPEWRITERZCADDING 


Wattle MACHINE (oz 


x M ROE ST HICAGO 





Reliable Typewriter & Adding Mach. Corp. 
303 W. Monroe St., Chicago 

Gentlemen: 

Please find enclosed $3.50 in payment of a copy of your 1937 
OFFICE EQUIPMENT BLUE BOOK. 

It is understood that copies of all special bulletins will be 
mailed to us as issued. 


SIGNED.. : ‘a , icmc occ'ses cgeaheaheeteuces 


Please attach coupon to your business card or letterhead as 
evidence that you are entitled to this confidential information. 








162 





Retail Price 


$600 





Retail Price 


$600 








Opportunity for DEALERS—AGENTS— 
DISTRIBUTORS 


Better performance, easier operation and positive 
dependability of A. D. K. automatic stapling and 
tacking machines, open up a splendid, new oppor- 
tunity for salesmen and distributors in the sale of 
machines and supplies. Prices and full details on 
request. 
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Announcing the 


A. D. K. 


Automatic Stapling 


and Tacking Machines 


FINGER TOUCH OPERATION 


Adjustable for 
Built 


of the finest steel with all moving parts hard- 


Forty sheets as readily as two! 


all kinds of work, light or heavy duty. 


ened assuring long wear. Absolutely jamproof 


staple cannot enter front jaws until staple 


hammer passes, and it is impossible for more 
than one staple to enter at a time. Satisfaction 
guaranteed if genuine No. 333 staples are used 
exclusively. These staples are supplied 210 in 
a strip and packed 5000 in a box. Loading is 
simplified by a new and improved draw band 


hook. 


Automatic Machine 


The A. D. K. 


operates with slight pressure of the hand and 


Tacking 
without any kickback. It is so constructed that 
when the hammer is released you have com- 
pressed the material you wish to tack, whether 
it be shipping tags, lining cars, drawing paper, 
window shades, screens, display cards, etc. Like 
the A. D. K. Stapling Machine, the A. D. kK. 
automatic tacking machine is adjustable to 
every kind of work, is absolutely jamproof and 
is guaranteed to give absolute satisfaction if 
genuine No. 444 staples are used exclusively. 
These staples are supplied 140 in a strip and 
packed 5000 in a box. The new, improved draw 
band 


A. D. K. automatic stapler is used also on the 


hook which simplifies loading of the 


A. D. K. automatic tacking machine. 


A.D. K. Corporation 


Chicago, Illinois 
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McBEE COMPANY EXPANDING 

An extensive building and expansion program is now 
under way at the main factory of the McBee Company, 
Athens, Ohio, manufacturer of accounting records 
equipment, according to an announcement by A. B. 
Roe, president and general manager. Mr. Roe stated 
that the expansion was made necessary by the con- 
stantly increasing business which the company has en- 
joyed for the past two years. 

Construction work was started March 1 and is sched- 
uled to be completed within ninety working days. The 
contract was let to the Austin Company, Cleveland, 
Ohio, engineers and builders. 

The large one-floor frame section, formerly housing 
the printing department, will be replaced with a mod- 
ern two-story brick and concrete factory, 202 feet long 
and 80 feet wide. It wiil allow for a 100% expansion 
of the printing department. The frame unit to be re- 
placed was erected in 1916. The new building will be 
an extension of and will match in all respects the sixty- 
by eighty-foot brick and concrete two-story unit built 
in 1924 at the west end of the frame building. The new 
structure will be so designed and built as to permit the 
addition of two additional stories should extra space 
be needed at a future date. 

When the new building is completed, it will house 
the finishing room and inspection department on the 
first floor and the composing room, press room and rul- 
ing department on the second floor. Entrance will be 
from the street into a 35-foot tower of glass brick. The 
stair well, with steps to the second floor, will be sep- 
arated from the building proper by fire doors. The 
floors of the building will be of unusually heavy con- 
struction, due to the many heavy presses and machines 
used by the McBee Company. The floor will have a 
base of 8-inch concrete to be covered with two-inch 
plank floor topped with seven-eighths of an inch of 
maple flooring, the latter to act as a cushion for the 
presses. 

To make room for the growing sales and business 
departments space has been taken in a building just 
across the street from the factory, formerly occupied 
by a small hotel. The first floor of this building is 
being remodeled and equipped for the sales depart- 
ment. 

The McBee Company, which was organized in 1906, 
also has factories in St. Louis, San Francisco, Montreal 
and New York. Other officers besides Mr. Roe, are: D. 
R. Zenner, vice-president and factory manager; Harry 
B. McBee, vice-president and manager of the St. Louis 
factory, and P. M. Zenner, vice-president and eastern 
district manager. Roger Connor is sales manager of 
the Accounting Equipment Division and H. A. Baker 
is sales manager of the Railroad Division. 

> 
G. F. INCREASES WAGES 

General Fireproofing Company announced on March 
8 a wage increase of ten percent for 1700 shop em- 
ployes and a readjustment of salaries averaging about 
ten per cent for 300 salaried employes. The wage and 
Salary increases will cost from $300,000 to $350,000 a 
year, President George C. Brainard estimated. A few 
score laborers on straight hourly rates received a larger 
increase. All other employes are on production earn- 
ings.—AK 

> - 
PAYNE ADDS CAMERA DEPARTMENT 

T. H. Payne Company, office supply and book store on 
Market street, Chattanooga, has recently added a com- 
plete kodak department, with developing and printing 
features.—CG 
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CEN-TR-KOTED 
CARBON PAPER 


PROVIDES 
“A QUALITY FOR 
EACH REQUIREMENT © 


To assure complete Carbon-Paper satis- 
faction, this vastly superior carbon 
paper is made in a special quality for 
each especial use! That’s why CEN- 
TR-KOTED, used in connection with 
the perfected CEN-TR-KOTED Back- 
ing Sheet, always produces sharp, 
clean, lasting copies! That’s why 
CEN-TR-KOTED popularity grows 


constantly larger! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.”’ It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 


booklet. 
e 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. Francis O’Connorn, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Portland, Ore. Denver 





Los Angeles Houston, Tex. 
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Most 
important 
to the office 
equipment 
dealer, are 
GOOD 
WILL 

and 

GOOD 
BUSINESS 





No. 4210 


Take 
advantage 
of the 
quality 
safeguard 


772 


No. 4211 


HIGH POINT 


OFFICE CHAIRS 


Value and satisfaction are HIGH POINT attri- 
butes. They add to the dealer’s good will and profits, 
and support our steady growth and progress. The 
Chippendale design illustrated above is made of 
pecan, walnut or mahogany finish, and upholstered 
by skilled craftsmen. In every way it is worthy of the 
HIGH POINT slogan—comfortable chairs, cor- 


rectly constructed. 





In addition to our upholstered line, we have a large 
variety of wood chairs, designed to match the desks 
now in vogue, as well as stenographers’ posture 
chairs, school and tablet chairs, jury chairs, stools, 
bentwood and folding chairs, etc. Our catalog with 
full details and illustrations is sent on request 


HIGH POINT BENDING 
& CHAIR COMPANY 


Siler City North Carolina 





| 
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BARKLEY CREATES CLEVER FOLDER 
AND GUIDE TAB CHART 

A new and ingenious folder and guide tab chart has 
recently been created by C. L. Barkley & Company, 517 
South Jefferson street, Chicago, as a valuable aid to 
dealers, filing supply salesmen, purchasing agents and 
others. 

The new chart, shown in the accompanying illustra- 
















































































THIS IS THE C. L. BARKLEY 
& COMPANY NEW FOLDER 
AND GUIDE TAB CHART. 
Fully described in the accom- 
panying story, this ingenious 
device is one of the best sales 
aids ever offered to Barkley 
dealers and salesmen. 





tion, is expected to do away with considerable delay 
which has hitherto created dissatisfied customers, lost 
business and confusion because of errors in specifica- 
tions in ordering filing supplies. 

This clever chart enables anyone to correctly deter- 
mine tab sizes, position and dimensions of any file 
folder, vertical guide and card guide manufactured in 
the filing supply industry. It is prepared on a letter 
size file folder convenient for handy reference in the 
catalogue file or salesmen’s portfolio. 

Those interested in procuring this useful chart may 
do so by writing to the Barkley home offices. 

atin : 
QUINLAN DUPLICATING COMPANY FORMED 

Established in a location at 647-53 West Randolph 
street, Chicago, in which the firm has 20,000 square feet 
of space available for its plant, the Quinlan Duplicating 
Company was recently formed by Robert P. Quinlan. 

Mr. Quinlan established the organization late in Feb- 
ruary and has already began production on a large 
scale. He numbers more than fifty customers in Chi- 
cago and Milwaukee. 

According to Mr. Quinlan his firm manufactures film 
rolls, papers and other duplicator supplies. In this he 
is aided considerably by years of experience gained 
while occupying important positions with the Vivid di- 
vision of L. C. Smith & Corona Typewriters, Inc., and 
with Ditto, Inc. In speaking of the ever-increasing 
business already experienced by his organization, Mr 
Quinlan said: 

“Frankly, I am delighted with the reception I have 
received from the trade. We opened for business offi- 
cially on February 3 and since that time the demand 
for our products has increased in leaps and bounds, 
both in Chicago and Milwaukee and in the territories 
adjacent to these two cities.” 

-_ lp a 

NUELLE TO HEAD EVANSVILLE LEGION POST 

George Nuelle, district representative of the Kee-Lox 
Manufacturing Company at Evansville, Ind., has been 
elected president of Burdette Post, American Legion 
for the ensuing year. Nuelle saw service overseas dur- 
ing the world war. He has been active in Legion affairs 
for a number of years.—WBC 
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IT TAKES A 





HAMPION 


TO TAKE THE HURDLES! 








(ZHAMPION TYPEWRITER RIBBON in service, wear, beauty 
of write, Marathon takes the hurdles of ‘‘price” competition, of un- 
proved or faltering opposition, in thoroughbred style. 


Translated into definite dealer-advantages, this means that the price 
will stay fixed, the profit will be substantial and consistent, the turn- 
over regular, the volume gratifying—because of Marathon’s out- 


standing difference and superiority. 


Let us send you interesting figures, cold facts, to prove that in 


\larathon there JS a difference! 


CoLuMBIA Rippon & CarBoN Merc. Company. INc. 


Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
ENGLAND AUSTRALIA 


Columbia Ribbon & Carbon Mfg. Co., Ltd., 22 Bush Lane, London, E.C.4 Columbia Ribbon & Carbon Company (Australia), 66 City Road, Sydney, N.S. W. 


ITALY 
Columbia Nastri E Carta Carbone, 8S. A. Via Tito Livio No. 6, Milano 134 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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PREFERENCE 





of discerning Cuyers/ 


The nation-wide reputation of Steel- 
case is daily helping to create sales 
for Steelcase Dealers. For years, 
Steelcase has maintained its leader- 
ship by producing office equipment 
which has successfully served pro- 
gressive business concerns. These 
facts cannot be overlooked. The pref- 
erence rating of Steelcase is high. 
Alert dealers are capitalizing on the 
preference accorded the Steelcase 
line. 


The Steelcase franchise definitely in- 
sures local leadership. Dealers the 
country over have proved this for 
years. The utmost in craftsmanship, 
beauty and _ serviceability is pre- 
dominant in every Steelcase desk and 
filing cabinet ... sales are frequent 
... profits are worthwhile. The latest 
Steelcase catalog tells the complete 
and interesting story. May we sug- 
gest that you write for a copy today. 


Address: 











STEELCASE 


5 Business FE quipii err, 





METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 
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RELIABLE ISSUES BLUE BOOK 

Containing a “valuation schedule of used mechanical 
office equipment arrived at by consensus of opinion,” | 
a new Blue Book has recently been published by the 
Reliable Typewriter & Adding Machine Corporation, | 
303 West Monroe street, Chicago, and is now ready for 
distribution. 

According to S. E. Durand, general manager of the 
corporation, persons purchasing the Blue Book will be 
entitled to all special bulletins issued from time to time | 
by Reliable as to valuation changes for the life of the 
issue. Mr. Durand said in part: 

“The value of the Blue Book to dealers and salesmen 
has been proven by thousands of copies of previous | 
issues sold. This year, however, the book will be of| 
additional value due to the many changes which are | 
sure to take place.” | 


> 


COLUMBIA EXECUTIVES TRAVEL TWO OCEANS 


The latter part of February witnessed the departure 
of two of the Columbia Ribbon & Carbon Company’s | 


executives in opposite directions from American shores. 
To Honolulu went H. W. A. Dixon for a well-earned 
vacation after an extremely busy autumn and winter. 


aboard the S. S. Lurline. 
A. B. Holmes, Columbia’s newly-elected president. 
boarded the S. S. Rex for the purpose of attending the 
annual meetings of his company’s English and Italian 
subsidiaries. 

month. 
~~ 


BURGER SEES PROSPERITY AHEAD 
The following statement by D. D. Burger, president 


of the Art Steel Company, Inc., New York, N. Y., was | 


received too late for use as part of the symposium pre- 
sented in the March issue under the title “General 
Advance Forecast for Furniture.” 

“1937 is a boom year for filing equipment. 
curve of business expansion widens, manufacturers of 
office equipment may look forward to near ‘boom’ times 
in the industry. The corner being definitely turned 
everyone in the industry will share in its prosperity. 

“In such ‘flush’ times sight should not be lost of the 
ultimate responsibility the manufacturer owes to the 
consumer to maintain prices at a ‘popular’ level, i.e., 
at a level people are able to pay. The industry will 
share more broadly in general business expansion and 


retain its position in the commercial life of the nation, | 


to a large degree in proportion to its adherence to a 
policy of keeping industry products within the ‘ability 
to pay’ range.” 
> 
NORTH CALIFORNIA RIBBON MEN MEET 

The Northern California Carbon & Ribbon Dealers 
Association held a luncheon at the Palace Hotel, San 
Francisco, Calif.. March 3. W. G. Huston, president, 
was in the chair. The subject of discussion was “The 
Increased Cost of Production and Distribution.” 


_ re 


CHARTER PALM BEACH TYPEWRITER COMPANY 
Palm Beach Typewriter Company, West Palm Beach, 
Fla., has been chartered, 600 shares at $100 par value. 
Incorporators are E. F. Mulligan, Frank Speno and J. A. 
Bailey.—CG 


| 


He was accompanied by his wife, son and daughter | 


He will return about the end of this | 


As the | 
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BOCKWELL-BARNES 
STEEL BOXES anv 
TRANSFER CASES 





| 
| 
| 


| 


Rockwell-Barnes Steel Boxes 
| Transfer Filing of 
all kinds: letters, 


vouchers, bills, re- 


and Transfer Cases are not 


expensive! Sure, they cost 
ceipts, etc. For sheet ‘ 
more than run-of-mine wood 


music, small parts, 
small tools and doz- 
ens of other uses. 


or paper boxes but so little 
more—even if you buy them in 
small quantities—that the dif- 
ference won't start an argu- 
ment with the most confirmed 
And 


Rockwell-Barnes Steel Boxes 


price buyer. 


and Transfer Cases can be 
specially built to meet your 
own filing requirements at 


little or no extra cost. 


Why put up with flimsy cases 
in standard sizes when you 
can buy STEEL CASES that 
fit YOUR need at such a favor- 


able price? 


ROCKWELL- BARNES 








| 
| 


IStt WEST 38°F STREET* CHICAGO 


| 
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— fine leathers, with solid walnut 
frames and good materials MAJESTIC 
Craftsmen have customed these two new, 
smart, luxurious, down cushioned, ex- 
ecutive chairs. 

Like all MAJESTIC numbers they are 
popular priced—and will sell readily. 
We will gladly send details on the com- 
plete line to reputable dealers. 


MAJESTIC LOUNGE COMPANY, Inc. 
BRIDGEPORT, CONN. 


NEW YORK OFFICE & SHOWROOM: 192 LEXINGTON AV. 
CHICAGO SHOWROOM: MERCHANDISE MART 











“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(0. 8. Patent 1.788.693. Canadian Patent 834.059. Other patente pending) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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SEATTLE NEWS NOTES 

Extensive alterations on the second floor of the Un- 
derwood Elliott-Fisher Company, Seattle office were 
made during March in order to take care of the im- 
mense increase in service business, according to Mana- 
ger Geff Fink. 

“Business of the Seattle office has shown a tremen- 
dous increase since January 1,” said Manager Fink. 
“We are crowded for space, both for display and service 


OYAL 


Wold No} 


TYPEWRITER. 


for Max \arcen 


weld Nol | 
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THIS ROYAL DELUXE Awe oy E WAS 
PRESENTED RECENTLY TrO MAX 


STARCEVICH, GUARD ON THE 1936 
UNIVERSITY OF WASHINGTON PA- 
CIFIC COAST CHAMPIONSHIP FOOT- 


BALL TEAM AND SELECTED AS 
GUARD ON COLLIER’S 1936 ALL- 
AMERICAN ELEVEN.—Included in the 
picture are some of the other awards won 
by the noted grid star all of which made 
up a display in the window of the Uni- 
versity Book Store, Seattle, Wash.—JCJM 


accommodations and we intend to have one of the fin- 
est offices of the typewriter industry in Seattle. 
> * J 

Considerable attention by students, authors, and mu- 
sic teachers was shown by two windows dressed during 
the week March 6 to 13 by two firms in the University 
District, Seattle. 

The U. Mimeo & Typewriter Company displayed the 
new musical keyboard of a machine manufactured in 
Germany with printed and actual samples of the work, 
and a printed sample of musical keyboards available 
on both Corona and Remington portable models. 

The University Book Store featured an “International 
Keyboard” and charts of additional special keyboards 
available on various portable models for those engaged 
in the professions —JCJM 


a oe - 
JOHNSON COMPANY IN NEW QUARTERS 
The Johnson Stationery Company of Houston, Texas, 
recently moved into new quarters at 1107 Fannin street, 
where the firm now has doubled the space available at 
the old location. At the same time, J. H. Johnson, pro- 
prietor of the office outfitting house, announced that 
his company is taking on a line of steel filing cabinets 


and is enlarging its stock of stationery. 
me 


COLUMBIA C. OF C. APPOINTS SIMONS 
Arthur St. J. Simons, recently elected president of 
the R. L. Bryan Company of Columbia, S. C., has been 
named on the 1937 budget committee of the Columbia 
Chamber of Commerce, of which his firm is a member. 
JW 
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Expanding Pressboard Folders 
Ker, With Removable W-J 
o altima } Prong Fastener 
| lbh x OO 





Bindrite folders are equipped with 
a permanently attached slide track, 
W-] prong fastener and Manila index 
sheet. Papers are filed chronologically 
on top of the index sheet and when 
they become inactive, the complete 
bound contents with fastener and in- 
dex sheet are removed from the folder 
by sliding the fastener out of the slide 
track. The file, securely bound, is then 
ready to be placed in a transfer cabi- 
net. Folders may be used over and over 
again by sliding a new W-J fastener 
Bound and indexed file can be re- and Manila index sheet into place. 
moved from folder when complete. Bindrite folders provide a strong 
durable method for filing important 


papers. 
a Save filing space due to compres- 


——===_ a sion of fastener. 


Save time—papers always in order 
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-| 


| ; I *j ~» and no possibility of loss of valuable 

| 3 oaths | papers. 

| <3t@! 4s | Economical because folders are 
3 thee ch ois used over and over again. 


Bindrite folders are made of 20 
point genuine red pressboard with ex- 
panding cloth gussets, legal or letter 
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Complete bound and size. Fasteners are attached in either 
indexed file removed. U side or top position. W-] prong fas- 
from folder, ready for — — J, t 234" ton 6 t 
fil ; eners are 4 Center to center. 
transfer to inactive 2. 2. Sy S . h H lf Thi C f 
Folder again for use with traight, Half or Third Cut Tabs. 
new fastener index sheet Packed 25 to a box. 
| ONE INCH CAPACITY | TWO INCH CAPACITY 
Description Fastener at Side | Fastener at Top | ___List Price __|| Fastener at Side | Fastener at Top List Price 
Stock No Stock No Eech | Per 100 Stock No. Stock No. Each | Per 100 
LETTER SIZE—For Sheets 11x8'4 Inches 
Straight Cut S-150__ T-150 $0.27 | $23.00 S-250 T-250 $0.30 | $26.00 
Half Cut, Assorted Positions S-152A T-152A .27 23.00 S-252A T-252A .30 26.00 
Half Cut, Left Position S-152L T-152L .27 23.00 S-252L T-252L .30 26.00 
Half Cut, Right Position S-152R T-152R .27 23.00 S-252R T-252R .30 26.00 
Third Cut, Assorted Positions S-153A T-153A .27 23.00 S-253A T-253A .30 26.00 
Third Cut, First Position S-153-1 T-153-1 .27 23.00 S-253-1 T-253-1 .30 26.00 
Third Cut, Second Position S-153-2 T-153-2 .27 23.00 S-253-2 T-253-2 .30 26.00 
Third Cut Third Position S-153-3 | T-153-3 | .27 23.00 S-253-3 T-253-3 .30 __ 26.00 
LEGAL SIZE—For Sheets 14x8'2 Inches 
Straight Cut T-350 $0.33 $28.00 | T-450 $0.36 $31.00 
Half Cut, Assorted Positions T-352A .33 28.00 | T-452A .36 31.00 
Half Cut, Left Position T-352L .33 28.00 | T-452L .36 31.00 
Half Cut, Right Position T-352R .33 28.00 T-452R .36 31.00 
Third Cut, Assorted Positions T-353A .33 28.00 T-453A 36 31.00 
Third Cut, First Position T-353-1 .33 28.00 | T-453-1 36 31.00 
Third Cut, Second Position T-353-2 .33 28.00 T-453-2 4 31.00 
Third Cut, Third Position T-353-3 .33 28.00 T-453-3 .36 31.00 
F ‘ ee, ¥ ‘ " 
, ' ag pats: -vgaiagy p27 5: ee 2 Dy 
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ELIZABETH, N. J. CHICAGO NEW YORK, N. Y. j 








A NEw and unique payroll method devised by 
the “Comptometer” research staff provides an 
ideal solution to payroll accounting problems 
resulting from Social Security legislation. 
The “Comptometer”’ Payroll Method pro- 
vides for the recording of employee records 
with respect to earnings and deductions of 
all kinds in a simple, economical and highly 
flexible manner. 
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Outstanding features of this Method are 
(as in normal figure-work routine handled by 
“Comptometers’’): accuracy, economy, speed 
and extreme adaptability. 

For a copy of the illustrated six-page folder 
shown above, in which the “Comptometer” 
Method is outlined, write (on your firm’s 
letterhead) to the Felt & Tarrant Mfg. Co., 
1735 North Paulina Street, Chicago, Illinois. 


IMETE 
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S. F. NEWS LAUDS MARCHANT 

In a lengthy and enthusiastic editorial the San Fran- 
cisco Daily News last month paid a series of high com- 
pliments to the Marchant Calculating Machine Com- 
pany. In addition to listing the company’s officers, as- 
sets and personnel, the editorial told the story of the 
firm’s history in the business world from its founding 
up to the present day. 

—_—_—___ 
ROYAL ANNOUNCES SALARY INCREASE 

Affecting factory employes and salaried workers in 
varying degrees, a substantial pay increase has been 
announced by the Royal Typewriter Company. 

Becoming effective on March 15, the increases in- 
clude one of from seven to eight per cent for those em- 
ployed in the factory, and another of five per cent for 
the salaried workers. More than 5300 persons will 
benefit, it was announced. 

According to Vice-president Charles B. Cook the new 
increases will add $572,000 to the payroll. 
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AIDs.— 


SALES 
These recently-issued and clever 


TWO HOTCHKISS 
issued by the Hotchkiss 
Norwalk, Conn., were 
page 148 of the 
Appliances 


dealer aids, 
Sales Company, 
fully described on 

March issue of Office 


EPSTEIN SAILS FOR ENGLAND 

Joseph Epstein, Old Town Ribbon & Carbon Com- 
pany, Brooklyn, N. Y., sailed last month aboard the 
S.S. Queen Mary for London, England, where he will 
complete negotiations of pending raw material con- 
tracts and will visit the company’s distributors in Eng- 
land and on the continent. 

While Mr. Epstein is traveling abroad increases in 
manufacturing facilities are under way at the factory. 

niaccgilllieaiaadis 
I. B. M. WINS PLAQUE 

At a dinner recently held by the Binghamton, N. Y.., 
Chamber of Commerce in that city, the Associated In- 
dustries of New York State, Inc., presented to Inter 
national Business Machines Corporation a_ bronze 
plaque commemorating the safety record made by the 
company at its Endicott, N. Y., plant in the three 






























“GAYLO” 


CORRECT POSTURE 
METAL FOLDING CHAIRS 


Ideal for offices, sales rooms, 
schools, churches, clubs, lodges, 
beauty shops, etc. Riveted 
at all joints, made of heavy 
COLD ROLLED steel. Com- 
fortable and rigid in construc- 
tion. Opens and closes 
quietly. Folds flat and stacks 
easily. Upholstered seat and 
back. Rubber tipped front 
legs. Baked 
Synthetic Enamel 
Finish. 


Colors: Mahogany, Bleck, 
Green, Tan and Bone 
White. 


An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Backed by 
an organization of many 
years of manufacturing 
experience. 


THE GAYLO MFG. CO. 


CHICAGO, ILL., U. S. A. 





820 NORTH MICHIGAN AVE. 
= 
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— his. kind OF GOSSIP 
15 A GOOD THING 


Happy gossip bits about The Stevens! 
Travelers, wise in living, tell about the 
world of ease and comfort to be found 
at this largest hotel in all the world. 
‘Located ideally—in the business 
district yet on the Park and Lake, removed 
from the turmoil of congested traffic’. . . 
“Rare attention to even little comfort 
details’’.. . “Biggest bargain in hotel 
living.’’ These are the things they say. 
Come to The Stevens—see for your- 
self! Enjoy the comfort that has made The 
Stevens Chicago’s Outstanding Hotel. 
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Art Moderne 
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For cleancut design, all around utility, 
exceptional strength and moderate cost. 
recommend this desk. It has genuine 
walnut veneered top and panels and 
genuine walnut top rims and drawer 
fronts. (It is also furnished in mahogany 
veneer.) Available in 66, 60 and 50-inch 
sizes, also single pedestal 42 and 36 
inch, pedestal typewriter, double and 
single pedestal drop head desks and 
60, 50 and 42 inch tables. Full details 
of this and nine other series are given 
in our current catalog. Jasper Office 
Furniture Company, Jasper. Indiana. 
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months ended December 31, 1936. This was stated to 
be the best safety record for the period in the state. 
The plaque, the third award of its kind to be won by 
the company, was accepted on behalf of the company 
by W. F. Titus, vice- ae. 
a 
KANSAS NEWS NOTES 
That the stationer has many “breaks” in his mer- 
chandising schedule, is the belief of John A. Crow, of 
Hall’s, Topeka, Kansas. He cites the time he burned 
200,000 chain letters in six days. Press Club dinner 
tickets, recently handled at Hall’s, at the annual “Fry- 
ing Pan Show” totaled 420. Kodak, film and motion 
picture sets bring daily traffic. So thick was his Valen- 
tine crowd of shoppers that Mr. Crow took a picture 
of the jam. Keep your store newsy, is his policy, and 
the crowds will come. 


* *« * 


Vernon B. Shipley, son of the late Sam Shipley, of 
Neodesha, is carrying on the Shipley Book Store, con- 
centrating on book and stationery lines. 

* * * 

Phil M. Anderson, commenting on the fact that 
$30,000 worth of schcol motion picture equipment was 
sold last year, urges every book and stationery dealer to 
investigate the selling possibilities of this merchandise. 
Mr. Anderson points out that schools, trying valiantly 
to get and hold the students’ attention with basketball, 
literary societies, dramatics, and music of all types, will 
welcome the aid of dealers in strengthening student 
interest through the medium of pictures, now avail- 
able in educational types, to supplement‘ textbook in- 
formation. 

x * € 

A suggestion for association presidents: Phil M. 
Anderson, president of K.B.D.A., keeps going a round 
robin letter to his directors, with wide margins. On 
this notations are penciled, and the budget travels on. 
It saves individual letters, and gives the effect of a 
committee meeting by remote control. 

+ * * 

A distinct trend toward three-ring binders is found 
by Kansas dealers. John Kaiser of Ottawa sells a 
three-ring book, and the important refills, to business 
men for inventory purposes. Carl Miller, McPherson, 
keeps and pushes a three-hole filler in a ten cent pack- 
age of heavy standard paper; if necessary, he punches 
the three-holes himself. 

. . > 

The zipper is the wanted notebook cover for the 
high-school student, declares L. L. Bolt, Hutchinson. 
Younger children will buy any attractive cover—espe- 
cially red! The trend is away from black and to brown 
in covers 

Stationers who have something to sell to rural 
patrons, if they take the advice of Charles Mitchell, 
Crane’s, Topeka, will catalogue it on some form of hand- 
bill, and get it into the homes, and schoolhouses, as an 
icebreaker. Farm readers, who buy only after much 
mulling over comparative lists, want every price exact. 

ATW 

oe - 
FORD OPENS BOONVILLE STORE 

Thomas Jefferson Ford, an expert typewriter repair 
man, has opened a repair shop in the Ford Building 
on South Third street at Boonville, Indiana.—_WBC 

saniatiiliiaeneas 
COMMERCE DEPARTMENT OPPORTUNITY 

Commerce Reports states that a business house of 

Ankara, Turkey, is considering the purchase and sale of 
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calculating machines. Inquiry No. 2254. 
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OAKVILLE OFFERS 
CHISEL-POINT STAPLES 


CHISELED POINT INSURES EASIER, SURER PENETRATION! 


In order to bring you a more perfect staple—a staple that holds efficiently and yet 
is easily inserted—Oakville offers the Chisel-point staple. Precision made, the 
staples are securely frozen together—thus insuring an even flow. Staples are packed 
in an attractive box, with a flap at one end for convenient removal. For fifty years 
Oakville has been serving stationers—keeping pace with every advance made in the 
stationery field — meeting the stationer’s requirements for pins, clips, fasteners, 
thumb-tacks and like products; fulfilling his needs for more and more efficient 
products, better packings and better values, and offering him good profits with 


whole-hearted co-operation. The Chisel-point staple is an example of the many 


OAKVILLE COMPANY 
DIVISION 
- 
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improvements Oakville is constantly adopting in order to give Oakville 
customers better value. Write for complete information. Start saving if 


today —the Oakville way! 


OAKVILLE COMPANY 


DIVISION SCOVILL MANUFACTURING COMPANY, WATERBURY, CONNECTICUT 
PINS e CLIPS e FASTENERS @e THUMB-TACKS e TAK-A-PINS, ETC. 











NEW YORK ° CHICAGO . SAN FRANCISCO 


In Canada: Brown Brothers, Ltd., Toronto 2, Canada 
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753% Savings in One Department 
50% Faster Work in Another 


With ELECTRIC 
DUPLICATING 
MACHINES 


“6 E save one to two days in deliver- 








ing layouts and schedules, plus 
75 per cent in cost of materials in our 
Engineering Department. The duplicat- 
ing work in our Accounting Department 
has been speeded up §o per cent, plus 
the advantage of brighter and sharper 
copies,” Savs a satished user of modern 
duplicating machines. 

* * * 
Companies large and small throughout 
the country report similar amazing 
savings by using up-to-the-minute ma- 
chines for duplicating order invoices, 
routing sheets, production reports, news 
releases, shipping notices, financial 
statements, price changes, and other 
widely different items. You, too, may 
have duplicating operations that can be 
modernized at a considerable saving to 
you. 

The satisfactory operation of any elec- 
tric duplicating machine depends in 
part on the motor and control. Be sure 
that the machine you buy is electrically 
equipped by General Electric. Although 
General Electric doesn’t make office 
devices, it does make a line of motors 
and control specially designed for them. 
General Electric Co., Depr. 6A-201, 


Schenectady, New York. 





070-169 


GENERAL @ ELECTRIC 
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(Ninth District Meeting—Continued from page 71) 
chants without satisfactory evidence of the ultimate 
ability to pay.” 

Grieve Is Absent 

In the absence of Russell Grieve, Maverick-Clarke 
Litho Company of San Antonio, who was to be chair- 
man of the afternoon meeting, Governor Eisenlohr 
continued in the chair. Ted Caswell of F. S. Webster 
Company read an address on “Obsolescence Markets” 
in the absence of H. M. Russell of Amarillo who was 
unable to attend on account of illness. The paper ad- 
vised that “you better than any one know the value 
of keeping business records up to date. Current busi- 
ness would not have reached its present growth without 
the products of this industry. Banking and business 
and the growth of the country are dependent upon rec- 
ords:” With these statements the paper then went into 
a general discussion of business to be gained through 
the sale of safes and fireproof filing cabinets. It was 
shown that ninety-five per cent of the business firms 
keep their records in safes or vaults that are of an 
antiquated or unknown quality; that many safes are 
old and insufficient to give full protection; and that 
where firms have been quick to replace old typewriters, 
old desks and other equipment, that safes and vaults 
have stayed on. 

Frank Morse of Browns-Morse Company spoke on 
“The Steel Office Equipment Situation,” in the absence 
of George Brainard of General Fireproofing Company. 
“T have felt very strongly on the situation between the 
dealers and the manufacturers of what I would like to 
call ‘legitimate’ steel furniture,” Mr. Morse said. “Some 
of you have taken cheap, inferior equipment to meet 
so-called competition instead of making a study of your 
equipment and selling the best.” Mr. Morse then 
pointed out that there were some 800 parts in steel 
filing cabinets and over 15,000 operations to make a 
four-drawer filing cabinet, this including all welds, etc. 
“Today,” he continued, “there are seven grades of files 
on the market. Why? Isn’t that foolish? You and I 
are responsible for that. Let’s educate our salesmen to 
sell the better files. Isn’t it the height of foolishness 
to take a man over to your cheapest filing cabinet? 
Business is on the upturn. The volume for 1929 was 
twice that of 1936. In other words, we’ve just started 
to come back.” 

Amateur Hour Is Success 

Charlie Garvin introduced a man whom he called 
“the greatest salesman I have ever known in my life” 

. William A. (Bill) Parker. 

Mr. Garvin’s amateur hour, in which Ed Little did 
some ingenious magical tricks, and skits were offered 
featuring Roger Wakefield, Loraine Saxon, Tom Con- 
neely, Art Pfister, Harry L. Murdoch and Milton Shus- 
ter, cooperating with Mr. Garvin, completed the day’s 
program. Further discussions on the program were 
postponed until Friday. 

Friday Meeting 

The meeting Friday was opened with an address by 
Otto Eisenlohr, governor, on “You Are in a Billion 
Dollar Industry.” Pointing out that the magnitude of a 
billion dollars was hard to understand, Eisenlohr 
showed that it was the equivalent of 1,000 times a 
million dollars. The 1930 census showed 5,000,000 per- 
sons employed in office, he stated, and reported this as 
an increase of fifty-two per cent in ten years. “The 
business you are in,” he said, “has an enormous place in 
upholding the business interests of this country. The 
business man must have tools to work with, and you 
are the ones who furnish those tools.” 


One Hour A Day! 


A dealer writes us that he makes it a practice 
to spend at least one hour a day in demonstrat- 
ing visible record binders. Proper explanation 
of the advantages of visible binders in prefer- 
ence to blind card files, he reports, has materially 
increased his business and made many satisfied 
customers. Why not follow this progressive 
merchant’s example. Give prominent space to 
a sample visible record binder and turn inquiries 
for card files into really profitable sales! 


A few of the records which thousands of or- 
ganizations are now keeping in visible forms are: 
Stock and Inventory Records 
Purchase and Quotation Records 
Security Records 
Prospect Records 
Sales Records 
Service Records 
Production Records 
Accounts Receivable and Payable 
Personnel Records 
Plant and Equipment Records 


You should get your share of this business. 
Cesco Agencies are available to established, 
progressive dealers. Write for literature describ- 
ing both non-shift and automatic shift visible 
equipment. 


During the recent rush for social security payroll records, 
dealers appreciated the value of CESCO’S progressiveness in 
making available a really complete line of forms and outfits 
designed to meet all requirements throughout the country. 
This was merely indicative of the leadership that has marked 
CESCO’S thirty-six years in the record-keeping equipment 
field. 


From simple business forms to complete systems—from inex- 
pensive transfer binders to elaborate steel-back ledgers, 
CESCO’S products cover the complete range of record keep- 
ing requirements. Investigate TODAY and turn EVERY 
inquiry into a profitable sale! 


LONG ISLAND CITY, NEW YORK 
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THE C. E. SHEPPARD CO. | 


4401-4429 Twenty-First Street 





















The 60” desk 
from Evansville 


No. 3200 Group. 







1937 will richly reward the dealer who does a thor- 
ough selling job on wood office desks. 


Spread before us is a vast market for new installa- 
tions, for modernization, and for replacement. 


Your sales efforts will earn generous profits if 
centered on Evansville Desks. Packed full of eye 
appeal, cleanly built and priced appealingly low. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE INDIANA 








This DOPP-CRAFT File 
Case Is Unexcelled 


This splendid file case has ten expanding pockets for 
legal or letter size papers and talon zipper on three 
sides so case is flat when open. Two strong handles, 
solid reinforced bottom, extra heavy gussets all 
s3round and the most durable construction through- 
out. Made of Walrus top grain cowhide in black or 
brown, this file case is as handsome as it is useful. 
Send for catalog of complete line 


CHARLES DOPPELT & CO. 


Opposite Merchandise Mart 







412 Orleans St. Chicago 


#518 


Size: 17x11 
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He advised his listeners to “know your business so 
you can talk it with confidence and authoiity. Every 
successful business, he said, was built on a service 
rendered at a profitable price. The country is going 
on demanding more service, and in the rendering of 
this service, too much emphasis cannot be placed on 
market analysis. All work in offices must be done on 
desks or tables with equipment and supplies which you 
supply. There is a stupendous replacement market. 
Seventy per cent of all bookcases are over ten years 
old; fifty-one per cent of all chairs are over ten years 
old. Posture chairs need not be confined to office work- 
ers alone, but to those who are in factories, telephone 
exchanges, etc. 

Going into further detail in emphasizing his pcints, 


| Mr. Eisenlohr, showed that fifty-one per cent of desks 


are more than ten years old; that much equipment still 
in use has been written off the books as obsolete. 
Burroughs’ salesmen call on a customer when the book- 
keeping machine is five years old, and when the adding 
machine is seven years old. They know it is time for 
replacement. 

He concluded his talk by outlining plans for increas- 
ing sales this year. 

Mr. Garvin drew the usual 100 per cent attention he 
receives when he began his discussion on the Robinson- 
Patman bill. Pointing out that twenty-three years ago 
the NSA passed a resolution asking the United States 
Chamber of Commerce to request Congress to pass a 
law which would permit agreements, and that thirteen 
years ago “we wrote a code of fair practices,’ Mr. 
Garvin showed that these very desires were contained 
in the Robinson-Patman bill, and that if “we don’t like 
it now, it’s something we asked for, and have obtained.”’ 

He went further to show that twenty-three states had 
anti-discrimination laws; thirty-two had changed their 
tax laws; and that business men had worked for years 
to get legislation which would protect the honest mer- 
chant, and now it was here. 

He closed his remarks with the warning that the bill 
had been passed, and that stationers should live up to 
the law. The Federal Trade Commission would not, he 
believed, be hard with those merchants who made occa- 
sional mistakes, but who showed an honest endeavor to 
live up to the law, but those who deliberately violated it, 
he warned, would surely go to jail. 

R. P. Grieve of Maverick-Clarke Litho Company, San 
Antonio, who has been retail director, was elected gov- 
ernor; and C. L. Hoera of Hoera-Rosenthal Company, 


| Fort Worth, was elected retail director. Fort Worth 


was selected for the 1938 convention city. 
aul : 
CLEVELAND STATIONERS MEET 

With 104 present, the Cleveland Stationers Club held 
a meeting and dinner at the Carter hotel on March 15. 

The meeting which was called by President Bert 
Trautman, sales manager of the Brooks Company, was 
an all-day affair with the afternoon devoted to a closed 
meeting for dealers, with Regional Governor Harold 
Hampton presiding. The evening meeting was ad- 
dressed by Mr. Hampton who spoke at length on selling 

Among those who attended the gathering were four 
members of the Wis-Ill Club of Chicago. They were 
Harry Balch, Quality Park Envelope Company; Harry 
Nichols, Weis Manufacturing Company: Ray Schu- 
macher, National Blank Book Company, and Charles 


| Consodine, of the Wallace Pencil Company. 


MICHIGAN STATIONERS ELECT OFFICERS 
At a meeting held on March 10, the Stationers Club 
of Michigan held at Lansing, Mich., elected the fol- 
lowing officers for the current year: 
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Heading the parade in desk lamps 


ted WHITE. KNIGHT 


FOR EXECUTIVE DESKS *« FOR THE HOME 











THE WHITE KNIGHT 
Celestialice LUMINAIRE 
(shown in dotted lines) in- 
creases salability because 
it diffuses soft, white light 
and eliminates eye-strain. 













A few months ago there was no such thing as a White Knight desk 
lamp. Today this lamp ranks first in trade and consumer acceptance. 

White Knight's rise is the most spectacular ever seen in the history 
of desk lamps—and only White Knight could have achieved it! No 


other desk lamp has its outstanding features. No other lamp has such Finished in Gunmetal 
and Silver 


WHITE KNIGHT 


talking points. 
MODEL 34 


or Statuary Bronze 
White Knight sold on sight, and goes on selling—because it guards = me 

ats retail list, $13.50 
sight. It’s revitalizing the market for desk lamps. Feature White 
OTHER MODELS 


Knight for quick turnover, steady sales, sure profits. $15.00 and more. 


\' 


GREIST MANUFACTURING COMPANY 
NEW HAVEN, CONN. 














NO LABELS BUT REAL VALUE 


PEERLESS DEALERS have genuine quality to sell their customers. 
Examine carefully the file illustrated which is the UTILITY or 
GRADE “C” UNIT. No other file in this field contains so many 


superior features. 


140 lbs. in weight (uncrated) 28 inches deep 







TORQUE 
SOLID BRONZE PLATE 
LABEL HOLDER 


TRIPLE SLIDE 
and HARDWARE FOLLOWER 


BLOCK 


PLUNGER TYPE 
LOCKING DEVICE | 

















BALL BEARINGS 


FLOATING ROLLER BEARING 


ROLLER BEARINGS 


REINFORCED CHANNEL DIVIDER 


HEAVY GAUGE 
U CHANNEL REINFORCEMENT 


TURNED EDGE ON BOTTOM 





Four Complete Grades 


Backed Solely by HONEST VALUE 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 


OFFICES 
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President, C. W. Seely, Tisch-Hine Company, Grand 
Rapids; vice-president, R. C. Nichols, The Daniels Com- 
pany, Muskegon; vice-president, Hubert C. Pratt, The 
Emery-Pratt Company, Lansing; treasurer, Jerry W. 
Gruner, the Franklin DeKleine Company, Lansing, and 
recording secretary, C. W. Leonard, Leonard & Com- 
pany, Detroit. 

Those named directors at the meeting at which thir- 
ty members were present were Walter Leonard, Double- 
day Brothers & Company, Kalamazoo; Dean Hall, 
Gage’s, Battle Creek; Fred Holmes, Prompt Press Com- 
pany, Detroit, and George W. Baxter, Saginaw Pub- 
lishing Company, Saginaw. 

ee 

CANADIAN ASSOCIATION ELECTS OFFICERS 

At a meeting of the Canadian Business Equipment 
Manufacturers Association held March 18 at Toronto 
the following officers were elected for the current year: 

Honorary president, J. J. Seitz, president, Underwood 
Elliott Fisher, Ltd.; president, A. T. Hunt, managing 
director, D. Gestetner (Canada), Ltd.; vice-president, 
Gordon Paterson, general manager, Dictaphone Sales 
Corporation, Ltd.; secretary, W. O. Detweiler, advertis- 
ing manager, D. Gestetner (Canada), Ltd.; treasurer, 
F. G. McGinn, assistant sales manager, Underwood 
Elliott Fisher, Ltd. The two newly appointed directors 
are G. F. Morris, president, International Business Ma- 
chines Company, Ltd., and E. R. Green, general man- 
ager, Canadian Postage Meters & Machines Company, 
Ltd. 

D. E. Bissell, sales manager of the Addressograph- 
Multigraph of Canada, Ltd., was elected chairman of 
the business show committee. 

- —_— 
INSURANCE CONFERENCE DUE IN 
ATLANTIC CITY MAY 24-25 

The eighth annual conference of the Insurance Di- 
vision of the American Management Association will 
be held May 24-25, 1937, at the Chalfonte-Haddon Hall, 
Atlantic City, N. J., according to an announcement 
by T. W. Dinlocker, vice-president in charge of the 
AMA Insurance Division, and secretary-treasurer of 
SKF Industries, Inc. 

ee 
SHARING IDEAS 
By Katherine Maurine Haaff 


Who knows what jewels of thought and priceless 
ideas there are, among successful business people, 
which have never reached the human ear or adorned 
the printed page? And who knows how much they 
may have encouraged and materially helped others, 
even though they may have seemed insignificant to 
the conveyor himself? 

The majority of business people are willing to share 
their ideas, once they realize how eagerly others await 
their opinions and how gratefully they are accepted 
by readers, including those who are equally as modest 
as themselves. Following are a few points, gathered 
from various sources, that definitely point out the ad- 
vantages, to the business executive, of being written 
up in his trade paper or business journal: 

1. “It increases the good will and estimation of the 
trade.” 

2. “It adds prestige to your name.” 

3. “It gives sub-executives a chance to profit by your 
philosophy and years of experience.” 

4. “You build public confidence for yourself and your 
company by disclosing ideas helpful to an entire trade 
or industry.” 


AMA 


5. “It helps to promote a fraternal feeling among | 


fellow tradesmen.” 
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Luxurious Leather 


You have noticed the trend back to leather 
office furniture—trich, luxurious, comfortable 
and durable leather—always in good taste, es- 
pecially so, if customed by BRIGHT. 


In the BRIGHT Line of leather office furniture 
is a wide variety of styles and designs to fit 
every customer’s taste—customed correctly— 
and priced right. 


Write for the new BRIGHT catalog—the way 
to new and better profits. 


BRIGHT CHAIR COMPANY, Inc. 
127-133 Bleecker Street NEW YORK, N. Y. 
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: NEW AND MODERN 

1b @ LOOSE LEAF} 
z PRESENTATION & 
: COVERS 

j balte-m double — ThenewDUO-TANG Loose 

i w - 

- — am Leaf Presentation Covers sell . 
: turn — Bi holes on sight to commercial firms, : 
- have metal ey executives, salesmen, agents 1 
= and students. A quantity proposition with large ; 
concerns. lly _—_ . 
: for surveys, Is, price 

q lists, booklets, catalogs, 

P letters, briefs, etc. 





7 DUO-TANG Covers are 
bi equipped with the exclusive 
* 1-piece built-in double 
- tongue fastener, which will not 
twist nor fall ~y from bind- 
ing position when wowrens 
or removing | papers. 

holes are od cad 
metal Ney Donily built 























one piece construction in ten 
rd colors. Durable construction, 
impressive ap segues . 
ten standar olors. 


Papers inserted aa re- 
moved with maximum 


ease and s 
ELLINGSWORTH MFG. CO. 
Chicago, Illinois 


ee price list and color 
sent upon request. 
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WM anufecturers of DUO-TANG Covers 
200 South Peoria St. 
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STATIONERS 
soll 


DR. “SCAT” 
TYPEWRITER 
REFINISHER 
a 2nd CLEANER 


Repeat sales and satisfied customers in- 
crease profits. Build your sales volume 
with this big seller. 


Order Dr. Scat Typewriter 
Refinisher and Cleaner NOW. 


MANUFACTURED BY 


DR. SCAT CHEMICAL COMPANY 
178 N. Franklin St. Chicago, Ihinois 
x x x 
Stocked by the following jobbers: Associated Sta- 
tioners Supply Company, Chicago; Beecher, Peck 
& Lewis, Detroit; Frank A. Weeks Mfg. Co., New 
York; Carpenter Paper Co., Oklahoma City, Okla.; 
American News Company, New York; Zellerbach 
Paper Co., Los Angeles; Bainbridge, Kimpton & 
Haupt, Inc., New York; and Shipman-Ward. 


























Popular Office Chairs 


QUALITY CRAFTMANSHIP... 
MODERN STYLING... 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and details 
on request. 








Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 
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GETTING THE PUBLIC SCHOOL BUSINESS 

A window full of the pennants of the various schools, 
with a few school books, etc., to give school atmos- 
phere to such window, every once in a while makes a 
hit for The Atlas Typewriter Company, 805 West Sev- 
enth street, Los Angeles, with the pupils of the various 
schools. 

The entire background of the window is covered with 
pennants gracefully arranged and such window usually 
is left in for two weeks, long enough to allow it time 
to soak in on all the youngsters. 

“If you think the kids do not appreciate this,” says 
Charles S. Brunk, member of the firm in charge of 
publicity, “you should have been here one day when 
we left out the pennant of one school wholly because 
we could not find such a pennant in town. A boy came 
in the very next day after the window was trimmed 
and told us we had forgotten his school’s pennant. 
When we told him we could not find one he raced out 
and presently came back with a fine one. Not only 
did we buy the pennant but we paid the boy for his 
trouble. That made a hit with him and he evidently 
told it all around the school grounds as we have had 
good business from that school after that. 

“We find advertisements in the school papers pay 
very well and we are in most of them. 

“Boys and girls of that age make good customers 
and we find them loyal to a high degree. They drag 
their parents in here because they feel friendly toward 
us. The average school pupil buying a typewriter here 
buys a portable at about $49.50. 

“Our location is especially good for school business 
as we are centrally located in the business district and 
as every street car going west has to pass our door a 
great many students get off at our corner when they 
come down town. 

“We find no business better than school business and 
assuredly no customers better spokesmen for us. The 
big window is of course our really best student contact 
maker.”—JET 

Oo —_ 
WHOLESALING ANALYZED 

A truly impressive work is the volume just published 
under the title “Wholesaling Principles and Practice,” 
the Ronald Press Company, New York. The two co- 
authors are Theodore N. Beckman, professor of Busi- 
ness Organization, Ohio State University, formerly con- 
sulting expert in charge of wholesale distribution, Bu- 
reau of the Census, United States Department of Com- 
merce, and Nathanael H. Engle, assistant director of 
the Bureau of Foreign and Domestic Commerce, United 
States Department of Commerce. The volume runs 
to six hundred and twenty-eight pages, including five 
appendixes and a comprehensive alphabetical index. 
A table of contents offers digests of chapters. There 
are also two lists which indicate respectively the illus- 
trations—graphs and diagrams, mostly, and tables pre- 
sented in the book. 

The content is offered in five parts. First comes a 
historical treatment in five chapters, sketching the 
nature and the evolution of wholesaling. Ten chap- 
ters are given to modern wholesaling systems. The 
operation and management of a wholesale business 
is considered for six chapters. Special economic as- 
pects of wholesaling are discussed in five chapters, and 
trends in wholesale practice are suggested by the last 
three chapters. The writing is clear and understand- 


able, and the book should prove useful in a practical 
way to many who are interested in the subject. 

















Some duplicator dealers carefully avoid 
‘problem prospects” .. . those firms 
which call for stencil duplicator work in 
tremendous quantities to be finished in 
a tremendous hurry. *% Niagara dealers, 
with the Niagara K2 Electric, tackle these 
‘problem prospects” head-on! The K2 
model is far faster than any other auto- 
matic feed stencil duplicator on the mar- 
ket. It produces up to 250 copies per 


. a record 


minute ... (has 8 speeds) . . 


that solves the long-felt need for high- 


K2 ELECTRIC 
(Automatic Feed) 


speed quantity production. The Niagara 
K2 Electric is not a freak performer. 
Every feature of Niagara’s mechanism is 
built into these K2 models... with 
special high-speed construction features 
added. % Niagara dealers tell us that 
demonstrations of the K2 Electric before 
their most exacting prospects leave those 
prospects convincingly sold. One dealer 
wrote, “‘It’s like eating cake . . . to sell 
those K2’s.’’ His expression strikes us as 


appropriate. Why not cut yourself a piece 


of the same cake? 


NIAGARA DUPLICATOR CO. 


37 LITTLE WEST 12TH STREET e NEW YORE 
5815 THIRD STREET * SAN FRANCISCO e U.S.A. © CABLE “NIADO” 
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pP | 3 R M A The Corporation Desk Set 


Practical +« Inexpensive ¢« Built for Long Service 


























Three piece Perma Desk set. Made entirely of Perma—without 
leather or fabric trim. Gold line and deeper line coloring form panel 


effect on desk pad. 


PERMA RESISTS cold, heat, moisture, liquor IN ONE YEAR PERMA PAYS ITS WAY. 


spots, time and wear. Wash with soap and A fresh blotter each week costs 40c per month. 
In twelve months the saving on this one item 


water. 

Lt . . . . . a hl . 

PERMA COLORS rest the eyes; relax tired will approximately pay for a Three Piece Perma 
nerves. Set. 


PERMA DESK SET COMPLETE—Green or Brown List Prices per set 
Legal Size D —_ (with Desk Pad size 18x24... . .$5.50 
egal Size Desk Tray and Rocker Blotter , with Desk Pad size 20x36... 7-00 
List Price each 


Dagger Type Letter Opener, Handle Colored to Match Perma.............75¢ 


' FOX 
GEO. E. FOX & CO. 


Office Specialty Manufacturers 





420 Orleans Street 
CHICAGO, ILLINOIS 











A STRIKING IMPROVEMENT 
IN CARBON PAPER 


Storm’s No. 681 Eliminates Feed-roll Offset 


This entirely new carbon paper will revise your 
ideas about clean carbon copies. Feed-roll pres- 
sure that produces ugly smudge from even widely 
known carbon papers has positively no effect on 
Storm’s No. 68]. Made in 4, 54, and 7 |b. 
weights. 

SEND NOW FOR SAMPLES. Also ask for 
samples of Cleangrip Carbon—the carbon with 
the curl resistance feature, and our Stormtex rib- 


“FCoRns evens? 
bons—noted for their long life and clear writing 





qualities. 


H. M. STORMS COMPANY 


Makers of “‘The Complete Line” of Carbon Papers and Inked Ribbons 
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STOCK CONTROL RE-EMPHASIZED 

That stock control continues to be a subject of lively 
interest in the field is attested by the article “Modern 
Stock Control” in the February issue of the British 
Stationer. Written from the point of view of the Aus- 
tralian, it carries a good deal of worth-while matter, 
with frequent examples derived from actual experi- 
ence of individuals. A human document, it contains 
one injunction of obvious merit: that “As stock con- 
trol cannot be effective unless it is maintained con- 
sistently, and as this requires enthusiastic and con- 
tinuous attention to detail, it is important that the 
retailer should select a plan which appeals to him, so 
that it will always be a pleasure, and not an unwelcome 
task.” Several systems are discussed. 

Principles and practices of stock control have been 
presented comprehensively in these columns in prior 
issues. Some incidentals cited by the Australian cor- 
respondent, are worth repeating here. The relation 
between stock-taking records and window display has 
been established. One retailer observed, for example, 
that when a certain item was displayed in bulk— 
twenty-five at a time—the sales increased substan- 
tially. Formerly only a couple were shown at a time, 
considerably less stimulating power being registered. 
Again, a new line of fountain pens was found to be 
falling short of the turnover expected. The records 
were consulted, and it was found that it had been 
put on display, in accordance with suggestions of the 
management. But the display had been only one pen. 
When a number were shown, with a card designed to 
point out the new value, sales followed. 

“Before installing my card system,” the retailer is 
quoted as saying, “I would have been satisfied with the 
assistant’s assurance, would have jobbed these off and 
never re-ordered, and would have lost a good, steady 
seller.” 

The cards tell this merchandiser “just when it pays 
to display certain seasonable lines, and in what months 
other stock, not usually considered seasonable, sells 
in greater quantities.” 

Helping to decide on possible quantity buying is also 
cited as a value of the card system. One stationer who 
had an opportunity to buy a quantity of cardboard, 
for instance, rejected it when he saw from his records 
that the time which would pass before it was sold out 
would be so great as to make such a large stock no 
advantage at all. 

It is advocated by one user of the system that all 
records of standard lines be kept in terms of the sell- 
ing price: three-penny, six-penny, and shilling note- 
books, for example, rather than notebooks of so many 
pages, or by certain trade names. The price is the 
factor that will remain of constant interest, where 
the lines or pages or trade names may and probably 
will vary. 

One unexpected advantage that befell a tradesman 
who installed a stock control system had to do with 
display. Before he used a system he was conscious 
of the great variety and quantity of items he wished 
to bring before his customers. After installing a sys- 
tem, he found that the number of items was so re- 
duced that the presentation of his stock was consid- 
erably facilitated, circumstances being so greatly al- 
tered that his attitude changed from that of confusion 
and impotence to confidence. 

—$$—g—____—_ 
SEVENTH PACKAGING CONFERENCE 

The American Management Association held its 
seventh packaging conference and Exposition at the 
Pennsylvania Hotel, New York, N. Y., March 23-26. 
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Eff & C Scientifically 


Correct 


POSTURE CHAIRS 


may be EASILY adjusted 
to fit any person 





Dealers find 
this feature 
and the 


9 year 


guarantee 


appeal to 
the trade 
@ 

Sold exclusive- 
ly through 
Dealers 
a 


Write for 
Catalog 


The 
FRITZ-CROSS 
COMPANY 


304 East 4th St. 
St.Paul, Minn. 














oO 











IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


FOLDERS 





GUIDES 


STAPLES 


STAPLING 
MACHINES 


WASTE 
BASKETS 


IN NEW YORK STOCK 


CAL CAMERON 
155 LEONARD ST. 
NEW YORK, N. Y. 








.. 
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DARNELL 
Office Chair 


CASTERS 


@ BUILD end HOLD 
BUSINESS 


Your customers will 
appreciate the smooth, effortless, quiet operation 
of Darnell Casters. Famous because they 


Always SWAWEE. and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials Ecoughent. Office Furniture 
and Appliances Factory-equipped with Darnell 
Products indicate the manufacturer's high regard 
for quality. 


The new Darnell Caster and Wheel Man- 
ual is now ready for distribution. 


DARNELL 
CORPORATION, LTD. 


P. O. Box 4027-O, Ste. B 
Long Beach, Californie 





Featuring the Darnell Patented 
Double Ball-Bearing Swivel 














Write for 
FREE Sample 
Set of Darneli 

Noiseless Glides 














and Special 

24 E, 22nd St, New York City Proposition 

36 N, Clinton, Chicago, lilinols for Darnell 
Dealers 








—————————————_ } 


WE WAITED UNTIL WE WERE 
SURE 





The AICO trade mark represents value, and we had to be | 


certain that any chair mat bearing that mark represented 
the highest quality possible. We have it now, a genuine 
oil tempered masonite chair mat with tooled edges, a 
beautiful even impregnated color, and the hardest possible 
finish. 


Four Colors 









Write Today ail 
for Free / Two Sizes 
Sample NOW: 


Genuine 


AICO 
Oil Tempered 


Masonite 


Chaic Mats 


Please send 
samples and 
prices of Genu- 
ine Masonite Oil 
Tempered Chair Mats 


Company 
Address 
Signed 


‘G-J-AIGNER:CO: 


503 SOUTH JEFFERSON 


CHICAGO 
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EVERY PROSPECT A PATIENT 
Every prospect a patient; typewriter 
made! 

These are two tenets of selling which have meant as 
much, if not more, than any others in obtaining a 
sizeable increase in business done by the Reliable Type- 
writer Company of Little Rock, Arkansas, during the 
past year, according to H. G. Oates, owner and operator. 

More than at any time in the past, Mr. Oates, whose 
company deals in Woodstock, said, the company has 
made a special effort to see that style of type, size of 
carriage, and any other feature of importance is the 
best that the prospect can have, before placing the 
machine. “The prospect is much like the patient in 
the hospital. It is necessary for the doctor to find out 
just what his trouble is, before he operates,” Mr. Oates 
finds. 

Consequently, correct approach, before sale is ever 
suggested, has been found more important than ever 
before. Efforts are made to learn all he can about the 
man’s business, before he approaches the customer, 
Mr. Oates said. Business is carried into the office of 
the customer, rather than to the office of the type- 
writer dealer. 

Suiting the keyboard to the fingers of the operator 
who is to use it, tuning the typewriter to the operator’s 
touch as you would a piano, has made his business 
more and more a “science,” Mr. Oates finds. Type of 
business is given a primary consideration: whether it is 
a library, which will require certain type and materials; 
or a business using file or mail cards heavily; or an- 
other which depends upon letter writing, or one com- 
bining all such needs. “The man who makes a suc- 
cessful salesman is the man who analyzes his job to 
learn all these things, before he even approaches his 
customer,” is the sound selling point, Mr. Oates stresses 
here. 

On the other hand, the old system of making the sale 
after walking in the door is still not to be overlooked. 
It is even assisted where the prior investigation has 
been made; impression made upon the customers when 
told what their requirements are, even before they have 
been given an inkling that the company is out for their 
business, has closed many a sale on the first contact, 
Mr. Oates finds.—Bart. 


every tailor 


Ee 
FIXING UP THE BACK DOOR 


Fixing up its back entrance, partly for the accom- 
modation of customers already using it, partly to bring 
in the new business, has been a minor, but rather 
significant improvement made during the past year by 
E. H. Clarke & Brother store, stationers, of Memphis, 
Tenn. 

The back entrance opened on a “thoroughfare” which 
was neither an alley nor a street—and yet, to be frank, 
had elements of both. At any rate, it was a passage 
way between two streets widely used by pedestrians, as 
well as delivery trucks, and Clarke’s found that a good 
many of their neighborhood customers had been using 
it to go through the shipping room and into the main 
sales room beyond. 

Small signs attached to a small canopy over the door 
served to give the store a “small shop” atmosphere from 
behind. Results were improved traffic of the “drop in” 
type. 

Segregation of office furnishings, to form ensemble 
groups, has been found effective in promoting sales of 
this type of office supplies, according to A. C. Culpepper, 
vice-president and general manager of the Clarke or- 
ganization. 
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From the standpoint of quality Dealers, Sten- 
ographers, Office Workers agree that Colum- 
bus is the finest 5c pencil in America. 


Columbus sales have not been skyrocketed 
by ballyhoo. Writing superiorily ...and writ- 
ing superiority only...has made Columbus 
a byword in thousands of offices. The secret, 
of course, is famous A. W. Faber lead. (175 
years experience taught them how to make 
a pencil). Hexagon in shape with hexagon 
ferrule, Columbus is polished bright yellow 
with red rubber tip. The complete range of 5 
popular degrees. Have youa protected Colum- 
bus dealership in your territory? It will pay 
you to get full facts at once. 


Made in U.S. A. 





Time saving convenience, bright, trim appear- 
ance and lifetime durability are combined in 
this popular priced Bentson 700 line. Several 
of the many drawer arrangements available. 
are illustrated above. 

Reenforced. welded frame carries drawer = filing depth 25 inches. Hardware is solid 
vronze. 


weight on cradle type suspension slides. A 
F \ I 


but must be installed at factory. 





Each cabinet is a solid, rigid unit completely 
finished in olive green, natural wood grain 
mahogany or walnut, lacquered. When speci- 
fied, cabinet sides will be punched for battery 
installations. Unit is 26% inches deep over 


push bolt, grooved key paracentric lock, con- Office 
trolling all drawers in unit, can be furnished effective in meeting competition. Full details 
and the Bentson catalog will be sent on request. 


The Bentson Manufacturing Co. 





Equipment Dealers find this line 


Aurora, Illinois 











186 





OFFICE APPLIANCES 





Above) filing to bot- 


lom drawers is easy 
with Aulomalic ex pan- 


sion The wide @ inch 
V opening permits 
dropping the paper into 
the open folder 


ii right) Compare 


the height of the Auto 
matic 5 drawer file with 

the ordinary 4 drawer 

cabinet Notice hat 

the girl reaches no higher 

lo file to the top drawer 
{ the former than 


does 10 the latier 
















Here's PERFECTION in a 5 drawer file 


57" high (only 6” higher than a regular 4 drawer file). 
Capacity equal to 6 non-expanding drawers. 

Every drawer equipped with guide rods. 

Every drawer equipped with Automatic expanding front and 
follower block. 

Top drawer same working height from floor as regular 4 drawer 
non-expanding file. 





Bottom drawer as workable as 
any other drawer in the file. 
Papers can be read without re- 
moval from drawer. 

Life of folders increased 80%, 
and their contents increased 12% 
by actual weight through com- 
pression exerted by follower 
block. 

Heavy duty construction through- 
5 ft. 2 inches out. 





tali She op- 

erates this file 

as easily as she Write today for further de- 
would a 4 drawer . . 

file tails. You owe it to yourself 


and your customers. 


AUTOMATIC FILE & INDEX COMPANY 


Dept. 791, 629 W. Washington Blvd., Chicago, Illinois 














U. S. Patent 
No. 2,025,712 









A Respirator Cushion is a scientific seating device which 


can be used on all types of chairs. able seat. 

>. 
As different from old style seat cushions as a modern - 
tuft mattress is from an old fashioned feather tick. 
A necessity during hot weather; comfortable always. ~ 


Every office chair in use represents a potential sale of a 
Respirator Cushicn. 


Respirator Cushions now available with genuine leather 
covers. Colors: red, green, brown, russet. 


L. M. Bickett Co. Wiseman U. 8. A. Ltereieg er a eT 


Cross Section Views of Cushions in Use 


Chair 


Cushion 
—> BPP rrrerer ? | 


These illustra- 
tions demon- 
strate the action 
which takes 
place while 
cushion is being 
used; causing air 
currents to flow 
in and out of 
cushion, a re- 
spiratory or 
breathing ac- 
tion, providin » see 
a onl, ane a # Se eee fF i i i ey 


t i BRS tik 
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The ensembles, simply set up, are made in a series of 
“off aisle” units toward the front of the second floor 
display room for office furnishings. Half-height parti- 
tions, removable, are set up; linoleum pieces laid down, 
and the desk-chair-bookcase, etc., groups, established 
in the spaces so arranged. 

The arrangement permits better inspection of single 
pieces by customers, not altogether possible with the 
massed display which occupies the rest of the sales 


floor.—Bart. 
—_—_—<>——_——_ 


CALLS REGULARLY AND STUDIES NEEDS 

Calling regularly on customers and prospects, study- 
ing the equipment in use so that recommendations may 
be made for additional equipment, is the basic plan 
which has brought constantly increasing volume on 
equipment and appliances to the C. F. Heller Bindery 
Co., Reading, Pa. 

Charles A. Newcomet, sales manager, says: “We have 
not promoted unusual or spectacular selling schemes 
because we believe a business of this kind should be 
developed on sound, conservative principles. I know 
that the salesman who studies his prospect’s business 
so that he is able to make specific and helpful sugges- 
tions will make steady progress. In some instances a 
salesman will find it difficult to obtain the necessary 
information to develop a selling plan, but if he contacts 
the prospect regularly and is alert he will in time have 
enough data to make definite recommendations that 
will interest the buyer. 

“Our present success in merchandising office equip- 
ment and appliances is the reward for sales work done 
in previous years. Right through the depression we 
kept plugging away, making small sales here and there, 
and today we are getting the larger orders from those 
buyers because we had courage enough to keep going 
after their business.” 

Mr. Newcomet emphasized the necessity of frequent 
contacts with key men in city and county offices, and 
members of school boards. He believes in contacting 
all public officials whose positions give them some au- 
thority or influence where equipment purchases are 
concerned. 

Newspaper advertising is limited to small copy, and 
most of the advertising dollar spent here goes into 
direct-mail. A mailing list of 1500 customers and 
prospects is covered four or five times a year with large 
folders that illustrate and price a large variety of office 
appliances and accessories. 

These direct-mail pieces bring a considerable number 
of inquiries and sales leads and many transactions can 
be traced to this form of advertising. After each mail- 
ing customers come to the store with the folders and 
ask to see the items advertised. Many of these in- 
quiries result in immediate sales while in other in- 
stances they furnish live leads for future sales—RAB 

ooo 
IOWA DEALER SEEKS ALLEGED SWINDLER 


J. F. Widman & Sons Company, of McGregor, Iowa, 
last month asked dealers everywhere to be on the look- 
out for a Royal portable typewriter, Model A, No. 
548041-P, equipped with pica type. 

According to a communication from the Widman 
company this machine is in the possession of a man 
who obtained it by posing as a school teacher from a 
neighboring town and asked that he be permitted to 
take the machine home for a trial. According to offi- 
cials of the company, they have been unable to locate 
the “school teacher” who is said to have obtained an- 
other office machine from a firm in Rockford, IIl., by 
the same method. 
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America’s only 
MODERN Dater 
gives 
FULL, CLEAN 
IMPRESSIONS 


SHEATHED PROTECTION 


The new Fulton FUL-KLEEN Dater is a revela- 
tion in appearance, construction, perform- 
ance. 


@ Fully enclosed and streamlined, it combines 
SHEATHED PROTECTION with unusual 
physical strength, lightness in weight and 
—n moulded modern design and ma- 
terial. 


@ Protects the hands, desk and papers from 
smudging that frequently attends the use of 
old fashioned, open band daters. It is a real 
“‘premium”’ item at no premium in price. 





FUL- 


Write for a sample dozen 


FULTON 





SPECIALTY CO. 


| ELIZABETH, N. J. 
| Sales Office: 200 Fifth Avenue, New York City 





honest value — 





ALMA desks and tables all 
come in the lower price 
range—but they are sturdily 
constructed and nicely fin- 
ished—and each number in 
the line gives a full dollar's 


worth of value. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 
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BARKLEY FOLDER & GUIDE TAB CHART 


—— 7 















































Indispensable for... 


Filing Supply Salesmen, Sta- 





tioners, Purchasing Agents, 
Filing Departments, etc. 


ELIMINATE COSTLY ERRORS 


By first consulting the Barkley Tab Chart on all Folder and Guide 


orders. Customers are lost, merchandise is returned, and confusion 


results from incorrect specifications on orders to your factory. 


FREE...sena for your Tab Chart 
today. no obligation. Prepared on 
a standard letter size folder, it is con- 
venient for Catalog File or Sales- 
men’s Portfolio. 


C. L. BARKLEY & CO. 






wi 


517 S. JEFFERSON STREET 





ShowhimaROTOSPEED! 


Suit a prospect's needs at a price he can afford 
for a stencil duplicator and you have a quick 


sale. That's the value of selling the COMPLETE 
ROTOSPEED line. 

Some prospects require only a limited amount 
of duplicating at a time and have little money to 
invest. The “Jr’’ Rotospeed, the lowest priced 
completely equipped rotary duplicator closes 
these prospects quickly. For others, requiring 
more duplicating and willing to pay for greater 
capacity, automatic feeding and other prectical 
features, there is the Automatic Model ‘‘AA”’ 
Rotospeed—moderately priced, yet faultlessly 
efficient. 

Rotospeed duplicators sell at from $27.50 to $150.00, 


completely equipped. There is still choice territory avail- 
able on these models for those who qualify promptly. 


THE ROTOSPEED COMPANY 
226 S. Wilkinson Street Dayton, Ohio 


Rotospeed offers genuine cellulose stencils known as 
*“Cellu-Graph” in addition to non-cellulose stencils, 
inks and all other duplicating supplies. 
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MATH. F. LEIMKUHLER, BALTIMORE, MOVES 

The stationery and printing business of Math. F. 
Leimkuhler has been moved from 502 East Lombard 
street, Baltimore, Md., to 40-42 South street, Baltimore, 


| where greater space permits a more convenient and 
| comprehensive display of the stationery line offered. 








Near the center of the banking and brokerage section 
of the city, the new location will prove an advantage 
to the company’s many patrons. The company, which 
has for a long period enjoyed an enviable reputation 
and prestige in the community in which it is located, 
plans to use the greater facilities now available solely 
for the purpose of better serving its customers. 





ROVAL,. — Prof. 
Donald Laird, of the Psychology department of Col- 
gate University, famed for his experimentation and 
study of sleep and noise, is at his new Royal de luxe 
portable on which he types many of hi« netes. 


PROFESSOR LAIRD USES NEW 


a 
ANDREW SMITH FIRM MOVES 


Andrew J. Smith, dealer in office equipment under 
that name at San Antonio, Texas, last month moved 
to larger quarters at 101 West Martin street. Starting 
a little more than a year ago Mr. Smith has enjoyed 
a consistent growth in business, making numerous im- 
portant installations of his equipment in San Antonio 
and adjacent communities. He recently resigned as 
secretary of the San Antonio Lion’s Club after serving 
for seven years and was presented with a fine engraved 
plaque in appreciation of his services to the organiza- 
tion BCR 

- a oe —_ 
EMPLOYEE-IDEA PLAN FOR OFFICE APPLIANCE 
DEALER’S WINDOW DISPLAY 

“Time to put in another window display; what shall 
it be?” 

The progressive office appliance dealer can take a 
tip from a Boulder, Colo., merchant who always has 
an answer for that question. An employee-idea plan 
provides a continuous fund of live information. 

In a drawer of this merchant’s desk is a large manila 
envelope. It is for window display ideas—nothing else. 
All employees are instructed, noting an idea used else- 
where that might be applied in this particular busi- 
ness, effectively, to report it, on a memo put in this 
idea envelope. 

The source of an idea is unimportant. It may “come 
to” one of the men. A salesman may suggest it. 


The important thing is, right away, before it is for- 
gotten, to get it into the window display idea envelope. 

When the time comes to decide on a new display, this 
dealer merely consults the idea envelope.—Bart 
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Cm unouncement 





i Go pecial 


Starting its 20th year this company has steadily built its business under the direct supervision and 
) E y 
management of Leo Stein, its founder and president. 


Now we are pleased to announce that Mr. E. R. Manning has been elected vice-president in 
tharge of sales, advertising and dealers’ assistance. For the past five years Mr. Manning has 
been in charge of our New York office where he has successfully established the eastern trade. 
He assumes his new office fully qualified to sympathetically serve the stationery trade, having 
ver 25 years’ experience manufacturing and selling leather goods. 


Our new factory to be occupied this month provides more than twice our present manufacturing 
space. Newly equipped with modern machinery, it has every facility to expand and develop the 
Stebco line to fit every retail requirement for quality business cases. 


We will continue to design progressively, build faithfully, sell honestly and serve sincerely. 





STEIN BROS. MFG. CO., INC. SaritJackson-Green Building, Chicago, Ill. 

















DESKS 


with character 
—sturdily constructed 
—superbly designed 


The JASPER DESK CO. record of 
more than sixty years of desk build- 
ing proves our desks sell and satis- 
fy. Dealers make this combination 





















finished dull lacquer 
—mahogany and 






ot aac de talk of good quality and reasonable price Now You Wasshouse 
and 60x34. especially pers Our catalog New York, N. Y. 
showing all the wide range of styles, {fhigago Representative 


sent on request. Ave., Telephone ROGers Park 
3644 


JASPER DESK COMPANY, JASPER, INDIANA 
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@ Full Walnut exteriors. Drawer 
fronts. estal backs and cen- 
ter back panels veneered in V- 
matched quartered Stripe 
Walnut 






MODERN IN STYLE ... MODERATE IN PRICE ... 
ANOTHER MONEY-MAKER FOR YOU! 


Here’s another big Imperial value that will give you quick sales and 
substantial profits—the beautiful new No. 2700 Grade. Styled for the 
business man who admires the good taste of twentieth century de- 
sign! Priced for the executive who must keep an eye on his budget! 
ThelImperialLine 
is full of distine- 


tive office furni- 





@ 5-ply tops, 1\" thick over 
Chestnut cores. Solid Walnut 
legs, 1%" square, rounded on 
all outside corners. Movable 
drawer partitions Pen and 

neil tray in knee drawer 
ertical file frame in right- 
hand double drawer. 











@ Cast brass bar quite, Ultra An- 
tique finish umbler locks 






@ No. 2700 Grade includes three 
flat top desks, two tables. a 
bookcase, @ costumer and a 
telephone cabinet. 
















ture values like 
this. Write today 







for details. 











IMPERIAL 
DESK 
COMPANY 


EVANSVILLE 
INDIANA 






No. 2761 Flat Top Desk—60’'x 
34°x30'." high. A chaste, 
sleek contemporary design, 
interpreted in richly figured 
wood. 








CARRON INTER-COMMUNICATOR 


Fast Friends ped oe 


As firm as the grip of a Hotchkiss 
Stapling Machine itself, is the bond 
that binds Hotchkiss to its fast friends 
in the Trade. 


Ideal for of- 
fice, factory, 
clubs, hotels, 


garages, etc. 


Two Station 


hese enduring friendships are based system com- 





on mutual understanding and co- plete— 
operation. And here is our notion of S 
cooperation in a nutshell: 3 4 
**We are as keenly interested in 
helping you to sell, as to buy.”’ Operates on AC or DC current. No 
batteries, just plug in light current. 
Case in point: Our new publication, Negligible current. Genuine walnut cabi- 
“Hotchkiss COUNTER ACTION.” It net. Instant, direct, clear conversation. 


: As many as four stations on one system. 
gives sharp-edged sales tools to help : 


Here is a real live item for office equipment 


your own salespeople sell more effec- ; 
and stationery dealers. 


tively. Be on the lookout for it. 


Hotchkiss Sales Co. 


Complete line of Stapling Machines 
and Staples to match. 


NORWALK, CONNECTICUT 


Write for full particulars. 


CARRON 


Manufacturing Co. 
415 Aberdeen St. 
CHICAGO, ILL. 
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TRIAL IS THE THING THAT SELLS OFFICE 
SUPPLIES FOR CUSTER 


Harry P. Custer of Falls City, Neb., has no trouble 
in selling small appliances, provided they are of merit 
in this small city of only 6000 people. For two years 
he has been selling them on trial. He leaves a sample 
appliance at an office, after having explained its proper 
use and showed some one just how to operate it. 

At the expiration of fifteen days he calls and says: 
“I just dropped in to pick up the stapling machine (or 
whatever it may be) I left here two weeks ago.” In- 
variably some one of the office force speaks up and 
says: “What, that? Why, we bought that machine.” 
After a little conference and the failure to find any 
invoice for it the office manager is called. Result—the 
machine is bought and paid for on the spot. 

The big idea is to get the office force into the habit 
of using the machine. Actual count for the two years 
shows Mr. Custer has sold seven of every ten placed 
in this way. 

Before adopting this plan, Mr. Custer said: “I talked 
until my head ached and the office managers would 
often tell me rather discourteously to take my wares 
and get out. Now they invariably invite me to call 
again when I have something else that can be rec- 
ommended.” 

Seven of every ten calls is making a high percentage 
of sales.—Bart. 

a ee, 
DIGEST PREPARED BY DENVER CO. HELPS ITS 
CUSTOMERS SOLVE SOCIAL SECURITY AND 
UNEMPLOYMENT ACT DIFFICULTIES 


In order to help its customers solve the accounting 





difficulties involved in the federal social security act | 


and unemployment act routine, Kendrick-Bellamy Co., 
Denver stationers, have prepared a four-page digest of 
the law and of the resulting necessary accounting pro- 


cedure. Incidentally, the digest service helps sell the 


appropriate accounting forms for the records. 

The digest together with personal advice on the va- 
rious problems, is furnished to the customers free of 
charge on request. Not infrequently a member of the 
firm visits the place of establishment of the customer 
in order the better to advise him in his difficulties. 

While also dealing with the laws in general, such as 
who is subject to the acts, what is meant by “wages,” 
and such, the digest takes up more specifically the ac- 
counting forms, stipulating the various things which 
should be included in the records and how they might 
well be arranged. The company, of course, has for sale 
records arranged in the recommended manner.—Bart. 

—_>——__— 
NEW EVER READY CALENDAR 


Both flat and arch type calendars are treated in the 
handsome new catalogue just published by The Ever 
Ready Calendar Manufacturing Company, 160 Maple 
street, Jersey City, N. J. It comes in a bright red cover 


of modern design, bearing the familiar diamond symbol | 


of the firm. Twenty pages are given to the subject- 
matter, exclusive of the covers. Photo half-tones illus- 
trate the line, which is described by text and catalogue 
numbers to facilitate ordering. Calendars are offered 
with steel, brushed brass, leather, fabrikoid, and carved 
walnut bases. Diagrams show the punchings for sheets 
used with various arch-type calendars. This material 
makes it possible to order pads for any base on the 
market, it is said. 


The catalogue shows also the clock attachment, the | 


pencil stack unit, top covers, and telephone indexes. 
Carton quantities and approximate shipping weights 
are cited on the last page. 
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“... the word got around 
and we sold u 
nearly 300 








Mr. Harold McKenzie 
Everybody's Book Store 
Austin, Texas 











RE-NEW-POINT FOUNTAIN PEN 


ESTERBROOK PEN CO., CAMDEN, N. J 








ewer Pam 


® Delayed buying, business 

changes and new government 

regulations have crea an unp ented sales 
opportunity for office equipment dealers. Use 
the coupon below to learn how Lyon has organ- 
ized to help you cash in on this situation . . . 
with a plan that is simple and inexpensive, but 
which will produce PROFITABLE sales volume. 
This plan is described in detail in our new booklet ““PLANS 
and PROFTTS for THE OFFICE EQUIPMENT DEALER.” A 


copy is yours fortheasking. Paste coupon on a post card and 
mail TODAY. This market is ripe for immediate cultivation. 


LYON METAL PRODUCTS, Incorporated 

2804 River St., Aurora, Illinois . 
| 
l 








SSS 





Please send your FREE booklet “Plans and Profits 


METAL for The Office Equipment Dealer 
aa 40) 010) On BS PND eo cc cece cstcngusqiatbesteéolbatenne oe 
Dikthiathaeweal PEs 0c vo ccecconceceheodeoccscnnabnners | 
AURORA, ILI ois: ccsenceischedueanel Se a ee eee | 














ha ll PROFITS... 
Inquiries solicited from select dealers. 








¢ Attractive Leaflets, Blotters, Window and 
le counter displays, Mats and Electros 
fr ge as well as other sales, furnished 

pes .* authorized /NMARKWELL deolers. | 


MARKWELL MEG. CO. inc. ? 





FIDELITY 


Keeping faith with EVERY CUSTOMER—in 
that way the good name of MASHEK has been 
built. Ever holding to our strict policy of extra 
quality—extra features—and extra value—in 
every MASHEK CASE. 

Right now, Ring Zipbinders are popular sellers. 
MASHEK STYLES mark the last word in pocket 
designs and arrangements, fine leathers, at- 
tractive linings and workmanship. A\lll moder- 


ately priced. 


Write for prices on Complete Line. 





“If it's made with Leather, MASHEK makes it Better” 
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| WELLS MANUFACTURING COMPANY CATALOGUE 


OUT 


Three years ago when the depression had slowed 
down or halted so many of the wheels of commerce and 
industry, John E. Wells established the Wells Manu- 


| facturing Company, Laurel, Miss. His object was to 


| 


| produce a high quality of office tables at a price which 


he considered reasonable. Six months ago the company 
moved into a new plant—a modern structure offering 
40,000 square feet of floor space, equipped with wood- 


| working machinery of high quality. The company’s line 
| now comprises office desks, tables, costumers, typewriter 


| 
| 


tables and school desks and tables, the latter having 
been supplied on a large number of government 
projects. 

The company’s location in the lumber and veneer 


producing area has made possible production at very 


favorable manufacturing costs. Shipping by water to 
both eastern and west coast markets is carried on at 


| very low rates. The company is supplying a new cata- 
| logue and price list to dealers who request it. 


ADDRESSOGRAPH TRANSFERS RYAN 


W. G. Ryan, a veteran of fifteen years in the industry 
with the Addressograph Sales Agency, last month an- 
nounced his transfer from the Dayton, Ohio, office to 
the Albany, N. Y., agency as sales agent. Prior to 
joining Addressograph in May, 1921, Mr. Ryan was 
affiliated with the Monroe Calculating Machine Com- 
pany at Rochester, Utica and Buffalo, N. Y., and also 
Chicago. 

Mr. Ryan resigned from the Addressograph-Multi- 
graph Corporation on February 15, 1934, to become affil- 
iated with the Roach-Reid Company of Cleveland, dis- 
tributors of Ediphones in Albany, Syracuse and Buffalo, 
N. Y., Cleveland and Toledo, Ohio, Pittsburgh, Pa., and 
Detroit. He served with this company as vice-president 
until May 15, 1935, when he returned to the Addresso- 
graph-Multigraph organization in Dayton, Ohio. 

—<>—___ 


HOWARD SMITH WITH NEWARK CHAIR AND 
FURNITURE COMPANY 


Howard A. Smith, formerly vice-president of the 
Hale Desk Company, New York, has been serving the 
Newark Chair and Furniture Company, Inc., 2-34 Nutt- 
man street, Newark, N. J., since the first of the year as 


| eastern sales representative. His many years of suc- 


cessful retail merchandising experience have been 
proving valuable to both his present organization and 


| their customers. 


It is reported that the new catalogue recently issued 


| by the firm at the expenditure of considerable effort 


and money has been meeting a very favorable reception 
among dealers, as it is in fact a manual of the com- 
prehensive line of leather-upholstered furniture offered 
by the company. 

—_——_—_—_—_. 


SMITH-CORONA TYPEWRITER PRICE RAISED 


In line with a similar raise reported by the various 
manufacturing companies in the industry, L. C. Smith 
& Corona Typewriters, Inc., last month announced an 
increase in prices of their Smith standard and Corona 
portable typewriters. 

According to the announcement the increase on the 
L. C. Smith machine is an average of about five per 
cent, while that on the Corona is as follows: Corona 
Junior, $39.50; Corona Standard, $54.50; Corona Ster- 


| ling, $64.50, and Corona Silent, $69.50. 
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No. 400 


This unique 
fast-selling 


Speed-Mo item is making 
T y Pp a i R U S H neat profits for 


dealers from 
an d C L EA N i R coast to coast. 

Highly efficient 
for cleaning all kinds of type. Equally 
effective for cleansing and removing spots 
from fabrics, gloves, shoes, or garments. 
The famous Speed-Mo Cleaning Fluid is 
non-inflammable and _ has pleasant 
aroma. 


Write us for details and prices 


RIVET-O MFG. CO. ORANGE MASS. 














PLACE A LOT OF 


NE0T[EUrt 
TOPS 
ON APPROVAL, AT OUR RISK. 
EACH ONE WILL SELL MANY MORE. 


ARE YOU OVERLOOKING THE EASY 
PROFITS FROM THE PERPETUAL RE- 
PEAT BUSINESS ON THIS NATION- 
ALLY KNOWN MATERIAL? 


Grand 
Rapids 




















WARSHAW'S INDEX CARDS made 
by full automatic machinery are al- 
ways uniform—perfectly ruled—ro- 
tary cut on all four sides. Cellophane 
wrapped they are always fresh and 
clean. Of good quality stock, at 
competitive prices they are a remark- 
able "buy." 


Write for samples and prices. 


WARSHAW MFG. CO., Inc. 
BROOKLYN, N. Y. 


1 MAIN STREET 


Roll Labels 
Guides 





o 
7. 
® index Cards 

@ Reinforced Folders 
® Protex Stickons 

® Mending Tape 

© Gummed Index Tabs Ez 











* 


HTS ET Tr; 
We 





THE DAWN MANUFACTURING CORP. 





Note: The Dawn Mfg. Corp. is a subsidiary of the Hali- 
Welter Co., Inc., who manufacture the famous SPEEDRITE 
checkwriter and the new inexpensive CHEXSIGNO signer. 
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No. 913 


Increase Your 
Sales in 1937 with 
Cur 900 Serica 


Including a four drawer executive 
type, measuring 34 x 60, this series 
presents a real buy in all standard 


sizes of flat tops, typewriters and | d . 
table. You can prove the merchan- ndaiana 
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dising advantages quickly by or- 
dering one or more for your display D es k C Oo, 


rooms. 


Don’t miss this opportun- 


ity to increase your profits. Jas per«» | n d iana 













Mark the 
Quality of 


NEW INDIANA 


Leather Upholstered 
OFFICE CHAIRS 


The call now is for good grade furniture—New Indiana Office 
Chairs, designed to match the better grades of office desks, are 
popular items. Titetan crushed grain leather upholstery, solid 
walnut and birch construction. We ship in pool cars with Indiana 
Desk Co. desks if desired. Full details on request. 


NEW INDIANA CHAIR COMPANY 
JASPER, INDIANA 





STATIONERS / 175 voulr 


LINE... EXCLUS/VELY/ 


“STEEL- STRONG’ PROOUCTS ARE SOLD 
THROUGH DEALERS ONLY oe 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . . . with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 














STEEL STRONG “PRODUCTS 


THE C.L.DOWNEY CO. cincinnati.o 
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N. E. TRAVELERS ISSUE UNIQUE INVITATION 


Something out of the ordinary was the invitation 
issued by the New England Travelers Club last month 
for its regular monthly meeting on March 29. The in- 
vitation read: 

“A notice to ye travelers: On Monday night, March 
29, ye clan will gather at the Fox & Hounds Club for 
an important meeting. Refreshments will be served 
to ye who may partake, followed by ye good and ex- 
cellently prepared dinner as can only be concocted at 
Ye Good Olde Fox & Hounds Club.” 

Following the dinner all those who attended enjoyed 
a fine program of entertainment arranged for their 
benefit by a hard-working entertainment committee. 
It was an occasion for members to meet their newly- 


elected officers and they took advantage of it. 
——_>—_ ——_ 
Census of Manufactures: 1935 
Furniture and Store and Office Fixtures 

Both production and employment in the furniture industry showed sub- 
stantial increases in 1935 as compared with 1933, according to prelimi- 
nary figures compiled from returns of the Biennial Census of Manufactures 
taken this year, released by Director William L. Austin, Bureau of the 
Census, Department of Commerce. 

The value of the industry’s products increased 45.9 percent, from $297,- 
729,981 in 1933 to $434,443,512 in 1935. The number of wage earners in- 
creased twenty-four percent, from 105,488 to 130,780, but the rate of 
increase in their wages was more than twice as large—49.2 percent, from 
$76,346,466 to $113,874,898 

This industry, as classified for manufactures census purposes, embraces 
establishments engaged primarily in the manufacture of furniture, includ- 
ing store and office fixtures, of wood, metal, fiber, reed, rattan, and 
willow. 

Statistics for 1935 in comparison with 1933 and 1929 are given in Tables 
1 and 3, and summary figures for 1935 only, for the two branches of the 
industry—(1) Household Furniture and (2) Furniture and Fixtures, Other 
Than Household—are presented in Table 2. All figures for 1935 are pre- 
liminary and subject to revision 
Table |.—Combined Summary for the Industries as a Group: 1935, 1933, 

and 1929 

(Because they account for a negligible portion of the national output, 
plants with annual production valued under $5,000 have been excluded 
since 1919.) 

Percent of 


increase or 
decrease (—) 
1933- 1929- 
1935 1933 1929 1935 1935 
Number of establish- 
MONS ....cccceeee 3,035 2,411 3,778 25.9 —19.7 
Wage earners (aver- 
age for the year)?. 130,780 105,488 193,399 24.0 —32.4 
WE escccucusens $113,874,898 $ 76,346,466 $242,832,096 49.2 —53.1 


Cost of materials, 

fuel, and purchased 

electric energy”. ..$208,020,666 $142,587,238 $426,454,169 45.9 —65l 
Value of products*. .$434,443,512 $297,729,981 $948,116,358 45.9 —54 
Value added by man- 

ufacture® ........$226,422,846 $155,142,743 $521,662,189 45.9 —56. 


oa tere 


Table 2.—Summary for the Industries: 1935 
Household Other Furniture 


Furniture and Fixtures 
Number of establishments................. 2,118 917 
Wage earners (average for the year)'..... 104,354 26,426 
CO eee ee ee ...$ 86,434,058 $ 27,440,840 
Cost of materials, fuel, and purchased elec- 
Se SE nnkeckevaneseos £666030n00008 $161,642,026 $ 46,378,640 
LS 8 RRR eae. $325,993,741 $108,449,771 
Value added by manufacture®............. $164,351,715 $ 62,071,131 


Footnotes, Tables | and 2 

1 Not including salaried officers and employees. Data for such officers and em 
ployees will be included in a later report. The item for wage earners is an average 
of the numbers reported for the several months of the year. In calculating it, 
equal weight must be given to full-time and part-time wage earners (not reported 
separately by the manufacturers), and for this reason it exceeds the number that 
would have been required to perform the work done in the industry if all wage 
earners had been continuously employed throughout the year. The quotient obtained 
by dividing the amount of wages by the average number of wage earners cannot, 
therefore, be accepted as representing the average wage received by full-time wage 
earners. In making comparisons between the figures for 1935 and those for earlier 
years, the possibility that the proportion of part-time employment varied from year 
to year should be taken into account 

fits or losses cannot be calculated from the census figures because no data 

are collected for certain expense items, such as interest, rent, depreciation, taxes, 
insurance, and advertising. 

3 Value of products less cost of materials, fuel, and purchased electric energy. 


Table 3.—Furniture and Store and Office Fixtures—Production, by Kind, 
Material, and Value: 1935, 1933, and 1929 
(The value of furniture and store and office fixtures made as secondary 
products in other industries, as reported for 1929, was not distributed 
among the several items—wood and metal household furniture, etc.—for 
that year, and therefore the items are not strictly comparable with those 
for 1933 but are comparable with those for 1935.) 





Value— 
1935 1933 1929 

‘Furniture, Including Store and Of- 
fice Fixtures’’ industry, all prod- 

WOR. Gls GHD cceccececoscess $434,443,512 $297,729,981 $948,116,358 
Furniture and store and office 

fixtures made in the industry 415,024,846 286,223,172 912,942,006 
Other products (not normally 


belonging to the industry)... 18,191,591 10,842,881 29,629,991 
Receipts for contract, custom, 
and repair work ........... 1,227,075 663,928 5,544,361 


(Continued on page 196) 


| 
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Look for this TRADE MARK 
when you look for Ring Books. 
For the past 30 years it has 
stood for quality plus. 


The most complete line of Ring 
Books made — backed by a 
manufacturer whose policy is 
100% for dealer cooperation at 
all times. 


Why not switch to 
TRUSSELL Now! 


TRUSSELL MANUFACTURING CO. 
Poughkeepsie N. Y. 




















PHON-O-LOG Telephone Index 


ON the ‘Phone, the Logical Place for an Index. 

Rotary Action Alphabetically Tabbed Cards hold 235 Names. 

inrtaatby attaches to all types of American, and most Foreign 
ones. 

Index Cards quickly removable for writing or typing Names. 

Outside Metal Cover beautifully finished in Black and Silver. 

gy om my hy xed and packed one dozen in an attractive 


Display 
“Actual Demonstration” Counter Display Cards Furnished. 


Retails for Only 50c 
WRITE FOR FREE SAMPLE AND LITERATURE 
Stocked by Leading Wholesalers throughout the Country 


_ ASSOCIATED PATENTS CORPORATION 
788 MISSION ST. + SAN FRANCISCO, CALIF. 














ek cw 


SELLS ON 
SIGHT FOR 


Oc 





Everyone wants the new Presto Paper Punch— stu- 
dents, salesmen, stenographers, draughtsmen. office 


managers, bookkeepers. 


buy them. 


They see them, try them. 


Small in size to fit a purse or vest pocket, they clip 
a clean quarter inch hole one-fourth of an inch from 


the edge of the paper. 


Presto Punches are carded in dozen lots on easel 
displays, or singly. They're fast sellers with a long 


profit. 


Write or wire us for samples and prices. 


METAL SPECIALTIES MFG. CO. 


3210 Carroll Ave. 


Chicago, Ill. 
















for checking postage. 


costly postage waste. 


Ib. and over. 





TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 


Capacity 1 Ib. x Y2 oz. 


WITHIN 10 GRAINS! 
That is now the postoffice scale sensibility and tolerance 


Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street 


< Over 
Under 
Weight 
instantly 
shown by 


this indicator 


Chicage, Hlineois 
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(Census of Manufactures—1935 r 
Continued from page 195) 1935 
Furniture and store and office fix- 
tures made as secondary products 
in other industries.............. 1 
Furniture and store and office fix- 
tures, aggregate value .......... 3415,024,846 
ME 66608606660860000666008 347,482,014 
| ene RE 64,526,301 
ED 2606464006000 00006000088 3,016,531 
eee eee 
Household furniture, total......... 313,827,733 
NE AE 289,950,739 
Living-room and tibrary ...... 138,779,475 
ts. cence epee een ees ee 75,498,981 
Dining room .. pecveeeesece 36,240,595 
EE 6 hate edn a ak wees 12,525,364 
Other miscellaneous and not 
REE wedded cavacesiecetase 26,906,324 
Metal, total tebséconcess . Se 
Bedroom ..... : wweedewed 7,120,232 
Living-room and library....... 4,618,336 
DE | 6600 ¢64604000¢06 s 06008 2,542,559 
Porch Cr ae ey ee 3,288,931 ) 
Other, miscellaneous, and not 
SEEN y000ssencesneuene 3,410,314) 
BERD watidcacoesetvecdeaseseus 2,896,622 
Furniture and fixtures for offices 
gf GO "eee 70,887,818 
. & fo eee 44,472,336 
eee 26,415,482 
Office furniture, total.......... 31,819,543 
.. § |. Sarr 12,877,149 
BUEN BESO veescdsccicconnce 18,942,394 
Chairs, total pRueheabeesenes 5,162,397 
Wood and fiber eee 3,905,581 
EE ghbeeéebesecetercence 1,256,816 
Desks and tables, total... ; 
WOG ORE BPC. cc ccccccccce 
Pee 6egueeeses 
Filing cabinets and cases, total. 13,316,112 
WE web dees ceses seeebuan 9 779 
OT ee 12,317,333 


Other furniture and such furni- 
ture not reported in detail, 
DE Pakededaeveccerceces 

WG GORE BOOP. cc cccccccccs 
BONE cccccccccecccceoceces 
Store and lunch-room furniture 
Sr ee, WD, 6.206008 00008 
Wood and fiber... 
BEE B66 eGbSsee0 ccc cecéuses 


Counters, tables, partions, win- 
dow backs, showcases, wall 
cases, and cabinets, total. 

.. fF ) See 
BUEN Gedvdébesdessccccevess 


Chairs, and stools, total....... 
CU 8, eae 
BND aoe edeseecenecenecens 


Display fixtures, total......... 
Wee ONE DROP... ccvccccces 
Tt suddercneenxte Ge vanes 

Other store and lunch-room fur- 

niture and fixtures and such 
furniture and fixtures not 
reported in detail, total... 
We Ge Gs onc evescnce 
See eee 


Professional, laboratory, hospital, 
barber, and beauty-parlor chairs, 
tables, cots, etc., total.......... 

Wood and fiber............. 
0” ere ee 


Furniture for public buildings 
(schools, theaters, assembly halls, 
churches, libraries, etc.) and seats 
for public conveyances, total.... 


Wood and fiber............. 
Dt. stcugeeenseeeensese & 
ewan, GHEE .ccccccndcesess 
WHEE wocdbdvesceesceccsose 
BINED cecccscceccecccsccoes 
Di. SEE . caursecasetadses 
WUE cecccsedusécesetesecs 
BEES cceccencesccosseseces 
Not reported by class, total... 
Wood and fiber........-.e+. 
PP PrrrrrrrrTT TTT TT TT ° 


5,137,701 
2,340,781 
2,796,920 


39,068,275 
$1,595,187 
7,473,088 


19,091,984 
17,449,208 
1,642,776 


2,889,465 
2,086,805 
802,660 


7,096,458 
3,234,887 
3,861,571 


9,990,368 
8,824,287 
1,166,081 


7,630,882 
3,227,974 
4,402,908 


5,271,101 

178,426 
4,792,675 
1,929,937 


7,344 
1,922,593 


1 Not yet available; will be given in final report. 


2 See head note. 


Value— — 


13,850,550 


300 


252 


44 


9 


235 
212 
4 
58 
33 


21 


,073,722 
,696,685 
,650,364 
2,726,673 


308,639 
2 


11,065 


91,276,112 


401,441 


574,091 


237 326 


722,095 


20,399,923 


6 


‘ 
5 
9 


4492 
497 


‘14 





17 
6 
10 


922,910 
7,236,346 


663 ,290 


nev e77 
,5T7T,37 ‘ 


697,651 


254,234 
.293,301 
960,933 
,600,521 
,997,080 
,603 441 


412,642 


2,066,788 


2 
o 
9° 
— 


1 
6 


6 


‘24 
420 


‘4 


6 
l 


1 
1 


3 


9 


pas om 
we — mo 


tons 


to— & 


‘ 


. 
0 
9 


345,854 


892,989 
562,744 
»330,245 


,904,489 
639,781 
.264,708 


,390,401 
727,767 


,662,634 


,653,713 
.296,221 
,357,492 


539,242 
.344,884 
194,358 


,373,947 


122,537 
251,410 
697,060 


,097 ,943 
599,117 


,043 464 
,730,857 


312,607 


,089, 880 
062,845 
027,035 
602,830 
701,038 
901.792 
148,697 
148,697 
115,091 


678,055 


437,036 


232,530,649 


945,472,655 
781,195,409 
113,360,036 
18,386,561 
32,530,649 


659,023,309 
611,680,810 
325,246,345 
139,774,965 
88,551,571 
21,123,016 


36,984,913 


30,443,464 
17,344,113 
3,350,128 
2,421,908 


7,327,315 
16,899,035 


*176,221,859 
*130,543,478 
*45,678,381 


75,664,067 
6 
6 
12,254,558 
5 
6 


21,353,902 
17,952,356 
3,401,546 


19,312,164 
2,341,174 
16,970,990 


22,743,443 


wn, i to, 


12,292,757 


10,450,686 


4100,557,792 
*85,702,633 
414,855,159 


62,795,658 
58,907,604 
3,888,054 


36,166,587 
25,378,097 
10,788,490 


14,283,174 
6,454,070 
7,829,104 


41,043,744 
28,691,233 
12,352,511 
17,136,990 


5,305,065 
11,831,925 


3 Incomplete (see footnote 1). Corresponding total in final report will include 
value of furniture made as a secondary product in other industries. 
4 Revised by subtracting value of shelving, included in figures as originally pub- 


lished but given separately in this table, 


5 Not reported separately. Included in figures for ‘‘Other office furniture and such 
furniture not reported in detail’ or for “Other store and lunch-room furniture and 
fixtures and such furniture and fixtures not reported in detail.” 
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““COMMUNI-CALL”’ 


A REAL PROFIT-MAKER 
for the DEALER 


FOR 
ONLY 


*35 


COMPLETE 





Offices, Hotels, Garages, Stores, Hospitals, Fac- 
tories, etc., are all prospects. A two way system, 
easy to install. Operates on all currents. Attractive 
compact cabinets. Clear, distinct tone reproduction 
—can be heard at distance from receiver. Readily 
equipped with extra stations. 





O nnn jj 
Aj 4 j 
b8 ull Natianatly Kaas 
7 


ME secnines 


During 1936 the 
sales of Liberty 
Storage Boxes in- 
creased an aver- 
age of 14°) per 
dealer. <A _ cor- 
responding in- 
crease was ex- 
perienced in the 
previous year. 





If your present line 
of storage boxes is 
not yielding a satis- 
factory margin of 
profit with steady 
increase in_ sales, 
write us for the full 
story on Liberty 
Storage Boxes. 


68,000 leading firms find the Liberty Storage 
Box the most satisfactory as well as the most 
economical to use. Liberty Boxes give you 


SAFETY with ECONOMY. 


Investigate Communi-Call for satisfaction in 


inter-communicating systems. 


WRITE FOR PARTICUL ARS—SOME TERRITORIES STILL AVAILABLE 


CHICAGO SOUND SYSTEMS 


1507-1509 East 55th Street Chicago, Illinois 





Te @.:-;; AT 











No. 1104—66"x36" 


A RISHEL MODERNE 


In Genuine American Walnut 


Style—Craftsmanship—Beauty 


Ask for New Catalog 
of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J. K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 














Graffco CLIPS 


VISE 


Not to be confused with 
ordinary paper clips! 
They’re made of durable 
non-rusting spring steel, 
and can be used again and 
again. Double spring grip 
keeps papers from slip- 
ping in any direction. 
Three sizes. . . to hold 
from 2 to 60 papers. 
Packed in distinctive 
black and orange boxes. 











KLING KLIPS 


A neat and inexpensive flat 
clip that meets many needs. 
Yq inch wide. Made of non- 
rusting spring steel. 











Write us for samples and prices 


GEORGE B. GRAFF CO. 


64 Washburn Ave. Cambridge, Ma:s. 
2 SSS ES Sa 
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LEADERSHIP COMES ABOUT 


BY CONTINUOUS EFFORT 


MUNSON 
TYPEWRITER 
CUSHION KEYS 
ARE 
EXTENSIVELY 
USED 


WHEN 
TYPISTS WANT 
CUSHION KEYS 
THEY THINK OF 





wave 6&6 Oo 


INTERNATIONAL 


TVT—e = wertv es @ 


G0G6000060608 


Please send information about the New Key 


—New Package and Counter Display to 
ih né >a wbbebGaedbeneeenesseeseeeeseeoces coeetes 
6s bbbeete bd evedbesteusesbeceeetsonssseeées 
Cin « «tekeitnch ab nabbes RS : entdnte’ 




















Self-Aligning Parallel 
Bar. Two handy triangles 


—handy scale. Will not 


Sturdy construction— 
light weight. Portable, 
easy to carry—ready for 
use anywhere. 

Not made of wood like 
ordinary boards. Hard 
fibrous composition in- 
sures smooth surface. 


THREE HANDY SIZES 


12”x 16” 16”"x 19” 20”x 24” 


A display of Draw-O-Matic drawing 
boards will make profits for you 


MARBER COMPANY CHICAGO 


warp or crack. Imper- 
vious to water, acid and 
alcohol. No damage 


from oils or water colors. 











20 EAST JACKSON ILLINOIS 











LONG RECOGNIZED 
SPECIALISTS 
IN 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
82 St. Paul Street Rochester, New York 
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BAAD SF eRe Ss &. 


Atlanta, Ga.—J. P. Simms has been appointed district manager by the 
Woodstock Typewriter Company, with headquarters here, covering a ter- 
ritory including Georgia, Florida and part of Tennessee 

Booneville, Ind.-Thomas Ford has opened a typewriter repair shop on 
South Third street 

Charlotte, N. C.—J. D. Farr has taken the management of the local 
branch of the Royal Typewriter Company, Inc 

Columbia, S. C.—H. C. Bishop has been appointed manager of the local 
branch of the Royal Typewriter Company, Inc 

Fort Wayne, Ind.—The Roszel Typewriter Service, which had been op- 
erating many years at 111 Jefferson street, has purchased the two story 
building at 1215 South Calhoun street. The structure was renovated for 
the new tenant. 

Harrisburg, Penna.—Leonard Weiner has opened for business as the 
Capitol Office Machines Company. He had been associated with the Wood- 
stock Typewriter Company, and continues to represent that company’s 
product 

Honolulu, T. H.—Galen Lane has joined the sales staff of Alexander 
Brothers, Ltd. Formerly he was with the accounting machine sales staff 
of the Underwood Elliott Fisher Company 

Palo Alto, Calif.—0O. E. Rosenberry has opened a typewriter shop at 317 
University avenue 





San Francisco, Calif.—R. L. Eddingfield has been installed as manager 
for the L. C. Smith & Corona Typewriters Inc., 115 Post street 

San Francisco, Calif.-A. J. Hornbroom has taken charge of the local 
branch of the Woodstock Typewriter Company, 21 Second street 

San Francisco, Calif—cC. E. F. Russ, in charge here for the Royal 
Typewriter Company, Inc., reports that there has been a grand rush to get 
in under the wire before the new price rises went into effect. The result 
was that the branch has had another grand rush to keep up with the de- 
mand After two years of large percentage increase, Mr. Russ is con- 
fident of another He is aware of a number of office equipment projects 
which will call for large orders, and there is still a lot of old equipment 
to be replaced 

San Francisco, Calif.—-The Western Typewriter Company and the Allen- 
Wales Adding Machine Company have a joint office on the patio floor of 
the Monadnock building The typewriter part of the office is a branch 
of the business of C. T. Sanders, of Los Angeles. The Allen-Wales Add- 
ing Machine Agency is a branch of the business of Richard Pickering 
Miss Mary Page is in charge of the office Six salesmen operate from 
this office, three for each line 

Seattle, Wash.—Extensive alterations have been effected on the second 
floor of the local Underwood Elliott Fisher Company, to accommodate 
service demands 

Seattle, Wash.—The Wayne M. Haines Writing Machine Service has 
moved to the corner suite in the Thompson building at Fourth and Cherry 
This business features the Varityper, and handles all types of office ma- 
chines 

Washington, D. C.—The Walter M. Ballard Company has been appointed 
exclusive Washington representative of the Tykar Corporation. 








TELL CITY 
OFFICE DESKS 


A half century record of dependability 
Designs in step with popular preference 


No. T5166 desk pictured above—an 
interesting, sales worthy design, beau- 
tifully matched walnut veneers, fin- 
ished in lacquer, made with turned 
legs and moulded top rims—fitted 
with cast brass drawer pulls of modern 
design. Full details of this number 
and others of the Tell City line will be 


sent on request. 


Tell City Desk Co. 


Tell City, Indiana 











ADDING MACHINES 


Baltimore, Md.—The Victor Adding Machine Company has leased the 
store at 525 North Howard street. 

Fort Wayne, tnd.—The Monroe Calculating Machine Company has 
opened an office and display rooms at 706 South Clinton street. 

McAlester, Okla.—The McAlester Adding Machine & Typewriter Com- 
pany has been established in the Telephone building by A. T. Webb and 
C. H. Garland. Both members of this business had been with the Bur- 
roughs Adding Machine Company many years. 

Seattle, Wash.—Jay Downs has joined the Victor Adding Machine 
Agency, Fourth avenue and Marion street This business handles all 
lines of office and business machines 

Yakima, Wash.—The Patten Office Machine Company, which had been 
formerly the Victor Adding Machine & Equipment Company, is now repre- 
sentative of the Victor Adding Machine Company. 


OTHER MACHINES 


Chicago, t1.—The Colorgraph Corporation, 4222 West Lake street, has 
been chartered to manufacture, sell and distribute stencil duplicating ma- 
chines ; capital stock, 100 shares par value common; incorporators—Albert 
P. Lee, O. M. Hoag and H. M. Butterworth ; Cornelius R. Palmer, charter 
representative, care of Palmer & Marino, 39 South LaSalle street 

Cleveland, Ohio.—The Horn Equipment Company, 2729 Prospect avenue, 
has adopted a new name—Ohio Business Machines, Inc. The company 
specializes in Addressograph and Multigraph supplies. Bob Novak is pres- 
ident, and Ed Pfahl is treasurer. 

San Francisco, Calif.—Ralph D. Brooks, Western representative of the 
Automatic Pencil Sharpener Company, left March 15 to cover the inter- 
mountain territory 

San Francisco, Calif._-Mr. and Mrs. Sidney Collins, of the Automatic 
encil Sharpener Company, Chicago, were recent visitors. They left later 
for Honolulu, T. H. 


FURNITURE 


Chicago, tI1.—The Cornell Furniture Company, 5 North Wabash avenue, 
has been chartered to wholesale and retail furniture, office and store fix- 
tures ; capital stock, 100 shares par value common @ $25.00 a share; in- 
corporators—R. L. Hyams, M. Levinson and E. Boyd; Myron N. Levinson, 
charter representative, 33 North LaSalle street, Chicago. 

Chicago, I11.—The General Office Utilities Company, 216 Jackson boule- 
vard, has been chartered to deal in office equipment, machines, etc. ; 
capital stock 5,000 shares no par value common; incorporators—S. I. 
Hatch, W. A. Lamidus and R. A. Braumberger 

Corry, Penna.—D. A. Hillstrom, secretary and general manager of the 
Corry-Jamestown Manufacturing Corporation, returned to the home office 
late last month after an extended tour which took him to the Pacific Coast. 

Evansville, Iind.—Sidney Butterfield, president of Smith & Butterfield, 
is president of the Rotary Club this year. 
































You Can 





Pruitt’s new 
Office Equip- 
ment Valuation 
Book shows 
trade-in allow- 
ances on all 
kinds of mechanical office equipment. Completely 
illustrated. All quotations in compact form in- 
stantly accessible. Should be in every salesman’s 
ket. 
This ad worth 50c if attached to order 
(Net Price $3.50) 


COMPANY 


526 Pruitt Bldg., Chicago 



































| 
|PERFECTION METALS 


for ring books and post binders— 


a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied 
from our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form 

Be sure to have our catalog on file. It will help 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 


6816-6824 Arsenal St. ST. LOUIS, MO. 
Pacific Coast Representatice 














S. & D. Loose Leaf Co.. 427 San Pedro St., Los Angeles 








CERTIFIED 
PAPER 


——— 


Cash Registers 
Adding Machines 
Stenotype 
Teletype 
Police Signals 
Addressographs 





Red ink end-marked. Va- 
riety of sizes, colors, car- 
bonized, duplicate and 
triplicate rolls. Precision- 
made to insure perfect 
operation. 


CONN 


LYNN PAPER PRODUCTS MFG. CO. 


2000 HOWARD ST DETROIT, MICH. 
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Peru, ind.—The Modern Cabinet Corporation has been chartered to 
manufacture woodwork and cabinets; capital stock, 1,000 shares non par 
value; incorporators—Claude DeWalt, Ross T. Ewart and Russell R 
Rhodes. Russell R. Rhodes, Peru, charter representative.—EB 


Windsor, Ontario, Can.—A. Whitley & Company, dealer in office equip- 
ment and machines, has changed its address because the city street num- 
bers have been changed The new address is 140 London street, West, 
Windsor, Canada 


SF oo WS awe 


Athens, Ohio..-The McBee Company is expanding its plant with the 
addition of a structure 202 feet long and eighty feet high. 


PENS AND PENCILS 


San Francisco, Calif.-McCoy’s fountain pen shop has moved from 672 
Market street to 145 Kearney street. 

San Francisco, Calif.-_W. K. Swanson, manager of the local branch of 
the W. A. Sheaffer Pen Company, reports that the “Scrap Book Contest"’ 
has taken a good hold in this territory Several hundred dealers have al 
ready entered A smaller contest has been launched, with radios as 
prizes. This is being taken almost 100 per cent, and business volume is 
running high 

Spokane, Wash.—-The Pen Doctor has hung out his shingle again in the 
John W. Graham store, a harbinger of spring. 


7st ATtTIOR € 8 F 


Birmingham, Ala.—The Office Supply & Outfitters Company, which had 
been at 1921 Fourth avenue, North, is now domiciled at 211 North Twenty- 
first street 

Chicago, ii!.-Harry L. Fellowes, president of the Bankers Box Company, 
made an extended tour of the southern states prior to the Fourth Regional 
District convention, and attended that assembly of the southern stationers. 

Chicago, !)._-Harry A. Prescott has taken over the territory of the 
Associated Stationers Supply Company formerly covered by the late Pascal 
Riddle Mr. Prescott is succeeded in his former territory by Ernest 
Brodack 

Hamilton, Ont., Canada.—Cloke & Son, office supplies, was robbed of a 
large safe, merchandise and cash a short time ago. 

Houston, Texas.—-The Johnson Stationery Company has moved to 1107 
Fannin street. The company has taken on a line of steel filing equipment, 
and is enlarging its stock of commercial stationery 

New York, N. Y.—Allen D. Tompkins has been elected president and 
treasurer of the Hampden Manufacturing Company, succeeding the late 
George C. Hemenway. 

Omaha, Nebr._-The Peterson Lithograph & Printing Company con- 
ducted a ‘‘Better Business Show,’’ February 22-24, at the Paxton hotel. 

Palo Alto, Calif.—The Modern Press & Office Supply Company has 
moved from 541 High street to 317 University avenue 

San Francisco, Calif.—W. F. Haselwood has joined the sales staff of the 
Pacific Stationers, 595 Mission street 

San Francisco, Calif.—-W. G. Huston, manager for Mittag & Volger, 
Inc., 591 Mission street, reports business coming up decidedly, as February 
sales were the heaviest in twenty years. Mr. Huston has himself seen 
seventeen of these years go by. 

San Francisco, Calif.—Carter’s display and sales coach attracted con- 
siderable attention as it drove up Market street March 4. It seemed to be 
a perfect mechanism both outside and in This coach is on a two-year 
campaign Fred Whalen, the Pacific coast manager, is codrdinating with 
the travels of the coach while it is in western territory. 

San Francisco, Calif.—George B. Geramoni, who operates the Office Sta- 
tionery Company in the Mills Tower, 220 Bush street, has taken space ad- 
jacent to his. establishment. The increase was to make room for the loose 
leaf, pen and pencil and greeting card lines. Thos. Klung, who has been 
with this business two years, is manager, and Thos. Flaherty, assistant. 

San Francisco, Calif.—Donald D. Lyman has opened headquarters as 
manufacturers representative at 121 Second street. His chief objective is 
supplying college stores. He was formerly secretary of the National Asso- 
ciation of College Stores, and editor of The College Store Magazine 
Among his lines are those of the Feldco Loose Leaf Company, Chicago, the 
spiral bound notebooks of The Gregg Publishing Company, and the ‘‘Study- 
stand’’ of the Columbia University Press 

Windsor, Ont., Canada.—A. Whitley & Company, 140 London street, 
West, has acquired a new street number without moving. The city’s street 
numbers have been changed throughout 

Yakima, Wash.—Broad’s Books & Stationery Company has been char- 
tered to deal in stationery and books; capital stock, $25,000; incorporators 

C. M. Hull, Bert Broad, Berdie Broad and C. W. Halverson. 


a 


Australia Exempts Photo Copying Devices from License 
Commerce Reports states that the government of Australia has exempted 
imports of photo copying devices from the import license requirement. 
——~<—_ --_— 


Increased Weight of Parcel Post 
The United States Postal Bulletin of March 1 indicates that parcel post 
packages weighing up to forty-four pounds may be dispatched to the Ar- 
gentine cities of Bahia Blanca, La Plata, and Santa Fe. Parcels weigh- 
ing twenty-two pounds may now be sent to Buenos Aires, Rosario (Santa 
Fe) and the points mentioned above 
a oe —— 


Successful South African Expo 
Commerce Reports states that the Empire Exhibition at Johannesburg, 
South Africa, which closed January 15 was a highly satisfactory enter- 
prise, both as an exhibition and from the point of view of its effect on 
local trade and industry 
































— 
Commerce Department Trade Opportunity 


The United States Department of Commerce has an inquiry from Port- 
of-Spain, Trinidad, for calendars and novelties. Accredited exporters can 
secure the name and address of the inquirer by mentioning Foreign Trade 
Opportunity No. 2658 
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NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 


and dis- 


For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 


to every emergency. 


Write in for samples and full par- 


ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 














SUPER: STRONG DOUBLE- ROLLED FIBRE TOP 








1 Vul-Cot on perf One wastebasket that 
is constructed Pes f National H-A-R-D Vul 
canized Fibre. NO SOFT FIBRE to bend out of shape. 
No metal top to dent, rust or lose its finish 3 
profit on every sale. Vul-Cot—in olive-green, maroon 
brown, oak, walnut and mahogany. 
NATIONAL VULCANIZED 

FIBRE CO. 


Wilmington, Delaware 
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Made by 


WORLD'S BIGGEST 
TABLE FACTORY! 


That’s Why St. Johns Can Offer You Such 
An Amazing Profit-Building Combination 
of Super-Quality and Reasonable Prices ! 


ITH the facilities of the 

world’s biggest table 
factory, we can give you a 
line of tables with extra 
quality built into every 
piece, and still offer a price 
range that means extra quick 
turnover, and better profits! 
Choice of standard office 
colors, golden mahogany or 
walnut; range of sizes from 
24x36 to 34x72. Dovetailed 
drawers with 3-ply bottoms St. Johns Table Co. 
in all tables. CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, New York 








(SCHWAB) 
el a, I, 






HOW'S 


business? 





Is real estate lively? What about architects and 
contractors? Along with clothiers and furriers, 
filling station operators, druggists, grocers, etc. 
they need the protection against fire and theft 
provided by the improved, convenient and highly 
effective SCHWAB SAFES. Office equipment 
dealers have frequent opportunity for profitable 
business here. Full details of the line and of the 
SCHWAB sales plan, a tested and proven suc- 
cessful method, will be sent to dealers, on request. 


TheSchwab SafeCo. 


LAFAYETTE, INDIANA 
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WE PERFECT 


Convertible 


OFFICE 
CUSHION 






WITH THE 


AMERICAN VISIBLE 
NUMBERING MACHINE 


. Rea WN 
SAR RERENS : 
aber be abana sae 


Model > 3 Movement $12 


Model @D _~ rT The Pioneer—Popular Priced 
— Convertible and Fine Quality 


Model @ g Movement $15 Once you try it, you'll agree it’s profitable to keep 
“Convertible” always in stock and display. Costs no 
more than other good quality cushions and has the 

WRITE FOR OUR LATEST advantage of a velvet corduroy surface in brown, green or 
maroon for winter use, and a fibre covering on the re- 





verse side for cool summer comfort. 


~~ FOLDER DESCRIBING ALL MODELS 
r 9) STATIONERS—Compare the “Perfect”’’ line of sponge 
6 od 4 3 ~ 1 AND DEALERS’ DISCOUNTS rubber office chair = «ng We'll be glad to = you 


Impression of Figures full details and prices on request. 


AMERICAN NUMBERING MACHINE CO.f | T1. Pertect Rubber Seat Cushion Co. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, NW. Y. ! 
CHICAGO BRANCH: 105 WEST MADISON STREET 5200 Akron Street Philadelphia, Pa. 























ean. 


TWIRLIT Aes 300 
NEW ITEMS 


power 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 











Usually this information is given before the | 
items appear on the market and always in | 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 

all the other features. 





from 1 to 


The extra capacity perforator 
for offices, libraries, school- 
rooms, etc. Small size, big 
service. Models for one, two 





h hol di bl If you want to keep in touch with the activi- 
nga - FSS EO we adjustable as ties of the office equipment industry, there is 
to distance between centers; no better way to do it than by entering a sub- 


choles of four — sizes from scription to Office Appliances. The rates are 
+ das poe ge he 5 $2.00 a year, $3.00 for two years; Canada $2.50 
watch. Priced, $2.50, 86.25 and $4.00; Foreign $3.00 and $5.00. 


d $10.75. Full details or 
one onan . 7 : sheets The Office Appliance Company 
417 South Dearbern Street 


MITCHELL BINDER COMPANY Chicago, Il. 4 


HAGERSTOWN, MARYLAND 
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RIBBONS AND CARBONS 


Brooklyn, N. Y.—Joseph Epstein, of the Old Town Ribbon & Carbon 
Company, went abroad last month to negotiate for raw materials, and to 
visit with the company’s customers abroad.—Increases in manufacturing 
capacity are under way at the Old Town plant. 

Evansville, Ind.—George Nuelle has been elected president of Burdette 
Post, American Legion. He is district representative of the Kee Lox 
Manufacturing Company. 

Glen Cove, L. I., N. ¥Y.—Two executives of The Columbia Ribbon & Car- 
bon Manufacturing Company, Inc., are enjoying sea voyages. H. W. A. 
Dixon journeyed to Hawaii; A. B. Holmes traveled to Europe to attend the 
annual meetings of the English and Italian subsidiaries 


—_ ———~__---—- 





United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating 
Machine Parts, Filing Folders and Index Cards—January, 1937 








7763 
Dupli- 
4750 cating 
Filing folders, 9392 9395 ma- 
index cards, Carbon papers Typewriter chines, 
and other ribbons, parts 
office forms. and 
supplies 
‘or. 
Countries. No. Value. Lb. Value. Doz Value. Value. 
AUStFIA 2. ccccccccscess ees TT 60 $ 32 9 $ 205 $ 1,232 
BONNE ccccccecess oe 61 $ 48 52 47 61 195 902 
Czechosiovakia ........ 209 21° sase sone 30 86 1,484 
Finland ........+.s.++ 3 3,216 635 eoce wee cane eee 029s 
FYANCO o..ce eee ceeeeees 688 82 69 37 300 812 2,709 
Germany ........+0++5- eens ees See0 eee we eece 38 
GEPENE cceveccccccece 15 4 - _— sees exes cose 
GCSGD cccccccccccccece 1,070 300 cove eeee eee0e eoee cece 
Malta, Gozo, and 
GQHPTED cccecccccccccs ease , 19 15 36 esse 
Netherlands ........... 4,381 845 23 138 319 4,373 
NEWEST ccccccccccccece 127 106 524 371 846 651 
aS : see 128 37 81 44 
Rumania .......+s+++. sae eee 349 168 526 cece 
U. 8. S. R. (Russia)... : eee 32 ogee 2 ones 
ep Tee — 161 872 471 1,144 3,719 
Switzerland ........... 6,105 1,248 231 162 417 138 
United Kingdom....... 921 443 5,091 2,259 3,437 12,470 
Yugoslavia ........... rene ‘end 135 2 ocee 
EN -<ccnhn anes 0,10 6,498 1,382 457 1,253 24,947 
British Honduras 30 80 pan 2 oese 
Costa Rica....... 325 126 663 12 49 337 
Guatemala ..... 3 452 56 30 117 120 
Honduras 791 233 20 52 cece 
Nicaragua .... 63 ‘ 586 20 70 228 
Panama ... 795 36 132 144 318 30 
Salvador ...... 54¢ ss 115 320 a bh 
Mexico .........- eecce Rf 298 64 441 882 6,217 
Miquelon and St. Pierre 
Islan SEESSOKbUNCC 179 85 
Newfoundland and 
Labrador ......... . 500 106 a eees 
Bermuda ...........- 248 116 30 45 oe oe ecee 
Jamaica ............ 1,857 55! 66 81 24 79 64 
Trinidad and Tobago... 100 59 65 39 29 77 oeee 
Other British West 
MED cosoveccccccccs 208 57 oese oe eens : esas 
GER scccccgcces pecsee Gee 1,963 2,213 1,536 253 688 556 
Dominican Republic. . 129 420 378 31 109 356 
Netherland West Indies. 2 1,303 134 112 31 165 a 
Haiti, Republic of.. 70 piace . 2 5 57 
Argentina ..... ‘ 69 3,053 2,848 847 1,194 730 
Bolivia ........ 18 248 315 22 192 470 
Brazil 3,425 614 549 71 199 1,852 
CHD ccccccces 141 547 799 106 437 144 
Colombia ...... 2,213 1,118 910 609 1,436 775 
Keuador .... 170 oat 16 37 
British Guiana 57 cae es 
Surinam ...... 40 25 lf 3 
PR ccccoce es 1,281 288 111 90 20) 668 
Uruguay ...... 98 54 ee — 
Venezuela .... oo 3,189 768 343 1,073 62 209 683 
Aden ....... . oe 33 20 26 62 ee 
Saudi Arabia. . « - 78 42 3 5 
British India... . 407 103 2,173 1,232 119 219 . 
CRERB cccccese oes 3,825 782 1,808 1,118 181 466 239 
Netherland India 6,95 1,13 576 445 98 246 424 
Hong Kong.. 11 20 224 &9 32 76 Saas 
JAPON ..ccess eecee 40) f 24,931 14,216 138 371 235 
Palestine .... , 200 125 19 16 60 116 wil 
Philippine Islands... 4,030 3,253 3,203 1,963 760 1,723 810 
Siam ...... ee - 100 50 3 ial 
BU oveccece 6 5 246 116 : oean ‘ 
Australia .. 503 275 696 418 31 143 152 
British Oceania........ . ee sess see - 14 
New Zealand.. 41 63 42 60 61 28 50 
British East Africa 180 28 79 38 48 121 
Union of South Africa 1,48: 428 1,822 929 510 1,291 337 
Nigeria oe ane 70 29 6 16 
Egypt ..... Ses606000 200 24 211 134 13 37 oe 
Other French Africa . sess seés 3 6 85 
liberia ... . 18 74 , . 
Morocco ..... . we 5 see eee 
WES coccsceséoes 90,500 $32,309 58,696 $40,570 9,888 $22,071 $67,622 
Shipments to: 
EEGEL scosccccccccce FNS 8 1.578 1.435 $ 922 250 $ 867 § 2,744 
Puerto Rico.......... 6,964 1,634 2,600 1,080 206 393 716 
Virgin Islands........ eee soce : one 8 15 320 
-_ 8 eG - 
Britain-Canada Trade Concessions 
Commerce Reports states that a reciprocal trade agreement between 


Canada and the United Kingdom grants increased tariff preferences to 
British products and continues preferential advantages to Canadian prod- 
ucts. Included in the concessions are office equipment of all kinds, pens 
and pencils and mucilage 

> - 


Mexico Hikes Duties on Metal Furniture 


A Mexican presidential decree, effective January 29, except for shipments 
by boat which had left the port of embarkation prior to the date of pro- 
mulgation, makes substantial increases on a number of items of metal, in- 
cluding fron and steel furniture 
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TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 


New York 





Samples 
Furnished on 
Request. 












e j W/ its sharp 


7 point easily 
Erases one 
or more letters 

without 
7 smudging the 
(SS) whole word. 


Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Si aisoelf 


Pat. No. 1,756,953 


PENCIL COMPANY 
PHILADELPHIA — U.S.A. 
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RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 
Sansom at Tenth Street Philadelphia, Penna. 


NATIONAL 


SPONGE RUBBER CUSHIONS 




















These revolving metal 
cabinets are increasing 
the sale of Moore 
Push-Pins, Pushless 
Hangers and Maptacks, 
for dealerseverywhere. 
Start today to increase 
your sales volume and 
profit. Order an assort- 
ment of MAPTACKS ... MAPTACK DISPLAY 
or PusH-PINS and Holds Complete 

























ALL ALL PusHLess HANGERS... Assortment 
the cabinets are FREE. 
. : : 
Culace Sizes MOORE PUSH-PIN CO. 
PUSH-PIN and 113-125 Berkley St., Philadelphia 





HANGER DISPLAY The Original Manufacturers of Push-Pins 
Holds Assorted Sizes 10c Pushless Hangers and Maptacks. 















A PROFITABLE 
REPEAT ITEM 


Nationally advertised. At 
tractively packaged. 





WINDOW & COUNTER 
(ADJUSTABLE) Supplied in six sizes. 
Brush-in-cap can, Half 
D | S P L A Y R A C K Pint, Pint, Resse Gallon 
The Complete Quality Line at Popular Prices cans and handy tube. 
@ ECONOMY LINE @ CONVERTIBLE LINE 

VELVET CORDUROYS WOVEN CANE AND 

RICH PILE VELOURS CORDUROY OTHER SIDE 
@ DE LUXE LINE 
CORDED BOXED EDGES 

UPHOLSTERED WITH RICH PILE VELOUR 


ATTRACTIVE DISCOUNTS—Write for Descriptive Circular 


NATIONAL OFFICE CUSHION CO. 
110 GRAND ST. NEW YORK, N. Y. 


Preferred for over a dec- 
ade for every paper-join- 
ing need in the Home, 
Office, School and Studio. 


Stocked by leading jobbers 
Write for Sample and Dealer's List 8B 


UNION RUBBER & ASBESTOS CO. 
TRENTON, N. J. 

















ate 


SUBTREASURY LOCK 


YALE PARACENTRIC LOCK 





SESAMEE COMBINATION LOCK 
STEEL PLATE SECURITY BOXES 


Extra heavy—made of 18 gauge steel plate, electrically 
welded. Reinforced corners. Extra strong. Solid brass 
handle. Made in seven popular sizes—three with coin 


. trays. SELL THE BEST -- -- SURPASS THE RESTII! 
“ART STEEL CO., INC., 300 East 145th Street, New York, N. Y. 
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There’s An Ever-Growing Market for 


sé 33 

Pelouze” Postal Scales ,-= 
The use of Pelouze Postal Scales saves loss daily wher- * 
ever mail is handled. Certainty replaces guesswork, 
prevents overpayment or underpayment of postage. 
Self-computing dials for all mail matter including parcel 
post by zones. Made in several styles, beautifully 
finished in green or gold bronze. 


For sale by Leading Dealers everywhere send 
for complete catalog 


Pelouze Postal Scales are warranted accurate, and are money makers for dealers 





National 4 Ib. 


Colembie 21% Ib. who insist on the best for their customers. 
escent 1 Ib. 


umm<>u <mzoz|/§ 














Pelouze Manufacturing Co. %*°4* 45 QUOT Or WHOLESALERS AN 





bioemx>z <mz0zrlg = 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 








x. 








‘eee ee ee ee a a a ae a 


CLOT Be 


Replacement Parts for Adding, Book- 
keeping, and Calculating Machines 








POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


Write for our new catalog 


CLOYES GEAR WORKS 


17214 Reseland Read, N. E.. Cleveland, Ohie 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


ee ee ee ee 
7 a ee a a a a a a a a ao 


bass ea. Do You Mount Your Own Stencils? 
®@s 


ee® We can furnish the Backing Sheets, Interleaving 
Sheets, Stencil Cement, Stencil Folder Boxes, Cushion 
Efficient and economical. Sheets, Glassine and Seals. Price list furnished 


Will keep correspond- upon request. 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 


So x 










































TECHNYGRAPH 





MANUFACTURERS 
DUPLICATOR SUPPLIES 


TECHNY, ILLINOIS 





Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 

















QUALITY PAYS DOUBLE ON 


cLAR-O-TYPr 


CLEANS TYPE RIGHT 


There are plenty of type cleaner sales. 





But many sales are lost to typewriter 
users who won't be fooled twice on the 
merits of a type cleaner. Get all the 







type cleaner sales by selling Clarotype. 
This product does not fool the user 





irs 
—_—-s 





It does a swell cleaning job, quickly, reas. ee 

and without spattering And Claro Pp 

type pays you double because it re Attention to Detail— 

peats Each bottle you sell gives you z 2 ah r . 

a good profit which doubles because by discerning and critical buyers, is responsible for the constantly in- 
the user orders again and again. More creasing demand for StamperKraft inks, pads, rubber type and other 


than 4000 dealers sell Clarotype, and marking needs. They want just as much service, attractiveness in ap- 


re-order because this reliable product pearance, and freedom from irritation in a stamp as they do in a 
gives full value. Order Clarotype from new typewriter. That's why they select Stamper t. 
your jobber or direct from the Claro- THE SUPERIOR TYPE COMPANY 


type Company, 16-D Hudson Street, 
New York City 3940 Ravenswood Ave. Chicago, Illinois 
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When you are in need of — 


STATIONERS GLASSWARE 
STATIONERS HARDWARE 
STATIONERS CALENDARS 
STATIONERS SPECIALTIES 


Send to 


Frank A. Weeks Mfg. Co. 


311 Broadway New York, N. Y. 








ACME 
CHANGEABLE 
SIGNS 


Used in hotels, restaurants, 
clubs, churches and office 
buildings. A style and size 
for every purpose. 

Also a complete line of at- 
tractive desk name plates. 


Send for illustrated catalog. 





ACME BULLETIN & DIRECTORY BOARD CORP. 
214 E. 37th St., New York, N. Y. 

















SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- rs 

ally advertised! Write Simply Wt f 
for details now! ee. = 


Meilicke. Systems, Ine. chit sen ii: 




















Card-cases, any size; loese-leal envelopes, punched; 
menu covers, factory record protectors, teg holders, 
bill-fold envelopes, stamp tai , etc. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633¢ S. Recine Ave. Chicago, U.S A. 








New STEEL SAFE 


Defender 


Most economical SAFE in 
the Country—/ow price 


Seller can make big money giving 
attention fo this proposition 





Inside—15 in. high; 12 wide; 13 deep. Weight 240 Ibs. 


Write HILLSBERG CO. Jefferson St., Syracuse, N. Y. 


u-da- 


Brands 


DUPLICATOR INKS 


DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


unham-(xSatson 
Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 











Weet Has leater 
u 

Supply Sanus! Buen St., 
Franelese, Calif. 

















Looe LEAF 


F.B. j 


Bind sheets orderly and se- 
curely. Fit any width of 
sheets or distance between 
punch centers, capacity - 

lated by pcochanesite HOLDER 
posts. $3.50 per dozen sets, 

f. o. b. N. ¥. Request on 

your letterhead brings sam- 

ple and details. 


F. B. Mfg. Co., “New Yor, NY. 











AMERICA’S FASTEST SELLING 


PARCEL POST and OFFICE SCALE! 


The amazing world-wide pop- 
ularity of the Borg Parcel Post and 
Office Scale has been phenomenal! 
In a few short months it has be- 
come America’s fastest selling Par- 
cel Post and Office Scale! 

Such recognition must be de- 
served. The Borg Parcel Post and 
Office Scale must have everything 
that’s wanted in a scale of this 

. It makes all other postal 
scales old-fashioned . . . and out 
of date! It can truly be said that 
here is a scale that has made good 
in a day! 


BORG PARCEL POST and OFFICE SCALE 


MANUFACTURED BY THE SCALE DIVISION 
GEORGE W. BORG CORPORATION - 469 E. OHIO ST. + CHICAGO, ILL 





















THE Direct 
Touch 
ERADICATOR 


For RemovingInk 
from Paper and 


White Cloth 
A TAP releases 


a drop 


BENT NECK 


prevents overflow 


H. A. INK ERADICATOR COMPANY 








Leading Stationers 








1707 Zerega Ave. New York, N. Y. 


(Pens 


exclusively 
SINCE 1876 


CABLE: ERADICATOR 








%& COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate 
%& EXCELLENT NEW SCHOOL SERIES 
%& IMPRINTS A SPECIALTY 


TURNER & HARRISON 


PEN MANUFACTURING CO. 
1215 SPRING GARDEN STREET PHILADELPHIA, PA. 





Rosco & Ravenswood 


The glass is raised 
by one finger 
pushed thru the 
niche in the base. 







Ravenswood Office Specialties Co. 
1800-02 Newport Ave., Chicago, Illinois 























The orders that bloom in the spring 


are from business cards. Trace any of them, 
and you'll find it from the seed planted by 
a salesman. 

If done on Wiggins Book Form Card 
Stock they’re champion seeds, fertilized 
by good impressions. They’re sure to yield 
a harvest of profit. 

If you don’t know how they detach from 
tabs with perfect edges, ask any of these 
paper merchants. Or write to us for the 
stationers’ proposition. 


The John B. 


WIGG 


New York City 
Richard C. Loesch Co 


Pittsburgh 
Chatfleld & Woods Co 


Cincinnati 
The Chatfield Paper Co 


Detroit 
Seaman-Patrick Paper Co 





Grand Rapids 
Carpenter Paper Co. 


’ noel , 1162 Fullerton Ave. any 
i. & SSeS Cu, me CHICAGO -—* 
St. Louls 


Book Form Cards 





Tobey Fine Papers, Inc 
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ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends ‘allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
of experience and sales 
power equal to a first-class 
ition. We offer a valuable 
getting opportunity. 

Write today for details. 





Allen-Wales 
Adding Machine 
Corporation 


515 Madisem Ave. New York, N. Y. 


Ca 


CARBONS & RIBBONS 


—a complete and dependable service for 
the writing and copying needs of American 
business. When you undertake to sell 
Codo, you join a group of men who com- 
bine quality and cooperation to make suc- 
cess. Codo Carbons & Ribbons are worth 
more because they give better results. 
And Codo salesmen earn more because 
they serve better. 











Codo Mig. Corp. 


CORAOPOLIS, PENNA. 











New York Chicago 
There's a Hanson Model for 
Sell More Scales!  qspsulsees. seo tr 











There’s a wide market 
for shipping scales, as 
well as those designed 
for regular postal and 
air mail use — if you 
know how to reach it! 


Let HANSON Ideas 
Help You 


Hanson service does not stop at me- 
chanical perfection. There's a success- 
ful merchandising plan available to all 
Hanson dealers—write for it today. 





HANSON SCALE co. 
525 N. Ada St., Chicago 
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‘NICK’ _&@ 


RUBBER TYPE 


The notch or “Nick” provides perfect alignment 
and makes setting up easier. Furnished in a large 
font of type. Packed neatly in attractive box. 

““Nick”’ rubber type responds readily to modern 
forms of selling effort including store display, win- 
dows, catalogs and enclosures. 

Complete particulars upon request. 


HANS H. HELLESOE 


2446 AINSLIE ST., CHICAGO, ILL. 
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Cleanest Adhesive 


pread Grippit with your fingers 
and see how it rubs off, leaving 
them cleaner than before. See how Grippiy 
it brings actual pleasure to the 
pasting of charts, reports, stamp Grtopy 27) 
albums—erstwhile pesky jobs . . . 
Look for this displav on stationery 
counters . Write us for newly 
designed, larger tube Free 


Harriman-Welts Products , 200 Summer St., Boston 
; 



















Ideal BOOK RING 


THAT FLATTENED JOINT is mone 
for a purpose—to keep the yy 

PATENTED ways right side up. No need to unt 

PER. 17.1020 JAM tt. teat and fumble to find the place where 

mov. 6.1923 the ring opens, If it's an Adams ring. 

Here is the simplest, quickest-operat- 

ing and most satisfactory ring ever 

Seven Sizes invented for perforated sheets or 

. binders of all sorts. Allows binder or 

tacide Gtameters: sheets to lie flat when open at any 

Ne. 000, %."" Ne. I, 1%’’ point. The enlarged joint, nicely 

No. 00. %’’ Ne. 2. 1%” rounded and smoothed, keeps ring 

Ne. 6%” Ne. 4 2%" right side up in position to be in- 

, y stantly unlocked. 

Ne. 6, 3’ Order through your wholesaler. We also 

manufacture inexpensive loose lea! metals. 












Henry T. Adams Mig. Co. 256!, 50: {ilesse Av. 





SPEEDEX 
/TELEPHONE INDEX 
STILL RETAILS AT $1.00 


Sturdily built and beautifully 
finished in all brown. 





Actual Size 3x4x2% 
Attractively boxed. Weight 14 oz. 
THE SPEEDEX COMPANY 


Sales Directors: TARA SALES COMPANY 


843 South Los Angeles Street 
Los Angeles, California 
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The DEALER 


is the SOLE DISTRIBUTOR of 


RITETYPE 
STENCILS 


your inquiries invited 


STENCILGRAPH CO. 


manufacturers of dry stencils for all 


duplicating machines 
701 S. WELLS ST., CHICAGO 





is SER RT 
ewr raare ae 
REQUIRED 


WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN ano APPLY - 


CEL-U-DEX CORP., srodkiyn: N. y. 


"YOUR QUESTIONS | 
te FREE 














Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 


A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 








The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. 2:22:23 





























DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will get 
more key business by sell- 


MASTER 
SPEED KEYS 


(ne rubber te wear out) 
Write for our interest- 
ing proposition. 


Speed Key Mig. Co., Inc. 
299 Columbus Place 
Brooklyn N. Y. 




















Fhe Jype (loancr 
Typists. Like — 
MARTENS 


Quick, clean and thorough— 
and no mess. Sure typists go for 
it. Are you getting your profit 
on this fast moving item? Most 
dealers are. Get our free intro- 
ductory offer today. 


MARTENS TYPE CLEANER CO. NiQVSdhe ney 




















APRIL, 


1937 
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THE STATIONER’S 


SCRAP 
BOOK 
IDEAS 


PRICE $700 POST FREE 


The most valuable 
making volume ever placed 
before the Stationer Trade 
—Contains nearly 200 hints 
in connection with every de- 
partment of your business. 


money- 


Press Comments: 


The book 
sense suggestions for 


contains some 178 payes of conimon 
commercial stationers and 
dealers in office equipment. It is conveniently divided 
into four sections, as follows: Organization; Adver- 
tising and Publicity; Selling Ideas; Window Display 
and Selling Ideas for Specific Lines. An index in 
the front of the book classifies the subjects treated 
and gives the numbers of the pages where the sta- 
tioner may find suggestions on the particular phase 
of his business that he may be interested in at the 
time. The subjects run all the way from account 
books to window dressing and are written in such a 
way that the volume is an excellent reference book. 
—Office Appliances. 


The Scrap Book can be dipped into almost any- 
where, and useful hints on a wide range of subjects, 
presented in a very readable form, will be found on 
every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together 
such a series of approved ideas, and the volume 
should meet with a warm welcome. 

—The British Printer. 


A yood idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Ltp. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 


SPECIAL OFFER!! 


PAYSON'S 


INDELIBLE INK 


———____————————————— 
The Most Satisfactory Indelible Ink Made 
————————— 















Write for attractive 4 color display stand and 
folders supplied free with order of 6 bottles of 
Payson's Indelible Ink—Established 1835. 


PAYSON’S INDELIBLE INK CO. 
Northampton, Mass. 








ROOCO 


All-Purpose 
Ink for 
Stencil 
Duplicators 


Office Equipment Dealers are en- 
titled to the duplicating machine 
supplies business in their territory, 
but quality supplies are needed to 
get and to hold the trade. ROOCO 
Duplicating Ink is of such quality. 
Suitable for open or closed drum 
stencil duplicators, it makes dense 
black, sharp impressions. Samples 
and prices on request. 








H. D. ROOSEN CO. 


Brooklyn, N.Y. Chicago 
Fector 609 S. Clark St. 
Foct 20th St. 








You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick &3,") 

with the New 


ACME No. I 


Ileavy Duty 
land Stapler 

















STAPLE 
COMPANY 


1643-1647 Iladdon Ave. 
CAMDEN, N. J. 














| A Complete Line 
| and Range of Prices 
i 






Investigate NOW. Drop us acard 
and you will receive samples that will 
convince you that FIBROIN stencils have 


more selling points than any other brands 








BRANCHES: 
@ ons @ 105 ancerss 
@ Ton, @ crrcmrwn 


Fibrom Products ore bocked 
by em unconditional gueren 


ORIN [== 


409 west avams steer STENCIL CORPORATION sacxsowvue, rors 
SL LL EE AAS RII 





























210 





Royal believes in dealers—believes in helping them grow 
and make more money. That is why Royal Portables are 
promoted through selected retailers—not direct by com- 
pany salesmen or by mail. It is the reason why you receive 
every dime of the profit due you. 

It is the reason too, for Royal’s dealer-type national 
advertising—for the great stress Royal places upon dis- 
plays and all point-of-purchase material—for its strong, 
aggressive newspaper “copy,” establishing your store as 
THE-PLACE-TO-BUY. 

* * ¥* 
AND ROYAL GIVES YOU THE BEST PORTABLE! 3 models, each with 
generous profit-margin. Sell on the Easy-Pay Plan — modest down 
payment, monthly terms. Link to Leadership! Royal Typewriter 
Company, Inc., 2 Park Ave., New York. Factory: Hartford, Conn. 


WITH ROYALIT’S DEALER FURST Qa 


a 
a 
en 
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PORTABLE 


WY 








ROYAL 1. 204 PORTABLE ..vs TOUCH CONTROL 
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Sell the Complete Portable Line 










































HEN you stock the complete Underwood line you 

know that it represents ¢very up-to-the-minute de- 
velopment of a great industry. And depend upon it the 
public knows it too! 

Underwood has pioneered practically every outstanding 
typewriter development of the past 40 years and for more 
than 31 of those years Underwood has producedand sold 
more typewriters than any other manufacturer in the world. 


Every Underwood is backed by nation-wide, company- THE 
owned service facilities eee ged 
Portable Typewriter Division PORTABLE 
retdiling at $78. 50," 


UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... Accounting Machines... Adding Machines 
Carbon Paper, Ribbons and other Supplies 


ONE PARK AVENUE, NEW YORK, N. ¥. 


Sales and Service Everywhere 
Underwood Elliott Fisher Speeds the Worid’s Busimess 


: ° 


with carrying case 


THE 
UNDERWOOD 
JUNIOR 
PORTABLE 


retailing at $39.50," 
with carrying case 


THE 
UNDERWOOD 
CHAMPION 
PORTABLE 
retailing at $64. 50,° 
with carrymg case 


THE 
UNDERWOOD 
NOISELESS 
PORTABLE 
retailing at $69. 50," 
with carrying case 


THE 
UNDERWOOD 
UNIVERSAL 
PORTABLE 


wetailing at $54.50, 
with carrying case 


* Prices Effective Apri/ | 


‘oops | Ma 
pERW°O Ue nN d 
NOTE THE UP ou GO (tee 


WHEREVER * 
PORTABLE TYPEWRITERS 


Copyright, 1997, Uaderwoou biiwtt Fisher Co, 











